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LOWER UNIT 
COSTS 

WHATEVER 

YOU MAKE... 





LUBRICATION 
ENGINEERING 
wiae Ge SERVICE 








LANTS using Texaco Lubricants and Engineer- ment in the U. S. is lubricated with Texaco than 
P:.. Service report: fewer machine repairs and with any other brand. 
overhauls...fewer parts replacements...longer tool Assure these benefits for your plant, wherever 
life... better finish and fewer rejects...cleaner plant located, A Texaco Lubrication Engineer will gladly 
...increased production...lower maintenance costs. work with your production men. Just call the 
They all add up to: lower unit costs. nearest of the more than 2300 Texaco Wholesale 
That’s why Texaco is so widely preferred. For Distributing Plants in the 48 States, or write The 
instance, in mining—More copper mining equip Texas Company, 135 E. 42nd St., N. Y. 17, N. Y. 


TEXACO Lubricants, Fuels and 


tubrication Engineering Service 


TEXACO STAR THEATRE presents MILTON BE® E on television every Tuesday night. METROPOLITAN OPERA broadcasts every Saturday afternoon. 
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CBOE Durr 


For Operation From Alternating Current 


Adds These Time and Labor-Saving Features 
to Your Metal-Cutting Operations — 














e Higher Production Rate—Opti- pay we* provide a wide range of 
mum cutting speeds provide best tool stable speeds with fine steps of control. Eight to 1 speed 
temperatures for high production ratio is standard, as much as 32 to 1 is available. 

. When required, these additional features are avail- 
wv * ae ' 

* hess Down Timer—less tool ble: JOGGING — DYNAMIC BRAKING — RE- 
grinding 


VERSING DIRECTION OF ROTATION — PRE-SET 
e Greater Accuracy because of less SPEED CONTROL. 


heating of tool and work piece Century manufactures a complete line of alternating 
and direct current motors and generators in the 
popular types from 1/6 to 400 horsepower. A line 
of gearhead motors is also available. 


e Better Machine Finish with more 
efficient cutting speed 


e Adaptable to Automatic Multiple Call a Century motor specialist to discuss your motor 
Surface Cutting Speeds drive problems. Write for literature. 


Popular types and standard ratings are generally available from 
factory and branch office stocks. 
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This hose resists water absorption— 
lasts up to 100% longer 


“Wet strength’’cord adds years of life to B.F. Goodrich water hose 


F. GOODRICH water hose is made 

« with rubber compounds that make 
it highly resistant to water absorption, 
swelling, carcass damage. 

In accelerated laboratory tests B. F. 
Goodrich water hose ees Be less than 
half as much water as other brands 
tested. This means longer hose life, 
because water can diffuse through to 
the carcass to cause mildew and mold. 

All types of B. F. Goodrich water 
hose have this longer-lived compound. 
And all types have “wet strength” cord 

-specially treated long-staple cotton 
that actually becomes stronger when 
wetted (where synthetic fibers weaken). 


Tubes—All grades and types of B. F. 


4 Want Additional Product Information? 


Goodrich water hose are fortified with 
Agerite, the chemical that makes rub- 
ber last longer. Most BFG water hose 
stands hot water; some—creamery hose 
for example—even take low pressure 
steam. Specially compounded tubes 
available to stand water contaminated 
with acids and other chemicals. 


Covers— You can drag B. F. Goodrich 
water hose over wet concrete floors, dirt 
and cinder yards, use it on highways 
where it gets run over. It’s compound- 
ed to take severe abrasion, to resist 
cutting and gouging. Some covers are 
com Suatalen stand oils and greases. 
Can be made with rubber-capped ends, 
that protect the carcass from moisture 


See Page 19. 


wicking in. Built-in nozzles and tapered 
ends can be dropped anywhere with- 
out doing damage. 

If you use water hose don’t be satis- 
fied without knowing what develop- 
ments BFG may have made in hose 
for your particular type of service. To 
make sure you get the longest life 
from water hose, see your local BFG 
distributor. The B. F. Goodrich Com- 
pany, Industrial and General Products 
Division, Akron, Ohio. 


ate HO 
B.FE Goodrich 
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Inland Steel, too, 
Is Blended to Your “Formula” 








UST as tobacco is individually blended for the particular 
pipe smoker . . . Inland steel is individually made to your 





BS east ge odpm sean BARS © STRUCTURALS © PLATES 
specifications. This service is possible because Inland is a 
e : ‘ a SHEETS @ STRIP e@ TIN PLATE 

completely integrated producer . . . with centralized facilities 

! ‘as ‘ A FLOOR PLATE @ PILING @ RAILS 
that permit prompt decisions and flexible operations. 

' p a F TRACK ACCESSORIES 
Inland takes a friendly, personal interest in your order. 


Your steel is checked and rechecked . . . furnished to you 
job-fitted to your specific requirements. 

INLAND STEEL CO., 38 S. Dearborn St., Chicago 3, Ill. 
Sales Offices: Chicago, Davenport, Detroit, Indianapolis, 


Kansas City, Milwaukee, New York, St. Louis, St. Paul. 


. and This “Inland Team” Gives Your Steel 





Their Personal Attention METALLURGY SALES OPERATIONS 


DECEMBER, 1949 Want Additional Product Information? See Page 19. . 5 








PRECISION MADE BY THE WORLD’S GREATEST MAKERS OF PRECISION TOOLS 















TRADE MARK REG. U.S. PAT. OFF. 














“SM” MOLYBDENUM M2 
HIGH SPEED STEEL 


For high speed, low cost cutting of 
tough metals 
New Standard Unit Packaging 
100 Hand Blades in a Box 
10 Power Blades in a Box 


\\ Starrett 


a 


o* 
@ 
e 


Packaged in new, handy 100 foot reel dispensers 
and 250 or 500 foot pull out safety cartons. Also 
cut to length and welded. 
Write for complete Starrett 
Hacksaw and Band Saw Catalog “p” 


Niielilelelge Mel al da-latyiels 


l @ 7 MECHANICS’ HAND MEASURING TOOLS AND PRECISION 

> A) | [ INSTRUMENTS »- DIAL INDICATORS « STEEL TAPES « HACKSAWS 
iy la 3AND SAWS AND BAND KNIVES . PRECISION GROUND FLAT STOCK 
— 


Buy Through Your Distributor 


THE L. 8. STARRETT CO. * Worlds Greatest Toolmakers * ATHOL, MASSACHUSETTS, U.S.A. 


6 Want Additional Product Information? See Page 19. PURCHASING 








HERE'S HOW 
CUT COSTS 
BETTER FINISH ON 


NEW OSBORN BUFFBRUSHES* 
PRODUCE HIGH LUSTRE FINISH ON 
STAINLESS STEEL PARTS AT FAR 
LOWER UNIT COST... 


WO types of Osborn Power Driven Brushes remove 
forming marks and produce the satin-smooth, high 
lustre finish found on the stainless steel window divider 


bars used to glamorize motor cars. Here’s how it’s done. 
g 


Divider bar is placed in a holder and moves on a 


continuous chain through the polishing line. Bar is 


first brushed by Osborn Monarch® Tampico Power 
Brushes (Fig. 1), with a spray type abrasive compound, 
preparing the surface for final color buffing. 


Osborn’s new power driven Buffbrushes (Fig. 2) and 
a bar compound complete the polishing operation. 
Approximately 6500 stainless steel window divider bars 
are finished by this method per day. 


Time and money-saving ideas such as this are the 
stock-in-trade of Osborn sales engineers. This premium 
service costs you nothing—can save you hundreds, yes, 


thousands of dollars. For complete information, write— 


THE OSBORN MANUFACTURING COMPANY 


Dept. 224, 5401 Hamilton Avenue 
*Trade Mark 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY 


DEcEMBER, 1949 


* POWER DRIVEN BRUSHES - 


Want Additional Product Information? 


Cleveland 14, Obio 


PAINT BRUSHES -’*MAINTENANCE BRUSHES 


See Page 19. 
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ASBESTOS-VARNISHED CAMBRIC—Recommended Sizes 18 AWG to 1,000 MCM. 600- 
for conduit, raceway or open wiring in boiler rooms, steel aes Geel erases 
mills, power plants, steam tunnels and factories where heat, C. (230° F.) for 600-volt wire; up to 


moisture, corrosive fumes, oil and fire hazards are present. 100° C. (212° F.) for 5000-volt wire. 


ALL-ASBESTOS—Recommended for motor connections, Sizes 18 AWG to 1,000 MCM. 300- 


: “3° : volt and 600-volt ratings. Maximum 
crane and engine compartment wiring, electric furnace qneehinn sieateuees eo wh 380° 


leads and other open wired, high temperature installations C. (392° E.) for 300-volt wire and 
in dry locations. 125°C. (257° F.) for 600-volt wire. 


Write for oe copy of the new catalog ““NEasbestus 
Wire for Hot Spots.” It will give you detailed in- 
formation on sizes, ratings and recommended uses. 


NATIONAL 
j 


Want Additional Product Information? See Page 19. PURCHASING 
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NESBITT’S 
Nesbitt’s Fruit Products, Inc. 








Cuts shipping costs— 
reduces damage in transit! 


Does the product you ship enjoy maxi- 
mum protection against weather and 
rough handling? Is your packaging 
operation fast, economical—up-to-date? 
Before answering, consider these facts 
about KIMPAK* creped wadding. 

Unlike bulk packaging materials, the 
compact blanket form of KIMPAK is soft 
and clean. As quick and easy to apply 
as wrapping paper. Will absorb up to 16 
times its own weight in moisture, with- 
in 30 seconds. KIMPAK is feather-light to 
reduce shipping weight; flexible—to con- 
form to irregular surfaces; shock-absorb- 
ent—to guard against roughest handling. 


Kim 


*T. mM. REG. U.S. PAT. OFF. 


DECEMBER, 1949 


mpa ak (=| — 
REG. US. PAT. OFF. G FOREIGN COUNTRIES 


Moreover, KIMPAK is neat and attract- 
ive-looking to add, rather than detract, 
from theappearance of your package. And 
there is a specification to meet every re- 
quirement of the Four Basic Methods of 
Interior Packaging: Bracing and Block- 
ing, Flotation Packaging, Surface Protec- 
tion, Absorbent Packaging. 


Plan now to improve your packaging 
operation, and save money, too. For in- 
formation, refer to your classified tele- 
phone directory under “Packing Mate- 
rials” or ‘Packing Materials—Shipping”’; 
or write directly to Kimberly-Clark 
Corporation, Neenah, Wisconsin. 





CREPED WADDING 








Blocking and Bracing. Fruit-of-the-Month 
Club* Preserve Package. Photo courtesy of 
Harry and David, Inc., Bear Creek Orchards, 
Medford, Oregon 








Blocking and Bracing. French Type Cheese 
a Photo courtesy of Beble Bros. 
., Rolling Prairie, Wis. 


———— FREE BOOKLET !|——_—_—_ 


Kimberly-Clark Corporation 
Neenah, Wisconsin 


Please send me free, the illustrated 
KIMPAK booklet “Float Packaging”. 











P-1249 
Name Seale 
Firm 
Address 
<a State___. 
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TAL’S engineering 

is an important extra 

in Continental cutting 

& tools. Continental's 30 years’ 
<=> experience as designer and 
manufacturer of a wide range of cutting tools 
is your assurance of correct design, exactness 
of manufacture, and greater accuracy and 
production in operation. Continental products 
include counterbores, face milling cutters, 
broaches, and special carbide-tipped tools. 
Continental can help you raise your production 
and reduce your unit costs. Call yourlocal repre- 
sentative, or write Ex-Cell-O in Detroit today! 


ee, 


re oe. 2 
¥ 


~« 
S 


(we 


== CONTINENTAL TOOL WORKS 


DIVISION OF EX-CELL-O CORPORATION 


ne DETROIT 32, MICHIGAN 


Want Additional Product Information? See Page 19. PURCHASING 










Power at Ideal Speed 
Without Waste 








a 
Six arrows point to six Link-Belt H-1 P.LV. QW fj t a] L i ay K- . & . Pp. i 3 V. 
Variable Speed Drives with mechanical 
remote handwheel control, on black print- 


ing units of new Wood newspaper press. V A Re i A i L & S$ p t - D D a | V i‘ 


Link-Belt P.I.V. 
Variable Speed 
Drive is available 


in vertical or hori- This unique device furnishes positive power transmission 
zontal housings, 


through a chain which automatically forms its own teeth, 
with or without . es : of. o4e 
assuring transmission of every r.p.m. without the possibility 
extra reduction ; 
gears,and motor, Of slip or wasted power. 


or without hous- . . , , ° 
ing, for built-in Output speed is instantly variable while the machine is 


purposes. running, and speed ratios are infinite, without steps. Once 
Supplied in adjusted, the speed ratio remains constant indefinitely — 


eight types, up to until changed by means of the convenient hand wheel. 
25 h.p., fully de- 


scribed in Data LINK-BELT COMPANY 


Boo k 1 8 74 in B ° Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, Houston 1, Minneapolis 5, 
Send for your San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8. Offices, Factory Branch Stores 


copy” NOW | and Distributors in Principal Cities. : 11,609 


You can run any machine at its ideal speed for maximum 
production by using the Link-Belt P.I.V. Variable Speed Drive. 















aot Ds . 
ky TYPES OF LINK-BELT 
5 D | POWER TRANSMISSION MACHINERY 
we \e >», Precision Steel Roller Chain P.I.V. Variable Speed Drives 
Corey Y Silverstreak Silent Chain Fluid Drives 


Steel and Malleable Chain V-Belt Drives 
Worm Gear Drives Ball Bearings 


Power Transmission Machinery Herringbone Gear Drives Roller Bearings 


Helical Gear Drives Babbitted Bearings 


‘‘THE COMPLETE LINE’? Gearmotors Couplings, Clutches, Collars, etc. 
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Check over all Four Pages-12, 14, 16 & 20 


(This is Page 12) 


Then Circle numbers of Items Wanted on Prepaid 


Reader Service Postal on Pages 19 and 20 
(This service also includes New Products, Pages 150-176) 








C) 1. BOILER TUBES—Price sheets for 
minimum wall, seamless, carbon steel mer- 
chant boiler tubes, covering cold-drawn 
tubes in sizes one inch and 1%” O. D., and 
hot finished tubes in sizes 14%" through 
6" O.D., in various wall thicknesses, with 
cut lengths 4’ to 24’ incl., and in all quan- 
tity brackets, were recently released by 
The Babcock & Wilcox Tube Co. 


(C0 2. HYDRAULIC OILS—New folder gives 
fairly representative list of the products 
of the principal oil companies, together 
with technical data and their hydraulic 
oils that have been approved for Hydreco 
oil-hydraulic systems. It also contains gen- 
eral facts about oils and their use in 
hydraulic systems. Hydraulic Equipment 
Co. 


[] 3. UNIT HEATERS—Grid unit heaters 
featuring high test cast iron heating sec- 
tions are illustrated in 12-page bulletin. 
Units are of one-piece construction and 
tested to withstand steam pressure up to 
250 lbs. There is no electrolysis to cause 
corrosion, breakdowns, leaks or failures 
because there is only one type of metal 
in contact with steam or hot water. D. R. 
Murray Manufacturing Co. 


CC] 4. MOTORS & GENERATORS—Catalog 
sheet illustrates and describes polyphase, 
single phase, direct current, and aear 
motors, and generators made by the Cen- 
tury Electric Co. 


[] 5. PRESSURE VESSEL ACCESSORIES— 
Complete engineering data and specifica- 
tion details on pressure vessel accessories 
are included in new 64-page catalog 9-49. 
Line of welding necks, manways, nozzles, 
covers, rings, studding outlets, saddles, fit- 
tings and other press formed specialties are 
presented with complete dimensional data, 
pressure ratings, service recommendations, 
etc. Illustrations are in photo and blue 
print style. Lenape Hydraulic Pressing & 
Forging Co. 


[] & WIREBOUND BOXES—New booklet 
entitled ‘“‘What to Expect from Wirebound 
Boxes and Crates” is replete with photos 
and shippers’ reports of their accomplish- 
ments with wirebound containers for a 
large variety of industrial products. Book- 
let also covers construction principles, basic 
styles, and various advantages wirebounds 
offer. Wirebound Box Manufacturers As- 
sociation. 


C) 7. WIRE MARKERS—F-Z Code wire- 
markers are detailed in 12-page bulletin 
(with sample). These carded wiremarkers 
are clearly printed black-on-white, easily 
removed from card and easily applied. 
550 standard codes available including 
ASA and NEMA, or made to specification. 
They are precut and individually mounted 
on pocket-sized cards. Markers adhere 
securely at temperatures —50° F. to as 
high as 150° F. Western Lithograph Co. 
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[] 8. COAL HANDLING, STORAGE—Pub- 
lication No. 300 describes 14 case histories 
of coal handling and storage systems. It 
explains how system may be adapted to 
suit varying conditions of space, capacity, 
climate, etc. Gifford-Wood Co. 


[] 8. GIFTS, PRIZES—''Tomorrow's Pageant 
of Popular Gifts and Prizes” is catalog 
featuring extensive selection of nationally 
advertised products for use in implementing 
sales contests and good-will, and Christ- 
mas gifts. Travellers Premium Co. 


[] 10. SKIDS, TRUCKS—Catalog GP-7 tells 
about dollies, barrel skids, skid platforms, 
skids with shelves, box top skids, stake 
skids, and the Flo-Truk. Ironbound Box & 
Lumber Co. 


[] 11. STARTER. Wall-Mounted—Oil-im- 
mersed, full-voltage Type 371 wall-mounted 
starter for control of squirrel cage motors 
and the primary of wound rotor motors of 
350 hp or less at 2300 volts, is subject of 
bulletin 14B7274. They are built for simple 
installation and easy inspection. Allis- 
Chalmers Mfg. Co. 


[] 12. LUBRICATION GUIDE—14-page pub 
lication indicating recommended lubricant 
for trucks, buses, tractors and road equip- 
ment, describes in detail the properties of 
nine different Motul lubricants. Motul H.D. 
oils are described as being a series of 
heavy duty detergent type oils especially 
designed for the lubrication of high speed 
diesel and heavy duty gasoline motors. 
Lubricants were developed to meet U. S. 
Army specifications. Swan-Finch Oil Cc 


[] 13. THREAD MILLING CUTTERS— 
Thread milling cutters for cutting National, 
V, Acme or Worm Thread forms are de- 
scribed in new bulletin. Cutters are for 
use on P & W thread milling 
Pratt & Whitney. 


[] 14. FASTENING SPECIALTIES—New 28 
page manual features full description and 
engineering data on broad range of Southco 
blind rivets, anchor nuts, panel fasteners, 
door-retaining springs, etc., and various 
newly developed items. Applications are 
practically limitless throughout industry in 
fastening metal-to-metal, metal-to-plywood, 
ind other combinations. The South Chester 
Sorp. 


[] 15. PONDEROSA PINE—'’Ponderosa 
Pine, Its Properties, Uses and Grades” is 
title of 72-page book, 8¥2” x 11", 84 photos 
which reviews the characteristics and 
properties of Ponderosa Pine, its uses, and 
grades, with full page photos of groups of 
typical pieces of each grade. Western Pine 
Assn. 


WOlp 
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[] 16. RELAYS—New 12-page relay catalog 
No. D-20-A illustrates and describes seven 
standard types of magnetic relays for in- 
dustrial and general purpose control appli- 


cations. Complete data on relay ratings, 
dimensions, coil specifications and applica- 
tions is included. Ward Leonard Electric 
Co. 


[] 17. CORROSION RESISTANT Materials, 


Equipment-—Tubing, gasketing, protective 
coatings, lining materials, grinding and 
mixing equipment, chemical stoneware, 
chemical porcelain, tower packing and 


masonry are the subject of Bulletin M just 
released by the U. S. Stoneware Co. 


[] 18. COMBUSTIBLES RECORDER—Elec- 
tronic type combustibles recorder which 
operates on the catalytic combustion prin- 
ciple, is detailed in Bulletin 150-A, 16 pp, 
which illustrates typical applications to 
boiler furnaces, atmosphere producers, ro- 
tary kilns, industrial furnaces and chemical 
processes. Air or electrically-operated con- 
trol of combustibles content may be had. 
Bailey Meter Co. 


[] 19. STEEL DESKS, TABLES—1949-1950 
catalog, 12 pages, illustrates and describes 
typewriter tables, salesmen’s desks, shelf 


and leg type tables, single and double 
pedestal desks, flat-top and _ secretarial 
desks, etc., special mail sorting racks and 


Work-Flow drafting desk. 
facturing Co., Inc. 


[] 20. COLLAPSIBLE TUBES—Catclo 
scribes tubes made for large 
products from pure tin, Sheffal 
coated, and aluminum, and also Vinicote 
inner coated tubes for strongly acid or al- 
kaline products, leakable oils, greases and 
other commodities. The Sheffield Tube Corp. 


[] 21. WHEELS—Disc the sub- 
ect of Catalog 42, for variety of industrial 
and other uses. Wheel types are illus- 
trated accompanied by line drawings of 
details of spindles, etc., brake drums, wheel 
bolts, spindle washers, hub caps, along 
with hub list, and wheel index by rim 
size and by wheel number. Electric Wheel 
-~ 


Baskell Manu- 


0G de- 
variety ol! 
oy, lead, tin 


wheels ore 
wheeis are 


os 
YO. 


[] 22. AIR CONTROL VALVES— Variety of 
air control valves “for every air control 
need” are illustrated in bulletin; also, 80- 
page catalog shows dimensions, control 
assemblies and mounting brackets. Valvair 
Corp. 


[] 23. SHEET PACKINGS—Bulletin SP-19 
covers the entire line of Palmetto sheet 
packings and gaskets for all purposes, viz: 
compressed asbestos, Hi-4, Fibre, com- 
pressed blue asbestos, red rubber, cloth- 
inserted, diaphragm, and metalllic sheet 
and gaskets. Size and weight tables are 
included with complete descriptive data on 
application, structure, performance and 
availability. Greene, Tweed & Co. 


(] 24. CHEMICAL File Folders—A set of 
reference file folders for users of industrial 


(Please turn to page 14) 
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Wren the shop green- 
horn flubs one on files, Pop 
the foreman is sure to see 

red. And Pop’s sure to set him 
straight about “the right file.” 
For he knows it doesn’t pay to use 

just any file — not when the job must 
be right. 


Take aluminum, for example. It’s soft, 
ductile and malleable. Clogs the teeth of ordinary 
files — even when moderate pressure is used. 


oMOts, 
><. 
®os.a.* 



















WATCH PoP! 
HE JUST SENT “BIRD- 
BRAIN” TO THE TOOL 
CAGE FOR AN 


ALUMINUM FILE-- 


NICHOLSON FILE CO. © 28 ACORN STREET * PROVIDENCE 1, RHODE ISLAND 


(in Canada, Port Hope, Ont.) 





AN’ THE DOPE’S 
COME BACK TO /} SENTHIMFOR 
TELL HIMTHEY \ A PUNCH, HE 
AINT GOT ANY <¢ WOULDA COME 
FILES MADE OF } BACK WITHA 

ALUMINUM-- 4 BLACK EYE! 
JUST STEEL! , AY) 


POP SHOULDA 
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oT ADA 


The right file is the Nicholson or Black Diamond 
Aluminum “Type A” File. Its special teeth break 
up the filings, help clear the file, reduce chatter and 
prevent taking too large a bite. Cuts rapidly yet 
leaves a good finish. 


This is one of many cases where Nicholson 
special-purpose files can help increase output, not 
only by saving workers’ time, but by reducing costly 
rejects and reworks! Send for the Nicholson 
pamphlet, “Jen Special File Types,” and for the 
new edition of “File Filosophy.” They’re FREE. 


Bp a 
"ogee 
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Check over all Four Pages — 12, 14, 16 & 20 


(This is page 14) 


Then Circle numbers of Items Wanted 
on Reader Service Postcard, Pages 19 and 20 





: ) 
Continued from page 12) 


cnem) is I ‘ leaning, tadaciiltates 
the filing of inf ion under Paint Re- 
moval, Phosphats 1tings, Metal Clean- 
ing, and Spray Booth Maintenance. Cover 
§ each folder describes ymplete line of 
compounds and chemicals available fron 
= . eggs 

Klem Chemicals Inc. 


Cj “ STADGESS CASTING ALLOY 
7 bder pearing niess Castin 
las Wide Rang f ™ ‘ is subject of 
4 page folder designed to present complete 





jata vering the properties and uses of 
F-8M popular castir y s Ir 
mposition to Tyr 6 Stainless. This 


ly-bearing 18-8 alloy S ex 
good general corrosion resistance as well 
as increased strength at elevated tempera- 


ures, The per Alloy Foundry Co. 





® 


O 26. PLASTICS — The Polythene Story” 
That is title of Plastics Bulletin No. 44 


which tells about Pont Plastic with 
1 remarkable 


used in a wide varie 





1 I properties 
of products from 
squeezable bottles and film packaging for 
parts, foods, chemicals, etc., to liners for 

igs and drums, electrical insulation, and 
varied molded products. It is tough, has 
excellent chemical resistance, and excellent 
lielectric properties. FE. I. du Pont de 
Nemours & Co., Inc 





0 27. ELECTRIC BEATERS An almost 
dless variety of standard ¢ 
ing units, many of th entirely new, ar 
listed in Catalog 50, which also contains 
listing of four basic Chromalex units—strips, 
rings, tubulars, and cartridges—with wide 
variations in wattage, voltage and 








material, well as selection and 
tion data "Edwin I V jand 


[] 28. GEAR REDUCERS—Space, weight 
and money savings are claimed for Speed 
aire fan-cooled worm-gear speed reducers 
which ire described in detail in Catalog 
300 issued by The Cleveland Worm & 


nn 
wear 


C7} a8. GEAR DRIVES—Enclosed helica 
gear rives are the sul t olf engineering 
manu ‘ MPA, which contains complete ratic 
nformation, hr tables, simplified 





selection procedure, overhung load capa 
ties nape gerd diagrams, dimensions and 
weights of single, double and triple reduc- 
tion units. New line features improved ac 
curacy of gear tooth generation, closer 
manufacturing tolerances, higher quality 
materials, reinforced housing design and 
many other ‘!mprovement: Foote Br 
Gear & Machine Corp. 


s. 


[] 30. TURBINES—Multi-stage Turbines are 
the subject of catalog 4200, which contains 
a discusion of the economics of by-product 
power, points out the flexibility of turbine 
power, and shows the basic types of De 
Laval turbines for different operating con 
ditions and applications up to 20,000 hp. 


14 





Also included is a 2-page spread on heli- 
years for applications where geared 


‘ nead Del 


turpine i1iven equipment is used. Ve Lava! 


31. POWER SHEARS—Line of power 


ars for light gage metal is described in 





11 71 7 = WTS - vw ~ 
lietin /i-1 releasea Dy Niagara Macn 

em TAT 

» lL WoOrkKS. 


] 32. CLEANING SCREEN —-Thru-Clean 


x Screen, a ee r re vi 
1S ind large solids fror water and 
ewag it water, sew ind industria 
1s reatment plants, is descri ir 

3u ir 3 Machine is erated 

7eQ°I! I 1y e automati 
LOCK DY 
t re Of jan 





i y eliminated. Minimu 
r space required. Link-Belt 
[] 33. MAGNESIUM- ALLOY Castings 
mastings by Howard”, a 72-page book 
ntains section de voted to fabrication of 
nium and rare earth magnesiu! 
r jet and turbine engine parts. The Ma- 
loys have rn strength/weight proper- 
i the 








ties anda th ibility to withstand high pres 
sures and temper atures. The book als 
ntains information on the isting of alu 


minum, magnesium, brass, bronze and semi 
steel, as well as tables } 





[]) 34. PUMPS—Corrosion resisting, self 











priming ptumps, Mode! 40, Series R, (Bulle- 
816) is believed le mos 
entrifugal self-priming pump made f 
indling rrosive itior ¥ I 
in 22 seconds with a static ber of 15 f 
After being primed, they ma 
1um as high as 2. a" " he. a handling 
ipacity of the 1 imp is said 
Te ~* r + n y s l im 
r vh ymparative tes r 1de 
Pump is availa rpacity 
ranging from 4 ', TDE te 
60 ar 1ga 140g 





igainst 125° TDH ainst 75 ft, 
TDH, when op Avail 
ble in 12 corr ys. T 


[] 35. SPECIAL TOOLS—Bulletin describes 
special cutting tools, high speed steel and 

de (solid and tipped), made by the 
901 Company, Inc. 






carbide 
] &S To 
"] 36. TRANSFORMERS—New air cooled 
ransformer catalog includes applicatior 
wiring diagrams in addition to detailed 
specifications on air cooled transformers 
from 1/10 kva to 50 kva, and shows how 
1ir cooled transformers may be used t 
eliminate independent wiring for power 
ind light, distribution of power at high 
voltage, operation of 115 volt equipmen 
from power circuits, etc. Chart shows 


L 
t 


simple methods of using single phase trans- 
formers in three phase hook-ups. Acme 
Electric Corp. 


(0 37. DEFECTS IN METALS—Bulletin 50- 
105 describes Type UR Reflectoscope, an 
ultrasonic instrument for instantaneously 
locating defects in metals and other mate- 
rials by the application of a single ‘‘search- 
ing” unit. Sperry Products, Inc. 


(0 38. HYDRAULIC TUBING—Bulletin No. 
38 gives general and technical information 
as well as specifications on line of seam- 
less steel hydraulic tubing. Tubing % t 
1% inch OD in wall thickness for every 
practical operating pressure is stocked. Al! 
tubing is given 100% hydrostatic test. Su 
perior Tube C 


[) 39. BENDING MACHINES—Hydraulix 
and hand operated bending machines 
shears and cutters, and fabricating tools 

, he subject of bulletin No. 
49, 40 pages, which illustrates sample 
bends, and special b = bending machines 
for specific uses. Wallaces Supplies Mfg. 


ire 


[] 40. VALVES—New line of 50-pound 
narrow face-to-face valves, designed par- 

larly for rugged hydraulic service and 
heir ntrols are described and illustrated 
in Catalog 18, 12 pages. Essential engi 


ring information is included. R-S Prod 


[] 41. CASS DIES——Six separate 1S¢ 
tudies which show how carbide dies in 

ise production ‘yedu e costs and im 
prove quality, are reported in new bro 
hure Each study is supplied in the forn 
supplied by the user. One explains how a 


2. say ererweng TOOLS—Two new publi 
ns, Catalog E-2 which covers the en 
tire Thor electric portable power tool line, 
md Circular JE-1131 vering new Silver 
Line 4%" electric belt sander are available 
from the Independent Pneumatic Tool Co. 





} 43. FOUNDRY EQUIPMENT Flasks 
s, clamps and clamping bars isk pins 
ishings, core plates, foundry wedges 





wheelbarrows and wheels, core trucks, cars 
ind trucks, casters and steel wheels are 

nong the equipment units illustrated and 
jetailed in 560 pace 1talog just released 


by The Sterling Wheelbarrow Co. 


[] 44. INDIRECT HEATERS—New catalog 
is designed to help in selecting the most 
efficient heater for b pengepomnante, It 
includes description of indirect heater, 
specifications of various sizes; procedu 

for solving gas heating problems; pro 
sedure for solving oil heating problems; 
and a supply of data and calculation sheets 
f I oth 1 1s and oil heating problems. 
Black valls & Bryson, Inc. 


[] 45. HAND HOIST—Housing Peerless 
Packet chain hoist is but 9%" in diameter; 
one ton hoist weighs only 53 pounds, and 
use of hoist requires only a 56 pound pull 
to lift full capacity of 1 ton, and 42 pounds 
r one-half ton. Bulletin P-5 describes the 
ist in deta The Harrington Co. 





[] 46. THERMOMETERS—Bulletin E gives 
omplete data on liquid-in-glass industrial 
thermometers. Basic models, sizes, forms 
and attachments are illustrated, along with 
simplified application data to enable user 
(Please turn to page 16) 


PURCHASING 








mae =| 








HARPER 


your 





SINGLE SOURCE 


for non-ferrous and stainless steel 





fastenings. Only Harper carries large stocks 
of 6,000 DIFFERENT ITEMS in from 
3 TO 10 DIFFERENT METALS!—the widest assortment 







of bolts, nuts, screws, washers, rivets and accessories available 


from ONE SOURCE in a great variety of dimensions, threads, heads 


ond sizes. BRASS: BRONZES COPPER MONEL AND STAINLESS STEELS 


HARPER 








Convenient Warehouse Service for prompt delivery to any 
point in the country. 
Specials made to order from ample stocks of raw materials. 


Wire or phone your requirements to nearest Branch Office. 
Complete 134-page catalog gladly sent upon request. 


THE H. M. HARPER COMPANY 
General Offices and Plant: Morton Grove, Ill. (Suburb of Chicage) 


New York Office and Warehouse — 200 Hudson Street, New York 13. 
les Angeles Office and Warehouse—835 East 3ist St., Los Angeles it. 
BRANCH OFFICES: Atlanta, Cambridge, Cincinnati, Cleveland, 
Denver, Detroit, Grand Rapids, Milwaukee, Oakland, Philadeiph 
Pittsburgh, St. Lovis, Seattle, Terente (Canada). : 


EVERL_ASTIN G FAS TENIN G §& 


DECEMBER, 1949 Want Additional Product Information? See Page 19. 
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The LATEST Trade LITERATURE 





Check over all Four Pages—12, 14, 16 & 20 


(This is Page 16) 


Then Circle numbers of Items Wanted on 
Reader Service Postcard, Pages 19 and 20 





(Continued from page 14) 

to select proper thermometer for any indus- 
rial installation I ision Thermometer 
ind Instrument Co. 
[] 47. ELECTRIC CABLES—'"Selection of 
Proper Cable Sizes” is the title of new 
booklet just issued by General Electric Co., 
Construction Materials Dept. It deals with 
the method of determining cables and cable 
sizes of asbestos-varnished cambric cables, 
Types AVA, AVB, and AVL. Step-by-step 
instruction is given on figuring load current, 
voltage drop, cables, and cable sizes for 
both lighting and motor loads. Publication 
is No. 19-269. 


[] 48. COLLET CHUCKS—2-color catalog 
illustrates and describes the Porst line of 
Levermatic and Handimatic collet chucks. 
Highlighted is the chuck’s external and in- 
ternal gripping and releasing feature which 
is based on an exclusive lever and power 
multiplying cam action. Holding pressures 
are easily selected by simple manual ad- 
usting ring with a pasitive ball detent lock. 
Sutton Tool Co. 


[} 49. ALUMINUM CABLE—Aluminum 
cable steel reinforced, and aluminum 
cable, are the subject of new Permanente 
Products Co. bulletin. Stranding of various 
types and sizes of cables is illustrated. 
Tables give complete information as to 
materials, equivalent copper Awg or Cir 
mils, stranding, diameter, breaking 
strength, weight, standard shipment, and 
so on. Electrical Conductor Division. 


[] 50. STAMPINGS—He 
presses, 50 to 800 ton 
series H-2, are subject of 16-page booklet. 
The machines are designed for high pro- 
duction stamping operations of all types. 
Danly Machine Specialties, Inc. 


[] 51. PLANT TELEPHONE SYSTEMS— 
Sound powered telephone systems for in- 
dustrial and mine use are described in new 
catalog. Stations operated without bat- 
teries or any outside power. Common- 
talking selective ringing systems range up 
to 24 stations, or an unlimited number of 
common-talking common-ringing | stations, 
can be used per system, Systems operate 


up to 30 miles. United States Instrument 
Corp. 


vy duty Autofeed 
capacity range, 


[C] 52. PUMPS—New series of automatic 
reversing vane pumps are the subject of 
8-page bulletin. Pumps are designed for 
continuous operation against pressures up 
to a maximum of 100 lbs. psi, and are 
suited for supplying lubricating oil and 
coolant that is comparatively clean. Pumps 
are furnished in three sizes. Stripped mod- 
els are suited for integral mountings. 
Brown & Sharpe Mfg. Co. 


(1) 53. TELEMETERING SYSTEMS—A 20 


page illustrated bulletin, GEA-5233, de- 
scribes telemetering equipment for electric 
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power distribution and industrial applica- 
tions. It gives detailed information on fre- 
quency type, torque balance-type, and 
photoelectric-type telemeters. General Elec- 
tric Co. 


[] $4. FITTINGS — Carbon steel, welded, 
homogenous lead lined fittings are detailed 
in new catalog, with line drawings and 
specifications for elbows, reducing elbows, 
tees, crosses, reducers, return bends, blind 
flanges, companion flanges, y-branches, 
pipe spool. A. Gunthard Co. 


[]) 55. CASE HARDENING — A four-page 
folder describing the application of the dry 
(gas) cyaniding process to the operation of 
continuous and batch-type industrial fur- 
naces, has just been released by Surface 
Combustion Corporation. Production ad- 
vantages over conventional methods are 
cited. 


[) 56. FASTENINGS—Special rivets, nails, 
screws are the subject of catalog No. 46. 
It describes variety of parts made by the 
cold forging process for specific uses. High 
rate of production and cold forging advan- 
tages are explained. John Hassall, Inc. 


[] 57. ACOUSTICAL MATERIALS — AIA 
File 39 B, Owens-Corning Fiberglas Corp., 
covers ‘Fiberglas Acoustical Materials. It 
tells about the forms, properties and meth- 
is of installing Fiberglas acoustical mate- 
rials, including plain and perforated tile 
ind board. 
[] 58. INSTRUMENT PANELS — Cabinet 
type instrument panels which provide a 
simple efficient method for mounting instru- 
ments and auxiliary control equipmen: are 
described in Bulletin Pl-l released by 
Wheelco Instruments Co. A variety of 
units may be arranged on one panel using 
1 minimum overall space of 24” x 72” 
high by 12” deep. 


[] 59. INSULATED PIPING—Catalog Sec- 
tion 480-4 deals with prefabricated, pre- 
sealed, underground and overhead in- 
sulated piping systems. These are used for 
processing systems, high or low pressure, 
refrigerant piping, viscous fluids handling, 
etc. The Ric-Wil Co. 


[] 60. INORGANIC PLASTIC MOLDINGS— 
Bulletin 100 includes recommendations for 
moldings for general purpose electrical in- 
sulators, insulators in arcing zones, elec- 
trical insulators for high temperature use, 
for panels and switch bases, and miscel- 
laneous uses. Complete data on the gen- 
eral characteristics of “Rosite’’ are listed. 
Rostone Corp. 


[] 61. BUSHING PRICE LIST—A revised 
price list giving quantity prices on stand- 
ard drill jig bushings and liners is avail- 
able from Colonial Bushings, Inc. The price 
list eliminates calculation of discounts. 
Colonial Bushings, Inc. 





[) 62. ARC WELDING ACCESSORIES—A 
new 20-page catalog containing descrip- 
tions, specifications, and prices of more 
than 150 arc-welding accessories, is avail- 
able from General Electric Co. The new 
bulletin, GEC-253A, includes information 
on electrode holders, helmets and goggles, 
tungsten electrodes, electrode carriers, con- 
nectors, cleaning tools, etc., etc. 


() 63. CHEMICALS—The 1950 edition of 16 
page booklet “Physical Properties of Syn- 
thetic Organic Chemicals’’ issued by Car- 
bide & Carbon Chemicals Corp., has been 
designed as a condensed guide for users 
of organic chemicals. It contains data on 
applications and physical properties for 
more than 200 synthetic organic chemicals. 


[) 64. THERMALLOY—Use values of this 
alloy are described in bulletin ‘How to 
Reduce Abrasive Wear with Thermalloy 
BC-250". Longer life, fewer replacements, 
lower maintenance costs and less down 
time are included among the advantages 
realized through its use. Physical proper- 
ties are compared with 13% manganese 
steel, ABK metal (controlled Ni-Hard) and 
white cast iron in a carefully compiled 
table. Electro-Alloys Divn. of American 
Brake Shoe Co. 


[] 65. PROTECTIVE COATINGS — Four- 
page bulletin on Ucilon Protective Coatings 
gives information on four groups of coat- 
ings expressly developed for corrosion con- 
trol, chemical resistance and “heavy duty” 
industrial painting. The coatings are ap- 
plicable both to structural surfaces and to 
equipment in interior or exterior locations. 
United Chromium, Inc. 


[] 66. TRUARC CHARTS — A series of 
charts giving engineering data and speci- 
fications for use of Waldes Truarc Inverted 
Retaining Rings (internal type #5008) with 
seal and shield bearings, is now being 
made available by Waldes Kohinoor, Inc. 
The invested ring is designed to provide 

uniform protruding shoulder, making 

especially suitable for use in positioning 
and retaining seal and shield bearings 
within a housing. The set of charts covers 
a variety of seals and shield bearings. 


[] 67. NEW ABRASIVE WHEEL—Bulletin 
describes Fibrex Red Wheel, new product 
of Simonds Abrasive Co., which is avail- 
able in two types—depressed center wheels 
for portable machines, and straight wheels 
for cut-off machines and all-purpose use. 
It meets the need for a versatile and effi- 
cient cutting tool between the fields of 
heavy grinding and light sanding opera- 
tions and for certain types of cutting-off, 
deburring and finishing work. It is slightly 
flexible and special construction permits 
high speed with safety. 


] 68. CONTROL VALVES—Diaphragm con- 
trol valves, series 700, pilot piston control 
valve, are described in Bulletin 700-1 is- 
sued by Belfield Valve Divn., Minneapolis- 
Honeywell Regulator Co. The No. 700 air- 
operated diaphragm motor controlled valve, 
is designed to meet requirements for an 
automatic controller of utmost sensitivity 
and reliability. 


[] 69. MOTORS — Latest construction fea- 
tures of large direct-current motors, used in 
many industries especially those having 
applications requiring wide speed varia- 
tion and fine speed control, are discussed 
in 40-page bulletin 05B6002A just issued by 
Allis-Chalmers Manufacturing Co. 
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LESS SPACE IS REQUIRED for the same panel- 
board requirements in the re-designed () FEEDER 
PANELBOARD ... without sacrificing such pop- 
ular @ features as generous wiring space and 
ease of installation. 


This improved, compact @ FEEDER PANEL- 
BOARD is built of standardized units and assem- 
bled as required for specific application. Four 
standardized widths, 10 standardized heights and 
3 standardized depths of boxes meet any require- 
ment. Boxes are shipped from stock ... with re- 
movable ends to permit drilling conduit openings 
on the job. Panels are readily installed after boxes 
are in position. 


Two dependable @ Switches . . . the @ PULFUZ- 
SWITCH and the @ KLAMPSWITCHFUZ... 
make these feeder distribution panelboards the 
finest in safety and efficiency. Both types combine 
switch and fuse in one unit so that current is OFF 
when the door is opened, or the fuse carrier re- 
moved. This makes replacement of fuses safe... 
quick ... simple. 


In operation, the switch blades make pressure 
contact with the fixed switch parts, assuring full 
current-carrying capacity. Silver-plated contact 
parts insure low resistance to current flow, and 
reduce heating. 


€® PULFUZSWITCH capacities: 30, 60 and 100 amps., 250 
volts AC or DC; 30 and 60 amps., 600 volts AC, 2, 3 and 4 pole. 


€® KLAMPSWITCHFUZ capacities: 30 to 600 amps., 250 
volts AC or DC; and 30 to 200 amps., 600 volts AC in 2, 3 
and 4 pole types, single or double throw. 


For more information about the re-designed @® 
FEEDER PANELBOARD, talk it over with your 
@ Representative (he’s listed in Sweet’s). 


k o€dam &lectric Co. 


ST. LOUIS 13, MISSOURI 


DECEMBER, 1949 Want Additional Product Information? See Page 19. 
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Whatever the kind or quantity 
of steel you want— 


ORE than ever before, we are equipped to give your 

orders for steel unexcelled attention. Our ware- 
houses, coast-to-coast, have the facilities, the equip- 
ment and the personnel to satisfy your requirements— 
whether you need a pound or a ton of steel. Furthermore, 
our metallurgists are always ready to assist you with 
any problem of steel selection or application. 


So, make it a rule—whenever you need steel—Stain- 
less, High Strength, Alloy ... Hot Rolled or Cold Fin- 
ished Bars, Structural Shapes, Plates, Sheets, Alumi- 
num, Metal-Working Tools, Supplies, and Machinery— 
to “Call Us.” Just phone, wire or write the warehouse 
or saies office nearest you. 


UNITED STATES STEEL SUPPLY COMPANY 


Warehouses: BALTIMORE - 
CLEVELAND ~- LOS ANGELES - MILWAUKEE 







PORTLAND, ORE. SAN FRANCISCO 


See Page 19. 
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BOSTON - CHICAGO 
MOLINE, ILL. - NEWARK ~- PITTSBURGH 


Also Sales Offices at: KANSAS CITY, MO. - PHILADELPHIA - TOLEDO - TULSA - YOUNGSTOWN 
Headquarters Offices: 208 S. La Salle St.—Chicago 4, Ill. 





© 
- 
SYMBOL OF SERVICE > 
FOR STEEL USERS ry) 
r 4 
Ww) 
< 
<= 
U 
United States Steel Supply Company Ss 
Dept. D-129, 208 S. La Salle St., Chicago 4, IIL. a. 
Without obligation on our part, please send us FREE 
booklets on the U-S-S Steels checked below 
Stainless Alloy 
Name.. litle 
Firm Name 
Address 
City. ken sik Wake dtbin eee Peer 


ST. LOUIS + TWIN CITY (ST. PAUL) 


CIN tha card AMATI it (na nactace reauired). 
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SIGN the card. MAIL it (no postage required). PURCHASING will re- 


quest the manufacturer to mail you the information. 


The Latest Trade Literature—Yours for the Asking! 


Here's an Easy Way to Save Time 
and Letter-Writing—TRY IT! 


The Reader Service Department of Purchasing offers to Purchasing 
Departments this simple method of securing late trade literature or 
further information about products in which they may be interested. 


. USE THIS FREE INFORMATION SERVICE TO KEEP 
YOUR PRODUCT AND SOURCE FILES UP TO DATE 


ALL INQUIRIES ON ONE CARD 
LATE CATALOGS AND BULLETINS 


The latest issues of manufacturers’ Catalogs and Bul- 
letins are listed on Pages 12, 14, 16 and the reverse 
side of this page. 

Just CIRCLE the numbers of those that you want on 
the Reader Service Postal below. 


NEW PRODUCTS 
(See Pages 150 to 182) 


Each item in the New Products Section, Pages 150 
to 192, is numbered. These numbers are duplicated on 
the Reader Service Postal below. If you want informa- 
tion on any of these items, just circle the number of 
each item on the Reader Service Card. 





Necessary 
If Mailed in the 
United States 


No 
Postage Stamp 














ll requests. 


205 EAST 42nd STREET 


BUSINESS REPLY CARD 


First Class Permit No. 16734, Sec. 510, P. L. & R., New York, N. Y. 


PURCHASING 





Go through this issue with pen in hand. One inquiry covers a 
Let us assume the chore of individual correspondence. 


Postage 
Will Be Paid 
by 
Purchasing 

















NEW YORK 17, N. 


Reader Service Dept. 


* 


This card good until Jan. 15, 1950. 
PURCHASING READER SERVICE 


These are the items on which | want more information. 





LATE TRADE LITERATURE 


Eighty-four new bulletins and catalogs are listed on 
Pages 12, 14 and 16, and above. Each item is numbered. 
Circle the numbers of those you want on this prepaid postal. 
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43 44 45 46 47 48 49 50 51 52 53 54 55 56 57 58 59 60 61 62 63 
64 65 66 67 68 69 70 71 72 73 74 75 76 77 78 79 80 81 82 83 84 














NEW PRODUCTS 


(New Products Section, Pages 150 to 182) 

News about new tools, machines, plant equipment, 
materials, etc. Each item is numbered. For those items 
about which you want more information, circle the cor- 
responding numbers below. 
100 101 102 103 104 105 106 107 108 109 110 111 112 
119 114 115 116 117 118 119 120 121 122 123 124 125 
126 127 128 129 130 131 132 133 134 135 


‘ydaqg e21A195 s9pDey 


Y 


ALSO, be sure to check the Bulletins and 
Catalogs Listed on Pages 12, 14 and 16. 





[) 70. MAGNESIUM DIE CASTINGS — 
Light weight, easy machining, dimensional 
stability and various other advantages fea- 


ture magnesium die castings. Pamphlet 
tells about “Doler-Mag” magnesium die 
castings, their qualities and economies. It 


is accompanied by technical pamphlets on 
various die casting applications. Doehler- 
Jarvis Corp. 


[] 71. FACTORY LIGHTING—'"Six Recom- 


mended Lighting Systems for Industry” 
tells how most lighting needs can be met 
by one of six lighting systems—with adap- 
tations. Good lighting is important from 
the standpoints of safety, better production, 


and morale. General Electric Co. 

[] 72. MATERIALS HANDLING — Hand, 
barrel and drum, platform and dish trucks, 
lift-iack systems, dollies, wheels and cast- 
ers—all designed for easy movement and 
low handling costs, are the subject of 56- 
page catalog released by the Colson Cor- 
poration. 

[] 73. PREVENT DERMATITIS — Sample 
carton of Lan-O-Kleen—"a safety measure 


infections a hand cleanser that contains 
no harsh abrasives, nor excess alkali, and 
which is impregnated with lanolin, will be 
sent to you by the West Disinfecting Com- 
pany. 
[] 74. SPRING STEEL—tThe “Spring Steel 
Book” is described as a complete 
guide to specification and fabrication, and 
as being one of the most authoritative 
spring steel handbooks ever published. It 


ma 


includes a complete discussion of types, 
physical properties, heat treatment and 
fabrication. Check No. 74 on the reader- 
service card for your copy. A. R. Purdy 
Co. 

[] 75. BABBITT — ‘Silver Babbitt Solves 
Your Bearing Problems” is title of booklet 
that tells how N-B-M Silver Babbitt No. 
397 helps to lower operating and produc- 
tion costs. It costs less than tin-base bab- 
bitt, and has all of the latter’s performance 
characteristics. National Bearing Divn. 


[] 76. PACKAGING — "Float Packaging” 
booklet tells how Kimpack Float Packag- 
ing protects against the weather and 
rough handling. It is feather-light and 
flexible, and helps to make a neat, at- 
tractive package; also, it makes for fast 
economical packaging. Kimberly Clark 
Corp. 

(] 77. VALVES—"'Prevent Valve Failure” 
is a 28-page guide to valve economy. It 
is illustrated with case histories of valve 
amage, and recommendations for its pre- 
vention by proper selection, installation, 
inspection and maintenance. Copy is free. 
Jenkins Bros. 

[] 78. ADVERTISING SOUVENIRS—Cata- 
log gives full information about lifetime 
reminders in the form of quality plastic 
products. These include flashlights, “one- 
hand” knives, letter openers, nail files, 
razor-knife and key chain, etc., etc. The 
different permanently imprinted. 
Gits Molding Corp. 
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[] 79. PAPER FOR FORMS—Color samples 
of Sea Foam Bond paper for multiple forms 
and the Sea Foam Test Kit are yours for 
the asking. Maker says Sea Foam makes 
14 carbons with pen, pencil or typewriter. 
It is recommended for purchase orders, in- 
ventory forms, job orders, report sheets, 
and so on. Brownville Paper Co. 

[) 80. SLING CHAINS — Catalog DH-80, 
Acco Registered Sling Guide, contains in- 
formation on how to select, use and care 
for sling chains. Get your copy now. Amer- 
ican Chain Divn. American Chain & Cable 
Co. 

[] 81. WIRE ROPE "Valuable Facts 
About the Use and Care of Wire Rope” is 
title of new booklet issued by American 
Steel & Wire Co. 

(1) 82, TOOL STEELS—"The Tool Steels of 
Allegheny Ludlum” is title of 176 page 
book, which gives detailed information 
about physical qualities of wide assortment 
of tool steels made by Allegheny Ludlum 
Steel Corporation, Tool Steel Division. 

[] 83. ELECTRIC MOTORS—Full informa- 
tion about the complete line of Wagner 
protected motors—totally enclosed, drip- 
proof, explosion-proof, splash-proof motors 
and chemical plant motors, is given in 
Bulletin MU-185. Wagner Electric Corp. 

(] 84. FASTENINGS — Catalog contains 
full data on the complete line of fastenings 
made by The Blake & Johnson Co., includ- 
ing Twin-Fast twin-thread wood screw, 
slotted or Phillips head machine screws, 
stove bolts, tapping screws, nuts, rivets, 
chaplets, wire forms, etc. 





This free information service also 
applies to the products, tools, mate- 
rials and equipment listed in the “New 
Products” Section, pages 150 to 182. 


This card good until Jan. 15, 1950. 
PURCHASING READER SERVICE 


These are the items on which | want more information. 
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LATE TRADE LITERATURE 


Eighty-four new bulletins and catalogs are listed on 
Pages 12, 14 and 16, and above. Each item is numbered. 
Circle the numbers of those you want on this prepaid 
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(New Products Section, Pages 150 to 192) 
News about new tools, machines, plant equipment, 
materials, etc. Each item is numbered. For those items 
about which you want more information, circle the cor- 
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SIGN the card. MAIL it (no postage required). PURCHASING will re- 


quest the manufacturer to mail you the information. 
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Wiring Components 


FOR PRODUCT DESIGN 


It's PREEN-X 


THE NEW IDEA IN HEATER CORDS 


Here’s a really new idea in a heater cord set—General 
Electric Preen-X heater cord equipped with the hand- 
some General Electric “400” plug. 


Preen-X heater cords come with ends stripped and 
twisted ready for fast installation. They help speed-up 
assembly, provide an added sales feature. Preen-X has 
no braid to fray or unravel. Its tough, flexible- 
insulation jacket—by actual tests—takes ten times 
the abrasion of ordinary heater cords. Preen-X resists 
water and oil—looks smart on any up-to-the-minute 
appliance. 

The bright, colorful “400” plug makes an attractive- 
looking companion piece to the new Preen-X heater 
cord. Made of tough plastic in attractive colors, this 
gleaming plug adds sales appeal to appliances — 
attracts customer attention. Strong prongs and sturdy 
construction make the “400” plug a long-life item. 


Before you specify another foot of heater cord, it 
will pay you to look at Preen-X. For a free sample 
and all of the facts on this new fray-resistant, non- 
kinking heater cord, check “A” in the coupon below. 


LOST! 
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— aapeston” 
wagnet HE 


2 great magnet wires 
from a single source 
TO FILL EVERY WINDING NEED 


To provide a full range of sizes, shapes, and in- 
sulations for a wide variety of applications. . 
General Electric offers two great names in magnet 
wires—Formex, for temperatures to 105 C; and 
Deltabeston, for temperatures to 125 C. 

Formex is the tough, workable magnet wire, in- 
sulated with synthetic resin, that is famous for 
speedy winding and extremely long operating life. 
Chemical-resistant, heat-shock resistant, abrasion- 
resistant, space-saving Formex .magnet wires are 
available in all common sizes and shapes. 

Deltabeston magnet wires, insulated with glass 
or with asbestos, are the high-heat magnet wires 
that permit operation at temperatures higher than 
those allowable for ordinary cotton- or enamel- 
insulated wires. Deltabeston magnet wires are 
available in all the usual sizes and shapes. 


For samples of these two famous General Elec- 
tric magnet wires and the latest booklet containing 
complete detailed information just check “B” in 
the coupon below. 


General Electric Company (Section 15-1270) 
Construction Materials Department 
Bridgeport 2, Connecticut 


Please send me, free, the following: 


A () Sample and data on Preen-X—the newest in heater 
cords. 


B [] Information and samples of Formex and Delta- 
beston Magnet Wires 


C (J Data on General Electric Flamenol rip cords 
No 
Company Title 








Street 


City 











GENERAL (9) ELECTRIC 








WHITNEY CHAIN & MFG. 
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If your drive requirements fall within the range 
of fractional H.P. to well over 50 H.P. you will 
want to know more about these new Whitney 
Silent Chain Drives from Stock. Here’s a versatile 
power transmission mediumthat gives you thrifty, 
positive drive performance under all operating 
conditions! These dependable, all-steel drives 
deliver constant power from driver to driven 
mechanism, maintaining full machine output. 
They are easily installed and give exceptionally 
long life with minimum maintenance. 

This modern power package is quickly avail- 
able to you from stock through the Whitney fac- 
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S8te0 eeohy Sy: 


$45¢ sees 


j°8Ree ares: 


DECEMBER, 1949 





PRESENTS THE MODERN 
PACKAGE FROM STOCK... 


For Economical, Efficient Power Transmission! 


tory and a network of Whitney distributors es- 
tablished throughout the country. And, impor- 
tant, they are easy to select and order, too. By 
simply referring to the Stock Drive Selection 
Tables in the catalog, you will find that ordering 
or specifying a complete stock drive is a time- 
saving process. Using these exclusive Whitney 
Tables requires no specialized chain knowledge 
— completely eliminates tedious calculations 
usually required in determining power trans- 
mission requirements. With dependable Whitney 
Silent Chain Drives so easily obtainable, you will 
find that “It pays to standardize on Whitney.” 


Quick Selection of Correct Silent Chain Drive 
Made in 3 Easy Steps 


* 
WHITNEY CHAIN & MFG. CO. 


Division of Whitney-Hanson Industries Inc. 
207 Hamilton Street, Hartford 2, Conn. 


Gentlemen: ' 


Please send me your new silent chain stock drive catalog. 
DOI i ainiiecckssishs i cvcitin ihkaiDsbcvetcakavablontesiolacbadediomaaasan te demande 
Ee TE oe eek ae ee 
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SUPERINTENDENT Charli 
Tiger Brand Specialist how ney Somer : . 
mum life from his Tiger Brand Wire Kop rope life. I'm glad pages oy 


this rugged iob- to you." 


, ae —_ ELIE ? 





THE TIGER BRAND SPECIALIST 


VISITS THE PENN-LINCOLN PARKWAY 


and learns a trick or two about wire rope care 


"T stopped to see Charlie Dinardo the other day. He's in charge 
of Dinardo, Inc.'s job of building the 980-foot concrete arch 
bridge over Nine Mile Run in the Penn—Lincoln Parkway project 
at Pittsburgh. It's one of the biggest concrete arch jobs in 
the country in recent years. 


"About 15.000 yards of ready—mixed concrete £0 into this bridge, 
and 98% of it is being poured by cranes-——all equipped with 

Tiger Brand Wire Rope. They were pouring about 250 yards a day. 
using 4 one-yard bucket on a crane equipped with a 105-foot boom 
and 18-foot jib. In addition to the pouring, the four cranes have 
handled all steel erection and form setting on the bridge. A job 
like this really puts rope to a test! 


"Charlie says he is getting plenty of 
service from his Tiger Brand Rope. 
It holds up for three months’ steady 
work on the hoist, and he hasn't re=- 
placed a boom rope in over a year. 


"Charlie passed on a couple of tips 
on how he gets this kind of service 
on such a rugged job. First, he uses 
nothing but Tiger Brand. Second, he 
observes extra precautions during in- 
stallation, being especially careful 
not to introduce any twist into the 
rope. 


pinordo tells the "That's this veteran contractor's 
inarao ? i 2 
® he obtains maxi method of obtaining exceptionally long 


ARE YOU GETTING THE MOST FROM YOUR WIRE ROPE? 


The TicerR Branp Specialist 

that of veteran ve ae —an experienced field service engine , é 

wire nr at the lowest soe Charlie Dinardo to bale yee get oy oer alee experience and 
e'll be glad to talk over your problems with you and make es 


booklet “Valuable F i 
acts Abou the Use and Care of Wire Rope.” You'll find oy ot lita ae om 


W . . 
ant Additional Product Information? ‘See Page 19 
ee e 19. 








PURCIIASING 





AMERICAN 
TIGER BRAND 


oar ee oe eee : 


980 FEET LONG . . . 100 feet high at the lowest point 
the valley . . . this three span concrete arch bridge carries 
the new Penn-Lincoln Parkway west foward the Squirrel 
Hill Tunnels in Pittsburgh, Pa. Dinardo, Inc., Pittsburgh, is 
the contractor. 


98% OF THE CONCRETE in this job is being poured 
by cranes—equipped with Tiger Brand Wire Rope. 


SEND FOR THIS BOOKLET 


ee en es ae ee ee 


American Steel & Wire y x, xg 
Rockefeller Bidg., Dept. G-1 
Cleveland 13, io 


Gentlemen: 


Please send me a copy of ar booklet, 
“Valuable Facts about the Use and Care of Wire Rope.” 


' , y % . ’ " 
baa WRIT eosvione 
AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, O10 

COLUMBIA STEEL COMPANY, SAN FRANCISCO 


TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


oo eee eee ee 


AMERICAN TIGER BRAND WIRE ROPE 
Lxcelliy Creformed 
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your valves stay tight with the FLEXITITE DISC” 






. 
Leak-producing wear between disc and seat is kept at a 

. minimum by the FLEXITITE DISC* in O-B gate valves. 
This hollow-cored, slotted disc has enough flexibility 
to adjust to any possible seat misalignment--and still 
has the strength of a sokid wedge. 
As the valve is closed, the disc expands to make a 
tight, leak-proof contact over the entire seat surface. 
O-B gate valves start tight--and stay tight. Your O-B 
distributor has them ready for you for services up to 
200 lbs. W.S.P. 400 lbs. W.O.G. 









No. 29 Rising 
Stem --125 Ibs. 
W.S.P. - 200 Ibs. 


w.o.G. 


GET 0-B GATE VALVES 


FLEXITITE DISC* FOR ‘ 
G INSTALLATIONS | 


you CAN 
WITH THE 
ALL YOUR TUBIN 


aTenT orFrice. 





*# nec. v5.” 


FOR DOMESTIC AND INDUSTRIAL USE 
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Worcester Wire Works Division, National-Standard Company 


DY SToichouse of Keunledge 


on what makes wire do what 


VER stop to think that steel wire is one of the most versatile of mate- 

rials? For example, its strength, flexibility, hardness, finish and other 
qualities can be varied greatly, can be combined in infinite variation to 
afford ideal behavior for countless exacting jobs. 


Learning how to do this successfully, then doing it, is one of the things 
that distinguishes the Worcester Wire Works of National-Standard. Here 
there’s a concentration of 30 years’ experience in producing fine, special- 
purpose wire—wire of many types you'll never find on “warehouse shelves”’. 


If you produce springs or other wire items, if you use round or flat wire 
in any form in your products, perhaps our unusual development service 
and special processing techniques can save or make money for you. Why 
not find out? As always, we welcome the chance to be of help. 








/ 
\# ean 
\f) 
oO, 4 
© 
fs, mick. 


DIVISIONS OF NATIONAL-STANDARD CO. 


UG Slee Cleon, NN. Joa c cecccceusesess Flat, High Carbon, Cold Rolled Spring Steel 
WATIONAL-STANDARD. . Niles, Mich......ccceeeeceees Tire Wire, Fabricated Braids and Tape 
WAGNER LITHO MACHINERY. . Jersey City, N. J..........Lithographing and Special Machinery 
WORCESTER WIRE WORKS. . Worcester, Mass....ccccccccccees Round Steel Wire, Small Sizes 
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SUPERSTRONGS ARE 
ON 








WIREBOUND BOXES and CRATES 
WOODEN BOXES and CRATES 
CORRUGATED FIBRE BOXES 
BEVERAGE CASES 

STARCH TRAYS 

PALLETS 


RATHBORNE, 








HAIR AND RIDGWAY 
1440 WEST Qist PLACE 
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Nearly a century of experience has resulted 
in the design and construction of shipping 
containers which give maximum strength and 


protection. 


SUPERSTRONG boxes and crates - wire- 
bound, wooden and corrugated - incorporate 
special features which provide increased effi- 


ciency and protection at a reduced overall cost. 


Your product will receive individual atten- 
tion, so that a SUPERSTRONG container 
may be custom built to its particular specifi- 
cations. A SUPERSTRONG representative 
will call when you request to make a thorough 


analysis of your shipping requirements. 


COMPANY 


CHICAGO 8, ILLINOIS 
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MIGHTY MINER DIGS GOAL 


WITH HELP FROM THE WORLD’S GREATEST LUBRICATION KNOWLEDGE 


You're looking at the inside story of a 
mining miracle come true. It’s a mighty 
mechanical miner that rips into a seam of 
coal, passes it back and loads it for haul- 
away. The machine mines two tons of 
coal per minute. 

An ingenious combination of gears, 
bearings, pistons and motors, this ma- 
chine posed a challenging problem to 
lubrication engineers. Pioneering with 
the builder (Joy Manufacturing Com- 
pany), Socony-Vacuum has furnished the 


right lubricants for every moving part. 
Those ripper-head gears are protected 
by a special shock-resistant Gargoyle Oil. 
Those hydraulic cylinders are filled with 
another long-service Gargoyle product 
and those heavily loaded bearings are 
guarded by still another Gargoyle oil. 
This mechanical marvel gets our com- 
plete lubrication program, skilled engi- 
neering service backed by 83 years’ ex- 
perience. You, too, can put this program 
in your plant for more continuous output. 


SOCONY-VACUUM 


SOCONY-VACUUM Olt CO., INC. 
and Affiliates: MAGNOUA PETROLEUM CO, 
GENERAL PETROLEUM CORPORATION 


~ SOGONY-VAGUUM ZZ. 
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STARTS AT THE DRAWING BOARD 


When it comes to plastics, ‘‘Cubee’’ knows all the answers—-and that know-how starts 
at our drawing board. This business is like an infant in many ways—the first step is the 
toughest. That first step is the drawing board. There we design the 
molds which are made in our plant. We control 


the job from start to finish. If your problem Q-B Says: 





- " “Wh blem is plasti 
calls for molded plastic parts—call ‘‘Cubee.’” We eee 


Don't Lose your shirt 
admit we can’t answer all] your problems. But, if a en ey 


9 9es 


your problem concerns plastics—well, that’s ‘Consult an Expert’! 











something we do know! 


QUINN-BERRY CORP. 
26712 West 12th Street 
ERIE, PENNSYLVANIA 











nif 


















 - __) 


eS 
5 ft ji ’ 


MR. HARRY R. BRETHEN MR. W. A. HURTIENNE PARAGON SALES COMPANY 
11341 Woodward Avenue 4753 Broadway 111 S. 22nd Street 
Detroit, Michigan Chicago 40, Illinois Philadelphia 3, Pennsylvania 
‘Townsend 8-2577 Longbeach 0028 


ICS 


30 Want Additional Product Information? See Page 19. PURCHASING 















BLAKE & 
JOHNSON 


Jasterings 


Slotted or Phillips head machine screws, wood screws, 
stove bolts, tapping screws, special headed products; nuts, 
rivets, chaplets, wire forms, screw machine products... 
in steel, stainless steel, copper, brass, bronze, everdur, 
nickel, nickel silver, monel, aluminum... 


1849 — 1949 
A CENTURY OF MANUFACTURING FASTENINGS FOR ALL INDUSTRY 


THE BLAKE & JOHNSON COMPANY 


When we were 
94 years 


young... 


Throughout our 100 years of 
specialization in fastenings, we 
have constantly broadened our 
service to wood-working and 
metal-working industries. Only six 
years ago, Blake & Johnson intro- 
duced the revolutionary Twin-Fast 
twin thread wood screw with 

four new, patented features to 
assure tighter fastening—save 
assembly time and costs. Today, 
Twin-Fast is not only a standard 
part of the complete Blake & 
Johnson fastening line but it is 
accepted everywhere as the 
“standard” in wood screws. 
Twin-Fast screws are now avail- 
able with Phillips recessed heads 
as well as with standard slotted 
heads, in steel or brass, and in 

all standard sizes and finishes; 


specials in stock or on order. 
=—a_ae ee eee ee ee ee ee ee ee oe ee ee ee 
Please send me your new catalog containing full 


data on the complete line of Blake & Johnson 


fastenings. 





NAME 





TITLE 





COMPANY 





ADDRESS 


P-6 





WATERVILLE 14, CONNECTICUT 
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CF BACKSTAND-BELT GRINDING INCREASES 


PRODUCTION IN POLISHING AND FINISHING 


The coated abrasive belt used in con- 
junction with a contact wheel and a 
backstand idler, is established as an 
efficient production tool. For grinding, 
polishing and finishing hundreds of 
consumer and industrial items, the 
backstand-belt method has proved 
much more efficient and economical 
than the old set-up wheel method. 


Five Advantages 
Manufacturers who have switched from 
the set-up wheel method point to five 


Need Co 


Abrasives? 
Call Armour! 








distinct advantages of the backstand- 
belt method over the set-up wheel .. . 


@ An abrasive belt is a scientifically 
made tool, manufactured under con- 
trolled atmosphere conditions by ex- 
perts utilizing modern making equip- 
ment. The photomicrographs compare 
the crude, uncontrollable rolled-on 
cutting surface of typical set-up wheel 
(A) with the coating on an Armour 
Abrasive Belt (B). Note how the sharp 
cutting points on the factory-coated belt 









Backstand belts are only one item in 
Armour’s complete line of coated 
abrasives. Alundum, Garalun, Garnet 
and Crystolon come in rolls of paper, 
cloth or combination ...in sheets 
for hand sanding in belts, discs, 
and other specialized forms. 


Whatever your products or special- 
ized needs ... one of Armour’s 
complete line of metal-working 


abrasives is right for you. 


We recommend buying through your 
Industrial Distributor. 


Coctid Aaanivee Divisine 


Armour and Company . 
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North Benton Road : 


Alliance, Ohio 





are exposed to provide faster, cleaner 
cutting action—increased production. 


A B 


@ The coated abrasive belt cuts cooler 
because of the longer interval between 
work contacts. 

@ Inexperienced help can be quickly 
trained to operate a backstand-belt 
machine. Highly-skilled personnel 
needed to dress the set-up wheels can 
be used elsewhere. 

@ It takes only a few seconds to 
change an abrasive belt. 

@ The temperature-controlled room 
used for curing set-up wheels can be re- 
leased for other more productive uses. 


Actually, there are many more advan- 
tages to the backstand-belt method. 
The following is indicative of what the 
backstand-belt method could do for you. 


Case History 

The W. L. and Metals Company had 
always used a hard, set-up polishing 
wheel on aluminum sand castings for 
aircraft and transportation industries. 
The wheels had to be inspected con- 
stantly for out-of-roundness. This 
caused a waste of time, closed the 
snagging operations. 

When the company changed to the 
backstand-belt method, removing gates 
and fins from castings was no longer 
a drawback to production. With this 
new method abrasive costs were lower 
and the finish muth better. The entire 
operation was speeded up fifty to sixty 
per cent. . . . wheels no longer needed 
truing. 

If you are now using set-up wheels 
for your grinding, polishing and finish- 
ing operations, it will pay you to in- 
vestigate the modern backstand-belt 
method. To do this, write today to the 
Coated Abrasives Division, Armour 
and Company, North Benton Road, 
Alliance, Ohio, for the additional 
information contained in our new 
booklet—“Facts about Backstand-Belt 
Grinding and Polishing.” 
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/ SPANG + your 
(‘= CW PIPE DISTRIBUTOR= 


<A on Dependable Source of Supply 
SPANG-CHALFANT 


Division of The National Supply Company 


aaa QUALITY 
that 1S 
recogMecs 












* It takes real team work to establish a dependable source of supply 
... like the cooperation that exists between Spang and your CW Pipe 
Distributor. They pour everything into a united effort to give you the 
products and service you want. 


Your Spang CW Distributor has built a streamlined organization to 
provide you with top-notch service on all the things he has for sale. 
While here at Spang we have streamlined our mill to protect and maintain 


the quality that has made Spang CW Pipe famous for over 100 years. 


When you need pipe, fittings, fixtures, valves or other piping materials, 


contact your Spang Distributor first . . . he’s a dependable source of supply. 


Mh i as a Ceca yherevel ppe 


is Us cd 
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Instant Acceptance! 






Approved by 
U.S. Bureau of Mines 
for Organic Vapors 

and Gases and all Dusts 


Announced only recently, the 
AO R5000 line of Twin Cartridge Respirators featuring new interchangeable 
cartridges and disc filter, has already been widely acclaimed for the ease with 
which it solves varied respiratory problems. Using a single face piece, the 
equipment quickly converts to the type of gas or vapor respirator required — 


with a chemically treated felt filter for dust protection. 


Your nearest AO Safety 
Products Representative can supply you 


SAFETY PROL 





American @ Optical 








AO 
R5000 LINE of 


Twin Cartridge 
DIVES mm CTo Lae Mel ole) 
Respirators 


AO’s “7 Respirators-in-1 4 
simplifies protection, 
offers many advantages 





Ring accepts either chemical cartridge or 
dust filter assembly 


QUICK FACTS new THREADED CARTRIDCES— 


Wider, for lower breathing resistance. To in- 
terchange, merely unscrew one cartridge and 
screw in another for gas-tight seal. 

NEW FILTER RETAINER ASSEMBLY — Takes 
either chemical cartridges or flat disc of 
chemically treated felt. 

NEW FACE PIECE— Non-leaking, snug fitting, 
comfortable, of durable, pure rubber. 

SUPERIOR VISUAL AREA— New slender cart- 
ridge design and lower location of cartridge 
afford wider field of vision. 

NEW FLEXIBLE FITTING BRACE—Face piece 
adapts to features of wearer by slightest teed 
pressure on brace for perfect fit. Headband 
pressure cannot pull pliable rubber face piece 
out of shape. 

NEW INHALATION AND DRAIN VALVE DESIGNS— 
Provide positive action, thorough drainage 
and no interference by clothes or face. 

NEW INVENTORY ECONOMY —“7 respirators- 
in-l” permits standardization, hence smaller 
inventories. 

Double length headband permits 
“parking” of respirator around neck 
when not in use. Auxiliary filters avail- 
able which extend cartridge filter life. 


Southbridge, Massachusetts + Branches in Principal Cities 
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Number One 
supplier of 


STEEL EQUIPMENT 


to the 
Nation’s Industries 
and Institutions 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 1233 Monroe Avenue, Aurora, Illinois + Branches and Dealers in All Principal Cities 














A PARTIAL LIST OF LYON PRODUCTS 
. Taal tau Geel elial ta ® Filing Ca nets Ei iel dels) in Ghelelisl 3, aan onveyors @ Toc + 
me Oliteliok “seca ent © Cabinet Pee he« © Ber ag 

naina C abhinet ® Folding Chairs A 
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ACTUAL SIZE 





NORMA-HOFFMANN Small BEARINGS... 
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Wherever your designs call for smai/ bearings, that’s the time to 
specify and use Norma-Hoffmann Small Bearings. For like all Norma- 
Hoffmann bearings, these small precision bearings are engineered 
to give efficient, trouble-free service for years on end. They are extra 
quiet in operation . . . require little if any maintenance . . . improve 
the performance of the product. 

Write for catalog describing these small bearings as well as other 
Norma-Hoffmann Bearings. They are available in a wide range of 
types and sizes from 4%" to 2214" bore ...a type and size to meet 
every speed, load and duty. 


NORMA-HOFFMANN 
Axcwwor BEARINGS 


NORMA-HOFFMANN BEARINGS CORPORATION 
STAMFORD, CONN. 
Field Offices: New York * Chicago °* Cleveland «+ Detroit 


Cincinnati 
Los Angeles . San Francisco . Dallas * Seattle . 


Phoenix 
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THE DALMATIAN, originally 
bred to run with coaches 
and carriages, may suffer 
from technological unem- 
ployment today but he is 
still popular. He is a loyal, 
one-family dog. 

The pure breed is white 
with either brown or black 
spots, round and varying in 
size. He should measure 19 
to 23 inches in height. 


For Safety in Shipping 











Mame of Dog lark Cinderella's Prince Sn Male. red Book Mo 256.850 
Breed Dalmatas Vol_s6 
Date Phelpnd Getorer 25, iat 
Breeden ark -< fenneie 
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Buy the Box with a Pedigree 
























Dependable Packaging 


Since 1872 


CERTIFICATE 
OF BOX MAKER 
THIS BOX CONFORMS TO ALL 
CONSTRUCTION REQUIRE- 
MENTS OF CONSOLIDATED 
FREIGHT CLASSIFICATION 
BURSTING LBS. PER 

TEST 175 SQ. INCH 


umt 60 ienes 
at AQ vss 















UNION Corrugated Containers 


UNION BAG & Paper Corporation 


Corrugated Container Plants: SAVANNAH, GEORGIA + CHICAGO, ILLINOIS » TRENTON, NEW JERSEY 


DeEcEMBER, 1949 


Principal Offices: WOOLWORTH BLDG., NEW YORK 7, N. Y. 
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ORDEN’S Grated American Cheese 

is one of many famous national 

brand products shipped by truck, rail, 

water or air in Union corrugated con- 
tainers—the boxes with a pedigree. 


Reserve strength to withstand the 
hazards of all forms of shipping is built 
into Union boxes. Rigid quality con- 
trol begins in Union forests and follows 
production through the world’s largest 
integrated pulp-to-container plant and 
four strategically located box plants. 


So, for safety in shipping, do as 
many makers of national brand prod- 
ucts do—call on Union. 75 years of 
leadership in package engineering and 
mass production techniques is assur- 
ance you will get the right box for your 
product at the right price, delivered 
where you need it when you need it. 















Make this note 
on your Xmas List: 











All through the dazzling displays, from toys to TV sets, you'll see .. . time 
and time again .. . the familiar face of the American Phillips Cross Recessed 
Head Screw. And whenever you see it, you’re looking at a top product in its 
line . . . one that’s obviously an exceptionally good buy because it’s put to- 
gether to stay, to withstand vibration and strenuous daily use. What’s more, 
you can be sure that the lucky one who gets your gift will see it the same way. 


Yes, American Phillips Screws are one of the most reliable outward signs of 
built-in quality. And if you are concerned with the manufacture of any prod- 
uct, then you may well have a far happier New Year in store for you, if you 
will let us show you how ... in your own plantas in all others ... American 
Phillips Screws always cost least to use. 


AMERICAN SCREW COMPANY, Main Office: Providence 1, R. I. 
Plants at Willimantic, Conn., and Norristown, Pa. 
Werehouses at: Chicago II: 589 E. Illinois St. Detroit 2: 502 Stephenson Building 


AMERICAN||]i71 


ALL TYPES 

ALL METALS: Steel, 
Brass, Bronze, Stain- 
less Steel, Aluminum, 
Monel, Everdur (sili- 
con bronze) 
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Another Example of How Sponge 
Rubber Can Contribute 


Even the biggest modern airliner has a comparatively 
tender skin. Unless padded in some way the metal 
edges of cargo loaders and boarding ramps could do a 


lot of damage banging and scraping its aluminum sides. 


Here is another place where Spongex sponge rubber 
can do a job. As the “contact” material on a roller, 
used as a plain section of tubing, or attached directly 
to the nose of ramps and loaders, Spongex acts as a 
cushion against the side of the plane. 


Solving special problems, like this, of cushioning, 


insulating, sealing, sound and vibration elimination is 





BUT IT “BRUISES” EASILY! 





all in the day’s work for Spongex. Spongex is used to 
improve an almost infinite range of products . . . from 
all kinds of molded seals and gaskets, motor suspension 
pads, seat cushions and backs, to weatherstripping and 
rubber parts in a thousand different shapes and forms. 


Made by a company that has specialized in cellular 
rubber products for over 25 years, Spongex has high 
resiliency, uniform cell structure, and resistance to 
temperature extremes, moisture, dilute acids and aging, 
that is worth your serious consideration—for special 
problems or the improvement of present production. 
Check on it. Sponge Rubber Products Co., 132 Derby 
Place, Shelton, Conn. Sales offices in principal in- 


dustrial centers. 


*Trade Marks Reg. U. S. Pat. Off. 





SPONGE RUBBER PRODUCTS CO. 


SPONGEX* e¢ CELL-TITE* @ 


TEXFOAM* e 


TEXLITE* © TEXLOCK 
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IMLeco F131 


Profitable New Product Invented by Foundry... 


Sedvwdae METALS DIVISION 


A sound idea, engineering skill, and the right 
Federated metals for its cast components are 
combined in the LITTCO ELECTRIC 
MOWER, manufactured by the Littlestown 
Hardware and Foundry Company, Inc., Lit- 
tlestown, Pa. 





Competent design and liberal use of castings made of Federated 
aluminum alloys have resulted in the production of a 24 lb. electric 
lawn mower which, although it requires only one hand to operate, will 
cut grass up to 15 inches high with no trouble. 

Eighteen parts of the mower, including the sides, the housing, wheels, 
back rollers and brackets, are cast of Federated TENZALOY and 
Federated F-720, the former being used where extra high strength 
is demanded. 

TENZALOY is produced only by Federated Metals. It is an alumi- 
num alloy which gives high strength without heat treatment, as-cast 
strengths reaching 30,000 psi., and still higher with 10-14 days aging 
at room temperature. 


For TENZALOY .. . for any non-ferrous alloy, in- deviled 
cluding aluminum, magnesium and copper-base foundry taal wn the 
metals: solders: bearing metals; and fabricated lead yl 
products ... see Federated first. & 


AMERICAN SMELTING AND REFINING COMPANY, 120 BROADWAY, NEW YORK 5, N.Y. 
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why CRANE 


DIAPHRAGM VALVE DESIGN 


is Superior 


LONGER DIAPHRAGM SERVICE LIFE—Diaphragm is 
not subject to cutting, crushing, and rapid wear 
since it is used only to seal the bonnet; not for 
seating purposes. 

POSITIVE SHUT-OFF in case of diaphragm failure. This 


is an exclusive Crane safety feature. 


ACCURATE SEATING—Circular flat face disc with resil- 
ient neoprene seating surface gives tight closure 
—independently of diaphragm—on all fluids. 


GREATER FLOW CAPACITY —Y-pattern body design 
gives closer approximation to straight-line flow, 
reduces resistance and pressure drop. 


EASIER OPERATION —Less torque— fewer turns— 
needed to operate valves—especially in larger 
Sizes. 

PLAIN IRON OR NEOPRENE-LINED—Unlined valves 
will handle all common services. Neoprene- 
lined valves are recommended for fluids cor- 
rosive to iron but non-active chemically upon 


neoprene. 
ere zw 
SEND FOR THIS NEW CIRCULAR re 
>! a) 
Contains complete information about these SS 
outstanding valves—including all essential diaphragm 
specification data, service recommenda- Paes: 
tions, and list prices. Ask your Crane Rep- | -—- = -- 
resentative for your copy, or WRITE FOR CRANE | 





CIRCULAR AD-1761. No obligation. 
CRANE CO., 836 S. Michigan Ave., Chicago 5, II. 
Branches and Wholesalers Serving All Industrial Areas 


NOW AVAILABLE IN SIZES UP TO 6-INCHES 





No. 1610 :. No. 1611 





Screwed ends Flanged ends 
% to 2-in. VY to 6-in. 





EVERYTHING FROM... 


VALVES 
FITTINGS 


PIPE 
k 
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GRA 







WORKING PRESSURES 


150 Pounds 
water, oil, air, or gas 


2 through 4-in. sizes 


125 Pounds 
water, oll, air, or gas 


HOW IT WORKS etd 


The Crane diaphragm performs 
one job only—sealing the bonnet 
against line fluids. The seating 
member is a separate circular flat face disc, firmly attached to the 
stem and joined to the diaphragm with a special leakproof con- 
nection. This independent seating arrangement permits positive 
shut-off of flow, even in case of diaphragm failure. 


180 Deg. F 


max. temp.; all sizes 


4 Valve Open 


Ng 


L Ss { 


amen? 4 


Valve Closed > 








No. 1615 2, 3, 4, and 6-in. valves, 






Neoprene-lined, Flanged ends Plain iron or Neoprene-lined, 
% to 6-in. have rising, turning stem 
“= 7 
PLUMBING 
AND 
HEATING 


i 
| 


FOR EVERY P/P/NG SYSTEM 


Want Additional Product Information? See Page 19. 41 








| of 


Tin Plate Clamp 
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Pallet Retriever 
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solve your 


pecial 


handling problems 


Illustrated are just a few examples 
of E-P versatility in meeting unusual 
requirements. For Elwell-Parker de- 
vises special attachments and units 
where a “standard” truck will not 
do your job. 


These “specials” are a product of 
Elwell-Parker’s wnexcelled experi- 
ence gained in the past 42 years while 
supplying trucks for over300 different 
industries. Indeed, owners of mixed 
fleets usually turn to Elwell-Parker 
when they have special requirements. 


If your materials handling is “differ- 
ent’’, Elwell-Parker’s versatile ex- 
perience will supply you with trucks 
exactly suited to your needs. The 
Elwell-Parker Electric Company, 
4519 St. Clair Ave., Cleveland 3, O. 


FREE BOOKLET 


explains Scientific 
materials handling 
in your particular 
industry. Write for it. 


Established 1893 





Bapivess. < 


ELWELL-PARKER 


POWER INDUSTRIAL TRUCKS 


























~ ' ead 
Roll Handler with Apron 





Die Handler 
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ROEBLING 


NEW STEELS 


a Au DOWN» SCREENING 
P | 


Pe 


KY AS 


oe 





LONGER LIFE FOR AGGREGATE SCREENS 


NOW ROEBLING MAKES two types 
of steel wire that will save you plenty 
of screening dollars. They’re called 
“Abraso” and “Roetemp”, and they were 
developed expressly for aggregate 
screen service. “Abraso” is a special- 
analysis hard-drawn wire with high re- 


sistance to vibration fatigue. “Roetemp 
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is an oil-tempered wire with top re- 
sistance to abrasion. Both wires are 
exceptionally hard and tough. 

Abraso and Roetemp steel wires are 
woven into Roeton, Roeslot and square 
mesh screens with % inch space and 
larger. All these screens are made in 
Roebling’s Roeflat construction which 


WOVEN WIRE FABRICS DIVISION 
OF JOHN A. ROEBLING’S SONS COMPANY 
ROEBLING, NEW JERSEY 


provides greater wearing surface, pre- 
cision openings and comparative free- 
dom from clogging. In smaller sizes, 
other constructions can be furnished. 

We invite you to try screens woven 
from Abraso and Roetemp steel wire 
and to compare them with the screens 
you are now using. And take the first 
step towards screening economy today 
—write for Roebling’s Aggregate 
Screens Catalog. 


ROEBLING 


ve A CENTURY OF CONFIDENCE xx 


See Page 19. 
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IN INDUSTRY’S 
DAILY DIET 


The products of a group of progressive 
plants whose common goal is to ad- 
vance the usefulness and availability of 
springs through research and service. 
















2 5 ine ag - 2 


D.GIBSON RAYMOND 






























BRISTOL, 
CONNECnCcoy \ COMPANY Manufacturing 
\800 c1vR 
cuicacon, = | COMPANY 
DUNEAR pEnCORRY, 
NSY 
: BROTWERs i LVANIA 
i a AW ° 
fe eZ emstorcot, Division 
cp Nae 712 EAST FIRST st 


ON, OW\O 
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RAYMOND | 


6400 MULLER AVE. 


and ANN ARBOR, MICH, 
















DETRON U, \ 
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all-electric 











TRI/CLAD ~# ACA GEAR-MOTOR 


REG. U.S. PAT. OFF 





LOW COST * LOW OUTPUT ADJUSTABLE SPEED * LOW MAINTENANCE AND INSTALLATION COSTS 


A right answer for your low-output stepless 
adjustable-speed-drive applications, our ACA 


¢ and get gear motor will do an outstanding job for 
Gener! Electr! ; you driving 
spe Conveyors Agitators 
Buy gustodle ere gpace neaeane pumps simian 
sreples> low ._. capac - For the majority of your low-speed drives, 
ai \oad-corryin® . spate standard ACA gear-motors fill the bill. Other 
E tind an \eS gry tion ratings in large horsepowers, or lower speeds 
gasiet m ric ga con of ow or wider speed ranges are available on prop- 
iaaustr-Pro™ gicienY <i osition request. 
porrelie? © NOW IS THE TIME TO FILL YOUR 
pouble 4 ge" \osse NEEDS ON ALL GEAR-motor requirements. 
motor Pe nce costs Call your nearest General Electric Sales Office 
Reduced maintes ea ratings — or your local distributor. Apparatus Dept., 
: ijable in stom 402/20" - General Electric Company, Schenectady 5, N. Y. 
T ey are eo er 2 ” * Manufacturers suggested list price. . 
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51/3% more units per pound 


A1o% more units per die grind 








THINSTEEL FACTS 


Extra-Long Coils 
— less downtime 
Extremely Close Tolerances 
— more parts per ton 


Wide Range of Physicals and Analyses 
— tailored to your needs 


Gauges as Thin as .001” 


— strength with lightness 


c 
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When the manufacturer* of the parts shown here 
switched to THINSTEEL, he found, by actual 
count, that his “yield” per pound rose 544% ona 
25-ton run. 


THINSTEEL’S extremely close gauge toler- 
ance (.0195”/.0205” on .020” gauge as compared 
with .020”/.022” on the material he had been using) 
invariably means more parts per pound. 


It also means more parts per die grind since 
there is less strain and wear on dies. In this case 
the increase was 1412%. 


In addition, machine shutdowns for coil re- 
placement were reduced in number because THIN- 
STEEL comes in extra-long coils. 


If you are looking for ways to cut costs, a 
CMP representative will be glad to call and show 
you how THINSTEEL can help. 


(*Name on request) 


%e) Gold Metal Products co. 


YOUNGSTOWN 1, OHIO 


NEW YORK ¢ CHICAGO ¢ DETROIT @ ST. LOUIS © INDIANAPOLIS ¢ LOS ANGELES 
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DERMATITIS DOWN 











... after using 


WEST LAN-O-KLEEN HAND CLEANSER 
.. With Lanolinized Corn Meal 


Figures don’t lie—and cold figures from plant after plant of every size 
confirm this fact: That WEST LAN-O-KLEEN is more than just a fast- 
acting powdered hand cleanser that washes away stubborn grit, 
grease and grime with remarkable ease and thoroughness. It’s a safety 
measure that actually helps reduce industrial skin infections — thus 
lowering absenteeism and production costs to a notable degree. Like 
all sanitary products formulated exclusively by West, LAN-O-KLEEN 
possesses that “little something extra” that makes it extra-ordinary. 
It contains no harsh abrasives — no excess alkali to harm the skin. 
What's more—its fine corn meal base is impregnated with an extra- 


generous amount of lanolin — thus helping to combat the loss of 
natural skin oils. 


Let Us Prove It Can Happen in YOUR Plant 


A trial test of WEST LAN-O-KLEEN will convince you that it should be standard equipment 
in your dermatitis prevention program. Write for a sample. With it you will also receive 


free a booklet telling how to use LAN-O-KLEEN — and how the LAN-O-KLEEN Dispenser 
can save you money. 








Ce ee eee 


WEST DISINFECTING COMPANY 
42-16 West Street, Long Island City 1, N. Y. 


Gentlemen: 


Please send me a free sample carton of LAN-O-KLEEN. 





is |, | WES Qimpany 








Name ~ re 
42-16 West Street, Company 
Long Island City 1, N. Y. Address___ Bx: 
7 — State 
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focal stocks the\nation over a tae shieiiieceiiatiigs Rn 
Whichever way /you look at itr> 
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ga = /Y pays to specity SOLVAY 


Long experience 
++. accumulated knowledge , 


_ 


With today’s costs of manufacturing so high, it’s the wise 
chemical buyer who considers his purchases from every angle. 
Price and specification alone are no longer basis enough 

for a buying decision. 


There is a good deal more a buyer can expect—speed of delivery, 





technical service, big-plant capacity to assure continued supply, 


Quick delivery and 
shipping service 


knowledge of the industry and experience with its problems. 
On all these counts, more and more manufacturers agree, 

“it pays to specify Solvay.” 

SOLVAY SALES DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


w 


oda Ash « t ja « Caustic Potash « Chlorine * Potassium Carbonate + Calcium Chloride Nytron * Sodium Bicarbonate + Specialty Cleansers 


+ Ammonium Bicarbonate + Sodium Nitrite « Para-dichlorohenzene « Ortho-dichlorobenzene » Monochlorobenzene » Methanol « Ammonium Chioride « Formaldehyde 
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cm... we, at Consolidated, submit a 
quotation, there’s conscience and under- 
standing behind it. As a custom molder, 
we work very closely with the customer 
—and so does our pricing! 


We never lose sight of one very important 
fact—the piece or product we mold 
becomes a manufacturing cost to you, 
and therefor requires that our figures 
for its preparation and production be 
kept as low as specifications and good 
planning permit. 


Today, when small pennies saved are 
again big pennies earned, your plastic 
product can benefit greatly from a be- 
forehand discussion with Consolidated’s 
sales engineers and technicians. That 
the types of service we render can 
advantageously fit your particular re- 
quirements, is indicated by the customer- 
confidence reposed in us by America’s 
foremost manufacturers. 


Consolidated is an “all-under-one-roof” 
control (135,000 sq. ft.) — concentrating 
upon sound plastic design, economical 
production, price-and-time savings to the 
customer. From preliminary sketches, 
material selections, specifications, esti- 
mates—and on through the processes of 
molding (compression, transfer, plunger, 
injection) and finishing—ours is the kind 
of know-how that guarantees your blue- 
print in plastic—the right plastic—rightly 
priced! 













This is 

Consolidated 
A Million Dollars 
in Custom Mold- 
ing Facilities to 
Save You Import- 
ant “Pennies per 
Piece” 








Experienced Contacting Staff 


Call for a Consolidated Sales Engineer. 
His qualification to sit-in with you stems 
from having already assisted many manu- 
facturers in properly planning for plastics 
—profitably! For a get-together that will 
hold us together, your inquiry is cor- 
dially invited. 


Please Address Dept. K-12 


al Consolidated Molded Products Corporation 
tm Plant & Executive Offices: 309 CHERRY ST., SCRANTON 2, PA. 


Branch Offices and Representatives in New York, Chicago, Detroit, Cleveland, Bridgeport, 


Your Blueprint in Plastic Philadelphia—and other principal cities 
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FELI 


The Miracle Material of a Million Uses 
May Help You Make a Better Product 


Hard to believe? It shouldn’t be. . . because felt is 


achieving design and production wonders every day, 


at Lower Cost 





somewhere. 








One big company uses Felters 
Felt between the ribs and the 
lagging on turbines, to prevent 
vibration. The same company, 
in another department, uses pre- 
cision cut Felters Felt Oil Seals. 





Another customer uses Felters 
Felt stripping as a wiper attach- 
ment to keep a roller on one of 
its products free from latex 
cement spatter. On a different 
line this company uses felt pack- 
ing to maintain a tight seal at 
cement troughs. 





Get acquainted with Felters Felt and with what it can 
do for you. Today, write for full details. 


And still another manufacturer 
uses Felters Felt in unit ventila- 
tors as insulation against dust 
and air. 





Felt is versatile. You can order 
it as soft or as hard as you want 
it. Any thickness, any color, 
any consistency, any quality, 
any weight. You can actually 
process hard felt as you would a 
seasoned maple board. And you 
can order precision cut felt parts 
from Felters made to your most 
exacting design specifications. 


THE FELTERS COMPANY 


Whee the Pal 





a Cue 


The Felters Company 


210-E SOUTH STREET, BOSTON 11, MASS. 


Offices: New York, Philadelphia, Chicago, Detroit, Cleveland, St. Louis « Sales Representative: San Francisco 


Mills: Johnson City, New York; Millbury, Mase.; Jackson, Mich. 








fre He "aed a. 
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The Versatile No. 616 
Cylindrical Grinding and 




























Indexing Attachment 


How to make 


— ee ee ae ae 


your surface grinders 


e/ 


pay EXTRA dividends... 


You can use your surface grinders for dry 

grinding small cylindrical work, tapers and work 
requiring indexing, by equipping them with 

the Brown & Sharpe No. 616 Attachment. 

If you have only a limited amount of this work 

to do, the No. 616 can avoid the addition of another 
machine and a major expenditure. 


On this easily portable attachment, straight 





cylindrical or tapered work is ground between 
centers, or if 14” diameter or less, work can be 
held in indexing spring chuck. Indexing is 
performed with headstock index plate or with 
interchangeable indexing spring chuck. 


The No. 616 attachment is compact, inexpensive 
yet precision-built. Motor is totally enclosed. 
Bearings, permanently sealed. Centers are hardened 
both in headstock and tailstock. Get complete 
information on the details and advantages of 

No. 616... write for Bulletin. Brown & Sharpe 
Mfg. Co., Providence 1, R. 1., U.S. A. 






No. 616 Attachment in use on a Brown & Sharpe 
No. 2L Surface Grinding Machine. Capacity of 
Attachment: centers swing 6” diameter; take 
work 5)4” in length. Maximum grinding angle, 45°. 





BROWN & SHARPE @® 





Come to POWELL for 

































Fig. 3003—Class 300-pound Cast 
Stee! O. S. & Y. Gate Valve. 





Fig. 1531—Class 150-pound 


Cast Steel O.S. & Y. 
Globe Valve. 





Fig. 1708 — 200-pound 
Bronze Globe Valve with 
renewable stainless steel 
seat and regrindable, re- 
newable ‘‘Powellium” 
nickel-bronze disc. 


ALL your Values 


There are obvious disadvantages in buying flow control equip- 
ment from several different sources. Then why get your bronze 
or iron valves from one place, your steel valves from another, 
and possibly corrosion-resisting valves from several others, 
when Powell makes them all*? 


Fig. 560—200-pound Bronze 
Regrinding Horizontal Swing 
Check Valve. 


This is an age of specialization; and whereas various manufac- 
turers are emphasizing valves that meet certain flow control 
requirements, Powell specializes in making valves to meet all 
the demands of every branch of Industry. And there’s only one 
standard of quality at Powell—to make the right valve to 
suit the service, and to make it the best. 


Plants representing every branch of Industry have found that 
it pays to make Powell—and only Powell—responsible for 
the performance of all their flow control equipment. So why 
not come to Powell for all your valve requirements? 









ie 

Fig. 150—150-pound 
Bronze Globe Valve 
with renewable com- 
position disc. 





Fig. 1793—Large 125-pound 
fron Body Bronze Mounted 
O.S.& Y. Gate Valve. 





Fig. 1979—150-pound Stainless 
Fig. 241—Large 125-pound Steel O. S. & Y. Globe Valve. 
Iron Body Bronze Mounted 


O. S. & Y. Globe Valve. 


Fig. 190—150-pound Iron 
Body Bronze Mounted 
“Irenew” Globe Valve 
with regrindable, renew- 
able ‘‘Powellium” nickel- 
bronze seat and disc. 





Fig. 559—125-pound Iron 
Body Bronze Mounted 
Swing Check Valve. 
Regrindable, renaw- 

able seat and disc. 





Fig. 375 — 200 - pound 
Bronze Gate Valve with 
renewable ‘‘Powellium” 
nickel-bronze disc. 


*The Complete Powell Line includes Globe, Angle, 
Gate, Check, Relief and Flush Bottom Tank Valves in 
Bronze, Iron, Steel and a wide range of Corrosion- 
Resisting metals and alloys. 





Fig. 500 — 125-pound 
Bronze Gate Valve. 
Screwed-in bonnet. 





Ask your nearest Distributor—or write direct 
Fig. 1832—200-pound 


The Wm. Powell Company, Cincinnati 22, Ohio ig. 1892 -200-poun 
DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES Valve. 





wn 
nN 
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THE 
STORY 


Good N eighbor 





ae 
e gens = 
Pa ee 


. have a neighbor who has 4 


complete stock of “Creenfield” 


i ? a ery > — a 
re oe Pa eee 


ad 


threading tools, waiting for your call. 


He’s a good neighbor. He knows his 


sg: ge 


business. He’s friendly and anxious to 
serve you- He may be able to help you 
with a threading problem and save you 
a lot of money: 

This neighbor of yours is the 
“Creenfield” Distributor. There are 
over 1,000 of them, located in every 
industrial neighborhood in this country- 
W orking closely with him, and at your 
service also, is a trained “Creenfield” 


threading tool engineer. They make 4 





team of good neighbors that have been 
serving American industry; in war and 


in peace, for over 75 years. 


Ny 
GREENFIELD TAP and DIE CORPORATION 
6 


reentield, massachusetts 


and 
EQMETRIC TOOL CO. 


New Haven 15, Connecticut 


T and 
ampco TWIST DRILL CORP. 


Jackson, Michiga® 


Divisions of Greenfield Tap and Die Corporation 











wherever motor 


hazards lurk... 
Specify WAGNER 


PROTECTED MOTORS 


Do you use motors in locations where dirt, filings, mois- 










4, Wagner Totally-Enclosed = 2. Wagner Explosion-Proof Motors. .. 
Motors .. . PROTECTED to prevent explosion in 
. . locations where gasoline, petro- 

yo ae hy yf or mg leum, naphtha, alcohols, acetone, 
Reva gn sein flings pes lacquer solvent vapors, or natural 
rena pre Per “ace gas are manufactured, used, or 
ful aieunneien nk cane handled. Approved by Under- 
7 writers’ Laboratories for Class I 


pow gd windings Group D hazardous locations. 


- 4 

3. Wagner Drip-Proof Motors 4. Wagner Splash-Proof Motors .. . = 
PROTECTED to keep drip- PROTECTED against splashing or dripping nad 
ping liquids, falling metal water, oil, or other liquids. They are widely =a 
chips and other particles used in exposed outdoor locations, and are a 
from entering the motor. completely self-protected against ice, sleet. See 







snow and rain. 


5. Wagner Chemical Plant Motors . . . 
PROTECTED to resist the action of acids, fumes 
moisture and other harmful elements encountered 
in chemical manufacturing. 


Bulletin MU-185 gives full information 
on the complete line of Wagner Motors. 
Write for your copy today. 


Wagner Electric @rporation 


6360 Plymouth Ave., St. Louis 14, Mo., U.S.A. 


Consult Wagner Engineers on all Electric Motor Problems 





e , 
BRIDGE BRAKES - POWER AND DISTRIBUTION TRANSFORMERS ~- MOTORS UNIT SUBSTATIONS 


ELECTRICAL EQUIPMENT AND AUTOMOTIVE BRAKE PRODUCTS 










54 Want Additional Product Information? See Page 19. PURCHASING 








UIRED 
wo ICE REQ 
for Fresh Seafood Shipments 


One of the most significa PD 
in the last decade is ee a eed . : 
0 nage ossible—without sages. 
a ~ ‘il America a vast — 
Meal kinds. Daily delivery of fresh, 


i mplished by 
where is now acco or" a 


ated box in Ww 
pre-cooled foods are 
tion. INSULPAK now 
market for seafoods © 


‘ foods every : d that 
perishable kage. It is hope 
this wer * lated pac —_ distribution. 
be availa 


TELLS and SELLS 


Here’s the famous Duplex shipping-display box 
developed by H & D for those manufacturers who 
wish to display their products—effectively and eco- 
nomically—at point of sale. It’s a regular corrugated 
shipping box which the dealer opens to form a 
colorful counter display with a sales message that 
attracts attention and makes people buy. The H & D. 
Duplex shipping-display box protects your product 
in shipment—sells your product in the retail store. 


DEcEMBER, 1949 Want Additional Product Information? See Page 19. 





BASIC FORMULA FOR 
ee e PURCHASING MEN 





Use the formula M — PT (Morse means Power Transmis- 3. That Morse Roller Chain maintenance cost is 


sion) when buying that all-important roller chain drive, extremely low due to the use of the finest quality 


and you'll find... materials in their manufacture. 


1. That Morse Roller Chains and Sprockets are most : 
easily adaptable to the designer's needs. 4. That Morse Roller Chain Drives are quickly obtain- 


2. That Morse Roller Chein Divives have the extrodong able from shelf stock. Simply ask the Morse Man from 


service life demanded by engineers. because every phase any of the hundred Morse Branch Offices and Distribu- 
: ¢ > Ss . J . Z ~ ‘ ‘ . : . 

of their manufacture and assembly is under rigid quality tors. Each is staffed with engineers experienced in every 
control—from steel mill to you. mechanical power-transmission application. 


Why Morse Roller Chain Drives 
Are Bought For The World’s 
Toughest Jobs 


For the world’s biggest and toughest earth- 
moving jobs, many road graders and ‘dozers 
now use Morse Roller Chains to transmit power 
to forward and rear drive wheels. Precision- 
made, positive-acting Morse Roller Chain 
Drives are the design engineer's favorite 
method of transmitting power where depend- 
ability and long, rugged service life come first ! 
When the design calls for roller chain 

call the nearest Morse Man! 
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Expladed View of 
Morse Roller Chain Shows 
Why It’s Specified By Design Engineers 


Shaving the face of the earth with a Gargantuan blade is a job that calls for the best A 
and most rugged in power transmission equipment—Morse Roller Chains and Sprockets! 





BARON 
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Morse Roller Chains are made in all standard pitches and 
widths in accordance with specifications approved by the 
(American Standards Association to assure complete inter- 


; ff, 
changeability with all other standard roller chains and sprockets. 
D 
For f 
Purchasing ~ ph == o {x 








Information, 
ASK 
the Morse 
Man nearest 


A Morse Roller Chain pins are made from special, high-nickel, 
fine-grain alloy steel. They are heat-treated and finished for extra 
strength and extreme resistance to wear. 


B Bushings are curled from high-quality alloy steel to give the 
smoothest possible O.D. and I.D. Smooth inner surface and true 
roundness eliminate scoring of pins and result in longer life. 
Bushings are case-hardened. 





you ... today! 


From coast to coast there are more than 100 offices, representatives 
and distributors of Morse Power Transmission products to give C Rollers are heat-treated for toughness to provide maximum 
you quick information and service when you want it—where you strength and the greatest possible resilience to shock. 

want it. Ask the Morse Man first in any case! Check your classified 


phone directory under “Power Transmission” or “Chains” D Plates are heat-treated for structural strength and endurance. 


Apertures are accurately pierced and sized to provide rigid 
retention of pins and bushings through proper press fits. 
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Morse Roller 

Chain Drives 
Morse Silent 
Chain Drives 


Morse Roller 
Chain Couplings 


Morse Silent 
Chain Couplings 








Morse Morflex 
Radial Couplings 





Morse Morflex 
Drive Shafts 


Morse-Formsprag 
Clutches 





Morse-Rockford 
Clutches 


ransmission 





Morse-Rockford 
Pullmore Clutches 





Morse Chain Company 
7601 Central Avenue, Dept. 459 
Detroit 8, Michigan 




















| 
| 
| 
Gentlemen: 
| Please send me latest technical data and specifications on: 
| [] Roller Chains [] Morse Silent [_] Morse-Formsprag 
Se 22 S22 22 S22 S222 22 2]_yQ | and Sprockets and Roller Clutches 
f | 5 Chain Couplings - 

Silent Chai Morse-Rockford 
| 1 coktesedate [-] Morflex Couplings Clutches ” 
) | | [-] Pullmore Clutches [_] Have representative call 

| ‘ 
| | | Name 
MECHANICAL oe ae 
| 
| POWER TRANSMISSION i Bia ; 
" PRODUCTS 4 . 
\ , | Address 
; City OS 
l 
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The Thermoid Impregnation Process 
insures a deeper Penetration of rub- 
ber between the threads of the yarn, 
which encases each individual strand 
+ . ° 
rt regnation Process with Protective rubber. The rubber 
Thermoid imp o acts asa Sheath between the strands 
L nger Hose Life and prevents the destructive abrasive 
res LO y action as the Product is flexed in 
Assu P — in the oil fields use. To obtain the required rubber 
h of industry ...1n min 2 everywhere penetration, the twist of the yarn 
mes re food plants and factories... 
. Ss 
oa foun ries, 


nfidently specify Thermoid. must be to exact Specifications. With 
. ired, you can co 

ity hose is required, 

quality 









‘ the yarn twisted too tightly, proper 

: lity hose for every indus- Penetration of the rubber compound 

lete line of quality IS impossible This ¢ dition pro- 

. s a complete vabragign  t® condition 

Thermoid make duces abrasion, causing premature 

trial use. team or oil . . . there failure. On the other hand, if the 

handling alr, water, s desiened for yarn is twisted too loosely, the prod- 

If you use hose for as r the job” ...each desig uct lacks rensile strength. l'hermoid 

es rmoid hose “built fo has discovered the optimum twist of 

is a The : efficiency. the yarn which assures maximum 

highest operating Thermoid distributor. rubber Penetration and greatest 

i ice call the nearest 4 for advice on Strength. The development of 

For quick 0h engineers are available fo Thermoid Impregnation Process is 
Thermoid sales 


another Step forward in Thermoid’s 

2 lems. Planned Program of Product jim- 

special prob h “rmoid ! Provement, assuring maximum ser- 

R ou to Specify H € vice and lower Operating costs to 

It will pay y industry through the use of Thermoid 
ndustrial Rubber Products. 





Th > C id ) a ity Proc u | s 7 ransmiss rT Be tin ° P. 1 M lt ppl 
; ol B Af. 7 ‘ ; 
ermot 4 ity 1 8: ans isston ] an u e | 
V -Be Lt § @ . ( . € yo! Belting e Elevator Belting 7 W : 4 ed and Molec 
wy . . pn UCTS I idust ial B ake Li ring: a ividadtertais 
OSE ( ec ‘ ction VU te 
Hose Mold »ducts ¢ ? siria T ke T Ss nd Fri 








Main fokaana a an Fa y 7 ef U.S. A. 


. ; | 
- hi, Utah, U. 
n Offices and Factory * Nep Oil tteld Prodbess 
erm ae os bbher Products + Friction Materials « 
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MICRO Precision Switches 


Which combine high electrical rating 
with high inrush capacity 











1. MICRO BAFI-2RN2 die casi 
enclosed switch with adjustable 


2. MICRO BAFI-2RN die cast en- 
closed switch with plunger actua- 
roller arm actuator. Both of these tor. Note synthetic rubber seal 
switches are available in right- boot which resists entrance of oil, 


and left-hand designs. moisture, dust, etc. 





These two MICRO die cast enclosed switches 
offer plant engineers an ideal high-capacity pre- 
cision switch to handle the high current inrush 
required in the operation of solenoids, motors 


and tungsten lamps. 


These switches, available with either plunger or 
roller arm actuators, are Underwriters’ listed 
for 14 horsepower motor at 230 volts a-c; %4 
horsepower motor, 115 volts a-c; 20 amperes, 
125, 250 or 460 volts a-c; tungsten lamp, 10 
amperes, 125 volts a-c. They are rated for 75 
amperes inrush capacity at voltages up to 460 
volts a-c. 


The rugged die cast housing insures protection 


against mechanical damage or shock. A syn- 


thetic rubber boot on the operating plunger and 
a cover plate ring gasket keep out dust, dirt, 
oil and moisture. Ample wiring space is pro- 
vided within the housing. The switches are 
available in right- or left-hand designs for 
adapting to mounting requirements. 


These high-capacity switches are typical of the 
many types and varieties of MICRO precision 
switches, housings and actuators, which plant 
engineers have found invaluable in modernizing 
present plant equipment to do a bigger job. 
For complete information on what MICRO 
SWITCH ean do for you, call or write MICRO 
SWITCH, Freeport, Illinois, or contact the 
branch office near you. 





; 
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| MICRQGss 


MARK 
vuatie WITCH 
A DIVISION OF FIRST INDUSTRIAL CORPORATION 


FREEPORT ILLINOIS, U.S.A 


MICRO . . 


BRANCH OFFICES: Chicago ° 
SALES REPRESENTATIVES: Portland * St. Lovis * Dallas * Toronto 
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New York * Boston * Cleveland 
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Parker-Kalon GROUND THREAD Socket Set Screws 
are The TALK of the SHOP! 


“As different from ordinary 
set screws as night and day” 







“Consistently uniform — 
here’s a Class 3 Fit you can 
depend on” 





“True ground finisir has none 
of the imperfections you get 
with cut threads" 


“Clean starting threads 
speed assembly work and 
improve production” 







Compare! Write for Samples! 


See why P-K Ground Thread Socket Set Screws 
speed assemblies, improve strength and safety. 


Thread grinding, once reserved for screws used inthe 
finest precision equipment, now gives Parker-Kalon 


Socket Set Screws the accurate finish and faultless PARKER-KALON CORPORATION 


contour that mean faster assembly and more sales 
for your products. Write for samples today. 200 Varick Street 


New York 14, N. Y. 


AVAILABLE FOR PROMPT DELIVERY 


So i 6 So. MA. ¥ ' 2 2: Oo: 2 0° # A: €@ <-@ Soe te SD O38 F 24-8: &-¥-O 
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ALL THE 





FACTS ON 












IN ONE Peacrical HANDBOOK 





AND PURDY SERVICE EXTENDS 


2 ~ 


1949 


DECEMBER, 


BEYOND THE HANDBOOK STAGE! 


A complete library of information is 
on hand at our office where we 
keep a close record of all unusual 
Spring Steel applications. 

Details of previous Rockwell Hard- 
ness, special edges, finishes are re- 
corded so that subsequent orders 


Orient Way and Page Aad Lyndhurst, New Jersey 


LYNDHURST: RUtherford 2-8100 
CONNECTICUT: Enterprise 6400 
TELETYPE: 


Want Additional Product Information? 


NEW YORK: CHelsea 3-4455 ° 
SYRACUSE: Enterprise 6400 
RUTHERFORD, N. J. 79 


will be supplied duplicating the 
original. We firmly believe that no 
better or more complete inventory 
of Spring Steel can be offered any- 
where. We welcome any call for 
covering 


technical assistance 


Spring Steel. 


See Page 19. 








NEWARK: HUmboldt 2-5566 
ROCHESTER: Enterprise 6400 
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257 Island Brook pi shiat 
Bridgeport 8, Connecticut 
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>. >LUMNIST Westbrook Pegler 
again illustrates his genius and 


technique for losing friends and 
alienating people through loose talk. 
In his column of October 21, a be- 
lated postscript to the icebox inci- 
dent involving White House Aide 
Harry Vaughan, he states: “It is 
standard practice in our big com- 
merce to send valuable gifts to buy- 
ers or purchasing agents. Those 
who absolutely refuse to accept any- 
thing are regarded as prigs. Cus- 
tom regards this loot as legitimate 
squeeze. I am not defending it... 
but this is a condition and it is a 
measure of our morals.” It would 
be quite as accurate, Mr. Pegler, to 
say, “It is standard practice among 
our big-name newspaper columnists 
to publish unfounded accusations 
and broad generalizations slurring 
honest and honorable citizens.” 
Elsewhere in this issue is a discus- 
sion of purchasing ethics, citing the 
code to which all responsible pur- 
chasing agents subscribe. Item No. 
5 in that decalogue is: “To sub- 
scribe to and work for honesty and 
truth in buying and selling and to 
denounce all forms and manifesta- 
tions of commercial bribery.” 


RONICALLY, Mr. Pegler’s col- 

umn is entitled “Fair Enough”, 
indicating that in his mind fairness 
and truth are a matter of degree. 
Wouldn’t it be better to set the 
standard “Absolutely Fair” and 
then try to live up to that standard? 


DD to the file of purchasing 

agents and their hobbies the 
case of J. E. (“Jake”) Gartner, 
P. A. for the Layne-Arkansas Com- 
pany, pumps and farm machinery. 
Mr. Gartner holds the title of 
World’s Champion Duck Caller, a 
distinction he won in a national con- 
test in 1947 and repeated in 1948, 
winning the top prize of $1,000 on 
each occasion. Capitalizing on his 
prowess, he has started a promising 
little business manufacturing his 


See Page 19. 


own duck calls. Ina feature story 
recently published in the Little 
(Ark.) Democrat, Champion 
Gartner gives advice to other as- 
pirants in the art: “There are four 
calls used in calling wild mallards— 
long distance call, close in call, feed 
call, and mating call. Practice them 
to perfection ; know when to use the 
different calls and study the timing. 
Hold the duck call in your left 
hand, between the thumb and first 
finger, and cup your hand in a fun- 
nel shap. Rest the call on lower 
lip, leaving lower jaw for mouth 
action. Do not try to blow the call 
all in one breath. When each note 
is given, the lower jaw action should 
be the same as when you say 
‘Quack’. A duck call is similar to a 
musical instrument; your tone im- 
proves with practice.” 


Rock 


Ft ASH—from another columnist, 
Hollywood’s Louella Parsons, 
comes the news that Ernest O. 
Schuster, former purchasing agent 
for Pancho Villa, the “Mexican 
Robin Hood,” has sold the film 
rights of his book, “The Pancho 
Villa Story”, for early production. 
[If memory serves us reliably, this is 
purchasing’s second contribution to 
the silver screen, for the originator 
and writer of the famous “Road to” 
series starring Crosby, Hope, and 
Lamour, was formerly a purchasing 
agent in Dallas. 


HU MBING through back issues 

for a more specific reference on 
the previous item (without success) 
we are reminded of a minor anni- 
versary in the “column” field. It 
was exactly fifteen years ago this 
month that “F.O.B.” first appeared 
in these pages. This is No. 181 in 
the series. 


NE more quotation from the 
columnists and we'll leave that 
particular source of comment. We 
have from time to time remarked 
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on the educational value of busin- 
ness paper advertising. “Aesop 
Glim’s Clinic”, popular feature of 
Printer’s Ink Magazine, touches on 
the same topic in his column of 
October 7th. Says Aesop, address- 
ing his comments to the advertising 
men: “Business paper copy requires 
more study, more work, more con- 
science, than does general consumer 
copy. Cameron Hawley, of Arm- 
strong Cork Company, says that the 
preparation of business paper ad- 
vertising requires five times as 
much time as does the preparation 
of national advertising. In the early 
days of Cowan & Dengler, Stuart 
Cowan once said, ‘I can find any 
number of bright young men and 
women to write the national maga- 
zine advertisements; it takes adult 
minds to write business paper 
copy.” A word to the alert pur 
chasing agent is sufficient. 


NOTHER advertising man pays 

tribute to purchasing agents as 
practical students of business, in a 
recent public address. Clarence B. 
Goshorn, President of the Benton 
& Bowles agency and chairman of 
the American Association of Adver- 
tising Agencies, told a Chicago 
Proup: 

“Purchasing agents make far 
more reliable economists than the 
professionals. They are more trust- 
worthy as a guide to the future be- 
cause they must commit their com- 
panies to advance expenditures that 
are larger if future business is go- 
ing to improve, and smaller if con- 
ditions are deteriorating. The pro- 
fessionals are less reliable because 
the same mass of statistics will be 
interpreted differently to serve the 
particular interests, depending on 
who’s doing the interpreting. It al- 
most seems that the object of con- 
temporary economists is no longer 
the identification, classification, and 
exposition of factors in our eco- 
nomic life, but the selection, order- 
ing, and interpretation of only those 
factors which lead to a pre-selected 
conclusion. This seems often to in- 
volve a considerable twisting, dis- 
tortion, and suppression-of data.” 

Commending the monthly Busi- 
ness Survey Report of N.A.P.A 
he continued: “Hundreds of pur- 
chasing agents, each buying on the 
basis of his intimate knowledge of 
his own business, should be a safer 
forecast than any  economist’s 
dreaming for all of them.” 


» 
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A coy _L{ lb. S.P. Bronze Valves. Call upon him for 
i - your original equipment, replacement and 











Fig. 2140 
GLOBE 


125 Ib. S.P. 
200 Ib. W.O.G. 


125 |b.S. P. BRONZE GLOBE, ANGLE and CHECK VALVES 


Built to LUNKENHEIMER 
QUALITY STANDARDS 


W ant a lower pressure valve to give the same 
dependable, low-cost service you get in higher 
pressure LUNKENHEIMER Valves? 


Here it is— New Fig. 2140 Globe; Fig. 2141 
Angle; Fig. 2142 Lift Check; Fig. 2144 Swing 
Check. These valves feature Lunkenheimer’s Fig. 2142 LIFT CHECK 
traditionally fine design and sturdy construction, 125 tb. s.P. 200 Ib. W.0.G. 
plus exclusive silicon bronze alloy stems which 


eliminate stem thread failure due to wear. Nowhere in the line is dependability 
. ; more important than in Check 
Whatever your requirements for lower pressure Valves. These Checks function quick- 


service, you'll find these new valves unequalled plied cca seat accurately 
for dependability and true economy. 


f° f\ Your LUNKENHEIMER 
2) DISTRIBUTOR is stocking these new 125 





aa \/ _~ repair valve requirements. Ask him for 
‘ Circular No. 582 or write direct, 





ESTABLISHED 1862 Fig. 2144 SWING CHECK 
THE LUNKENHEIMER CS: 125 Ib. S.P. 200 Ib. W.0.G. 
—=_ QUALITY’ 


CINCINNATI 14, OHIO. U.S.A. 
NEW YORK 13 CHICAGO 6 
BOSTON 10 PHILADELPHIA 34 


EXPORT DEPT 318 322 HUDSON ST NEW YORK IZ NY 
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For OUT-SIDING...IN-SIDING...and CEILING, too 
KeM ‘Contwy.” APAC filled the bil 


The total bill for the job was held down by the K&M APAC 
Asbestos-Cement sheets used for all walls and the ceiling of this 
serviceable structure. And no bill for APAC maintenance is ever 
even likely. The same sort of economy goes with K&M APAC on any 
project. Enclosure is quicker because APAC sections—large, strong, 
but not bulky—are easy to handle. Permanence is as certain as it 
can be made by a material that defies weather and fire, rust and 
rot, rodents and termites. 


The K&M APAC Asbestos-Cement formula gives you a tough, 
attractive, money-saving material for panels, partitions, sheathing, 
shaft casings, bins—all flat areas. Apply APAC over insulation 
board, wood studs, solid wood sheathing, steel or wood girts. 
You don’t even need to paint APAC! Standard thicknesses: 
34,/’—1,"—%"’... Standard sheet size—easy to cut on the job— 
is 4’ x 8’. For name of your nearest distributor, and all particulars, 
write to us. 


-ANatine made dsteslos... 
Keasbey & Mattison has made it serve mankind since 1873 


KEASBEY & MATTISON 


COMPANY: AMBLER + PENNSYLVANIA 





Designed and constructed by Unistrut Corporation, Wayne, Michigan. 
Exterior: K&M APAC. Interior: K&M APAC. Ceiling: K&M APAC. 
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Building Wire 
and Cable 


CONTRACTORS SPECIFY ROEBLING YEAR AFTER YEAR 


EXPERIENCE IS THE BEST 
TEACHER, and it’s actual experience 
that leads so many contractors to stand- 
ardize on Roebling Building Wire and 
Cable. They know, from long use and 
service records, the supreme reliability 
and economy of Roebling wire and 


cable . . . make it their top specification. 

For circuits to 600 volts and conduc- 
tor operating temperatures to 60°C. 
(140°F.), Roebling Wire 60 Type R. is 
unsurpassed. It is synthetic rubber insu- 
lated; has a flame-and moisture-resist- 
ant fibrous covering; comes with solid 


WRITE OR CALL THE ROEBLING FIELD MAN AT YOUR NEAREST 


ROEBLING OF FICE AND WAREHOUSE 


or stranded conductors . . . Of similar 
construction, Type RH permits con- 
ductor operating temperatures to 75°C. 
(167°F.), and Type RW is adapted for 
wet locations without lead sheath. 

There’s a Roebling wire or cable for 
every requirement . . . call or write your 
nearby Roebling Distributor. John A. 
Roebling’s Sons Company, Trenton 2, 
New Jersey. 


Atlanta, 934 Avon Ave. ® Boston, 51 Sleeper St. ®* Chicago, 5525 W. Roosevelt Rd. * Cleveland, 701 
St. Clair Ave., N. E. ® Denver, 1635 Ith St. ® Houston, 6216 Navigation Blvd. * Los Angeles, 216 
S. Alameda St. ® New York, 19 Rector St. * Philadelphia, 12 S. 12th St. ® Pittsburgh, 855 W. North 
Ave. ® Portland, Ore., 1032 N. W. 14th Ave. * San Francisco, 1740 lth St. * Seattle, 900 First Ave. 


ROEBLING 


ve A CENTURY OF CONFIDENCE x 
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See this remarkable 
CLO LLL LA 


;@ 
YIM ORV ‘ ea , iene Ne 

' ; a eet ea \ 1. HUNDREDS OF INDUSTRIAL FIRMS, 

F including leading steel, locomotive, 

truck, automobile, aircraft, tool, instru- 

ment manufacturers and others, are prof- 

iting from this unique service. Above 

shows use on Open Hearth Steel fur- 


2. IMMEDIATE PRODUCTION INCREASES 
are realized by many firms through the con- 
trol of furnace atmospheres. The instru- 
ment registers quickly and accurately both 
excess oxygen and unburned fuel being 
wasted. Picture above shows Industrial 
Heat Prover in use on furnace of an Indus- 
trial Boiler. 








Cities Service Industrial Heat Prover— Measures the S anes uatied Candee caienes 
Combustion Efficiency of Any Furnace Using Any Type of Fuel r 


Picture above shows the Heat Prover in 
use on a large 4 cycle Diesel. This remark- 
able instrument tells you quickly, accu- 
rately and continuously what percentage 

FREE his Helpful New Booklet : of the fuel entering the combustion cham- 

= eae > ber is converted to productive energy, 
Cities Service Oil Company COMPLETE - tai 
Sixty Wall Tower, Room 519, New York5,.N.Y. 3 Bm INFORMATION 


Please send me without obligation your new book- about the Cities Service Heat Prover—how 
let entitled ““Combustion Control for Industry.” : it works, its many applications, its record 

“ts of performance—is contained in a new 
— booklet entitled “Combustion Control for 
ADDRESS Industry.” Write for your free copy today. 


Use coupon at left. 
CITY wien STATE. 


—— CITIES A) SERVICE Seeneeeene 
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IMPACT OF STRIKES ON SUPPLIES AND PRICES... « 


Following as they did a long period of inventory adjust- 
ments the steel and coal strikes had the effect of working 
down inventory reserves quickly. Significantly, this does 
not mean a return to a seller's market. There may be gaps 
in supply of specific items, but no overall shortages. 

Strikes have forced an acceptance that price levels will 
not be reduced substantially, and whatever adjustments 
are to come will be deferred until supply deficiencies 
are made up. 

Level of industrial prices has been established by 
industry in the U.S., with other countries attempting to 
meet our price and quality competition. This means that 
for the immediate future, "know how" in this country 
counterbalances the lower wage and lower living standards 
in other countries. 

Picture in agricultural commodities is different. A large 
number of basic agricultural commodities are being offered 
on the world markets at a cheaper price than is current 
in this country—not the grains, but specialties such as 
linseed oil. 


PRICES LIKELY TO BE FIRM... . 


Long-term outlook in industrial prices shows considerable 
firmness. While wage increases have tended to slow down, 
there is still no indication that they have leveled off. 

Pension and security provisions in a labor contract are 
just as much a labor cost as a boost in hourly wages, and 
the general pattern appears to be for some degree of wage 
increase each year, whether it be in the form of direct 
wage boost or some other type of payment. 

During the early 1930's, the major deterrent to wage 
increases was the large overhang of surpluses—both in 
production and in manpower. Large surpluses could now be 
accumulated if production were uncontrolled. 

Best example is bituminous coal. Prior to the strike, 
the coal mining industry was on a three-day week for a long 
period, and even with this restricted output, reserves of 
mined coal were so great that for a long period of strike, 
there was no national emergency. These large reserves 
indicate the tremendous capacity for production in excess 
of needsSe 

Such policies indicate the lengths to which labor will 
go to keep production in check with demand. Obviously, this 
effort is directed primarily at maintaining a high price 
level—without which neither the mineworkers' peak wage 
scale nor the pension fund could be sustained. 


CUSHIONS AGAINST MATERIALS SURPLUS... . 


In other basic commodities, the Government's strategic 
Stockpile has been suggested as performing a dual function. 
In addition to maintaining a reserve of materials in ready 
supply in case of war emergency, the stockpile could serve 
as a balance wheel, with the Government storing surpluses. 

















MANAGED ECONOMY LOOMS 





_——_— 


This seems a simple and relatively painless solution 
to the problem of over-capacity—but the snares in such a 
program have been made clear by the similar programs in 
agricultural commodities. 

Example is the Government purchase program of eggs. The 
Government was committed to a price support program which, 
during the heavy laying season, resulted in the turning 
over of huge quantities of eggs to the Government. 

During the period when production of fresh eggs dropped, 
consumer prices shot up—primarily because of a dearth of 
fresh eggs and a relatively small quantity of storage eggs. 
The low supply of storage eggs was traceable to the Govern- 
ment's purchase program in the periods of abundant, produc- 
tion. 

Outcome is that the Government has on hand many years’ 
Supply of powdered eggs—a fairly perishable commodity— 
and prices of eggs to the consumer have been an important 
factor in keeping the cost of living at a high level. 

These conditions will continue until next year, but it 
has become fairly obvious that the whole approach has been 
wrong and that it cannot be sustained—this, despite the 
huge outright gifts of such food abroad. 

Next step will be the proposal for the Government to 
continue to support prices at the farm level, but to keep 
prices at a moderate level to the consumer. The farm sup- 
port program would continue to sustain rural purchasing 
power, and the low retail prices would stimulate consumer 
consumption so that there would be no overhang of surpluses. 

The difference in price would be borne by the Government * 
—-which, of course, means the general tax fund. 

AS POLITICAL ISSUE... . 

This farm program, suggested by Secretary of Agriculture }» 
Charles F. Brannan, will become a major political issue 
during the Congressional elections in November of next year. 

It is significant that this Government program, while 
currently thought of only as a program affecting the 
domestic economy, has an important carryover into world 
trade. 

With the Government supporting crops at a high price 
level, and arranging the sale at a lower level, it is in 
effect acting as both the buyer and the seller—even though 
the channels of sale to the consumer continue to be the 
corner grocers. 

Furthermore, just as the Government will determine the 
selling price to the domestic consumer, it will make a 
Similar determination as to the export price. 

If this same procedure were applied to industrial prices, 
it would not differ greatly from the Government-managed 
export price systems which existed in Europe before the war. | 


U.S. TO "CHANNEL" CONTRACTS TO DISTRESSED AREAS... . 





Department of Defense has asked contractors to the Army, 
Navy and Air Force to place subcontracts on military orders 
with firms in distressed areas wherever feasible. 

Specifically, the Munitions Board, with the concurrence 
of the Comptroller General, has approved the general policy 
of awarding contracts to firms in distressed areas, pro- . 
vided the bids submitted are as low as any other bids sub- 
mitted from an area that is not distressed. 

A distressed employment area is classified as such by the 
Bureau of Employment Security, when unemployment in the 
area is 10% of the working force. 

There was considerable emphasis on extension of Govern- 
ment aid to the distressed areas earlier this year. At that 
time, it was feared that the distressed areas would become 
focal points of unemployment, and that the lack of employ- 
ment would tend to become cumulative unless local relief 
were extended wherever the number of unemployed in a partic- 
ular community reached a danger point. 

This emphasis on Government aid was lifted when the 
summer employment slump showed signs of quick recovery, 
but the services are carrying through on a procedure set in 
motion several months ago. 





















































for permanent anti-corrosion protection 


HEREVER metal is used to store, 
Wises or transport corrosive 
chemicals — solutions of inorganic 
acids, salts and alkalis; metal plating 
solutions; organic materials — it 
can be permanently protected with 
PLIOWELD rubber lining. 


Every PLIOWELD installation is espe- 
cially formulated after careful an- 
alysis of the specific operation by 
the G.T.M.— Goodyear Technical 
Man. To consult him on your prob- 
lems, get in touch with your nearest 
Goodyear Industrial Rubber Products 
Distributor, or write Goodyear, 
Akron 16, Ohio. 


Pi:o::cld—T.M. The Goodyear Tire & Rubber Company 
TYPICAL USES OF PLIOWELD 


Processing Tanks — 

rectangular, round, square 

Tank Covers—flat, box, 

radius types 7 REASONS WHY 

Storage Tanks — open top, a. 

flat or dished heads 4 THE G.T.M. SPECIFIES 

Truck Tanks 

Railroad Tank Cars : j ; PLIOWELD 

Fans—wheels and housings 

Flanged Pipe 

Flanged Pipe Fittings 

Ductwork 

Scrubbers —air purifiers 

Agitators 

Continuous Vacuum 
Filters 

Troughs and Chutes 

Pumps 

Filter Frames 

Moisture Eliminators 

Miscellaneous Fabricated 
Items 

Plioweld can also be used 

to combat abrasion 


1. Effectively seals in corrosiv 
telslslel Mol -Malelaleli-t- MU Mul tie 
2. Bonds permanently to 
faces an exclusive G 
relgela tt 


. 1o ot a > 
3. Does not split 


it Taslel igekitia — 
$. iia iela- wil 7 
rireltiolsMehai 
6. Protects chemicals fr 
ron “pickup” an 
ye dele Biatiieliiehite 
to provide maximum protectior 


raat -tasliaeimalelaleii-te} 
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We think you'll like "THE GREATEST STORY EVER TOLD”'—Every Sunday—ABC Network 


GOODFYEA 


THE GREATEST NAME IN RUBBER 
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WALWORTH 










Sectional view of Series 300 











Cast Steel Gate Valves 


Series 150 and 300 
Wedge Gate — Outside Screw and Yoke 





Gland clearances are such that stem 
cannot be scored if gland should be 
tightened unevenly. 


Deep Stuffing Boxes in all sizes (2” to 
24”) insure tightness and maximum 
packing life — costly leaks are elimi- 
nated. 

Bonnets and Bodies are engineered to 
withstand pressure and minimize dis- 
tortion — they’re tough, durable, de- 
pendable. 

Heavy Steel Walls provide extra 
strength and longer life. 

Integral Body Guide Rib Faces are ma- 
chined to insure accurate disc seating. 
Seat Rings are bottom seated — not 
flange type. No recess exists at back 
of ring — hence no turbulence, erosion, 
or pressure drop. 

Streamlined Ports allow high velocity, 
non-turbulent flow, and reduce the 
possibility of erosion. 

Valves regularly have flanged ends. 
They can be supplied with ends for 
butt welding. Roller bearing yokes are 
available. On valves 5 inches and 
larger, by-passes can be furnished. 


For Series 600 and higher, we recom- 
mend Walworth Pressure-Seal Steel 
Gate Valves. 


For further information on Walworth 
Cast Steel Gate Valves, see your local 
Walworth distributor, or write: 


WALWORTH 


valves and fittings 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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MN, | GAIR PLANTS 


ay LOCATED FOR IDEAL 
CORRUGATED BOX SERVICE 


With these NEIGHBORHOOD 
PLANTS Robert Gair maintains LEADERSHIP in 
rendering service to many famous National Accounts. 


SERVICE LEADERSHIP... in the creation of new 
ideas for better shipping containers 


SERVICE LEADERSHIP... in technical advice of 
advanced methods of sealing containers 


SERVICE LEADERSHIP... on technical informa- 
tion regarding the relative merits of cor- 
rugated, solid fibre, jute and Kraft 


SERVICE LEADERSHIP.. for prompt, depend- 
able deliveries of shipping containers 


Write for your free copy of 
Sealing of Corrugated and Solid Fibre 
Containers, or Container Handbook. 


JEREEEESESESE = | 
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Location of s sin 


BESSBES EBS SSERESES 


ROBERT GAIR COMPANY, INC. 


155 EAST 44th STREET, NEW YORK 17 « TORONTO, CANADA 
PAPERBOARD e¢ FOLDING CARTONS e¢ SHIPPING CONTAINERS 
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PRODUCTION IMPROVED —— 
REJECTS CUT IN HALF! 


In the development of the famous U. S. Rubber 
“Brass-O-Matic”’ process for a permanent bond be- 
tween rubber and metal, high quality plating was of 
primary importance. U. S. Rubber engineers turned 
to Udylite with their problem, with results that have 
paid off handsomely. ‘Their Ft. Wayne plant has a top 
notch performance record to report. They say: 


“Cost of materials per-unit-plated is about 
the same, BUT — — 


“The percentage of plated parts requiring re- 
processing has been cut in half! 


“The new layout using Udylite equipment has 
reduced direct labor by 27%; 


“Overall floor space requirements in the Plat- 
ing Department have been greatly reduced, 
providing necessary space for storage of 
plating chemicals and supplies; and... 


““Maintenance time required to keep units in 
good operating condition has been reduced 
substantially.” 


day, more and more shrewd production men 
are turning to Fully Automatic Plating Equipment 

designed, installed and applied by The Udylite Cor- 
poration. Perhaps you have a plating problem in your 
plant! If you have, we will be glad to make recom- 
mendations entirely without cost or obligation. See 
your local Udylite representative or write today. 
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UDYLITE EQUIPMENT IN THE | 
U.S. RUBBER CO., 
FORT WAYNE PLANT 


CORPORATION 


DETROIT 11, MICHIGAN 








Exactly How... 





Take any V-belt in your hands and bend it as 
it bends in going around a pulley. You will see that 
the top of the belt, being under tension, grows nar- 
rower. The body, under compression, widens. The 
sides bulge out. 

This shape change—in a straight-sided V-belt 
—jis shown in Figures 1 and 1-A, below. 


wz, 





——=“ Ge er 


Straight-Sided V-Belt How Straight-Sided V-Belt 


Bulges in Sheave-Groove. 





Now look at Figures 2 and 2-A. There you see 
| how the same shape change affects the V-belt built 

with the precisely engineered Concave Side (U.S. 
Patent No. 1813698). 


Gates Vulco Rope 
Hl with Concave Side. 





No Side Bulge. 
Precise Fit in Sheave Groove. 


ee 


The top of the belt narrows, the body widens. 
But the sides merely straighten—and the new shape 
exactly fits the sheave groove! 

Two savings result. (1) Uniform side-wall wear 
—longer life! (2) Full side-wall grip on the pulley 
carries heavier loads and sudden load increases with- 
out slipping; saves belts, saves power! 


VULCO 





GATE 
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In Two Minutes You Can See 


Concave Side... 


(U.S. Patent No. 1813698) 


SAVES Your Transmission DOLLARS 


corr RIVES 


IN ALL INDUSTRIAL CENTERS fiir coon: 
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You can actually feel 
the sides of a belt change shape 
as the belt bends. 





Ric 


U. 5. pat. OFF 


The Mark of SPECIALIZED Research 





The Concave Side is 
MORE IMPORTANT NOW Than Ever Before 





Because the sides of a V-Belt are what actually drive 
the pulley, it is clear that any increased load on the belt 
means a heavier load that must be transmitted to the pulley 
directly through the belt's sidewalls. 

Now that Gates SPECIALIZED Research has made 
available to you SUPER Vulco Ropes—carrying fully 40% 
higher horsepower ratings—the life-prolonging Concave 
Side is naturally more important in conserving belt life today 


than ever before. 
4910 





THE GATES RUBBER COMPANY 
DENVER, U.S.A. 
The World’s Largest Makers of V-Belts 
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ls your building “fireproof” like this? 


YOUR BUILDING may be termed 
“fireproof” if it is constructed of 
brick, concrete and steel. Yet, filled 
with furniture, packing cases, oil 
and other flammable materials, it 
may become a gigantic “‘firebox’’, 
as the one illustrated above. Build- 
ing and contents both may be 
gutted, even completely destroyed. 


There is one sure way to protect 


your building and its contents 


against fire a Grinnell Auto- 





matic Sprinkler System—the only 
type of protection that will control 
fire quickly, effectively, automatic- 
ally, at the source, whenever and 
wherever it may happen to strike. 


If your property is now unpro- 
tected against fire, you are already 
paying through insurance for Grin- 
nell Protection—why not have it? 
Call in a Grinnell engineer now. 
Grinnell Company, Inc., Providence, 


R. I. Branches in principal cities. 


GRINNELL 





GRINNELL 


Fire Protection Systems 


GRINNELL AUTOMATIC SPRINKLER 
SYSTEMS protect over 70 billion dollars 
worth of property. Wet-Pipe Systems 
where temperatures remain above freez- 
ing; Dry-Pipe Systems where tempera- 
tures go below freezing. 





GRINNELL MULSIFYRE SYSTEM ex- 
tinguishes fires in heavy and medium 
oils and flammable liquids, by converting 
the burning liquid into an emulsion in- 
capable of burning. 





GRINNELL PROTECTOSPRAY SYSTEM 
(by insulation and cooling) protects 
tanks, structures and equipment against 
serious distortion and buckling, even 
when exposed to the fiercest flames 
from volatile liquid fires. 


Ae « "iG 





GRINNELL FLAMEBUSTER is oa three- 
purpose portable hose nozzle, giving 
low and high velocity emulsion-forming 
sprays, and also a solid stream. 





OTHER SYSTEMS FOR SPECIAL 
CONDITIONS AND HAZARDS 


AUTOMATIC FIRE PROTECTION SYSTEMS 
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Machines er run without ine oil 
is ruinous to/many products. It is industry's 
friend or foe, depending upon whether it is 






operation of many mechani- 
pends upon parts that resist 
laction of oil—seals, pack- 


lubricant without leaking. If you are con- 
fronted with oil-sealing problems in the as- 
sembly of your products call in an ACUSH- 
NET Field Engineer. The benefits of our long 
experience in solving every type of sealing 


problem can be efficiently and economically 








, confine or exclude the applied to your particular difficubies. 


ACUSHNET 
Oil-Resistant - Leak- Proof 


Seals and Packings 


thetic rubber best suited for lubricant and 
hydraulic applications, ACUSHNET Oil 
Seals, Packings and Gaskets insure depend- 
able, trouble-free performance. 

Extensive modern. equipment skillfully 
operated under constant technical a 
vision assures precision ear uniformit 
every seal, packing or gasket—even 1 Boe 
held to extremely close tolerances. 


Precision-molded from the type of syn- 





Gf it can be motded of RUBBER 
| ° 
well motd it |! 

With a background of over thirty-five years’ ex- 
perience in processing and compounding rubber, we 
can design and mold parts or products which func- 
tion more efficiently when constructed of natural or 
synthetic rubber. From garter buttons to industrial 


goggle frames, the range of parts and products we 
are equipped to produce is practically unlimited. 


PROCESS co. 


e 
New Bedford, Mass.,U.S.A. 
Precision Molded RUBBER fib 6 Products 





New Bedford, Mass. 


Address all correspondence to 770 Belleville Ave., 
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with today’s installation costs 
only the Lomges? yee] 


will be economical. ........ 


5. the files of The Okonite Company are a number of case 


histories that tell their own story of the long life—the real 
yardstick of cable economy—that you can count on with The lifetime cost of a cable rather than its first 
cost is the only true measure. Okonite wires and 


Okonite. The two instances cited above are from the é 
cables, built to stand up better and longer, can 


records of a single customer. offset high installation costs. 


They are two of eleven instances of cables long used and 
transferred to new locations by this customer, who has 


re-installed more than 24 miles of such Okonite cable. 


Building true value into cable has been Okonite’s business 
since 1878. What goes into an Okonite cable to make it do 
a better job... what tests it must pass... what care is taken to 
control its electrical characteristics—all this and other data 


are found in Research Bulletin PG -101. For a copy, 





address The Okonite Company, Passaic, New Jersey. 


Okovar varnished cambric lead-covered aerial power cable. 


THE BEST CABLE IS YOUR BEST POLICY 


ON, 


/*4 insulated wires and cables 
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2165 SCRANTON ROAD e 


“SHINYHEADS” 


America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true,“mirror finish 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock 


“LO-CARBS” 


Made of AISI C-1018 stee]l—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point, Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
point. Nut end, oval point. Land 
between threads shiny, bright, 
mirror finish. Carried in stock 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances —- body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


For ornamental! purposes. Steel in- 
sert — steel covered. Finish: plain, 
zine plated, cadmium plated. Size: 
9/16", 3/4",15/16"across the flats. 





THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000-160,000 p.s.i. Carried 


in stock. 


SET SCREWS 


Square head and 
point ase hardened. Expertly 
made by the pioneers in producing 
Cup Point Set Screws by the cold 
upset process. Cup points machine 
turned. Carried in stock. 


headless — cup 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock 


+. 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications— hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled 


FERRY PATENTED ACORN NUTS 


Tapped 1/4" to 3/4" inclusive 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 





ay 





























TANDARDS 





carried by 
LEADING 
DISTRIBUTORS 













* 
SPECIALS 


furnished to 
BLUE PRINT 
PECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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End-to-End Radio Communication provides 
safer, speedier handling of your freight, in all 
kinds of weather, right down the line. This modern 
miracle is another PLUS, in Katy’s famous “on 
time” shipping service. 




















Nailable All-Purpose Steel Flooring trims ter- 
minal delays by making car floors suitable for all 
types of freight. A Katy service innovation in the 
Southwest, for more versatile, faster handling of 
your goods. 























Hundreds of New Cars—new gondola, hopper 
and box cars, specially built to carry all types of 
heavy cargo shipments, for added capacity, 
added service, even more dependability when 
your freight goes Katy! 








Modern Freight Terminals combine human skill 
and complete mechanical facilities to precision- 
process your goods safely and efficiently, to 
high-speed the handling of your carloads to 
markets and factories. 


You’re on the right track 
when you ship Katy 


Whatever your shipping needs, look to the precision rail transportation 
now offered by the Southwest’s Main Supply Line. For dependable, careful, 
time-saving service to, from, and through the Southwest ... ship KATY! 


Katy 


NATURAL ROUTE ~ SOUTHWEST 
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G-E open (dripproof) induction 
motors for constant-load, constant- 
speed applications. From 1 to 2000 hp. 









-™ 


Notice the thick cross sections of a Tri-Clad’s husky cast-iron stator frame (1) 

and end shields (2) . . . the integrally cast feet (3). Here you have a rigid 

structural unity that no other general purpose motor we've seen can match. 

Distortion of bearing alignment is well nigh impossible, even by severe corrosive fumes. From 1 to 1000 hp. 
blows, careless installation, or the heavy continuous radial loads some in- 

dustrial drives impose. Notice, too, how Tri-Clad double-end ventilation 

provides uniform ‘‘air conditioning” throughout the motor. 


You can trust a 7@/ CLAD motor 
to take abuse 


Teeth-rattling blows — accidental jarring — dripping liquids — they're 
all in a day’s work for a Tri-Clad motor—the toughest general-purpose 


motor that hard-headed plant management can buy. 


The cast iron structure which today protects more than a million 
and a half Tri-Clad motors, is one big reason for its stamina. It absorbs 
the shock of accidental blows and falling objects encountered in rigor- 
ous industrial service. It provides vastly superior resistance to rust 
and corrosion. Moreover, cast iron won't take on an injurious per- 
manent “set”; thus it assures accurate shaft alignment and a permanent 
air-gap for the life of the motor. Thick-ribbed cast-iron end shields, 


too, take more than their share of punishment. 


Want to standardize on a line of motors that can really TAKE ABUSE? Pp ROT E C T E D 
Local stocks of Tri-Clad motors in your area mean QUICK DELIVERY. 
Apparatus Dept., General Electric Company, Schenectady 5, N. Y. 





e TRI CLAD 


MOTOR EXCHANGE PLAN 


GENERAL ‘%; ELECTRIC | =qareehnh 





on the motor you buy! 
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Cur RUBBER-GLASS 
REPUBLIC CONVEYOR BELT 


Solving problems is our business. 


For example, this new Republic belt carries hot 
cargo for foundries. Red-hot pieces of jagged metal 
in tons of smoldering sand ride from shake-out 
racks to reclaiming stations on this rubber-glass 
belt. Temperatures often run as high as 400°F. 
and the work is continuous. 


Operations like this meant only trouble until 
Republic Rubber and its Milwaukee Distributor, 
Shadbolt & Boyd Company, entered the picture. 
Life expectancy of ordinary “hot material’ belts 
was just ten weeks and sometimes less. 


Today, the trouble is over. Republic’s new belt 
made of glass fabric and specially compounded 
rubber is on the job and, after more than a full 
year of continuous service, the belt rolls on. It’s 


Pioneers in the use of COLD RUBBER 


REPUBLIC RUBBER DIVISION 
LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN, OHIO 
Lee Deluxe Tires & Tubes Conshohocken, Pa. 


still pliable. The belt remains unbroken and good 
for a lot more service! 


Success stories like this are common at Republic 
Rubber since we specialize in mechanical rubber 
goods only. An experienced Republic Distributor 
is located near you. Consult 
him or write us today about 
your most difficult problem. 
Remember, RepublicRubber = ¢ 
has been she specialist in the , 
mechanical rubber goods 
field for nearly fifty years! 









Howard F St George, Vice Pres. 
- Shadbolt & Boyd Company 
Milwaukee, Wis. 






MECHANICAL RUBBER GOODS BY 


Divisio 
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~  You’re sure it’s the 


f RIGHT LIGHT 


.- if it’s “*vwia Graybar’’! 


That's true whether you need light for your plant, 
office, or product. For Graybar has the most complete 
selection of lamps and lighting units available any- 
where. We have studied, planned, and supplied light- 
ing systems of every type. Thus a Graybar Lighting 
Specialist can be of great assistance to you or your 
electrical contractor in the planning of any lighting — 
indoors or out. He can recommend impartially the 
best equipment for any illumination need. For an up- 
to-date guide in planning your lighting installation, 
mail the coupon below. 


Local Stacks of Lamps 


Graybar distributes all types and sizes of G-E lamps 
— fluorescent, filament, mercury — clear, frosted, col- 
ored — glow lamps, heat lamps, germicidal lamps, 
flashlight lamps. Stocks are maintained at Graybar’s 
more than 100 warehouses throughout the nation for 
prompt delivery anywhere. 


ALL ELECTRICAL SYSTEMS 


In addition to the materials needed for any lighting 
job, Graybar can provide all the supplies for your wir- 
ing, communication, ventilation, and other electrical 
systems. All are first-quality products of leading 
manufacturers. 


Ce lene 


re ie 


Send coupon for free book 


! 
l 4982 
GRAYBAR ELECTRIC CO., INC. 


420 Lexington Ave. 
New York 17,N. Y. 







Please send me free a copy of your 84-page book, “Planned 
Commercial Lighting.” 
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Company 
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HOW MANY 
HAIRGREADTHS _ |i 
IN A BARLEYCORN® |, 


| 
°y 
s 
{ 


BY AN ANCIENT AND PRIMITIVE SYSTEM 
OF MEASUREMENT, |6 HAIRBREADTHS 
MAKE A BARLEYCORN— 3 BARLEYCORNS 
AN INCH. TODAY, A“ROCKWELL” SUPER- 
FICIAL HARDNESS TESTER MEASURES A 
VARIATION IN DEPTH OF PENETRATION 
AS LITTLE AS 4/100,000THS OF AN INCH! 
"ROCKWELL" HARDNESS TESTERS ARE 
MADE ONLY BY WILSON MECHANICAL 
INSTRUMENT COMPANY— AN ASSOCIATE 
OF ACCO. 





phew 


NOT PARTICULARLY. ITS THE NICKNAME 
OF A CATALYTIC CRACKING UNIT IN AN 
OIL REFINERY. ITS OPERATION IS 
MOSTLY AUTOMATIC, BEING CONTROLLED 
ALMOST ENTIRELY BY INSTRUMENTS. 
HELICOID GAGES —A PRODUCT OF ACCOS 
HELICOID GAGE DIVISION— PLAY AN IM- 
PORTANT PART IN PETROLEUM REFINING, 


HOW DOES THE 
AIRPLANE REPLACE, - 
THE HORSE 7S 
COWBOYS ON HORSEBACK USED TO 
ROUND UP BANDS OF WILD HORSES. = y 
TODAY, IN SEVERAL WESTERN STATES, 
THOUSANDS OF WILD HORSES ARE ~. 
SPOTTED AND DRIVEN INTO CORRALS ~ 
BY AIRPLANES. ACCOS AUTOMOTIVE AND 
AIRCRAFT DIVISION MAKES DEPENDABLE 
CABLE CONTROLS FOR ALL TYPES OF AIRCRAFT. 
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Principal Products of 


AMERICAN CHAIN & CABLE 
COMPANY, Inc., Bridgeport, Conn. 


CHAIN... 


Weed Tire Chains . . . Welded and Weldiess Chain 
AMERICAN CHAIN DIVISION 





CABLE... 


Tru-Lay Preformed Wire Rope and 
Crescent Non-Preformed Wire Rope 


AMERICAN CABLE DIVISION 
AIRCRAFT CABLE... 


Controls, Fittings . . . Tru-Stop Brakes for Trucks 
and Buses 


AUTOMOTIVE and AIRCRAFT DIVISION 
CUTTING MACHINES... 


Wet Abrasive Cutting Machines 
Nibbling Machines 


CAMPBELL MACHINE DIVISION 
CHAIN BLOCKS... 


and Trolleys 


FORD CHAIN BLOCK DIVISION 
WIRE ROPE... 


Lay-Set Preformed Wire Rope 
“Nonparell” Non-Preformed Wire Rope 


HAZARD WIRE ROPE DIVISION 


PRESSURE GAGES... 
HELICOID GAGE DIVISION 


AUTOMOTIVE EQUIPMENT... 


for garages and service stations 


MANLEY DIVISION 
WIRE... 


Welding Wire, Shaped Wire, Manufacturers’ Wire 
Chain Link Fence 


PAGE STEEL and WIRE DIVISION 


LAWN MOWERS... 
PENNSYLVANIA LAWN MOWER DIVISION 


VALVES... 


Bronze, Iron & Cast Steel . . . Steel Fittings 


R-P & C VALVE DIVISION 
CASTINGS... 


Electric Steel 
Malleable Iron 


READING STEEL CASTING DIVISION 
AMERICAN CHAIN DIVISION 


HOISTS and CRANES... 


Wright Chain Hoists, Electric Hoists, Cranes, Presses 


WRIGHT HOIST DIVISION 
BOLTS and NUTS... 
THE MARYLAND BOLT and NUT COMPANY 


SPRINGS... 


Owen Springs and Units for Mattresses and Furniture 


OWEN SILENT SPRING COMPANY, inc 


“ROCKWELL” and “TUKON” 


HARDNESS TESTERS... 
WILSON MECHANICAL INSTRUMENT CO., Inc. 


BRIDGEPORT 
CONNECTICUT 





Seg AMERICAN CHAIN & CABLE 


See Page 19. 
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Patterns for the Future 


ETTLEMENT of the steel strike followed quickly, once the first major 

company negotiation was completed and the pattern was set. This has a 
meaning beyond putting steel workers back at work and bringing steel once 
more into production. It means more than setting a basis of wages and benefits 
for the steel industry. It has set a pattern for the whole trend of our industrial 
economy. Whether it is good or bad, practicable or excessively difficult, only 
time can prove. Meanwhile, an objective appraisal of the pattern is necessary 
for every employer, worker, and consumer. 


It means the acceptance of greater social responsibility on the part of the 
employer, with a definite commitment not only for the present or for profitable 
periods, but for all the future. That in turn requires greater capital resources, 
making it more difficult for new enterprise to enter the field and for small 
enterprise to compete for labor. 


It has added to the basic cost of steel production, permanently. Like all cost, 
this must eventually be reflected in prices another stage in the process of 
“creeping inflation” noted by economic observers. 


It calls for a redistribution of the profits of the industry, with a larger share 
going to labor, thus offsetting the inflationary burden on steel labor as a con- 
sumer group, but creating an imbalance for labor in other industries. As the 
pattern is extended to these other groups to compensate for rising costs, steel 
labor will in turn be affected, with a diminution of the immediate benefit. 


It has set up a trend toward welfare industry that will lessen the pressure and 
remove the reasons for a trend toward the welfare state. 


It places upon labor the responsibility of maintaining a profitable industry 


and continuing opportunity for private enterprise, in order to safeguard the 
integrity of the newly won benefits. 


A> f 





Correction: A typographical error in the November issue listed 
K. W. Green, author of the N.A.P.A. prize paper on “How to 
Buy Lead,” as Purchasing Agent of the Philadelphia Storage 
Battery Company. Mr. Green is with The Electric Storage Bat- 
tery Company, of Philadelphia. 




















LIQUID CAUSTIC SODA 


increased freight rates 
require an up-to-date analysis 
of your delivered costs—basis NaOH 


Many volume users of Caustic Soda are finding it advantageous 
to purchase 73% rather than 50% liquor. Substantial savings 
are thus realized through the greater Caustic content per car. 

A patented Columbia process incorporates unloading and 





ARE YOU INTERESTED IN 
MORE FACTS? Your copy of 
the Columbia Caustic Soda Man- 

ial contains more detailed infor- 


—— eo 





liluting in a single operation, in ma \ ) ts p t | Saleen ae ot 79% Ve. 9 
. u 2 € ope any Cases permi s presen liquor. Additional data and rec- 
storage facilities to be uséd without alteration. You may find it | ommendations are available from 
P Columbia’s Technical Service 
~ a } 
profitable to use 73% Caustic. It’s worth checking into. Write Department. Your inquiries are | 
Pittsburgh Plate Glass Company, Columbia C hemical Division, invited. Write to Dept. CS-1. . 
Dept. CS-1, Fifth at Bellefield, Pittsburgh 13, Pennsylvania. SS 


COLUMBIA 


CHICAGO + MINNEAPOLIS « BOSTON 
NEW YORK + CINCINNATI 


CHEMICALS 


ST. LOUIS « CHARLOTTE + PITTSBURGH 
CLEVELAND + PHILADELPHIA 


G PAINT + GLASS + CHEMICALS - BRUSHES + PLASTICS 








PireeeURGH PiatTs GLASS COMPAN Y 
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This issuve’s important features 


summarized for the busy reader 





The article on page 89 is the first in a 
highly important series on the state of 
Industry in Britain under the socialist labor 
covernments and the welfare state. The 
Editor of PURCHASING spent the month 
of October in England to observe condi 
tions there at first hand, talking with pur- 
chasing agents who are coping with the problems of 
supply, prices, and eovernmental controls, and with 
management executives who are trying to adjust their 
business policies to the national policies dictated by 
broad social and economic objectives. Britain needs 
exports desperately; her industry must be placed in a 
position to compete effectively for world trade. But 
every move of the socialist planners tends to thwart the 
effort to gain competitive advantage. Why should 
\merican business be concerned? (1) We have an in- 
ternational responsibility. (2) We are currently finan- 
cing the British experiment. (3) There is a great deal 
of evidence to indicate that we are following the same 
course. Don’t miss this series. 


> 





Much of this issue is necessarily devoted to reporting 
the District Conferences of N.A.P.A. Don't skip them 
just because you happen to work in another part of the 
country. There’s real meat in these meetings and they 
reflect the trends and progress of purchasing thought. 


How does the purchasing agent spend his 
time’? Is he primarily an Administrator or 
Buyer? Don Hogg’s analysis (page 108) 
broadens the scope of a study reported in 
an earlier issue, emphasizing the dual na- 
ture of the purchasing job. It shows that 
professional development should be di- 
rected increasingly toward the administrative side of 
procurement if the purchasing officer is to do the most 
effective job, both for his company’s interests and for 


his individual standing. 





Al Hayes’ article on the Purchasing Policy Manual pre- 
sents a fresh and important phase of this subject— 
putting the manual to work and seeing that it actually 
serves its purpose. This needs persistent selling and it 
needs the whole-hearted backing of top management. 
Here is a practical case study of how this was accom- 
plished in one company. See page 110. 
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When a purchasing agent moves over to the other side 
of the desk and becomes a Sales Manager, he is in an 
excellent position to compare the two functions and to 
speak with authority on effective cooperation between 
purchasing and sales. That’s the background of Wy- 
man Randall's article on page 114. He finds that there 
is a close parallel between the two. For more comment 
on the buyer-seller relationship, turn to Roy Reeder’s 
talk at District 2 and R. N. Patrick at District 7. 


This month’s Guest Editorial (page 99) is contributed 
by J. W. Nicholson, who has the double distinction of 
having headed both N.A.P.A. and N.1.G.P. This lead- 
ing buyer in the governmental field writes on progress 
and proposals for improving public purchasing prac- 
tice—a topic to which he has devoted himself through- 
out a long and successful career. 


Governmental Buyers met at Cleveland in 
October for the fourth annual conference 
of N.I.G.P. A brief summary report of 
that meeting appears on page 102. Two of 
the papers presented in greater detail are 
John Splain’s story of how New York 
City has benefitted from Economic Semi- 
nars in the purchasing department (page 101) and the 
paper on purchase of Diesel and automotive Lubricat- 
ing Oils by Al Holm (page 104). 





What is the situation in respect to Copper Supplies? 
Curtailment of inventories in the hands of fabricators 
and consumers in the early months of this year shifted 
the burden to producers. An expert scans the outlook 
for you on page 113. 


A cross-section of purchasing opinion on the probable 
effect of the Coal and Steel Strikes is given in the survey 
report on page 97. Compare your own evaluation of 
the situation with the replies and comment received in 
answer to this month’s questionnaire. 


Are you making full use of these monthly departmental 
features compiled especially to keep you informed on 
recent industrial developments? A selected list of new 
Trade Bulletins and Catalogs that are yours for the ask- 
ing (page 12) and the illustrated summary of New 
Products and Ideas (page 150) will help you keep abreast 
of industrial progress. 
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For My Lady 


Hidden within the glamorous fabric of my 
lady’s gown is a story of steel—and steel 
service. 

Tiny steel hooks and eyes . . . steel zippers 
and snap fasteners aid in achieving lines of 
beauty. Steel needles, pins and shears help 
to fashion the dress. Steel spinning machines 
and looms play important roles in creating 
the soft, luxurious fabric. Chemical appa- 
ratus, much of it stainless steel, cradles its 
synthetic yarns, its colorful dyes. 

Ryerson Steel Service is an important fac- 
tor throughout the chain of modern dress- 
making operations. Because the many thou- 
sands of Ryerson customers include needle 
makers... machine makers .. . textile mills 
. . . dye companies .. . and quite probably 
the automobile company whose steel truck 
delivers my lady’s gown to her home. 

Ryerson Service has met the myriad steel 
needs of industry for over 100 years. Thus 
Ryerson has contributed, in no small meas- 
ure, to the efficiency of American business 
and the continued rise in standards of living. 

There’s a Ryerson plant near you and 
while the steel strike has depleted our stocks, 
we can still give fairly good service. So call 
us when you need steel—no matter what the 
kind, size or quantity. 


Large Stocks of Carbon, Alloy and Stainless Steel for Prompt Shipment 


JOSEPH T. RYERSON & SON, INC., NEW YORK - BOSTON - PHILADELPHIA 
DETROIT + CINCINNATI + CLEVELAND + PITTSBURGH ~- BUFFALO 
CHICAGO ~ MILWAUKEE - ST. LOUIS - LOS ANGELES - SAN FRANCISCO 


PHOTOGRAPH BY AVEDON FROM HARPER'S BAZAAR 
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REPORT ON BRITAIN @ , 





This is the first in a series of four articles reporting on how business fares under a socialist govern- 
ment administration. It is based on first-hand observation and personal interviews during an intensive 
three-weeks study of present conditions in Britain. 


The Editor of Purchasing spent the month of October living with British industry as a member of 
a two-man Conover-Mast editorial team assigned to this project. Carl C. Harrington, Editor of Mill & 
Factory, studied factory operation, productivity, and labor relations. Stuart F. Heinritz, Editor of Pur- 
chasing, studied the situation in respect to supply, prices, and controls. 


At the annual conference of the British Purchasing Officers Association and in subsequent meetings 
with the London, Birmingham, Leeds, and Manchester Branches, the Editor of Purchasing met and talked 
with more than 200 industrial buying executives, the men closest to the problems of materials and costs. 
He visited and talked with purchasing and management officials at some 30 individual plants, repre- 
sentative of the chemical, coal, electrical manufacturing, food, glass, light machinery, machine tool, 
non-ferrous metal parts, optical instrument, paper, photographic supply, prefabricated housing, print- 
ing, refractories, small tool, sporting goods, steel, textile, and utility industries, as well as governmental 
departments. The plants included those under private management and some under nationalized 
governmental operation. The men interviewed represented all shades of political opinion—conserva- 
tives, liberals, and enthusiastic supporters of the socialist-labor regime. The scope of the study ranged 
all the way from the teeming activity of London, the industrial Midlands, the Lancashire cotton mills, 
the heavy engineering industries of Yorkshire, to the factory lined banks of the Clyde at Glasgow. 


A companion series of reports is currently appearing in Mill & Factory, commencing with the 
December issue. 


Next month’s article in Purchasing will tell “How Bureaucrats Bungled Britain’s Buying”—a study 
of the bulk buying program. 





Competition Made Incompetent 


Britain’s hope for recovery lies in low cost 
manufacture to compete in world trade 


Industry’s efforts are frustrated by conflict 


ROM whatever angle you may 


view the British economic scene, of divergent social and economic targets 
one stern and inescapable fact gets 
into the forefront of the picture. Domestic conditions suffer through lack of a 
If the 50,000,000 in Britain want to strong competitive position in trade 
eat—and that’s a habit hard to break 
—they have to go shopping outside oe 
their own kingdom to get enough 
wheat and meat and fats to go By Stuart F. Heinritz 
around, even on a minimum diet 
basis. There are limits to the extent 
to which this imbalance can be cor- be paid for. The only answer lies in lovely aspects of the countryside. 
rected by ‘‘austerity’—the policy of | production of manufactured prod- There are operating mines within 


self-denial which has turned the ucts, and corresponding exports in _ the city limits and it’s easy to believe 
3ritish, loyally but unhappily, into a highly competitive world market. that the snow falls black in the 
a nation of fisn and tomato eaters. Immediately, a similar problem “black country” of the industrial 
Food is the individual Britisher’s arises in connection with the raw Midlands. There’s a fair supply of 
No. 1 problem, and the nation’s materials for manufacture. Britain iron ore, and some good hardwood. 
problem too. Britain must import, has plenty of coal. The huge piles But beyond this, the major raw 
and eventually those imports must of pit waste are among the less materials for domestic consumption 
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Exports are Britain's life blood today. The British citizen would like to 

buy one of these refrigerators, even with the heavy sales tax, but the 

export customer must have preference in order that the Britisher might 

have something to put into the refrigerator if he had one. About half 

the components are made of imported materials, and even the lumber 
for the shipping cases must be imported. 


and worid trade must also be im- 
ported—the oil, timber, pulp, rub- 
ber, cotton, copper, tin, and scores 
of other basic items. They have to 
be paid for too. Wealth cannot be 
extracted from the soil in any sig- 
nificant amount. Britain is a huge 
factory—buying, producing, and 
selling. Her hope for survival and 
progress rests with her industry and 
its ability to produce and sell com- 
petitively. 

This situation, of 
new. 


course, is not 
Prewar, Britain had two ef- 
fective answers. One of these was 
the vast colonial resources that 
could be drawn upon for raw ma- 
terials and exploited in trade; the 
empire was an economic unit. To- 
day, the nationalistic aspirations of 
the colonies, most dramatically ex- 
emplified by British withdrawal 
from India but also reflected force 
fully in the growing independence 
of other dominions, have practically 
eliminated this major asset. 

Secondly, there was the “invis- 
ible” export balance represented by 
the income and credits from tre- 
mendous foreign investments in 
virtually every part of the world, 
built up over many years of domi- 
nance in world trade, amounting to 
more than enough in itself to com- 
pensate for the food requirement. 
This too was wiped out by war 
debts and by the postwar crisis. 
“We traded South American rail- 
roads for Argentine beef,” one in- 
dustrialist told me. “We ate the beef, 
and now have neither beef nor rail- 
roads.” 
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As of today, in place of these lost 
assets, Britain has a loan of 3% 
billion dollars, plus Marshall Plan 
aid. Both are temporary expedients. 
Unless the loan becomes an outright 
gift, it represents so much addition- 
al drain on capital and reserves, al- 
ready critically low. The Marshall 
Plan expires in 1952. Meanwhile, a 
new balance must be achieved. So 
the burden comes back again to 
British industry, which must be 
geared to low-cost productivity to 
compete for trade in world markets. 


Non-Competitive Industry 


Traditionally, British industry 
has not subscribed to the principle 
of competition in the American 
Within the family, it has 
developed comfortably, and 
rather profitably, under a_ highly 
civilized and highly artificial “live 
and let live” philosophy. There are 
no anti-trust laws to hamper col 
laboration, and there is no stigma 
attached to 


sense. 
been 


“centlemen’s agree- 
ments” in the trade. Virtually every 
industry is organized into rings, 
combines, or associations. There 


are some 1,100 of these organiza- 
tions, most of them centering in 
some solicitor’s office in London, 
where the mundane details of quo- 
tas and prices are methodically 
worked out to keep everybody hap- 
py. Beyond the staple lines, “spe 
cialities” are cheerfully regarded as 
the exclusive province of particular 
concerns, and the courtesy is as 
cheerfully returned. The “inde- 
pendents” are relatively few and 





generally small ; it is commonly con- 
ceded that they could quickly be 
brought into line or put out of busi- 
ness if they became too troublesome. 

It is not an unusual experience, 
either at the managing director level 
or in the purchasing office, to find 
the representative of a friendly 
“competitor” on hand, casually talk- 
ing things over. I encountered this 
situation on three different occa- 
sions, twice by sheer happenstance 
and once by arrangement, where the 
competitor’s buyer had been invited 
in to give me a more comprehensive 
view of the industry. The conversa 
tion was completely frank and open ; 
there were no secrets or confidences 
to be guarded. 

The American purchasing agent 
would be amazed and discouraged 
at the uniformity of prices (quite 
aside from governmental price con 
trols) and suppliers’ almost com- 
plete reliance upon the “natural 
competition of engineering design”’. 
He would feel frustrated by the 
limitations placed upon value analy- 
sis and negotiation. Nor would the 
\merican salesman be entirely hap- 
py. I had a long talk, on the train 
from Manchester to London, with 
a salesman of electrical equipment. 
He had recently changed jobs, com- 
ing from another large company in 
the same line. His chief problem in 
making the change, he told me, was 
to get acquainted with a totally new 
set of customers; neither competi- 
tor, apparently, had any thought of 
poaching on the other’s preserves. 
I asked him about export sales. “We 
don’t bother about that here,” he 
said. “It’s handled by the export 
merchant.” 

Obviously, that comfortable sort 
of competition, with prices based on 
the operations of the least efficient 
members protected by the combine, 
rather than on the achievements of 
the most progressive, doesn’t pro- 
vide any compelling incentive for 
low-cost manufacturing efficiency. 
Standardization is still in its infan- 
cy, even in such elementary applica- 
tions as metal fasteners and elec- 
trical outlet plugs. Mechanization 
has a long way to go, and it isn’t all 
due to a shortage of power. It’s 
still cheaper, they tell you in some 
plants, to have two men pushing a 
heavy truck than to install a power 
lift truck for the job, for labor is 
still fighting the industrial revolu- 
tion. Yet in one big printing plant 
they are working their lone fork 
truck around the clock since they 
have discovered the economies of 
vertical storage. 

It takes time and experience, and 
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willingness, to apply mechanization 
effectively to an integrated produc- 
tion process. The project of mecha- 
nizing the coal mines has been under 
way for about ten years, both be- 
fore and since nationalization of the 
industry. It was initiated primarily 
because of a manpower shortage, 
for the mines have lost their appeal 
as a vocational career. So far, it 
has been largely limited to convey- 


ing equipment. Cutting devices are 


still discounted as an “American 
bug” unsuited to Britain’s narrower 
seams, and the fear is expressed 


that absenteeism of a single opera 
tor could upset the whole mechan- 
ized cycle. To date, the net result 
has creation of a_ bottleneck 
and serious deterioration of quality 
because the 
face 


been 


modernization of sur 
equipment for cleaning and 
preparation has not kept pace with 
mechanization in the pits. 


Meeting the Challenge 


Yet British industry is tough, in- 
telligent, and resourceful. There is 
reason to believe that it can 
and will make whatever adjustments 
are necessary to meet the challenge 
of changed conditions, if gviven the 
chance to do so. Operating with 
vears of 


ever;r\ 


facilities worn by over- 
work and minimum maintenance in 
wartime, with material shortages 
still plaguing many of the less es- 
sential with yawning 
gaps and cellar holes in many areas 
still giving mute testimony to the 
loss of important factory units 
with all these handicaps, British in- 
dustry right now is setting records 
for production, if not for produc- 
tivity. The are told, 
don't have the old “Dunkirk spirit”, 
but they are working. Employment 
is high. Profits (before taxes) seem 
reasonably adequate. 


industries, 


workers, we 


sritish 
sources. 


industry has other re 
Her reputation for quality 
craftsmanship is well earned, and is 
a valuable trade asset. Her scien- 
tists are second to none. I saw at 
Shefheld the Firth-Brown labora- 
tory where stainless steel was born, 
and where one American producer's 
finest wire was returned with a tube 
accurately drilled through its length. 
[ saw the new Ferranti plant at 
Edinburgh, considered by many 
competent judges as the last word 
in electronic and radar _ research. 
Television is a British development 
on which we, rather than its origi- 
nators, have capitalized thus far. 
sritish jet planes are well out in 
front of competing models. Crea- 
tive applied science is far advanced 
and rapidly moving forward, 
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though the production and commer- 
cial possibilities have not yet been 
realized to any remotely comparable 
degree. 

3ritish industry is eager to learn. 
Industry by industry, “production 
teams” have come to America to 
study and observe factory efficiency, 
which is recognized as our particu- 
har genius. They are returning in- 
doctrinated in new standards of 
productivity. Know-how is not ac- 
quired, nor factory habits changed, 
by a few weeks’ study, but the proj- 
ect is bound to bear fruit in prac- 
tices better suited for coping with a 
competitive buyers’ market. 

British promotional efforts and 
methods are stepping up. Industrial 
advertising is increasing in volume 
and improving in quality. We saw 
some highly effective display pre- 
sentations set up at various plants, 
well conceived and executed, origi- 
nal and striking enough to arrest the 
attention and rouse the interest of 
even a jaded exhibit-viewer. The 
stucco “exhibit palaces” just outside 
the Wembley Stadium, scene of the 
last Empire-Industries Fair, are 
now somewhat on the shabby side 
and have been turned over to pro- 
duction, humming with a score of 
smaller light manufacturing indus- 
tries; but a large tract of land is be- 
ing reclaimed on the south bank of 
the Thames, just east of Westmin- 
ster Bridge, in preparation for a 
mammoth industrial fair in 1951. 
Interest in this project is already 
running high. It should be a truly 
great 

Industry is bending to the chal- 
lenge of the national crisis and the 
job of trade recovery with no 
thought of surrender. Britain has 
weathered difficulties be- 
fore, and could do so again. It 
would have at least an even chance 
to succeed this time IF it were not 
for one other factor that may yet 
prove to be the insurmountable 
hurdle—a hurdle that, ironically, is 
of its own making. For British in- 
dustry is struggling with its hands 
tied and its feet shackled by govern- 
mental interference and domination. 


show. 


serious 


Government Planners 


Any conversation in Britain today 
inevitably gets around, sooner or 
later, to the political situation. Four 
years ago the people of Britain, by 
due constitutional and democratic 
procedure, elected and put into of- 
fice a socialist administration. The 
new government inherited the post- 
war economic crisis, the problems of 
rehabilitation and recovery, and the 
mechanics of wartime allocation and 


price controls, which any party 
would have had to exercise during 
the transition period even as they 
were exercised in this country until 
industry had made its postwar ad- 
justments. In addition, the socialist 
regime, with a five-year tenure of 
office, offered a five-year plan— 
promising full employment, a more 
abundant life, social security, all to 
be achieved by a planned economy, 
the Welfare State. 

We shall do well to observe this 
great social-political experiment 
carefully and closely, for the broad 
objectives are those which we too- 
and other nations—are seeking. It 
is a question of the means, and not 
the ends, that concerns us. 

After four years, in which more 
and more of the plans have been 
imposed upon the nation, the objec- 
tives are no closer to attainment ; the 
economic conditions have, in fact, 
steadily deteriorated and the crisis 
is more acute than ever. Opponents 
of the administration characterize 
the record as an accumulation of 
broken promises; those who are 
more sympathetic to the program 
have a less harsh, more euphemistic 
term—they refer to the failures as 
“targets missed”. Accepting their 
own nomenclature, and analyzing 
the situation in terms of their own 
suggested figure of speech, it seems 
clear that they have been shooting 
in too many directions at once and 
that many of the aims are mutually 
contradictory. “‘Produce more—do 
with less” is a fair example. “Free 
services—crushing taxes” is an- 
other. 

Scores of articles have been writ- 
ten about the impact of the socialist 
program upon the individual—shop 
windows filled with the goods he 
needs and wants, deliberately taxed 
out of his reach with imposts up to 
125%; the drab “utility” merchan- 
dise available for his selection and 
purchase, while the quality items 
are either shipped directly abroad or 
channeled at a fraction of the price 
to the “export counters” that are 
out of bounds for the domestic 
shopper, creating an_ intolerable 
double standard (Armed with a 
passport and American traveler 
checks, you can buy a Dunhill pipe 
for 51 shillings, that would cost the 
British smoker 77 shillings in the 
same store); the one egg and four 
ounces of bacon per week (when 
you can get them), the almost total 
absence of meat in restaurants and 
markets, and 5 weeks’ ration points 
for one can of Spam, with 1.3 bil- 
lion dollars in food subsidies; the 
weekly “‘pay packet” that is osten- 
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sibly magnified by health and secur- 
ity benefits, but with a kick-back in 
income taxes starting at the $20 
wage level and mounting so rapidly 
that the Trades Union Congress it- 
self is cool to minimum wage in- 


creases lest the differential for 
skilled labor shrink to the vanishing 
point. Small wonder that the dis- 
illusioned people are spending near- 
ly one-quarter of their income today 
on beer (despite 133% tax), movies 
(70% tax), cigarettes (366% tax), 
football and racing, while mass pro- 
duction methods in more staple lines 
are hampered by lack of a domestic 
market. 

Examples such as these have been 
thoroughly reported and _ widely 
publicized. The purpose of this in- 
vestigation was to probe more deep- 
ly, examining the targets, the pro- 
cedures, and the effects in respect to 
industry, wherein lies the whole 
hope for national recovery. 


A Nation’s Overhead 


The British socialist government 
is well aware of the need for more 
production, at competitive prices. 
The company with a substantial pro- 
portion of export trade receives 
preferential treatment in material 
allocations. Industry is exhorted to 
push exports, and there are some 
subsidies provided for initial pro- 
motional effort in cultivating dollar 
markets. But the policies are sin- 
gularly inept in that their primary 
effect is to make low cost manufac- 
ture practically impossible. 

At the outset, a terrific national 
overhead has created in the 
form of governmental boards and 
bureaus. In the ordinary course of 
business, the company has to deal 
and clear with the Board of Trade 
and the Ministry of Supply and one 
or more of the Sponsoring Depart- 
ments in charge of allocating speci- 
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Our concern here is not with the 
complications of procedure and 
clearance. The complaints about 
red tape, paper work, and delays are 
almost a verbatim repetition of what 
we used to hear in America during 
the heyday of our industrial con- 
trols, and the British businessman 
is certainly entitled to indulge in 
this type of “beef” when the real 





payment, and currency involved. 


land's letter should be quoted), 


(give details). 


achieve with this machinery? 


the correspondence in original.) 


present instance. 


number(s). 





fic commodities. If a matter of 
plant expansion or construction is 
involved, there’s the Town and 
Country Planning Board to be con- 
sulted. Planning in general has im- 
posed a topheavy administrative or- 
ganization and expense in the Eco- 
nomic Planning Board, the National 
Production Advisory Council on In- 
dustry, the National Joint Advisory 
Council, and others. There are, in 
addition, such miscellaneous bodies 
as the Fuel Efficiency Committee, 
or the National Brick Advisory 
Board. 


Some of the questions the buyer must answer in 
requesting permission to import machinery 


Exact specifications of the machinery, etc. A detailed catalogue sheet with illustrations 
or photograph should be annexed in duplicate. Exact details and specifications 
of any equipment and spare parts accompanying the machine. 


Name of person who will pay the overseas supplier for the machinery. Terms of 


Will this transaction involve at any stage an arrangement whereby royalties, rental, 
service or similar charges are or will become payable to a foreign resident? 
If so, please state whether the agreement has been submitted to and approved 
by the Bank of England, Exchange Control (the reference on the Bank of Eng- 


Purpose for which the machinery, etc., is required: (a) expansion of capacity; (b) 
balancing of plant; (c) replacement of existing machines; (d) other purposes 


Any special reasons in support of your request for a license to import, other than 
than those of ordinary business, should be stated. 


What increases in (a) total production and (b) export percentage do you expect to 


The latest date by which the machinery, etc., will be required to be in use and the 
effect of any delay beyond that date. 


The grounds on which it is claimed that similar machinery, etc., is not procurable 
in the United Kingdom. Give brief particulars of the steps you have taken to 
obtain the machinery from United Kingdom sources. (State the names and 
addresses of any British manufacturers who have been approached, and attach 


The respects in which the machine differs from any British machine serving a 
similar purpose, and the reasons why any such machine is not suitable in the 


Is the machine the subject of a British patent(s)? If so, quote the specification 


Nature of material and/or components to be machined. (Give specific details.) 


Can you give an assurance that raw materials and labour are avaliable and that 
no extra building is required? 





article is denied to him. But the 
growing overhead which must be 
supported is a serious cause for con- 
cern. 

During the war emergency, these 
boards were largely manned by 
competent volunteers from industry, 
as in our own experience. Similarly, 
too, these patriotic executives were 
anxious to get back to the essential 
business of running their own com- 
panies, and they have been replaced 
by “permanent civil servants’. 
There is something very ominous 
and significant in that term “perma- 
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nent’. At the same time, this group 
of employees, however conscientious 
they may be, have neither the quali- 
fications nor the authority to go be- 
yond literal interpretation of the 
regulations. So the paralyzing grip 
of the planned economy is ever 
more firmly fixed on industrial op- 
erations. 

The government’s target of full 
employment seems to have been 
most successful in this area where 
the government itself is the employ- 
er. There are twice as many people 
on the govérnment’s administrative 
payroll today than prewar—two 
million non-productive workers, or 
one person out of every 25 in the 
whole national population, adding to 
the national overhead.* 

(*This is the round figure quoted to 
the writer in October. A more detailed 
statement by Minister of Labor George 
Isaacs on November 10, in answer to a 
question put to him in the House of 
Commons, gives the following estimate 
of government employment as of mid- 
1949: 

Government civil servants and mem- 
bers of the armed forces—1,900,000. 

Employees of local authorities—1,300,- 
000. 

Employees of nationalized industries 
and other public services—2,500,000. 

This totals 5,700,000 persons on the 
government payroll, or one out of every 
8.8 persons in the total population, when 
the armed forces and production em- 
ployees are included.) 

A corollary to this is that the po- 
sition of the middleman, always a 
substantial factor in British trade 
practice, has been greatly strength- 
ened, and in many instances the 
government itself has taken on the 
functions of a middleman, exacting 
another toll in the cost of materials 
and production. 

Another corollary is that, with 
strictly patterned controls, adminis- 
tered by remote control, the initia- 


tive of management in private 
industry has been offset and dis- 


couraged, shutting off another chan- 
nel of progress that would normally 
be the most potent single factor in 
competitive and low cost manufac- 
ture. 


Working Facilities 


Reference has already been made 
to the crying need for replacement 
of war-worn machinery for efficient 
operation. What must a purchasing 
agent do to secure such equipment ? 
Let’s consider, first, the case of a 
non-essential industry — for ex- 
ample, a confectionery manufac- 
turer. He might prefer to buy an 
imported special model as being bet- 
ter suited to his particular need 
and promising better performance. 
However, if any similar equipment 
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that will serve the purpose is obtain- 
able or can be built in domestic in- 
dustry, he will not be able to secure 
an import license from the Board of 
Trade. That’s understandable, so 
he settles for the second choice. 
First, however, he has to get ap- 
proval from the Ministry of Food 
(the sponsoring agency in this 
case), and after they have inspected 
his plant and arrived at an affirma- 
tive decision he is authorized to put 
his case before the Ministry of Sup- 
ply. He puts his request before the 
Machine Tool Board in London, 
with a detailed explanation of why 
the new equipment is needed and 
what it will accomplish. 

In due course of time, he is 
waited upon by the regional officer 
of the Machine Tool Board, who in 
turn inspects the plant and analyzes 
the requirement. He is given an- 
other questionnaire to fill out, an- 
swering such questions as: Will it 
dislocate industry? Will it secure 
dollars eventually ? Will it stimulate 
exports to dollar countries? This 
goes back to London for further 
consideration. If his case has been 
carefully prepared, and the answers 
are satisfactory, he may get permis- 
sion to buy the machine. This pro- 
cedure requires several weeks or 
months. He is now ready to place 
the order, and another complicating 
chain of regulations is encountered. 

The manufacturer of confection- 
ery machinery is empowered to ac- 
cept the order, and he wants the 
business, now thoroughly legiti- 
matized. But there’s a backhanded 
control over his filling of the order, 
because he has to go to the Steel 
Board for his allocation of material. 
The Steel Board too is interested in 
promoting exports. It has decreed 
that of all confectionery machinery 
manufactured, 60% must be for 
export (up to a few months ago, it 
was 80%). So, while he can get 
whatever steel he needs to build 
machines for foreign customers, his 
allocation for domestic customers is 
only a fraction of that amount— 
40%. Our domestic confectionery 
manufacturer, therefore, has access 
to only 40% of the manufacturing 
volume of his supplier, and his order 
merely puts him on the list for such 
time when steel shall be available. 
If the machine builder’s foreign 
business falls off, the time lag will 
be greater. If his export trade in- 
creases, there’s more steel, but his 
manufacturing facilities will be ap- 
plied first to the foreign orders. If 
the foreign customer orders the 
identical machine, already in pro- 
cess, it is more than probable that 
the machine itself will be diverted, 


and our hopeful purchasing agent's 
order starts all over again from 
scratch. 

Net result is that the domestic 
buyer gets a delivery promise of 18 
to 24 months on equipment that was 
shipped from stock or on a 3-month 
schedule before the war. Mean- 
while, his own manufacturing effi- 
ciency is curtailed by the use of out- 
worn and outmoded equipment. 

One would suppose, however, that 
a manufacturer of production ma- 
chinery, exporting more than 50% 
of its own product and implement- 
ing other manufacurers in turning 
out goods for export, where every 
unit is productive of many times its 
own value for the export trade, 
would have little difficulty in secur- 
ing needed equipment. But the 
wheels of the planners turn slowly, 
and apparently with no appreciation 
of the cost elements involved. Here’s 
a case in point. 

This manufacturer has two ma- 
chines in its line that are worn to 
the extent that they no longer pro- 
duce parts to the required precision. 
Rejects are running as high as 50% 
—an important and costly waste, 
constituting a bottleneck in the shop 
and seriously curtailing production. 
It happens that they are American 
machine tools—the only foreign- 
made equipment in the entire plant 
—and there’s nothing comparable 
available from domestic sources. 
The new model of this equipment is 
such that one new machine would 
take the place of the two now in un- 
satisfactory use. Quotations were 
received early this year, and appli- 
cation made to the Board of Trade 
for an import license, with assur- 
ance that immediate delivery could 
be made. 


The request was referred to the 
Ministry of Supply, Engineering 
Industries Division, and after due 
investigation and consideration the 
latter agency stipported the request 
for purchase authorization as an es- 
sential project. This was in July, 
after a 3%4-month delay. It so hap- 
pened that this belated approval co- 
incided with an edict from the De- 
partment of the Exchequer bringing 
all dollar expenditures to a stand- 
still due to the financial crisis, and 
our buyer was right back where he 
started. 

At this point, individual efforts to 
get effective approval had no stand- 
ing, and the wheels of bureaucracy 
were stalled since all the necessary 
authorizations were already a mat- 
ter of record and had been over- 
ruled. The next step was to enlist 
the support and the pressure of the 
Machine Tool Trades Association. 
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In the narrow cobbled streets of Manchester's factory section, our taxi 

was halted several times behind this type of slow moving industrial 

transport, which is still extensively used and is considered less costly, though 

less efficient, than motorized equipment. There are many fine modern 

factories in Britain, but the British production worker is supported by 

only one-third as much power per man as his American counterpart, and 
mechanization still has a long way to go. 


This took some little time, though 
not as much time as when dealing 
with the governmental bureaus. It 
succeeded to the extent of prying a 
letter from the Ministry of Supply 
in August, advising the buyer to 
think it over for three months; if, 
at the end of that time, he still 
wanted the equipment, the request 
could be resubmitted. 

There is no question but that the 
equipment will still be wanted; the 
need for it is becoming more acute 
with every passing week. There is 
no reasonable question but that it 
will eventually be approved. But at 
what For nine months or 
more, this key factory is operating 
with 50% waste at that particular 
stage. Meanwhile too, thanks to cur- 
rency devaluation, the purchase will 
cost 43% more than if it had gone 
through when it was originally ini- 
tiated. 

Industrial requirements seem to 
have only secondary consideration 
among the planners, even with the 
governmental bureaus ostensibly set 
up to serve industry. Another manu- 
facturer had motion picture equip- 
ment on order from abroad, duly 
approved and authorized. He was 
advised by his foreign supplier that 
an order for substantially compar- 
able equipment, already shipped, 
had been cancelled; would he be 
willing to accept that in place of his 
own order? He would, and applied 
for the clearance and _ transfer 


cost: 
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through the Board of Trade. But 
bureaucracy is not equal to such 
flexibility. The application was de- 
nied, and the equipment was di- 
verted to a university which might 
conceivably find some use for it, 
providing a more abundant life for 
the students through a benevolent 
government. The buver is still wait 
ing for his machine, and this par- 
ticular expenditure has been need- 
lessly duplicated. 


The Cost of Power 


Closely allied to this whole prob- 
lem of adequate equipment is the 
matter of power. One of the British 
manufacturers’ chief assets has al- 
ways been an abundant supply of 
cheap coal. The whole industrial 
development of the nation has been 
built around this basic factor, with 
plants strategically located to take 
advantage of local supplies. In sev- 
eral of the plants visited, transporta- 
tion of fuel averaged less than 30 
miles. 

Coal is still abundant, but it is 
no longer cheap. One of the first 
acts of the socialist administration 
was to nationalize the coal industry, 
and costs have gone up around 50% 
under the new management. But 
that’s not all. With elaborate plan- 
ning, and a_ single monopolistic 
source of supply, the buyer has lost 
his option as to mine source. He 
has to take the coal which the gov- 
ernment assigns to him, regardless 


of quality characteristics. /requent- 
ly, in addition to the pithead cost, 
he is faced with long haul transpor- 
tation (over government owned and 
operated railroads). 

At the moment, there is another 
interesting angle to this trade. Gov- 
ernment coal salesmen are propos- 
ing a little “extra” in the form of 
about 4¢ per ton brokerage, under- 
cutting the standard merchant's fee 
by a cent or two, but offering noth- 
ing whatever to parallel the mer- 
chant’s service in representing the 
buyer in respect to checking on 
quality or in following through on 
shipments. To most purchasing 
agents it looks like a poor bargain, 
and just another little hike in their 
costs. Of course it may be imposed 
upon them regardless of their views 
on the matter, and regardless of the 
merchant's fate. 

But nationalization is a whole 
subject in itself. It will be reported 
in detail in a succeeding article. At 
this point, we are concerned only 
with the fact that another obstacle 
is being placed in the way of low 
cost competitive manufacture 


Building a New Plant 


If the needed facility happens to 
involve plant expansion or new con 
struction, industry’s troubles really 
begin. The government welcomes 
such evidences of progress, but not 
as a matter of manufacturing efh- 
ciency. It represents, rather, the 


opportunity for development and 
diversification in distress areas, and 
the first inclination of the Town 


and Country Planning Board, which 
is firmly committed to the policy of 
nationalizing the land and its use, 1s 
to locate the proposed plant in Scot- 
land or Wales, where the employ- 
ment situation is currently most dif- 
ficult. 

If you can get past that hurdle, 
you can apply to the Ministry of 
Works and Buildings for a license 
to build, but he can allow industrial 
construction only as it is recom- 
mended by an appropriate sponsor- 
ing agency and approved by the 
Ministry of Labor. It requires 
little imagination to see the oppor- 
tunity for passing the buck under 
such a set-up, with four different 
gvovernmental agencies all going in 
opposite directions. 

Only after all these divergent 
factors have been reconciled can 
you apply for the timber, steel, and 
other restricted materials, through 
the architect, dealing with the sev- 
eral divisions of the Ministrv of 
Supply. 

The experience of one purchasing 
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agent, handling a small construc- 
tion project for his company, is 
typical. Postwar, this company had 
set up a label printing division to 
serve its main production plant. At 
that time, construction was out of 
the question, but they were able to 
secure rented quarters conveniently 
located nearby. It was a reasonably 
satisfactory arrangement. They 
would have preferred to build a 
plant addition, but so long as they 
had the facilities there was no hope 
of successfully supporting an ap- 
plication to build. 

In 1948, the owner of the rented 
premises decided to take possession 
for his own business purposes, and 
gave his tenant a year’s notice to 


vacate. The purchasing agent 
promptly got on the merry-go- 
round. The Town and Countrv 


Planning Board suggested a loca- 
tion 120 miles away. The local area, 
they said, was a bad one for print- 
ing labor; by Cabinet direction, it 
was assigned only for textile and 
engineering development. It was 
tactfully pointed out that the labor 
force was already in existence ; that 
aside from the thoroughly imprac- 
tical nature of the suggested move 
from an operating standpoint, it 
would involve throwing the present 
staff out of employment and the re- 
cruiting and training of new work- 
ers. It took five months to argue 
that point to a successful conclusion. 

Then it was the turn of Works 
and Buildings to be skeptical as to 
the essentiality of the project. While 
it was conceded that 40% of the 
main plant’s output went into the 
export trade, this was deemed ir- 
relevant since the labels were for 
domestic consumption! The pur- 
chasing agent prudently got a three 


months extension on his lease, and . 


then a second three months; that 
was as far as the landlord was will- 
ing to go. As a matter of fact, it 
took nearly eight months more to 
eet into actual construction—a total 
of thirteen months from the incep- 
tion of the project, leaving five 
months to get the building ready 
for occupancy. The move was even- 
tually made, at the cost of about 
three weeks’ lost production that 
might have been avoided. The pur- 
chasing agent considers himself for- 
tunate that he didn’t get nervous 
ulcers, which are becoming some- 
thing of an occupational hazard, 
though there is free medical service 
to take care of the situation. 

The need and the desire for ex- 
pansion of British industry is much 
greater than the actual accomplish- 
ments would indicate, but it is diffi- 
cult to think in terms of new con- 
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struction when 55% of all company 
profits are siphoned off in taxes to 
support government projects and 
operation. The vast majority of 
companies have subscribed to a vol- 
untary agreement limiting dividend 
payments to a very conservative 
level—the low rate of 1947. Even 
with this policy, there isn’t much 
left for capital expenditure, and it 
doesn’t invite new risk capital to 
meet the need. Presumably, expan- 
sion would be welcomed as a means 
of increasing the vitally needed pro- 
duction, but the “targets” are so 
divergent that one objective must 
give way to the other, and tax in- 
come gets the preference. 

All along the line, from manage- 
ment heads to the lowliest worker, 
initiative is frustrated and is being 
destroyed. Thus the most direct 
and promising avenue to recovery is 


blocked. 


New Product Limitations 


Similarly, initiative in developing 
and producing and marketing of 
new products is thwarted. The mis- 
directed controls in this case are the 
material allocations, based on pre- 
vious practice. You can get in- 
creased quotas for greater produc- 
tion of existing products; that is 
something the planners can tinder- 
stand. But where a new product is 
proposed, without the benefit of 
precedent, the difficulties in getting 
materials are appalling. Imagina- 
tion and judgment are no part of the 
“permanent public servant’s” quali- 
fications for the job of interpreting 
and administering the regulations. 
In his literal and slavish adherence 
to the specific “targets” set up by 
the planners, he is consistently miss- 
ing the larger objectives. 

One can understand the channel- 
ing of materials, facilities, and labor 
into specific end-product uses for 
essential purposes of defense or 
housing or power and production 
equipment. But in the broader areas 
of trade, markets must be the deter- 
mining factor, and markets—actual 
and potential—are the province of 
business, or should be. Postwar, 
scores of the little plants that had 
been engaged in producing the “bits 
and pieces” of the great armament 
program were permitted and en- 
couraged to convert to the produc- 
tion of household electrical appli- 
ances. Today the shop windows are 
full of such wares and thev are a 
drug on the market; at least one or 
two of the larger established com- 
panies in this line are shut down for 
want of an outlet. Meanwhile, 
there are plenty of promising new 





products in the drawing board 
stage, or with hand-made models 
fabricated from odd pieces of scrap, 
apparently doomed to die aborning 
for want of the precedent that 
would permit their commercial de- 
velopment. 

Obviously, there is a good deal of 
waste of materials and labor in- 
volved in such policies, but the ac- 
tual waste is as nothing compared to 
the lost opportunities for developing 
products and markets that are so 
urgently needed to set Britain 
strongly on the come-back trail. 

The same policy prevails in re- 
spect to changes in raw materials. 
The paper industry, for example, is 
clamoring for bleached sulphate 
pulp, but since the imports of this 
particular item were negligible be- 
fore the war there is no precedent, 
therefore no quota, and the eager 
purchasing agents cannot convince 
the official mind of the need or de- 
sirability of getting it now. Con- 
sequently the industry is forced to 
get along with a less satisfactory 
and more expensive furnish, pro- 
ducing a less satisfactory and more 
expensive product. 


Flow of Materials 


Purchasing agents have been par- 
ticularly plagued by the red tape 
and regulations surrounding pro- 
curement of even the simplest of 
their material requirements, all of 
which adds to the cost of doing busi- 
ness. But the mountains of paper 
work are the least serious of their 
troubles. 

It is conceded that controls are 
necessary for the orderly and equit- 
able distribution of the limited raw 
material supply; any government 
would have been obliged to exercise 
a considerable degree of supervision 
and control in meeting this situa- 
tion. As an importing nation, and 
with a prudent eye toward conserv- 
ing the balance in foreign exchange, 
Britain had the essential control 
ready at hand through the medium 
of import licenses. That would auto- 
matically set up a procedure com- 
parable to the American system of 
priorities, which granted a “hunting 
license” to the purchasing agent 
entitled to buy, and still left him 
scope within which to exercise his 
purchasing, selecting, and negotiat- 
ing abilities. 

Instead, the new regime arro- 
gated to itself the function of act- 
ing as purchasing agent for the 
nation, through the notorious policy 
of ‘bulk buying”, and became the 
sole, monopolistic source of supply 
through which industry had to pro- 
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cure a wide variety of essential 
materials. How the bureaucrats 
bungled Britain’s buying is another 
story in itself, and will be treated in 
detail in a succeeding article. The 
point to be stressed here is that this 
ill-conceived policy, though it has 
succeeded in keeping industry go- 
ing, has done so at a cost and in a 
manner that has utterly precluded 
any possibility of low cost, competi- 
tive production. 

The feature of this program that 
has been most widely publicized and 
criticized is the misjudgment of the 
market that resulted in accumula- 
tion of large copper stocks last May 
at £144/10 per ton, just before the 
world market dropped to £107/10. 
Oddly enough, purchasing agents 
don’t put too much blame on the 
government buyers for that error. 
It is something that could happen to 
anyone, to guess wrong on a price 
fluctuation, though it would scarce- 
ly be likely that everyone through- 
out the nation’s industry would 
make the same error. The company 
that got caught in such a situation 
would tighten its belt and take the 
loss. The grave part of that particu- 
lar instance was that the govern- 
ment, as sole seller, was unwilling 
to face the situation realistically and 
put every copper buying company 
in the nation in an impossible com- 
petitive position by holding the price 
to domestic consumers at 34% 
above the world market. 

Industry has been required to 
“absorb” other governmental buy- 
ing errors. Insulation board is an- 
other example. Heavily overbought 
in anticipation of a housing program 
that has since gone into the file of 
“targets missed”, there’s a national 
stock on hand conservatively esti- 
mated as representing well over a 
year's requirements, probably closer 
to two years. In the absence of 
active demand, it has been nomi- 
nally decontrolled. But while the 
industrial buyer can secure fresh, 
home-produced board at 3.6 and 6.6 
cents per square foot in the stand- 
ard %” and 3%” thicknesses, he is 
still required to take two-thirds of 
his requirements from the national 
stock at 4.4 and 7.6 cents per square 
foot, which helps to keep the cost of 
housing proportionately high—an- 
other target missed. 

But while such prices, and the 
inability to seek out more favorable 
sources and to negotiate his pur- 
chases, may irritate the industrial 
purchasing agent, his major trouble 
is that with the single arbitrary 
source of supply he has no control 
whatever over the quality of such 
materials as he is able to secure. He 
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takes what he gets—or else. A rub- 
ber goods manufacturer, for ex- 
ample, needs hard processing chan- 
nel black for his process, but he’s 
not permitted to get anything better 
than the medium grade. He needs 
glazed Holland backing, for which 
no satisfactory substitute has yet 
been found, but he is obliged to use 
an inferior plastic backing. So an- 
other of British industry’s tradition- 
al competitive assets—the reputation 
for high quality products “Better 
Made in Britain’—is being under- 
mined as the components are de- 
graded by government decree. 

There’s waste, and the additional 
cost of waste, involved too. Timber 
products, which are one of the most 
critical materials today and are un- 
der strict government control, fur- 
nish some of the most striking 
examples of this. In one wood- 
working plant, where 40% waste in 
cutting and finishing has been ac- 
cepted as the normal standard, the 
enforced acceptance of inferior 
government-furnished lumber has 
raised the proportion of waste to the 
almost incredible figure of 94%. 
That’s an extreme case, of course, 
but a comparable situation can be 
found in lesser degree in many 
plants. 

The use of government-furnished 
lumbet for pattern making, in place 
of the first-grade yellow pine that 
would normally be bought and used, 
results in warping and swelling and 
the high labor*cost of endless re- 
making, plus the drastic plant ineffi- 
ciency resulting from 40% rejection 
of faulty castings directly traceable 
to inadequate pattern equipment in 
a typical plant. 


America, Beware! 


Historically, Britain has had the 
reputation of “muddling through” 
every national crisis. Today, Britain 
is merely muddling. Historically, 
too. for all our American national 
immaturity and brash self-reliance, 
our nation has the record of follow- 
ing Britain’s lead in social thought 
and action. Shall we muddle too? 

This recital of first-hand observa- 
tions, showing how the policies and 
acts of Britain’s socialist govern- 
ment are making the nation’s indus- 
try virtually incapable of effective 
competition for world trade, at the 
very moment when that trade is 
vitally essential to recovery and to 
the attainment of domestic social 
goals, has more than objective sig- 
nificance. It is a wafning to all who 
may see and heed, that living stand- 
ards, security, and opportunity are 
not achieved by government decree, 
but are won through a sound healthy 


industrial structure permitted to 
function and prosper. It is a warn- 
ing that the means must be adapted 
to the ends. The alternative is a 
sorry record of “targets missed”. 

We in the United States have 
reason to be profoundly grateful 
that we are not faced, at this time, 
with Britain’s economic crisis and 
problems. We have reason to be 
grateful for our immense natural 
resources, and for the competitive 
system of private industry that per- 
mits the development of these re- 
sources for the national and com- 
mon good. But we too are in the 
stream of world trends in social and 
government philosophy, to which 
these resources and our way of life 
must be adapted. We must not cast 
aside these advantages which we 
now enjoy, lest we lose all. In our 
new role of dominance in world 
trade, we have accepted internation- 
al responsibilities that make it 
doubly important for us to remain 
sound and strong. 

It is no idle threat that we are 
facing. Any thoughtful reader will 
recognize in our own experience of 
the past several years, and especially 
in the trends, a reflection of the self- 
same elements—both as to the goals 
and their implementation—that have 
been detailed in this story. To men- 
tion just a few—security, social 
benefits, the welfare state, deficit 
financing, rising taxes, topheavy 
government bureaus, government 
housing, government power devel- 
opment and operation, government 
economic planning, and the strong 
centralization of an ever increasing 
regulatory power in the federal 
government. The nationalization of 
medical care and of basic industries 
have already been suggested. The 
parallel is a striking one, in the 
broad view and in detail. The 
philosophy has already taken root 
that the individual can look to gov- 
ernment as an inexhaustible source 
of private benefits for the asking, 
and that government can look to in- 
dustry as an inexhaustible source of 
goods and finances for the taxing. 

Up to now, American industry 
has been strong enough, efficient 
enough, and profitable enough, to 
absorb the growing burdens. But 
traveling along that road too cas- 
ually and carelessly leads inevitably 
to dictatorship and to ruin. We must 
accept our new responsibilities—so- 
cially, nationally, and internationally 
—but in order to be able to meet 
those responsibilities, we must take 
care to retain our personal liberties, 
the incentives, initiative, productivi- 
ty, and competition that have made 
us strong. 
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PURCHASING reports on 
How Have The COAL and STEEL STRIKES 


Affected American Industry? 


In this month's survey we have attempted to measure the im- 
pact of the recently settled steel strike and the temporarily 
suspended coal strike on the American economy. Because they 
are directly responsible for the procurement of the materials 
necessary to maintain industrial production we have asked 
a cross-section of purchasing executives in all parts of the 
country to appraise the results of a disruption in the supply 
of both these basic items. We have asked further for 
their outlook on the expected upsurge in business activity 
following the strikes. Their combined answers follow: 


@ Up to the first week in November", 
had your operations been adversely af- 9 
fected, either directly or indirectly, by ® 
the major industrial strikes 


“The strikes were ended during 
the second week in November. 
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@ if so, please estimate the effect on 

your company’s production, employment ? 
and costs. -109 
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© Do you consider it a practicable 
purchasing policy to anticipate strikes 9 
by buying more heavily and carrying ® 
stocks above normal 


@ Are you experiencing, or do you 
expect, any serious shortac2s in the 4 
materials or products you buy, asa re- ® 
sult of the strikes 


© Aside from the labor and cost issues 
involved, do you consider the stimula- 9? 


tion of industrial activity following strike & 
settlements as being beneficial or harm- 
ful to the nation’s economic condition 
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WHAT THEY SAY 


‘“Industry-wide strikes remind of Hollywood's horse 
operas where the stage coach is held up and the 
bad boys run the town. How long can industry oper- 
ate while looking down the barrel of a six-shooter, 
and when does the masked man on the white horse 
show up?”’ 


“These yearly strikes make more difficult the use of 
any systematic purchasing and stocking plan, which 
in turn affects management planning." 


‘The President and our government must take a turn 
about face in their policies to prevent an economic 
condition that will take generations to straighten out."’ 


“Competition in ‘purchasing’ is as good a tonic for 
business as it is in ‘selling’."’ 


“The effects of the strike are going to be far-reach- 
ing ... will ruin the marginal operator and just drive 
another nail in the big industries’ coffin." 


“Effect of these strikes has been to postpone bene- 
ficial price adjustments which now delayed will have 
a more serious effect when they are eventually 
forced."’ 






PURCHASING MAGAZINE 205 EAST 42nd STREET, 


“As for Question 5, we need the spurt to more 
quickly resume the normal level of business. Other- 
wise rehiring would lag and purchasing power would 
suffer." 


‘Any major strike has many more harmful effects 
than is directly realized. The minds of the employees 
go through an adverse change and efficiency de- 
creases proportionately.” 


The steel strike prevented our firm from starting a 
night shift on a higher scale, which would have 
allowed us to employ 60 people."’ 


“Feel that all business has same constitutional rights 
as strikers and should have some protection or re- 
course for loss of business.”’ 


‘There is no direct effect of the coal strike in the 
West. Warehouse stocks of steel have prevented 
shortages."’ (California) 


‘Production estimates are based on demand. When 
that demand is false [(i.e., post-strike) estimates are 
faulty and lead to overproduction." 
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HERE are many _ responsible 

firms today manufacturing or 
handling merchandise used by agen- 
cies and departments of the Federal 
government, States and local gov- 
ernments, who will not submit bids 
on public bid requests because of 
the maze of red tape involved. They 
feel that it is a waste of valuable 
time and an unnecessary expense 
to them. 

The Hoover report on Federal 
Procurement has pointed up the 
need for more direct and less cum- 
bersome methods of buying for Fed- 
eral agencies. It cites the difficulties 
now faced by government procure- 
ment officers in making simple pur- 
chases, and states that the average 
cost of a purchase order is approxi- 
mately $10. Thousands of these 
purchases each year involve mer- 
chandise valued at considerably less 


than $10. Concerns desiring to 
transact business with the Fed- 
eral Government find it difficult 


to interpret the voluminous infor- 


Streamlining Public Purchasing 


By J. W. Nicholson 
e 


mation accompanying bid requests, 
caused by obsolete laws and regu- 
lations which surround and ham- 
string Federal procurement pro- 
cedures. Everyone interested in 
good government should read the 
reports of the Hoover Task Force. 
The conditions cited therein are not 
the fault of Federal officials respon- 
sible for the procurement function. 
On the contrary it shows how these 
officials must struggle with an an- 
tiquated system of procurement 
which cannot be changed: without 
action of the Congress. 

This situation also applies to 
state and local purchasing to more 
or less extent depending upon how 
recently the statutes, ordinances, 
rules and regulations governing 
these purchasing agencies have been 
overhauled. 

My attention was called to the 
urgency of reducing the expense of 
red tape several years ago by Mr. 
Thomas Jolly, Vice President and 
Chief Engineer of the Aluminum 





Company of America, in a magazine 
article which he had written con- 
cerning the difficulties which indus- 
try faces when attempting to bid 
upon public works contracts. In 
spite of the fact that billions of dol- 
lars worth of business is annually 
transacted by private purchasing 
agents for industry, they have not 
recognized a need for bid deposits 
in the form of cash, certified check 
or surety bond, and I believe that 
they seldom require a performance 
bond except on large construction 
projects. 

When I became connected with 
the City of Milwaukee I was sur- 
prised to learn that these deposits 
were being requested. I concluded 
that they were not required for pur- 
chase contracts and constituted not 








Whenever and wherever the subject of governmental purchasing 
comes up for discussion, it is more than likely that the name 
of Joe Nicholson will be mentioned. For in the course of more 
than a quarter century of service as Purchasing Agent for the 
City of Milwaukee, he has won well merited recognition not 
only as one of the ablest practitioners in his chosen field, but 
as an outstanding worker and leader in purchasing affairs and 
a vigorous crusader for sound legislation and efficient practice 
in public buying offices. 

His deportment in Milwaukee has been the model for muni- 
cipal purchasing organization at Cincinnati, Cleveland, Salt 
Lake City, New Orleans, Louisville, Minneapolis, and other 
leading cities throughout the country. He led the committee of 
Milwaukee buyers directly responsible for the adoption of 
centralized purchasing for the State of Wisconsin in 1929. He 
has been special consultant on purchasing to the American 
Municipal Association, member of the Consumers Advisory Board, 
NRA, and representative of the U. S. Conference of Mayors in 
purchasing matters. 

Mr. Nicholson has the unique distinction of having served as 
president of both the National Association of Purchasing Agents 
(1938-39) and the National Institute of Governmental Purchas- 
ing (1948-49). He is a charter member of the Milwaukee Asso. 


ciation of Purchasing 
Agents (1918) and 
was president of that 
group in 1925, when 
the N.A.P.A. conven- 
tion was held in that 
city. In 1926 he es- 
tablished one of the 
first college courses in 
purchasing, at Mar- 
quette University, and 
more than 800 young 
people of the Mil- 
waukee area have re- 
ceived their basic 
training in the art 
and practice of pur- 
chasing under his instruction. For several years he served as 
chairman of the Governmental Buyers Group of N.A.P.A., 
and has been an active member of the Educational Committee 
at both the local and national level. In 1948, he was the 
unanimous and popular choice for the H. L. Brueggeman Award 
for distinguished service to purchasing in District 3. 
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only a nuisance but an expense both 
to the bidders and to the City. This 
impression has since been confirmed 
and strengthened so that with the 
safeguards we now exercise in pro- 
tecting the city against the receipt 


ol bids 


from irresponsible com 
panies, it 1s my opinion that these 
bid deposits may be eliminated on 
90% of our purchases. On the other 
10%, where we believe that bid de- 
posits in a nominal amount are re 
quired, we apply them to borderline 
cases, such as newly organized com- 
pames being firms which lack what 
would be considered sufficient ex 
perience. Many of these were start- 
ed by veterans of World War II. 
A. prequalification questionnaire au- 
thorized by Wisconsin State Law 
is given to representatives of the 
latter type of companies, and if after 
examining the completed question- 
naires we believe it advisable to 
give these companies an opportunity 
to bid we further protect the city 
by requiring a bid deposit, (cash, 
certified check, or bond) in a nomi- 
nal sum such as $100. We also re- 
quire a performance bond in the 
full amount of the contract except 
in an area of contract amounts not 
in excess of $5,000, when we are 
privileged to waive this requirement. 
Informal purchases may now be 
made up to $2,000. Purchase orders 
are issued for these. However, sealed 
competitive bids are taken on such 
informal purchases. 

Our experience so far with the 
elimination of bid deposits and per- 
formance surety within the 
limits stated has been eminently 
satisfactory. This has not only re 
duced the work load of the Purchas- 
ing Department, but it has also in- 
creased competition with a resulting 
lowering of prices. We now receive 
bids from many firms which refused 
to deal with us formerly because of 
red tape. We hope to increase our 
area of contract amounts without 
performance bonds to $10,000 for 
further experimentation.’ 

The National Institute of Govern- 
mental Purchasing has a_ special 
committee which has worked on this 
problem for almost two years. This 
committee’s recommendations were 


bonds 


* The Wisconsin State Law provides “The 
Central Board of Purchases shall have 
power to require of bidders and con- 
tractors such sureties as in their judg- 
ment are advisable and shall have power 
to decide as to the responsibility of 
such bidders and sureties.” Our City 
Attorney has ruled that this law pro- 
vides permissive authority, to require 
bid deposits and performance bonds. 
It follows that the Board may waive 
such requirements if it is deemed ad- 
visable, in their judgment. 
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reported at the Annual Conference 
in Cleveland, Ohio, in October. In 
the panel discussion which followed, 
business firms as well as public pur- 
chasing and public works agencies 
were represented, The experience of 
other public purchasing agencies in 
the reduction and elimination of bid 
deposits and performance bonds is 
being explored, and an attempt will 
be made to develop a nation-wide 
policy and recommendation in re- 
spect to this problem. 

It is true that public works con 
tracts present a somewhat different 
problem than the purchase of ma- 
terials, supplies, equipment and in- 
cidental services, because of the fact 
that besides the supplying of ma- 
terials and equipment, a_ public 
works contract usually involves em- 
ployment of a large number of men 
on public lands over a period of 
time, and during the construction 
of a building or a bridge many con- 
ditions could arise which were un- 
foreseen at the time the bid was 
made. For instance, if a concern is 
bidding on the erection of a bridge 
or a large building, it is necessary 
for the. bidders to examine the 
premises carefully, taking drillings 
of the soil at considerable depth in 
order that they will know the soil 
and other conditions which exist 
there. Then, after having bid upon 
the basis of their information and 
receiving a contract, they may en 
counter quick-sand, old foundations, 
or other difficulties which add con- 
siderably to their costs. In some 
such cases, where the costs of con- 
struction far exceed the contractors’ 
estimates, they are faced with a con- 
siderable loss on the contract. If it 
were not for the fact that they were 
under performance bond they might 


renege. In such cases, the surety 
company must complete the con- 
tract. However, the contractors 


would never again be able to obtain 
a surety bond, nor could they obtain 


Another mile stone 
in a distinguished 
career. Joe Nichol- 
son turns over the 
presidency of the 
National Institute 
of Governmental 
Purchasing to his 
successor, John F. 
Ward, Deputy Pur- 
chasing Agent, City 
of Chicago, at the 
October annual 
meeting of NI. 
G.P. in Cleveland. 





another contract from government 
agencies which have learned about 
such unsatisfactory contracts. In 
these cases, performance bonds ap- 
pear to be a necessity and bid de- 
posits are also considered a neces- 
sity to assure the bidder entering 
into contracts. 

Contrast this with a dealer in 
automobiles, concrete mixers, air 
compressors, or other types of 
standard manufactured equipment. 
It happens very frequently that this 
merchandise is delivered and placed 
in the service of the contracting 
agency long before the contract and 
performance bond has been fully 
signed. In the meantime the con- 
tractor is waiting for his money. In 
these cases the performance bond 
appears to be a superfluous and an 
unnecessary expense for all con- 
cerned. 

From these comments and illus- 
trations it can be readily realized 
that there are many considerations 
involved in the reduction and/or 
elimination of bid deposits and per- 
formance bonds. The problem ap- 
pears to be quite simple insofar as 
the purchase of merchandise is con- 
cerned, except where deliveries are 
to be made over a period of time, 
when a performance bond might be 
deemed advisable to protect the pur- 
chaser against price increases or to 
insure a steady supply. However, in 
the case of public works contracts 
the matter is not so simple because 
of the hazards present in construc- 
tion projects. 

Problems such as these illustrate 
the close ties of mutual interest be- 
tween private industry and govern- 
mental purchasing. It is a healthy 
sign to note that they are being 
explored, and _ solutions sought, 


through cooperation and mutual en- 
deavor. It is good business and good 
citizenship for private industry to 
take an active interest in the gov- 
ernmental buyer’s job. 
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S INCE February, 1948, we have 
been operating in the Depart- 
ment of 


New 


Purchase of the City of 
York what we have called an 
“Economic Seminar.” We_ were 
induced to establish this because 
we felt that all markets were get- 
ting heavy and, as a result, we had 
to be careful about forward pur- 
chasing. At that time it was quite 
evident that the market in cotton 
goods was disrupted, even to the 
point of disorder. Shortly before 
our first meeting in February, the 
wheat market had begun a sharp 
descent. These two matters taken 
together indicated that there was a 
common factor in the field of selling 
which we should take advantage of 
for the benefit of the City of New 
York. We learned that lenders of 
money were calling upon those con- 
cerns which had pledged warehouse 
receipts for loans to reduce the size 
of their commitments. This reduc- 
tion being compulsory, the net re- 
sult was to increase the supply of 
goods, with a resulting heavy mar- 
ket and the probability of price re- 


duction which we had already 
seen in both wheat and _ cotton 
coods. 


Every buyer knows his own mar- 
ket, but through the Economic 
Seminar he became generally ac- 
quainted with the markets of all 
other buyers and recognized the 
validity of the assumption that the 
common factor of money was press- 
ing holders of goods to the point 
of rapid liquidation. Thus the in- 
ter-relation of markets with money 
was made clear, and three elements 
of the market phase arose: 

1. There were surplus and specu- 
lative inventories. 


Address at the Fourth Annual Conference, 
National Institute of Governmental Purchas- 
ing, Cleveland, Oct. 24, 1949. 
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Economic Seminars— 
an Aid to Better Buying 


Large savings attributed to systematic 
study and interchange of opinion 


By John Splain 


Commissioner of Purchase 
City of New York 


2. This created the 
need for operating cash. 

3. The logical result was forced 
reduction in selling price. 

Everybody who is acquainted 
with the general market in the early 
part of the year is aware that the 
“liquidation jitters” in cases 
almost reached the point of panic. 
\ qualified observer was forced to 
conclude that all levels of trade up 
to the high middle grade were ser- 
iously disturbed through lack of 
information and foresight, which 


compelling 


some 


we believe business men _ should 
possess. 
Probably the low spot was 


reached in May, 1949. On May 12 
we held an Economic Seminar and 
concluded with the statement that 
general industry in the United 
States was in the “inventory liquida- 
tion phase’, and consistently lower 
prices might be expected until in- 
ventories reached the level of cur- 
rent operation necessity, following 
which industry generally would be 
compelled to plumb all markets to 
find what those markets would take, 
what price would move goods, and 
the necessity for changing the size, 
the color, the style or the shape of 
the “package” to produce the neces- 
sary sale. 

In early July of this year our 
men in a Seminar session reported 
in their usual manner on their indi- 
vidual specialties and then examined 
and commented upon whatever vari- 
ations there were and what elements 
there were in common and these 
men proved to themselves the cor- 
rectness of the conclusion reached 
at the May 12 Seminar, all of which 
has since become common knowl- 
edge. 

As a corollary to this continuous 
study, and developed at the begin- 
ning of the Seminars—in February, 
1948, we established as a sort of 
slogan “Broaden the base of the 


bidding.” It is wise to broaden the 
base of bidding under all circum- 
stances, but a growing knowledge 
of current conditions made it par- 
ticularly wise during the past eigh- 
teen months. As a result, where we 
had two or three bidders on some 
commodities, we went up to nine 
or ten. We brought back into the 
bidding many important concerns 
which during the war and post-war 
years had abandoned public bidding 
for one reason or another, but un- 
der the right kind of solicitation, 
coupled with their need for sale, en- 
tered the field again and became re- 
sponsible for sharp decreases in 
price. All of which accrue to the 
advantage of our principal, the City 
of New York. 

Let us state something in the 
way of results. In the fiscal year 
ended June 30, 1949, we had bought 
for $54 million what, under prev- 
ious circumstances and generally 
in 1948, would have cost $60 million 

a $6 million saving or 10% of the 
total. Softer markets bring lower 
prices, and a substantial part of this 
saving was due to the softer market 
and to the intensive search for new 
and competent bidders. All of our 
buyers are in agreement, however, 
that at least $1,500,000. of that sav- 
ing was due to their being put on 
the alert through our Economic 
Seminar, to the continuous examina- 
tion of all markets and taking ad- 
vantage in their various ways by 
those who have to do with public 
purchase of supplies, to bring about 
substantially decreased prices. 

A catalogue of the incidents con- 
taining savings due directly to the 
Economic Seminar would be far too 
lengthy to give here. We can give 
you fair indications by citing a 
number of instances. 

We opened our coal bids in May, 

(Please turn to page 256) 
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GSA Administrator Jess Larson out- 
lines Federal policies 


New officers: J. W. Huffman, H. DeWyk, W. J. McKinney, J. F. Ward, 
and Executive Director A. H. Hall 


Governmental Buyers Conference 


N.I.G.P. members discuss products, broader 


competition, bid deposits, organization 


T HE fourth annual conference 
and products exhibit of the 
National Institute of Governmental 


Purchasing, based on the theme 
“More for the Tax Dollar’, was 
held at Cleveland, Ohio, October 


23 to 26. More than 600 represen- 
tatives of governmental buying 
agencies throughout this country 
and Canada attended the confer- 
ence, the largest since the organi 
zation of N.I.G.P. Product exhibits 
were displayed by 70 manufactur- 
ers. 

The first business session, on 
Monday morning, was opened by 
President Joseph W. Nicholson, 
City Purchasing Agent, Milwaukee, 
Wis. Mr. Nicholson addressed the 
group on “Cutting Red Tape in 
Public Buying”, a review of the in- 
stitute’s work during the past year 
and the possibilities of streamlining 
public procurement in the future. 
The major points of his talk are 
contained in the guest editorial of 
this month’s issue. 


Larson Raps “Five Percenters” 


Jess Larson, Administrator, Gen- 
eral Services Administration, Wash- 
ington, D. C., was guest speaker at 
the Monday luncheon session. 

Mr. Larson gave a brief review 
of the setting up of G.S.A., based 
on the recommendations of the 
Hoover report, which he described 
as a “monumental accomplish- 


102 


ment” and a challenge to all in all 
governments. He outlined the aims 
of the G.S.A. in its mission of man- 
aging the purchasing and the pro- 
perty of the government and de- 
clared, “Our responsibility is to see 
that the taxpayer gets his money’s 
worth’. $8,900,000,000 of the bud- 
get in 1948 was spent for supplies 
and materials. 

Labeling the recently publicized 
“five percenters”’ as “fugitives from 
hard work’, Mr. Larson said that 
Washington had been a haven for 
some of them, but not as many as 
the publicity might indicate. He 
characterized the average manufac 
turer’s agent as an “honest, worth 
while citizen, doing a good service.” 
Administrator Larson personally 
advocates decentralization of pro- 
curement, to help get rid of “‘five 
percenters” and to help reduce the 
costs of coming to Washington to 
do business. 

“T think we will accomplish what 
the Hoover Commission recom- 
mended and what the people want,” 
Mr. Larson concluded. 

A panel and round table discus- 
sion on the purchase of selected 
commodities was held on Monday 
afternoon, with Harold DeWyk, 
City Purchasing Agent, Dearborn, 
Mich., presiding. Participants in- 
cluded: 

L. F. Donahue, Bureau of Fed- 
eral Supply, on “Tires and Tubes” ; 


Carl Riggs, State of West Virginia, 
on “Carbon Papers and Typewriter 
Ribbons”; L. Frank Wagner, Chief 
Chemist, The Glidden Company, on 
“Paints, Lacquers and Varnishes” ; 
Michael M. Donohue, Alleghany 
County, Pittsburgh, Pa., on “Drugs 
and Pharmaceuticals”; J. H. Little, 
Bureau of Federal Supply, on 
“Automotive Storage Batteries” ; 
Alvin J. Holm, City of Los An- 
gveles, and R. E. Potter, Standard 
Oil Company of Ohio, on “Gasoline 
and Diesel Engine Lubricants and 
Automotive Lubricants” ; and Louis 
J. Cook, Board of Education, City 
of New York, on “Mimeograph 
Inks”. 

The fourth session, held Tues- 
day morning, was presided over by 
Arthur B. Gathright, Director, Di- 
vision of Purchase and Printing, 
Commonwealth of Virginia. It 
opened with a discussion on “Test- 
ing and Inspection of Public Pur- 
chases”. Discussion leaders were 
Harry P. Hagedorn, Engineer of 
Tests, Department of Purchases, 
Contracts and Supplies, City of Chi- 
cago, Ill., and Dr. Harold M. Dud- 
ley, Executive Secretary, American 
Council of Commercial Laborator- 
ies, Inc., Washington, D. C. 

Clifton E. Mack, Director, Bu- 
reau of Federal Supply, General 
Services Administration, discussed 
governmental supply management 
under the Federal Property and 
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M. M. Donohue, Purchasing Agent, 
Alleghany County, Pittsburgh 


\dministrative Services Act of 
1949. 

Mr. Mack stated that the new 
concept of governmental supply 


management expressed in the act 
emphasizes a close working rela 
tionship between all who are re- 
sponsible for the several functions 
of supply, including purchase spe- 
cifications, buying, distribution, and 
materials inspection. He stressed the 
importance of coordination between 
those determining requirements and 
purchasing in order to obtain the 
utmost value. 

Property management, Mr. Mack 
said, is fundamental to progressive 
supply management and minimizes 
new purchases. He included in pro- 
perty management adequate proper- 
ty accountability through a stan- 
dardized commodity identification 
system, maintenance and full utili- 
zation of property. 

Alexander D. Duncan, Vice 
President of the Glidden Company, 
Cleveland, addressed the Tuesday 
luncheon meeting. In congratulat- 
ing N.I.G.P. on entering its fifth 
year of useful service, he said: “It 
is gratifying to speak of the fact 
that the buying profession is being 
pointed up to a position of import- 


Leo Weil, Conference Chairman 


One of the panel sessions: M. S. Park, A. L. McMillan, W. J. McKinney, 
B. L. Gill, G. S. Graybiel, (standing) N. B. Henson, and J. H. Crowley 


ance where it rightfully belongs. In 
common with other business men I 
have been greatly impressed with 
the highly intelligent and qualified 
executives who have entered your 
profession in the past 25 years; also 
pleasing to us is the continual im- 
provement of efficient methods 
which are being established in many 
purchasing offices. This is true both 
in industry and in governmental 
buying.” 

The sixth session of the confer- 
ence, on Tuesday afternoon, fea- 
tured a panel discussion on means 
of obtaining the maximum number 
of competitive bids for public busi- 
ness, with the general title “What 
Public Purchasing Agents Can Do 
to Get Wider Competition.” 

Participants included A. L. Mc- 
Millan, Director of Purchase, City 
of New York, who acted as leader; 
William J. McKinney, State of II- 
linois; Joseph H. Crowley, Chief 
Counsel, City of Cleveland ; Bernard 
L. Gill, City of Madison, Wis.; N. 
B. Henson, City of Hartford, 
Conn.; and G. S. Graybiel, Pur- 
chasing Agent, Chicago Transit 
Authority. 

With Harry J. Aston, Director, 
Division of Central Purchase, New- 


Mary 


ark, N. J., presiding, a panel and 
round table discussion was held on 
Wednesday morning on the ques- 
tion of eliminating bid deposits and 
performance bonds. A national 
study of this subject disclosed no 
standard policy in effect. Require- 
ments ranged from complicated 
legal ones to none at all. To give 
legitimate business men a fair op- 
portunity to deal with government 
and at the same time to protect pub- 
lic funds against unscrupulous ven- 
dors, the committee recommended : 

That where prequalification of 
bidders is not mandatory, bid bonds 
or bid deposits be required at the 
discretion of the awarding author- 
ity on supply contracts, term agree- 
ments and construction contracts. It 
further recommended that if bonds 
are accepted they be required from 
licensed corporate sureties; that 
they be in sufficient amount to pro- 
vide liquidated damages to defray 
the cost of re-advertising and dam- 
ages sustained in the loss of time to 
the public agency if the low bidder 
fails to enter into a written agree- 
ment. The committee suggested that 
the dividing line in requiring de- 
posits be $3,000. With the report, 

(Please turn to page 246) 


E. O'Connor and panel on Bid Deposits 
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Purchase of Lubricating Oils 


Selective specifications 

and good operating 

practices for economy 
and service 





@ By A. J. Holm 


Purchasing Agent 
City of Los Angeles 


UCH radical changes are being 
made in the basic characteristics 
of lubricating oils that purchasing 
specifications of a few years ago are 
rapidly becoming 
should be rewritten 
Furthermore, the revised specifi- 
cations should be carefully reviewed 
before being used again at a future 
date. 

Until about 1930, the primary aim 
of refiners was to produce a product 
that would reduce friction. Little 
thought or effort was given to the 
problem of eliminating the sludge 
that was causing so much trouble. 
This was accepted as being a natural 
characteristic of lubricants and that 
little could be done about it. Dur- 
ing this period, improvements were 
made chiefly by a more careful selec- 
tion of the crude from which the 
final product was made, and by a 
change in refining processes to re 
move wax. 

Between 1930 and 1937, the aim 
of refiners was not only to reduce 
friction but also to reduce sludging 
characteristics and to improve vis- 
cosity index ratings. It was 
discovered that by adding certain 
compounds to the refined oil, im- 
provements were noted in the form 
of lower pour points and higher 


obsolete and 
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viscosity index ratings. These com- 
pounds came to be known as Addi- 
tives. It was found that certain 
Additives could hold solids in sus- 
pension and these were called De- 
tergents. 

In 1937, after a long period of 
research, The Caterpillar Tractor 
Company set up a procedure for 
testing oils to be used in diesel en- 
gines, and began issuing certificates 
of approval on oils that satisfactor- 
ily met their tests. 

These improved oils, containing 
additives, were found so superior 
over ordinary oils for diesel and 
heavy duty gasoline engine service, 
that the Army Ordinance, in 1940, 
adopted Army Specifications No. 
2-104 for Ground Vehicles. These 
specifications required the passing 
of tests similar to those used by the 
Caterpillar Tractor Co. There has 
been a general acceptance of these 
specifications by most governmental 
purchasing agents. 

During the war, the Caterpillar 
Tractor Company discontinued its 
policy of approving oils and issuing 
certificates. After the war it joined 
with a few of the larger oil com 
panies in a venture to study the 
causes of failure in lubrication 
brought into the spotlight during 
the war period. Late in 1948 it 
issued Caterpillar Series 2 Oil tests 
and requirements and again adopted 
the policy of approving oils and 
issuing certificates of approval for 
S.A.E. 30 oils to be used in Diesel 
Engines. 

In 1949, Army Ordinance adopt- 
ed two new specifications known as 
U.S. Army Spec. No. 2-104B, Sup- 
plemental List 1 and Supplemental 
List 2. 

Oil men generally consider “Reg- 
ular Type” to be straight mineral 
oil containing no additives of any 
kind. This oil is limited to use in 
light service in passenger cars, and 
is being used less and less each year. 
The “Premium Type” Oil contains 
oxidation and corrosion inhibitors in 
amounts under 2% by _ volume. 
These additives usually contain sul- 
phur and phosphorus, and some- 
times, calcium and barium. This oil 
is considered to be satisfactory for 


Abstract of an address at the Fourth An- 


nual Conference, National Institute of Gov- 
ernmental Purchasing, Cleveland, Oct. 24, 
1949. 


all normal passenger car and light 
or medium truck service. 

“Heavy-Duty Type” Oils have to 
meet U. S. Army Specifications No. 
2-104B or U. S. Navy Specifications 
No. 14-0-13A (9000 Series). They 
contain approximately 5% total ad- 
ditives made up of anti-foam agents, 
viscosity, index improvers, pour 
point depressors, odor neutralizers, 
detergents, dispersants, oxidation 
inhibitors, corrosion inhibitors, oili- 
ness and film strength agents, ex- 
treme pressure agents and rust pre- 
ventives. They are satisfactory for 
use in all normal truck operations, 
and in diesel engines using a fuel 
containing less than one half of one 
per cent sulphur content. 

The length of time between drains 
is a very important factor, not only 
because it influences the cost of 
operations ; but also, because a criti- 


cal natural resource must not be 
wasted. 
Scientists tell us that oil never 


wears out, and if it is kept in a 
clean condition by use of good oil 
filters and air cleaners, it can be 
used for indefinitely long periods. 
On the other hand, oil marketers tell 
of the horrible things that can hap- 
pen to the engines if the oil is not 
changed every one thousand miles. 
It is true that many things could 
happen, but they seldom do. Al 
though there is absolutely no foun- 
dation, either scientifically or from 
experience to support the schedule 
of 1,000 mile drain periods, this 
standard has become well established 
and is common practice. It is the 
cause of a tremendous waste of a 
critical natural resource unless the 
crank case drainings are re-refined 
and put back into service. 

Re-refined oils are as good, if 
not better, than the original oils be- 
cause the high temperatures in the 
engines eliminate the unstable con- 
stituents in the original oil. The 
process of re-refining removes the 
additives so they will have to be 
added to the re-refined oils. The 
same additives and in the same vol- 
ume as used in the original oil 
should be used. Most suppliers will 
furnish the buyer with the quantity 
data and will sell the additive. 

A scientific method to determine 
drain periods is to use the services 
of a commercial laboratory that spe- 
cializes in analyzing crank case oils. 

(Please turn to page 248) 
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Sixth District Purchasing Agents 
in Conference at Pittsburgh 





J. J. Mullen of Cincinnati presided at 
the Saturday morning session. 





E. F. Tomlinson of the B. F. Goodrich 
Company discussed developments in 
rubber products. 





Wm. E. Gombert, chairman of the 
Friday afternoon session. 
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Third annual meeting is featured by timely 
and well balanced program 


Panel discussion and educational forum are 
received with unusual interest 


Goodrich technicians report on progress of 
synthetic rubber developments 


who 
annual 


HE 300 purchasing men 

registered for the third 
Sixth District Conference, N.A. 
P.A., which was held in the Wil- 
liam Penn Hotel, Pittsburgh, Octo- 
ber 28th and 29th, included the 
president and executive secretary of 
the National Association, two past 
national presidents, two vice presi- 
dents, ten chairmen of national 
committees, all of the Sixth District 
national directors, and all 14 of the 
Sixth District local presidents. 

The conference was featured by 
a well balanced program developed 
by Chairman R. C. Wenz and his 
committee, and there was a goodly 
attendance at all the business ses- 
District Vice President T. 
D. Hudson presided at the annual 


s10ons. 


banquet on Friday evening, where 
the purchasing agents and _ their 


guests were entertained by the 
Westinghouse Male Chorus. 

At a luncheon meeting on the 
28th, Past National President 
Ralph Keefer of the N.A.P.A., in- 
troduced Park H. Martin, executive 


director, Allegheny Conference on 
Community Development, who gave 
an interesting review of the civic, 
business, industrial and community 
development program that is direct- 
ing nation-wide attention to Pitts- 
burgh and Allegheny County. The 
activities include an extensive high- 
way program, flood control, public 
parking, public health, urban de- 
velopment, and a smoke abatement 
program that has freed Pittsburgh 
from smog during the past two 
years despite heavy fogs and indus- 
trial activities. 

The business sessions of the Con- 
ference were presided over by 
sruce D. Henderson, Westinghouse 
Electric Corp., Sharon, Pa. ( Friday 
morning); Willard E. Gombert, 
Euclid Crane & Hoist Co., Cleve- 
land (Friday afternoon) ; and J. J. 
Mullen, Illsco Copper Tube & Prod- 
ucts Co., Cincinnati (Saturday 
morning ). 

There were three special features 
in the program that elicited more 
than usual attention. One of these 





Part of the Akron delegation: F. O. Goodnight, J. L. Hyatt, L. A. Anderson, 
E. A. Hughes, and W. R. Lantz. 
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First session: Bruce D. Henderson, Presiding; H. R. Michel, 


Part of the Cincinnati group at the conference: Al Bader, 


Gen. Chairman; and R. C. Wenz, Program Chairman. Gil Riches, Harold Kessler, and Bill Reis. 


was a round table discussion in 
which five purchasing agents pre- 
sented a brief outline of materials 
purchased for their respective com- 
panies, price and delivery trends, 
purchasing department status, in- 
ventory policy, and what buying 
policies the purchasing agent should 
adopt looking into the immediate 
future. Those participating in this 
program were James C. Diehl, Lib- 
bey-Owens-Ford Glass Co., F. W. 
Engle, The Standard Oil Co., Ed- 
mund A. Hughes, The B. F. Good- 
rich Company, R. W. Mackensen of 
the Pittsburgh Coal Company, and 
James D. Sloan of the Youngstown 
Sheet and Tube Company. Their 
papers will be published in the next 
issue of PURCHASING. 





The second interesting group 
presentation was a National Educa- 
tion Committee demonstration on 
how not to conduct a forum discus- 
sion, and how to conduct a forum, 
presented by members of the Cleve- 
land Association under the direction 
of G. A. Fay. Preceding the demon- 
strations, H. F. Jones, E. I. du Pont 
de Nemours & Co., Vice President 
of District No. 8 and chairman of 


¢ 








W. R. Metzger of the Philadelphia President Maurie L. Carlisle of the 
Co., Pittsburgh, and J. Donald Hogg, Pittsburgh Association greets National 
Cleveland Electric Illuminating Co. President T. A. Corcoran. 
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the Development Committee on 
Education in Local Associations, 
spoke on “New Tricks for Old 
Dogs”; William R. Lantz, Sun 
Rubber Co., chairman, Sixth Dis- 
trict Educational Committee, gave 
a talk on “Educational Objectives” ; 
and, Norman Smith, Firestone Tire 
& Rubber Co., chairman of the 
Visual Education group, discussed 
“Visual Education”. Frank J. De- 
Crane, Lamson & Sessions Co., was 
the “voice” behind the scenes. 

Members of the Cleveland Asso 
ciation taking active part in the 
demonstrations, were A. E. Kostul- 
ski, president, as chairman, W. D. 
Kimmell and George Wade, discus- 
sion leaders, and Doug Sharpe, Ed 
Taylor, O. J. Carner, M. O. Heim- 
erdinger, and H. C. Shade 

On Saturday morning, an hour 
was devoted to the “G. E. House of 
Magic’, a science demonstration of 
silicones, gases, nucleonics, radio- 
activity, stroboscope light, invisible 
light, and the electric eye. 

The Conference was formally 
called to order Friday morning, the 
28th, by President Maurie L. Car- 
lisle of the Pittsburgh Association 





C. H. Rindfuss, revenue collector and 
banker for the conference. 
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Efficient team at the registration desk, just before the rush 
began: E. A. Eyerman, F. Englehardt, Wayne Rawley, and 


G. W. Hopkins. 


District Vice President 
Hudson of Cleveland. 
Mr. Hudson in a brief talk empha- 
sized the indispensability of mem- 
bership loyalty to the local associa- 
tion, to the district, and to the Na- 
tional saying that if 
one were neglected, the other two 


would not be of value to 
+1 


and Sixth 
Thomas D. 


\ssociation, 


greatest 
le member. 

Subject matter at the business 
sessions of the Conference was well 
diversified. Abstracts of talks made 
by the following speakers are pre- 
sented in this issue: E. L. Shaner 


“Steel, Production, Demand, 
Price’; Dr. Joseph Zimmerman 
“Copper, Production, Demand, 
Price” and, J]. Donald Hogg, 
“What Does a P. A. Do?” 

Corcoran and Renard 

Talks were also made by Presi- 

dent Thomas A. Corcoran of the 


N.A.P.A., whose subject was “Pur- 
f Age’: and 
executive secre- 


National As 


Comes ol 
\. Renard, 


tarv-treasurer of the 


chasing 


(seorge 


sociation, who used his familiar 
theme “From One P. A. to An- 
other” in which he expressed his 





O. W. Nixon and Robert C. Kelley, 


Dresser Industries; 
Lamson & Sessions 


Frank DeCrane, 
Co., Cleveland 
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Checking last minute details are: W. D. Hostler, R. C. 
Wenz, H. R. Michel, W. E. Gombert, and Miss C. E. 


Heitchue, secretary to Mr. Wenz. 


opinions on the current political- 
economic status, including devalua- 
tion of foreign currencies. 

In the course of his talk, Mr. 
Renard said: “The bill of goods be- 
ing sold throughout the world is 
that management by government, 
which is political management, is 
necessary to asure economic stabil- 
ity. They wrap that up in two 
words ‘economic planning’ or “gov- 
ernment control’. But they mean 
political management of our eco- 
nomic life. The bug in that oint- 
ment should be apparent to pur- 
chasing agents particularly. 

“It is no criticism to say that the 
principal objective of any political 
management is to win elections. 
And where there is conflict between 
efficient economic management and 
venerous and rewarding treatment 
of political supporters, we know the 
budget won’t be balanced by politi- 
cal management. 

“Purchasing Departments are the 
answer of business organizations to 
the same problem, to secure eff- 
cient, economic expenditure of a 
large percentage of the company in- 
come, and prevent wasteful policies 





H. F. (“Hack’’) Jones, District 8 Vice 
President and chairman of the De- 
velopment Committee on Education, 
spoke on “New Tricks for Old Dogs”. 


through 
friends. 
“Wherever purchasing fails as a 
major management asset and pro- 
ducer of dividends, it is due to one 
of two reasons: Either management 
does not permit or the purchasing 
staff is not competent to secure eff- 
cient, economic expenditure of com- 
pany income.” 
Concluding his talk, he 
(Continued on page 284) 


generous treatment of 


said: 





Dayton group at the Pittsburgh meeting. 
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What Does a Purchasing Agent Do? 


Chart shows how purchasing agents of large and 
small companies spend their time 


HIS study was originally under 
taken to determine to what extent 
purchasing agents are administra- 
tors and to what extent they are 
performing the 
departments. 


their 
Chis study reveals that 
the purchasing agent is indeed an 
administrator, that he has adminis- 
trative problems which are peculiar 
to purchasing and that perhaps some 
further study of these problems 
would be valuable to all of us. 

No matter how extensive a de- 
partment the purchasing agent di- 
rects, it is almost impossible for him 
to avoid performing some of the 
functions of his department, such as 
buying or expediting. 


functions of 


That is not 
true of, say, accounting or engineer- 
ing department heads, since even in 
smaller companies they often do 
very little, if any, accounting or en 
gineering. 

Let’s look first at the original 
study made a year ago. The chart 
shows the results of polling seven 
public utility purchasing agents in 
small to large sized companies. “A”, 
“B”, “C” and so on each represent 
a company. As you see, 39% of the 
time the purchasing agent spends on 
his job is spent performing some of 
the functions of his department, 
while 61% of his time is spent ad 
ministering his department. 

[ have arbitrarily divided inter 
viewing salesmen and plant visits 
half to functional time and half to 
administrative time, which I think 
is a fair treatment of these two 
items. 

In Company “A”, the purchasing 
agent spends only 1% of his time 
buying, but spends 30% on depart 
mental planning and 20% on Com- 
pany meetings of various types. He, 
of course, is a purchasing agent for 
a large Company. 
reverse is 
true. We have here a small company 
with 27'12% of the 


In Company “D”, the 


purchasing 


agent’s time spent on buying, and 
only a total of 7'2% of his time 


spent on planning and company 
meetings. The average number of 
employees in the purchasing depart- 
ment. of companies runs 
around 20. 


these 
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Analysis reveals need for more time for study of 
executive aspects of procurement 


Effective administrative planning can account for 
savings of thousands of dollars 


By J. D. Hogg 


Purchasing Agent 
The Cleveland Electric Illuminating Company 


Address at the Third Annual Conference of District 


6, N.A.P.A., Pittsburgh, Pa., October 29, 


In manufacturing companies | 


have tabulated on this chart the 
time of purchasing agents with 
larger departments; that is, those 


with five or more people in the de 
partment. 49% of the purchasing 
agent’s time is spent functionally 
and 51% administering his depart 
ment. Here we find the same ex- 
tremes that we noted in the utility 
group with the purchasing agent of 
Company “L” spending 40% of his 
time buying and that of Company 
“M”, only 4%. Company “K” is a 
company with widely _ scattered 
plants and the director of purchases 
directs the operations of a number 
of purchasing agents and he spend 
none of his time buying or expedit- 
ing. It is interesting to note in his 
case that a total of 25% of his time 
is spent visiting plants, both his own 
company’s and those of his vendors. 

The next 
gv1VeS the 


section of the 
time distribution of 


chart 
pur 
chasing agents in the manufacturing 
industries who have small depart 
ments ; that is, less than 5 people in 
the department, and the striking 
difference in the amount of time 
spent on buying is characteristic of 
their smaller organization. This 
group of purchasing agents spend 
65% of their time functionally and 
35% administering their depart- 
ments. The disappointingly tragic 
thing to note is the small amount 
of time spent in departmental plan 
ning. Note that three spend no time 
at all on planning problems. 

We see also that many of the pur 
chasing agents in this group spend 
no time in meetings with other de- 
partments and that some of them 
spend no time in company meetings. 
\Ve could guess from this that some 
of these purchasing agents have no 


1949 
part in the setting of their general 
company policies or perhaps even 1n 
determining from whom to buy non 


routine items. 

Here is a chart that, covering all 
20 companies—large, small, and of 
varied types, should give us a bird's 
eve view of what the average pur- 
chasing agent does. We can con 
clude that about half of his time 1s 
functional and about half adminis- 
trative on the average. It 
great stretch of the imagination to 
place all the time spent interviewing 
salesmen and visiting plants into ad 
ministrative time, thus making 61 
of his time administrative. 


takes no 


We all spend time in our associa 
tion and in our reading, studying 
the details of buying, expediting, 


forms and the like—the purely tun 
tional part of a purchasing 0 
tion. So, let’s leave the part of pur 
chasing alone and take a look at a 
relatively neglected part ot 
chasing agent’s work—that of di 
recting the department’s operation ; 
that is, the executive aspects of his 
job. 

This can be divided into two sec 
tions—directing (1) the functions 
of the department, and (2) other 
administrative problems. 

As part of the questionnaire used 
to compile the figures that we have 
iust looked at, I asked several other 
questions; one was, “Are your re- 
sponsibilities and authority clearly 
defined to you?” Of these 20 Pur- 


pera 


chasing Agents, 8 replied “no” and 
12 “ves”. Here is a challenge—a 
real administrative problem. How 


can we discharge the functional re- 
sponsibilities of the department if 
we don’t know what they are? Ac- 
tually the “why” of this situation is 
the crux of the matter. 
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J. D. Hogg 
The “why” might vary all the 
way from the one extreme of top 


management's failure to define au- 
thority and responsibility of any of 
the departments of the company 
through to the other extreme of top 
management’s reluctance to give 
authority to purchasing, either be- 
cause they wish to retain the same 
for themselves or because they lack 
confidence in the purchasing depart- 
ment. The problem, of course, is to 
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determine “why”, and then to do 
something about it. That is easier 
said than done. But suppose we 
sponsor an educational program on 
this problem, even if we do nothing 
more than find out how others have 
licked it, we can make a valuable 
contribution to ourselves and our 
companies. 

Functions of departments vary 
widely so I will discuss only those 
which are commonly a part of the 
purchasing department’s duties. Of 
the functions the purchasing agent 
administers the first and, of course, 
the fundamental, is buying. In this 
phase he is responsible for directing 
the people who are making the com- 
mitments. Here the administrative 
phase is particularly important, 
since directing the buying group 
along the proper channels of think- 
ing, policy and practice can account 
for savings of many thousands of 
dollars. 

One administrative problem in 
buying is to insure that the buyers 
do not treat their buying as purely 
a routine. We must insure that the 
buyer’s imagination and initiative is 
on the job while every purchase is 
made. Buyers need to be willing to 
exhibit their lack of knowledge, pro- 
vided they will use the necessary 
imagination and initiative to take 
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advantage of somebody else’s knowl- 
edge and, at the same time, increase 
their own. It is the administrator’s 
job to insure this. 

Legal problems are, by their very 
nature, difficult to handle and re- 
gretably most references made to 
this subject are highly technical case 
histories applying to litigations be- 
tween relatively small organizations 
or between those who do not expect 
to continue to do business together. 
Actually a purchasing agent’s prin- 
cipal legal problem is to direct the 
avoidance of legal problems. 

The proper delegation of author- 
ity to others in the department is 
one of the marks of a good execu- 
tive. This is nothing new as it has 
been preached for decades but it is 
very difficult of attainment and poses 
a real challenge to the Purchasing 
Agent, particularly because of the 
necessity for him to perform at least 
some of the functions of his depart- 
ment. There is an unfortunate ten- 
dency to do more of this than is 
necessary, thus, cutting down on the 
time that he should be spending 
planning and directing the carrying 
out if his plans. 

All of our departments buy items 
costing anywhere from a few pen- 
nies a dozen to thousands of dollars 

(Please turn to page 278) 
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How to Use a 


PURCHASING POLICY MANUAL 


ET’S explore how a manual of 
L purchasing policies can be a use- 
ful tool 
benefits we 


in our work. Let’s see what 
use of 
a forthright statement of our objec- 
tives and policies. 


At the 


secure from the 


let’s be clear that 
we are considering a manual of 
policies, not procedures. The first 
is a statement of objectives and the 
policies to be implemented in attain 
ing objectives. The second, the pro- 
cedures manual (which I believe 
should be a separate document) is a 
statement of detailed methods—the 
“How you do it” program 
write a purchase order 
the copies, etc. 


outset, 


how to 
who gets 

\ manual of purchasing policies 
is rather a thin document of interest 
both to vendors and to the personnel 
of our own companies. The pro- 
cedures manual is a much thicker 
book of detail, useful internally for 
reference and training purposes. It 
certainly is nothing to 
vendor 


hand to a 


Here is one example of how a 
manual of purchasing policies would 
do something for you. You arrive 
at business. On top of all the mail 
is the following : 


Dear Mr. P. A. 

The Blank Management Associates 
have been emplove | to survey our or- 
ganization and recommend methods for 


better performance They will neces 
sarily have to be acquainted with what 
each division of the company is now 
doing Mr So-and-s f the above- 
named organization will be studving 
you activities nea luture 
Please operate im 1 every 
‘ Big Boss 


What a way to start a day! What 
questions will So-and-so ask? What 
does he want? What is he after? 
Do you welcome him, or is there a 
tendency to run for cover? 

You can bet that among his first 
questions will be: 





Address at the annual conference of Dis- 
trict 9, N.A.P.A., Boston, Mass., October 20, 
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Report of practical experience in putting 
a purchasing policy manual to work 


Purchasing status is clarified for staff, 
colleagues, and vendors 


Complete executive backing is essential in 
making department policies effective 


By F. Albert Hayes 


Director of Purchasing 
Bigelow-Sanford Carpet Co. 
New York 


1. Where does Purchasing fit into 
the company organization ? 
2. What is vour organization for 
purchasing ? 
3. Have 
cedures ? 

4. Have you a manual of purchas- 
ing policies ? 

5. Has it been distributed ? 

6. Is it used? 

7. How do you know? 

8. What do vou do about it ? 

Now, why all this interest on the 
part of Mr. So-and-so in a purchas- 


you a manual of pro- 





ing manual? Why is it so important ? 

If you have it, Mr. 
knows’ that it is concrete evidence of 
vour thinking about the job—and 
how to do your job better. 

He also hopes that you haven't 
kept the policy manual a secret, and 
that it has been distributed both in- 
ternally and to vendors. Why? Isn't 
it just good sense to make the poli- 
cies known? If everybody works by 
the same policies, the profits are 
likely to be larger because things get 
done better, quicker, and cheaper, 


So-and-so 
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and you can’t beat that combination 
for improving profits. 

Mr. So-and-so has asked, “Is it 
used?” He knows the mere an- 
nouncement of policies isn’t enough, 
and that the real job in connection 
with a manual of purchasing policies 
is to get it used. He asks, “How do 
you know the manual is used?” 
Your common sense and observation 
gives you that answer. The point is, 
you should know the answer. 

Then there is the final question 
what do we do about it if the results 
secured indicate that the manual 
or the policies contained therein 
are not used. That means “No Sale”. 
Are we licked, or do we try again, 
and how? That’s what Mr. So-and- 
so wants to know, as it tells a lot 
about our qualifications to sell an 
idea and keep it sold. 


The Smaller Company 


Perhaps you say, “A manual is 
all right for big companies, but how 
about me—a little fellow ?” 

In 1928, I became a purchasing 
agent, somewhat to my amazement. 
Prior to that, | had known and 
worked with several purchasing 
agents im various capacities, as a 
plant chemist, plant manager, con- 
sultant. I even tried to sell them. 
So far as I knew, none had any 
statement of policy as it applied to 
his company or activities. So it was 
a very happy experience when | 
joined the Association, to find that 
there was a code to live by, a set of 
principles and standards of purchas- 
ing adopted in 1917 at the inception 
of the N.A.P.A. and advocated un- 
changed by its growing membership 
ever since. 

However, it until 1936, 
when exposed to the inspiration and 
prodding of Professor Howard 
Lewis of the Harvard Graduate 
School of Business Administration, 
that | came to have fuller apprecia- 
tion of the value of a written state- 
ment of policies. The results of 
those seeds and cultivation didn’t 
bloom until 1948, twenty years after 
[ became a purchasing agent. Edu- 
cation is a slow process. 


Was not 


In the light of that experience, it 
is my opinion that the size of .a com- 
pany cuts no ice. If it is big enough 
to have a purchasing agent, a man- 
ual of purchasing policies is useful. 
Sometimes the management may be 
reluctant to formulate or publish 
such a statement. Under these con- 
ditions, the purchasing agent has a 
sales job to do with management. 
Perhaps his own thinking is muddy 
as to what he can and cannot do, 
and why. Each purchasing agent’s 
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job in a company is more or less 
tailor-made. Rarely, if ever, do we 
find the whole procurement job, 
with all the implications of “‘serial- 
ized procurement’, under one cen- 
tralized direction. The bigger the 
company, the more likely the job of 
purchasing is to be the direct ad- 
ministration of the fundamentals of 
negotiation, selecting sources, mak- 
ing commitments, inventory control, 


and vendor relations. Other divi- 
sions administer receiving, traffic, 
testing, invoice passing, etc.—phases 


in which purchasing is interested 
but does not control. 

Whatever the arrangement, the 
purchasing agent will do well to put 
it on paper, secure a common under- 
standing of it, and then see that all 
concerned—including himself—live 
by it. 


If it can be improved, then try to 


change it by orderly means. If the 
purchasing agent finds that in some 
important respects he is merely an 
order clerk, it is proof that the job 
of purchasing is considered so im- 
portant that it is reserved for other 
areas of management. Obviously, 
that takes the time of the treasurer, 
superintendent, president or what 
have you—in any case, people hired 
primarily to do other things, for 
which they have particular qualifica- 
tions. Surely, if you deem yourself 
capable, then you have the sales job 
of keeping before management at 
appropriate times the implication of 
better profits from the centralized 
administration of purchasing. 

Unless you are willing to do this, 
you have resigned yourself to carry- 
ing a spear rather than having a 
leading role in this play. 

In the Bigelow organization, each 
division head was expected by the 
President to submit a written state- 
ment of policy underlying proce- 


dures. These policies, of course, had 
to be compatible with: the general 
policies of the company ; and before 
they could be promulgated, they had 
to receive the approval of the Presi- 
dent. So we went to work. 

In the preparation of the Bigelow 
purchasing manual, the following 
steps were taken: 

a. A preliminary draft was writ- 
ten, based on what I thought to be 
an adequate explanation of the 
“why” of our procedures. 

b. That, of course, involved study 
of what we did, and analysis of why 
we did it that way. 

c. Use was made of the manuals 
of other companies, and permission 
was secured to use published phrases 
that seemed to fit perfectly Bigelow 
needs. 

d. The staff of the purchasing 
division participated in revision of 
the preliminary draft. This was not 
a gesture; it was real participation. 

e. Then we asked criticism from 
friends like Don Clark, George 
Renard, Stuart Heinritz, Dr. Lewis, 
as well as froma few vendors. 

f. The result of that revision 
went to the President. He worked 
over the copy—and I mean he real- 
ly worked it over—and the revision 
was then sent to all division heads 
and plant managers for comment. 

ge. If you get the idea that a lot 
of ‘revising was done, you are right. 
It got better all the time and, fur- 
thermore, gave opportunity to ex- 
plain and sell ideas as comment or 
objection was offered. For the most 
part, we found objections were 
withdrawn when the language was 
clarified as to what was meant and 
why. 

h. After the President had re- 
viewed and. approved the final draft, 
he wrote a foreword to the docu- 
ment and put his name to it—a most 
important point. 


Promulgating the Manual 


Real thought was given to the 
method to best acquaint the whole 
Bigelow management team with the 
contents of the manual. Top man- 
agement already knew. How to get 
down to the working levels was the 
problem. Therefore it became the 
job of the Director of Purchasing 
to present the new purchasing man- 
ual to superintendents at the various 
plants, and to management in New 
York, by means of conferences ar- 
ranged by the President, and at 
which he presided and spoke. Simi- 
lar meetings were to be arranged 
subsequently by the superintendents 
for their supervisors and foremen, 
at which the speaker would be our 
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of the Purchasing Division 
Organization Chart 


Purchasing Policies, as to: 


Relations with vendors 
Reciprocity 


Buying for employees 
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General 
Murray. 

What our President said at our 
top level meetings was important. 
The very fact that he was there was 
even more important. In brief, he 
dealt with the Company goals of 
serving society and producing a 
profit. He re-explained the Bigelow 
organizational setup to achieve these 


\gent, W. R. 


Purchasing 


goals. He noted the delegation of 
authority and responsibility from 


the President to the division heads 
of every major function of business, 
and the need for participative man- 
agement, not only within divisions, 
but between divisions. He empha- 
sized that leadership is required to 
get results—that he was talking to 
leaders—and that leadership is a 
matter of dealing with people. 

The entire foreword was part of 
his talk. In brief, he stated: 

“Purchasing, administered by a 
separate division on the same man- 
agement level as the other major 
functions of production, finance, 
sales, etc., is relatively new. Ques- 
tions arise as to why this is so, 
where purchasing starts and stops, 
just what it does, and how. There 
are few questions as to the func- 
tions of a salesman, an accountant, 
or a _ production superintendent. 
Where purchasing fits into the pic- 
ture should be equally clear. 
Therefore, the manual is for the 
guidance of the Purchasing Division 
and the information of other divi- 
sions, as well as our suppliers. These 
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policies have been reviewed by all 
division heads and the plant man- 
agers, and I have approved them. I 
believe it 201 x1 business to have such 
established purchasing policies and 
to live up to them. I recommend 
careful study of this manual by all 
concerned.” 

Then he continued: “Mr. Hayes 
will describe these principles and 
policies, so far as purchasing is con- 
cerned,” and he turned the meeting 
over to me. 

You will agree that anyone with 
such an introduction was on the spot 
—a spot of opportunity, to sell his 
wares by explaining the merits of 
his article in terms of what it meant 
to his customers. You can be sure 
that I had given much thought as to 
what to say and how to say it. My 
presentation was built up around 
the following device, progressively 
placed upon a blackboard: 


PROFITS 
from a statement of 
PROGRESSIVE PURCHASING 
POLICIES 
contained in a manual 
and implemented through 
PEOPLE 
with 
PECULIAR PURPOSEFUL 
PERSONALITIES 
all interested in 
PROFITS 
I hammered home the scope and 
limitations of our job—the service 
of supply—the value of good vendor 





relations—what a vendor properly 
expected of Bigelow, and what Bige- 


low expected of vendors—the need 
for friendly, informed internal rela- 
tions—the need and profit of under- 
standing policies, so that we could 
live with procedures— and the rule 
of common sense in dealing with 
emergencies. I illustrated from ac 
tual experience the things we were 
talking about—how savings were 
accomplished when the system was 
allowed to work, and what happened 
when monkey wrenches got mixed 
up with it. 

I played up, sincerely, the need 
for cooperation—that | needed and 
wanted all the help I could get in 
bringing to focus on a given pur- 
chase problem all of the experience 
and talent within the company, as 
well as from our vendors. That in- 
volves contacts, through channels. 
In this case, the channel is the Pur- 
chasing Division. I concluded with 
an appeal to use those channels, and 
to keep the doors of communication 
open—doors which should 
both ways. 

This was just a start. 
has to be worked at. 

Next, our President sent the man- 
ual to the chief executives of our 
vendors. His letter of transmittal 
noted that as the methods of pro- 
moting good buyer-seller relations 
were an important part of the con 
tents of the booklet, they would un 
doubtedly have a particular interest 
in it. He asked for their comments 
or questions, and concluded: “I am 
sure your cooperation in making our 
policies known to your sales and 
technical representatives who con- 
tact our company will prove to be of 
mutual advantage.” 


swing 


I-ducation 


Follow-Up Needed 


The reception of the manual was 
good, on the whole, but there were 
exceptions which eventually resulted 
in my stating to the President that 
while conformance with Bigelow 
purchasing policies had been sub- 
stantially improved by the distribu- 
tion and use of the manual, deviation 
continued to an extent believed 
costly and harmful, and that a fol- 
low-up was desirable. I informed 
him of the main source and type of 
deviation, and I had the evidence 
available. I ascribed the reasons 
primarily to lack of understanding 
of the Company policies—a strange 
statement, perhaps, in view of the 
meetings already described. 

President Wise’s own statement 
on this situation was as follows: 
“Believe it or not, some people—ex- 

(Please turn to page 274) 
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‘Copper Problem Is Shifted from 
Fabricators to Producers 


By Dr. Joseph Zimmerman 


Editor in Chief 
Daiiy Metal Reporter 


e less than a year the copper mar- 
ket has gone through the cycle of 
demand exceeding supply, the sup- 
ply running far in f 
mand, 


excess of de- 
and now consumers are once 
more asking for larger quantities 
than thev are able to get. With the 
demand as active as it is, and with 
consumption as high as it is, copper 
todav would be selling for more than 
17.62%2¢ a pound. The steel and 
coal strikes, however, have kept the 
market in check. 

Dark clouds hung over the indus- 


trial horizon during the first and 
second quarters of 1949. In March 
of tl vear, one of the largest 1n- 


dustrial plants in the country, which 
for vears had been carrying a 90-day 
inventory, suddenly decided to cut it 
back to a 30-day supply. More than 
3,000 firms were asked to hold up 
shipments for at least 60 days, and 
these 3,000 in turn notified their 
suppliers to do likewise. And so a 
chain reaction was started, the re- 
percussions of which were felt far 
and wide, and copper was not im- 
mune. This inaugurated the asperin 
period, the period when purchasing 
agents tried to get rid of a terrifical- 
ly high-priced inventory headache. 

Fabricators of copper and brass 
products suddenly concluded that 
their stocks of refined copper were 
mountainous. In 1948 they had 
consumed on an average of 116,000 
tons of copper a month. By April 
1949 their consumption had dropped 
to about 65,000 tons, and by May it 
was down to 61,000 tons. That 
meant a loss in consumption of 
about 47% from the 1948 average. 





Address at Third Annual 
District 6, N.A.P.A., Pittsburgh, October 28, 
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With industrial peace there is possibility of 
tight squeeze developing in copper 


Current demand exceeds production by 
about 25,000 tons per month 


Copper producers are not likely to increase 
their production this year 


In April the fabricators bought 
only 21,000 tons, whereas during 
the first three months of 1949 their 
purchases had averaged 100,000 
tons a month—a cut of about 80%. 
Of course, their own business had 
also taken a nose-dive. In April it 
was 50% below the monthly average 
of the first quarter of 1948. Still, 
they were consuming about twice as 
much copper as was being shipped 
to them from producers. 

Where did the difference come 
from? From high-priced inven- 
tories that the fabricators had built 
up. In a period of four months, 
from April to July 1949, fabricators 
succeeded in reducing their copper 
inventories by 100,000 tons. In do- 
ing so, they shifted the burden on to 
the copper pre ducers’ shoulders. In 
the same four-month period the lat- 
ter’s stocks were increased by 145,- 
O00 tons. 

It was during this period when 
fabricators had gone into hiberna- 


Carl Ilgenfritz, Vice 

President in charge 

of Purchases, U. S. 

Steel Corporation, 

with Dr. Zimmer- 
man. 


tion and were living off their stocks, 
that the price of copper kept drop- 
ping rather precipitously until it 
touched 16¢ a pound by the middle 
of June. There it stayed until the 
early part of July. 

Now let’s look at the copper pro- 
ducing end of the business. Copper 
producers had speeded up their out- 
put in an effort to meet the seeming- 
ly inexhaustible demand. By March 
of this year the production of crude 
copper, mine output plus scrap in- 
take, had reached 97,000 tons, which 
with the net monthly imports of 
about 30,000 tons created a monthly 
supply of approximately 127,000 
tons: As against this supply, the 
producers were only able to sell the 
insignificant total of 21,000 tons in 
April. 

There was but one remedy for the 
copper producers if they were to 
prevent glutting the market with un- 
salable metal, and that was to cut 

(Please turn to page 281) 
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WY RANDALL 


served for many years as Purchasing 

Agent of Rust Craft Publishers prior 

to his appointment as Sales Manager 

of that company. He is a Past Presi- 

dent of the New England Purchasing 
Agents Association. 


the physical exposure of the ma- 
chinery used by the company and 
recommended certain changes and 
additions in the safety devices on 
the machines. It was this knowledge 
of equipment and operations that 
apparently attracted the attention 
of the General Manager with whom 
I talked. 

Questions were then asked as to 
what I knew about the printing busi- 
ness. It so happened that I had had 
seven years experience up to that 
time in practically all phases of the 
printing and paper industry, in- 
cluding a little buying. Apparently 
l qualified for the job. 

I cite this personal instance for 
just one reason. It is to point out 
that both the buyer and seller will 
gain from an interchange of well- 
founded knowledge if both are 
willing to listen and carefully con- 
sider the merits of a product or 
proposition. It has been my experi- 
ence to note that all successful buy- 
ers have had the attribute of being 
good listeners, and are continually 
searching for knowledge pertaining 


ing of the aims and purposes of 
both important functions of busi- 
ness. 


Flow of Materials 


One of the first and foremost 
responsibilities of a purchasing 
agent is the establishment of effec- 
tive and satisfactory sources of 
supply. This is the veritable life- 
line for his company in the procure- 
ment of raw materials and services. 
As soon as these sources are estab- 
lished, it then becomes necessary 
for the purchasing agent to direct 
a continual flow of all materials 
into the plant to satisfy production 
needs. 

The sales manager, on the other 
hand, has a similar responsibility to 
his company. He must keep the flow 
of the finished product constantly 
directed out of the plant into estab 
lished consumer channels. There is 
the first likeness in responsibilities. 

Now, follows the second simi- 
larity. When your company develops 
a new finished product, there is gen- 
erally a need for new types of raw 


From Purchasing Agent 


Former buyer, now in sales work, discusses 
relationship between these functions 


Close parallel exists in responsibilities of 
purchasing and sales 


Both will do better job with appreciation 
of the other’s viewpoint 


By Wyman S. Randall 


Sales 


Manager 


Rust Craft Publishers, Boston 


ELLING is not new to me. I had 

several selling before | 
took up buying. In fact, I was a 
salesman for a local Casualty In- 
surance Company when I was asked 
to set up a Purchasing Department 
for Rust Craft. 

This all came about by my ef- 
fort to convince the company that 
substantial savings could be made in 
their insurance costs. How was this 
to he accomplished? I had studied 
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to the materials they purchase or the 
services that are employed. 

In thinking about this subject of 
buying and selling, it occurred to 
me that there is a very close rela- 
tionship in the duties and responsi- 
bilities of a Purchasing Agent and 
a Sales Manager. It is this parallel 
relationship that I want to discuss, 
in the hope that there will be some 
thoughts developed here that will 
add to our sympathetic understand- 


and semi-finished materials to com- 
plete the manufacture and assembly 
of that product. You are then called 
upon to conduct an advantageous 
search for these materials in 
and strange markets. 


new 


Knowledge of Markets 


The sales manager has a similar 
responsibility in the job he must 
perform. It is necessary for him to 
direct the search for new sales out- 
lets to make possible the expansion 
in sales of both the new and stan- 
dard products. 

You are all conversant with the 
fact. that progress in sales is not 
wholly accomplished by merely be- 
ing satisfied with the same volume 
of sales to the same number and 
kind of customers. Consumers are 
constantly changing their buying 
habits. 

During the past two years, freer 
markets with normal supplies of 
consumer goods, have witnessed a 
return of “shopping from store to 
store” tactics on the part of the buy- 
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ing public. Mrs. Housewife, acting 
as the family “purchasing agent”, 
has played the important role in this 
respect. How? By carefully check- 
ing the quality of the merchandise 
and scrutinizing comparative costs 
before making the actual purchase. 

All of you know this to be true. 
I mention it primarily to show that 
these buying tactics have created a 
change in the direction of consumer 
buying. This change, in a very large 
measure, has influenced the growth 
of mass distribution retail stores as 
super-markets and variety stores, 
both independently and chain op- 
erated. 

\s an illustration of this growth, 
the Harvard University Bureau of 
Business Research reports that in 
1947 “variety chain sales advanced 
for the ninth consecutive year, there- 
by reaching the highest level in his- 
tory.” In addition, a survey con- 
ducted by Eugene Whitmore, Editor 
of American Business Magazine, 
and John Allen Murphy, Business 
Consultant, published by Dartnell 
Corporation in March 1948, showed 


The third essential corresponding 
duty of the purchasing agent and 
sales manager, is centered around 
the building of good will for the 
company. In some organizations, 
this work is conducted by a Public 
Relations Department. However, in 
every well organized purchasing de- 
partment, there should be an estab- 
lished policy which requires that 
good will among suppliers shall be 
fostered and engendered at all times. 


Building Good Will 


In the purchasing department, I 
call it “Supplier Relations’. Its 
intent and purpose is the building of 
friendly relations with these sup- 
pliers. It is accomplished by a 
“give and take” attitude on the part 
of both purchaser and supplier with 
respect to prices, reasonable deliv- 
eries, and adjustments. 

The value of such a course of ac- 
tion, however, is only in its contin- 
ual practice as a fundamental busi- 
ness policy—through times of pros- 
perity and depression, and regard- 
less of whether it is a buyer’s or sell- 


to Sales Manager 


that “approximately one-third of 
the consumer dollar, at a conserva- 
tive estimate, is spent in small 


is and cities which many manu- 
facturers do not even attempt to 
reach.” 

Here then is an example of a 
newly enlarged market. It presents 
possibilities of increased product dis- 
tribution for a manufacturer who 
has confined his sales to large cities. 

Furthermore, it is a simple illus- 
tration of the necessity and advan- 


tow! 


tage of continual market research. 
This must be conducted by sales 
management to discover new mar- 


kets for sales expansion. 

The similarity of responsibilities 
in this phase of administration is 
seen by the action of the purchasing 
agent in searching for new materials 
in new markets, while the sales 
manaver is searching for new sales 
outlets to increase the distribution 
and sale of the finished product. 

ne etfort in one direction would 
be worthless without the coopera- 
tive action in the other direction. 
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ers’ market. It will pay countless 
dividends to the purchasing depart- 
ment and the company. 

In the sales department, this same 
policy of building good will is com- 
monly referred to as “Customer Re- 
lations”. The sales manager is gen- 
erally the one who must administer 
this necessary and important func- 
tion for the company. While it is a 
part of each individual salesman’s 
responsibility to maintain good cus- 
tomer relations, the sales manager 
must sustain those existing connec- 
tions and promote the good will 
through his contacts with customers 
in company with the sales represen- 
tatives in the territory. 

So it is that we have opposite ad- 
ministrative functionaries perform- 
ing duties and responsibilities that 
are parallel in nature and closely re- 
lated in their purpose. 


Address at the annual conference of 
District 9, N.A.P.A., Boston, Mass., October 
20, 1949. 


In sales work, to borrow the ver- 
nacular of the street, “ya gotta like 
people” because you must meet and 
cater to all kinds and types. As pur- 
chasing agents, you also should be 
sympathetic and understanding of 
the aims and ambitions of salesmen 
with whom you deal. You need to 
develop a keen appreciation of the 
psychology of human beings. You 
must be able to discern quickly be- 
tween honest, well-informed sales- 
men, and those who know only half- 
truths and may be misinformed by 
their principals ; also, to differentiate 
accurately between the greedy, un- 
scrupulous type, and the sales repre- 
sentative who exhibits unselfishness 
and sincerity of purpose. In sub- 
stance, you must know and be able 
to judge all kinds of human natures. 
I ask you to reflect, therefore—isn’t 
this a sound basic training for sell- 
ing? Actually, you must exercise 
salesmanship, too. You are selling 
the merits of yourself and your 
Company every day in your purchas- 
ing work. You are, that is, if you 
are following the Principles and 
Practices of the National Associa- 
tion of Purchasing Agents. 


Human Relations 


Here then is the fourth responsi- 
bility that is shared alike by the pur- 
chasing agent and the sales mana- 
ger. It is the knowledge and sym- 
pathetic understanding of human 
relations—or just plain knowing 
how to get along satisfactorily with 
other people. 

These are just a few of the many 
closely allied relationships. They do 
serve to point out, however, that 
both functionaries should and need 
to work together in the accomplish- 
ment of their aims and purposes. 
The purchasing department needs to 
know what the sales department is 
planning as a sales budget so that 
there can be some basis of measure- 
ment for a purchasing program. The 
sales department needs the coopera- 
tion of the purchasing department 
in the procurement of materials that 
will produce the best quality prod- 
uct and make possible the attainment 
of the sales goal. 


Working Together 


If you have been confining your 
interests solely to your problems of 
purchasing, I suggest you devote 
some thought and attention to the 
sales program of your company. 
You will find it not only interesting 
and instructive, but it will have the 
effect of keeping you “‘sales-minded” 
in all your purchasing activities. 
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Only technicolor could do justice to the beautiful setting of the Southwest 





Purchasing Conference, in the Emerald Room of the Shamrock Hotel. 


Southwest Buyers 


at Houston 


Brilliant list of speakers features 


annual conference of District 2 


OUSTON’s new, swank, and 
H already world-famous Sham- 
rock Hotel was the scene of the 
Third Annual Southwest Purchas- 
ing Conference, sponsored by the 
Associations of District 2, N.A.P. 
A., on Wednesday and Thursday, 
October 12 and 13. It was an ex- 
ceptionally well attended and enthu- 





siastic meeting. While some of the 
registrants may have been attracted 
first by the glamor of the setting 
and the fine spirit of fellowshin that 
always characterizes these gather- 
ings, all found the real meat and 
treat of the occasion in a fast mov- 
ing, practical, and diversified pro- 
gram schedule arranged by Confer- 


Forrest Nopper (Tulsa), Bill Moser (Dallas), and Oscar Cummings 
(Houston) line up at the registration desk. Marshall Peters and Maurice 
Biggs have capable assistance in handling the reception job. 
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ence Chairman Sam H. Harper of 
The Pure Oil Company and_ his 
committee associates of the Houston 
Association. The several commit- 
tees were headed up as follows: 

Registration, and Co-Chairman: 
J. B. Thompson, Shell Pipe Line 
Co. 

Program: R. J. Gallagher, Metal 
Goods Corp. 

Attendance: M. W. Peters, Hum- 
ble Oil & Refining Co. 

Finance: J. F. Florian, 
Brewing Co. 


Gulf 


Plant Visitation: Charles W. 
Dabney, Jr., Champion Paper & 
Fibre Co. 

Ladies Entertainment: Ear} 


R 
Cobden, Hughes Tool Co., and R. 
T. Eaton, J. S. Abercrombie Co. 

Banquet: W. J. Peddie, Mainte- 
nance Engineering Corp. 

Publicity: James Cox, The South- 
west Purchaser, and W. P. Reeves, 
Great Southern Life Insurance Co. 

Printing: E. F. Foster, Wyatt 
Metal & Boiler Works. 

Reception: C. S. Frink, The Dow 
Chemical Co.; M. S. 
lind Oil & Gas Co.; J. F. Estill, Jr., 
Houston Lighting & Power Co.; 
and M. W. Peters. 

Credit for the success of the 
meeting should also be shared with 
the local conference chairmen for 
their effective advance work in their 
respective Associations throughout 
the District—Dallas, Fort \Worth, 
Houston, Oklahoma City, Shreve- 
port, Tampico, Texas Panhandle, 
Tulsa, and Wichita. 

District Vice President Walter L. 
Bell, Fort Worth, presided at the 
opening session on Wednesday 
morning. Delegates were greeted 
officially by President C. S. Frink 
of the Houston Association and 
President W. S. Bellows of the 
Houston Chamber of Commerce. 

J. P. Sanger of Chicago, Vice 


Stano- 


sig gs, 


~ 


John Sanger’s opening 
address got the confer- 
ence off to a fine start. 
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President in Charge of Purchases 
for the LU. S. Gypsum Co., gave the 
first major address of the confer- 
ence. Mr. Sanger’s talk was based 
on his recent experience and service 
as a member of the Advisory Com- 
mittee of the “‘Hoover Commis- 
sion”, which initiated the present 
sweeping reorganization and reform 
of procurement methods in the Fed- 
eral government. His topic—‘Fed- 
eral Purchasing and What We Can 
Learn from It’—presented a fresh 
and constructive viewpoint on a 
subject that is too often regarded as 
a one-way project, in which indus- 
trial buying assumes a position of 
superiority. The basic policies and 
problems of purchasing are the same 
wherever found, he pointed out. 
We would all do well to survey our 
own organization and methods from 
time to time lest we fall into a rut, 
and should be ready to institute such 
reforms as may be indicated. 

Warren L. Baker, Editor of 
IVorld Oil; spoke on conditions and 
outlook in the oil industry of the 
Southwest. He recalled that excep- 
tionally great expansion in all phases 
of the industry during 1947 and 
1948 enabled it to overcome its post- 
war shortages to such an extent that 
an excess supply was created in 
1948. By curtailing producing and 
refining activities during 1949, the 
indaustrv has successfully solved this 
problem of oversupply, and it faces 
the future in a strong and favor- 
able position. The feeling of appre 
been replaced by 
optimism, which is supported by a 
steady increase in consuming rates. 
This increase can be met only by 
sustained large-scale drilling, pro- 
ducing, and refining operations. Ad- 
dressing himself specifically to the 
oil company buyers in his audience, 
he said: 

“You gentlemen 


hension has 


are going to be 





Among those present: C. D. Wells and K. G. 
Manning (Tulsa), O. G. Jackson (El Dorado), 
and C. B. Hinton (Houston). 
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busier during the coming year than 
you were in 1949—and you will be 
more concerned with buying equip- 
ment than with getting material out 
of inventories.” 

Warren L. Brown, Manager of 
the Houston District Office of the 
Bureau of Foreign & Domestic 
Commerce, U. S. Department of 
Commerce, spoke on “Opportuni- 
ties in World Trade.” 

Jess Pate of Amarillo, National 
Director of the Texas Panhandle 
Association, introduced the speakers 
at the afternoon session. N.A.P.A. 
President T. A. Corcoran, of Louis- 
ville, brought to the conference his 
message, “Purchasing Comes of 
\ge”, and Ben Newbery’s talk— 
“That’s What They Like about the 
South”—is abstracted in the Dis- 
trict 7 Conference report elsewhere 
in this issue. 

Neil McCormick, Purchasing 
\gent of the Boeing Airplane Com- 
pany and President of the Wichita 
\ssociation, spoke on “Air Trans- 
portation”, 


Purchasing and Selling 


A. Reeder, Director of Pur- 
chases, United Gas Pipe Line Co., 
Shreveport, discussed “Purchasing 
and Selling—a Reciprocal Arrange- 
ment.” He pointed out that busi- 
ness has progressed a long way 
since the days of the “traveling 
drummer” and the “order writer”. 
Buyers expect the salesmen to 
recognize the evolution of the pur- 
chasing profession, he said, but are 
sometimes slow to recognize the 
corresponding change in selling polli- 
cies and personnel. Today’s sales- 
man is a highly trained, well in- 
formed expert who, in addition to 
the desire to sell his product, has 
the purchaser’s problems in_ the 
foreground of his thinking. 


Roy 


“This type of selling,” he de- 
clared, “demands experts in the sell- 
ing line. It demands extensive re- 
search on the part of the sales 
organizations and their engineering 
staffs. Considering this, it would 
seem that we as purchasing agents 
should be anxious to listen to the 
salesmen for the knowledge and as- 
sistance they are able to give us, in- 
stead of putting on a glassy-eyed 
stare and daring some poor, unas- 
suming salesman to interest us. 


Purchasing and Engineering 


“We must admit that we are not 
experts in research nor in engineer- 
ing. Weare, however, supposed to 
be experts in the art of sifting the 
knowledge and findings of men who 
are called to this type of research. 
Why not, then, throw the way open 
to findings of the research experts 
of the companies trying to sell us, 
instead of throwing up a wall of 
that outmoded “sales resistance” 
which, actually, is often standing in 
the way of our acquiring informa- 
tion which could be of invaluable 
assistance to the organizations for 
which we work.” 

O. D. Story, Regional Manager 
of Purchases and Stores, Shell Oil 
Company, presented a paper on the 
relationship of purchasing and engi- 
neering departments. These two 
functions are so closely interwoven 
in oil company operations that their 
authority and relationship should be 
clearly defined to insure utmost 
economy and efficiency in company 
practice. 

“Tt should be understood that an 
engineering department is not quali- 
fied by experience and training to 
handle purchasing matters,’ Mr. 
Story said. “Conversely, a purchas- 
ing department should not presume 

(Please turn to page 250) 





Fred Buck (Houston) and Jack Orrick (Beau- 
mont) congratulate Program Chmn. Bob Gal- 
lagher and Conference Chmn. Jim Thompson. 
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New Englan 


EATURING a_ compact but 

comprehensive program of dis- 
cussions on purchasing topics of 
timely importance, the Fourth An- 
nual New England Purchasing 
Conference was held at the Hotel 
Somerset, Boston, Mass., on Octo- 
ber 19 and 20. 

The conference 
by the Council of 
P.A 

More than 200 delegates attended 
the conference, which opened on 
Wednesday evening with a dinner 
in the hotel ballroom, followed by 
a program of lively, top-flight stage 


S$] ONS red 


N.A 


was 
District 9, 


and musical entertainment. 

The conference was officially 
opened on the morning of October 
20 with the call to order by George 


Pur 
\gent, Commonwealth of 
Massachusetts, and 


J. Cronin, Commissioner and 
chasing 
General Con 


ference Chairman. Greetings of the 
host organization 


John R. Fuller, 


were voiced by 
Division Purchas 
ing Agent, Sylvania Electric Pro- 
ducts, Inc., Salem, Mass., and presi 
dent of the New England Associa- 
tion. A from the City of 
Boston was extended to the group 
by Maj William R. Rose, City 
Purchasing Agent, on behalf of 
Mayor James M. Curley. 

Donald B. Sistare, Purchasing 
Agent of Wico Electric Co., 
Springfield, Mass., acting as chair- 
man of the morning session, in 
troduced as first speaker, William 


W el ome 


Gen 


P. A. panel of experts, ready for questions. 





d Purchasing Conference 


Buyers consider regional aspects of fuel, 
steel, and transportation 


Far reaching results of cooperation with 
other company departments 


National productivity goals challenge the 
purchasing executive today 


H. Hunt, Purchasing Agent, Nic- 
holson File Co., Providence, R. I. 
and Vice President of N.A.P.A. 
for District No. 9. 

Reporting on the affairs of the 


district, Mr. Hunt declared that 
membership is climbing after a 
slight loss during the springtime 


He urged the associa- 
in close contact with 
group, especially in 

education. He pointed 

out the Philadelphia Association as 
an outstanding example of how 
members conspicuous in an educa- 
tional program 
their profession. 

I. C. Nickerson, Wyman 5S. Ran- 
dall, and Fred G. Space were the 
other speakers at this session. Ab 
stracts of their talks appear on the 
following pages. 

New England Fuel Outlook 

Eugene D. Emigh, Jr., Purchas- 
ing Agent, United Illuminating Co., 

New 


of the afternoon session. 


“recession ’. 
tions to stay 
the national 


matters of 


are conspicur us nm 


Haven, Conn., was chairman 
The first 
speaker was F. Albert Hayes, whose 
talk on “The Purchasing Policy 


Manual” appears elsewhere in this 
issue. 

A review of the situation in coal 
and oil was offered by Robert E. 
Shillady, Vice President of the New 
England Power Service Co., 
ton. Mr. Shillady said that owing 
to the power and personal charac- 
teristics of John L. Lewis it would 
be difficult to predict when coal 
would be back in production again. 


, 
10S- 


One authoritative guess is that it 
would be either within two weeks 
or not before January 1, 1950. He 


labeled Lewis the “oil industry's 
ereatest salesman’, and said that the 
real solution of the problem lies in 
the miners’ economic situation. Ris- 
ing coal prices and increased com- 
petition from oil will atfect 
consumption of coal, and therefore 
the miners’ welfare. 

A 200d possible solution, 
Shillady said, might be 
mining, although it would not go 
well in New England, which is a 
quality market and would not want 
to pay freight on the high ash con- 
tent in strip-mined coal. A further 
remedy is in attracting progressive 


soon 


Mr. 
strip 


New England Governmental Buyers Group at the Conference 
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companies who would apply modern 
methods to getting strip-mined coal 
cleaner, into that field of activity. 

Mechanization of deep mining 
operations is making great advanc- 
es, but is still expensive. This me- 
chanization will gradually force pro- 
duction into the hands of larger 
and more efficient units. Mr. Shil- 
lady added that freight rates will 
have to be lowered on coal, to help 
restore health to the industry. 

Mr. Shillady said that he would 
not attempt to make a positive state- 
ment on the adequacy of oil sup- 
plies for years to come, but pointed 
out that larger and larger reservoirs 
are constantly being discovered. He 
voiced little concern over future 
supply, adding that there is great- 


er recovery now from crude oil 
than ever before. 
Bunker C—heavy residual oil 


is still in good supply, he said, be 
cause catalytic cracking, in which 
the amount of residual oil is cut 
down, still represents only a small 
percentage of capacity. He predict- 
ed that there would be adequate 
supplies of Bunker C for many 
years, but at competitive, not 
“dump” prices. 

The introduction of natural gas 
into New England will not be a 
cure-all, Mr. Shillady warned, but 
will be another important competi- 
tive tool or hedge against runaway 
prices on other fuels. He said there 
was a real possibility of natural gas 
being available in the area between 
1951 and the end of 1952. 


Steel Mill for New England? 


Ray M. Hudson, Chairman of 
the Iron and Steel Committee, New 
England Council, described the 
work of the committee in assessing 
the needs of the area, the sources 
of supply, the potential production 
possible, costs, transportation prob- 
lems, labor supply, and numerous 
other factors involved in setting up 
a giant project like a steel mill in 
New England. 

He called on the purchasing men 
to aid the council in its surveys to 
establish what the steel needs of the 
region are, so that the facilities 
would be built accordingly. -The 
contemplated mill would be a spe- 
cialized, integrated one, he said, 
producing hot and cold rolled bar 
and sheet, plates, rod and wire. The 
council is pointing toward a mill 
with about 1,000,000 tons annual 
capacity, he said. 

Daniel G. Donovan, Director of 
Purchases, Pepperell Manufactur- 
ing Co., Boston, and member of 
the Intra-Company Development 
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Past National Presidents from the New England Association—G. P. Brockway, 
F. A. Hayes, and C. L. Sheldon—with N.A.P.A. President Corcoran, Past V. P. 
George Cronin, and Executive Secretary George A. Renard. 


Committee on Education, presided 
at the National Education portion 
of the program. He _ introduced 
Herbert Layport, Director of Pur- 
chases, Wyman-Gordon Co., Wor- 
cester, Mass., Education Chairman 
for District No. 9, who reported 
on educational activities within the 
district during the past year. 

The business session closed with 
a panel discussion, featuring an- 
swers to written questions by the 
following : 

Charles L. Sheldon, 
Purchasing, Hood 
Watertown, Mass., 


Director of 
Rubber Co., 
and Past Presi- 


dent of N.A.P.A., who also acted 
as moderator; National President 
T. A. Corcoran, Purchasing Agent 


of the Courier-Journal, Louisville. 


Ky.; Edgar H. Burgess, Purchas- 
ing Agent, United Wire & Supply 
Corp., Cranston, R. I.; Daniel G. 
Donovan; Raymond Bingham, Pur- 
chasing Agent, International Silver 
Co., Meriden, Conn.; John R. Ful- 
ler, of the New England Associa- 
tion; F. C. P. Drummond, Pur- 
chasing Agent, Lonsdale Co., Provi- 
dence, R. I.; John B. Donovan, 
Valentine Concrete Co., Spring- 
field, Mass.; and George A. Re- 
nard, Executive Secretary-Treasur- 
er of N.A.P.A. 

The conference closed on Wed- 
nesday evening, October 20, with a 
banquet in the hotel ballroom. 
Guests of honor and _ principal 
speakers at the dinner were Mr. 
Corcoran and Mr. Renard. 


NEW ENGLAND AND _ TRANSPORTATION 


By E. C. Nickerson 


Vice President 
N. Y.. N. H. & H.R. R. 
New Haven 


EW England was nurtured by 

transportation. Coastwise sail- 
ing vessels and animal drawn wag- 
ons have been replaced with modern 
locomotives and cars moving over 
high speed, heavy duty railroads 
and huge trucks on public highways 


connecting all major cities; while 
giant cargo vessels, colliers and 


tankers serve our deepened and im- 
proved harbors. In the air, a young- 
er network supplements both water 
and land transportation. 
Transportation agencies — under 
private ownership, at least—must 
secure revenues from their users 


sufficient to cover their cost of do- 
ing business and have a little left 
over for a profit. To secure this 
income, rates charged the customers 
generally vary with distance, ad- 
justed to reflect a number of fact- 
ors such as cost of the service, 
ability of the traffic to bear the 
charges, rates charged by competi- 
tive carriers, and other conditions. 

One indicator of whether New 
England industry has been unduly 
burdened by transportation costs is 
afforded by the record of its in- 
dustrial growth. And New Eng- 
land has been prospering. It is es- 
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timated that in 1948 the physical 
output of New England plants was 
36% higher than in the boom year 
of 1928, and 43% higher than just 
before the war. New England is 
doing very well indeed for a section 
that commenced its industrialization 
some 150 years ago 

New England, with an estimated 
population of more than 9 million, 
has good sized market for its 
products right in its own _ back- 
yard. Adjoining its yard, in the 
middle Atlantic states of New York, 
New fTersey, and 


there are about 


Pennsylvania, 
30 million people, 
while contiguous to New England 
on the north is eastern Canada with 
a population of over 9 million. 


Only one yard removed are the 
North Central states with a popu 
lation of about 30 million. 


In 1947, 83% of all the manu- 
factured products forwarded by 
New England shippers was des- 
tined to points in New England, 
plus the states of New York, New 
Jersey, Pennsylvania, Yhio, and 
Illinois. It is significant to realize 
that the prinicpal other states re 
ceiving New England manufac- 
tured products were California, 
Missouri and Virginia. 

If some method other than per- 
centage increases in rates had been 
devised, so that the rates from New 
England to the more distant parts 
of our country might have been 
held down more nearly to the short- 
er haul rates, it would have been 
necessary to seek greater increases 
in these shorter 


1 


haul rates. This 
would have been particularly harm 
ful to New England for almost 
90% of its manufactured products 
are shipped to destinations north 
of the Potomac and Ohio Rivers 
and east of the Mississippi. 

A large portion of the materials 
and supplies used by New England 
manufacturers comes from within 
New England or nearby. In 1947, 
of the 14,700,000 tons of mineral 
products, including coal, received 
in New England by rail in carload 
lots, 96% came from points in New 
England, New York, New Jersey, 
Pennsylvania and West Virginia. 
Of the lumber and forest products 
received in New England, 74% 
came from origins in New England 
or New York. 

Every railroad officer wants to 
keep transportation costs down, for 
he recognizes that the lower the 
rates the freer the flow of traffic. 
Unfortunately, railroad costs have 
spiralled in recent years at a fast- 
er rate than could be offset with 
increased efficiency. But the more 


' 
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than doubling of wage rates and 
unit costs of those things which a 
railroad has to buy has necessitated 
the increase of about 60% in freight 
rates compared with before the war, 
which is a modest increase when 
compared with prices generally. 
Freight rates are our price list. 
We know they cannot be static, but 
must change to meet changing con- 
ditions. In the last few months we 
have made hundreds of changes to 
meet competitive conditions which 
we face. The railroad industry, how- 
ever, although no longer a monop- 
oly, finds itself highly regulated. 
This means delays, sometimes sus- 
pensions, hearings and further de- 


lay in the railroads’ endeavors to 
adjust its prices to changing con- 
ditions. To meet better the needs 
of the industries which it serves 
and to help preserve our railroads 
in sound health, the railroad indus- 
try must have greater freedom in 
pricing as well as in its other regu- 
lated activities. 

Your New England railroads wil 
not cease their strenuous efforts to 
see that railroad rates and railroad 
service continue to meet the require- 
ments of New England industry. 
Their stake in a prosperous New 
England is great. But your indus- 
trial support, too, will always be a 
vital factor in their success 


’ 


TODAY’S CHALLENGE TO PURCHASING 


By Ralph D. Berry 
Vice President 
Davol Rubber Co 
Providence 


i fs YIDAY’S economic trends, chal- 
lenge thinking men more than 
ever before to do their best and 
to exercise the highest possible 
ethics in their chosen fields of ac- 
tivity. 

In my review and analysis of the 
happenings in our post-war econ- 
omy, I have selected one basic ele- 
ment of our nation’s business activ- 
ity, which to my mind overshadows 
everything else. And because Ameri- 
can business is gearing itself to the 
operation of this element, our 
democracy surely will go on to 
creater. heights than ever before 
realized. I refer to our national pro- 
ductivity. 


There are many _ ingredients 


which go to make up productivity, 

and purchasing plays a big part. 
What can purchasing do beyond 

what it has so effectively done in the 


past, and is doing now, to keep pace 
with the ever-heightening stand 
ards of accomplishment that have 
so tremendously advanced our 
country’s productiveness? That’s 
the challenge to purchasing today. 

Webster defines ‘ Productive” 
as: “yielding, or devoted to the pro- 
duction of, a net return of wealth.” 
ILet me illustrate what this net re- 
turn of wealth means by citing two 
personal experiences. 

Taking a train journey through 
the vast wheat fields in the western 
part of the country, I talked to a 
lame man who explained that he 
had become entangled in a combine. 
After the usual amenities, I ques- 
tioned him regarding this harvest- 
ing machine. I was informed that 
one man, operating this machine, 
can cut and thresh over fifty acres 
of wheat in a day. In the olden days 





R. E. (“Bob”) Shillady dis- 
cussed the fuel situation. 


Ralph Berry—"The Challenge 
of Productivity” 
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to do this work, without threshing, 
would require six or seven binders, 
fifteen horses, and ten or twelve 
men. 

My second experience had to do 
with a short talk I gave on coal in a 
commodity forum. I referred to the 
present mechanical mining methods, 


in which a gargantuan mechanism 
called a ‘‘coal mole” rips and snorts 
and, with one man operating, gets 
out in a dav about thirty times as 
much coal as by the hand method. 
There are other machines 


scores of them. Among these are 
eee 

rapid calculating machines operated 

with heretofore undreamed of speed 


of computation, and machines which 
communicate in an instant so many 
words that the imagination is stag- 
cered 

The times in which we live are 
fast ng. What with atoms and 
electrons. we can go about as far as 
we want in penetrating new hori- 
zons of accomplishment. These en- 
riching accomplishments energize 
our thinking, stimulate our initia- 
tive, and tace up to us a challenge 
we cannot denv. 

In the times ahead, we purchasing 
men must dedicate ourselves, as far 
as 1S Within our power, to the solu- 
tion of ul technological problems. 
We can't turn our backs on them. 
We can't run away from them. We 
can’t let our chin drag the ground. 

We must establish definite pat 
terns of accomplishment and _ find 
anchorage in coordinated effort, 
knowing that ina world of economic 
instability only standards of the 
highest excellence will cause our 


thinking to disappear and 
restore world confidence. 


We must ever keep firmly en 
trenched in our thinking that we 
cannot legislate the prosperity of 
our nation. This is in the minds, the 


hearts, and the hands of our people. 
We must think as Americans, we 


must act as \mericans, we must 


work as Americans, and, by the 
grace of God, we must pray as 


Americans 


Fred Space—“Coopera- 
tion” delegates to Boston 
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COOPERATION WITH OTHER DEPARTMENTS 


By Fred G. Space 
Purchasing Agent 
Seymour Mfg. Co. 
Seymour, Conn. 


W E applaud cooperation and 
subscribe to the general idea, 


but beyond a measure of lip serv- 
ice how many of us fall ‘short of 
making it one of the principal rules 
of our living? Cooperation is not 
easy of accomplishment. If it were, 
it would probably not be so impor- 
tant. But cooperation in business 
and industry is increasingly stressed 
and in that field I believe it is mak 
ing definite progress. 

The purchasing agent and other 
department heads occupy positions 
of importance, with their responsi 
bilities somewhat in proportion to 
the calibre of the individual, plus 
the concept of their tasks by top 
management. A stream does not 
flow higher than its source and a 
concern rates no better than the 
character and abilities of the men 
who compose it. 

How many of us purposely, or 
perhaps just in our minds, more or 
less classify persons? Our outstand- 
ing impression of the engineer may 
be his resourcefulness and energy 
in meeting problems; of the sales- 
man, his patience and persuasive- 
ness; of the credit man, his ability 
to walk a tight rope in collecting 
from his customers; of the adver- 
tising man, his knowledge of psy- 
chology and his infinite faith in the 
future ; of the accountant, the order- 
liness of his mind and his eye for 
figures, mathematically speaking. 
As for the impression that others 
may have of us, perhaps for the 
vood of our souls we would do 
well to remember that closing line 
of the classic definition of a P. A. 
by Elbert Hubbard—‘Fortunately 
none of them reproduce, and all of 
them go to hell”. 

Purchasing may be an executive 





John R. Fuller welcomedDan Donovan conducted 
the educational meeting. 


function, but the same obtains with 
many other department heads. In 
fact, the recognition that we now 
enjoy has been the result of many 
years of effort on the part of pur- 
chasing men as a whole. Now that 
we have attained a place in the sun, 
let’s be grateful for such rewards 
and not take ourselves too seriously 
or assume qualities, virtues or pre- 
rogatives in the management team 
that are too much on the border 
line. Cooperation is not achieved in 
that manner. 

What a sore point this question 
of prerogatives can be! Should a 
salesman ever by-pass the purchas- 
ing agent? Are we consulted by 
department heads regarding a 
change in material specifications? 
To what extent should engineering 
and production in their planning 
work cooperate with the purchasing 
agent? Who should be responsible 
for stores control? Let’s reverse the 
picture. How about the other de- 
partment heads’ prerogatives, cred- 
iting each with about the same de- 
eree of efficiency and the same 
measure of human frailties, both 
real and imaginary? The answer is 
cooperation. As we grow older and 
are longer on the job, I believe we 
see the other fellow’s point of view 
more clearly. That’s tolerance. What 
a load of headaches and misunder- 
standings could have been spared 
had we more of that Christian 
virtue ! 

Ethics is another high sounding 
word; actually it means good con- 
duct. I daresay that we associate it 
more in our dealings with ven- 
dors than in our contacts with those 
associated with us in the same en- 
terprise. Ethics is just as much in- 

(Please turn to page 246) 





Herbert Layport, District 9 
Education Chairman. 
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Uncertainties in Steel Outlook 


By Earl L. Shaner 
Editor in Chief 


Steel’’ Magazine 


CHECK of steel output in the 

period immediately following 
the steel strike of 1946 shows that 
it took the industry three or four 
weeks to work back to the produc- 
tion level which prevailed before the 
strike occurred. looking ahead in- 
to 1950, we should realize that even 
if the entire industry were to oper- 
ate at 100% capacity, which is un- 
likely, it would take four or five 
months to recover the loss in output 
caused by the strike of 1949. 

Before the strike occurred, supply 
exceeded demand on virtually every 
finished steel product except galvan- 
ized sheets, cold rolled sheets and 
pipe. During the first few weeks of 
the work stoppage, and 
warehousemen enjoyed a_ rushing 
business. Consumers flocked to 
them to obtain steel to round out 
their inventories. 

By the end of October this fever- 
ish demand slackened appreciably. 
The reason for this is that con- 
sumers and fabricators were finding 
it increasingly difficult to balance 
stocks sufficiently to maintain fabri- 
cating or manufacturing operations. 
Why try to round out finished steel 
inventories if supplies of coke, coal 
or other necessities are inadequate ? 

Pressure of demand following the 
1949 strike may be appreciably 
lighter than it was after the 1946 
strike. Today, in what is predomi- 
nantly a buyers’ market, the require- 
ments of a great majority of steel 
consumers are much smaller than 
they were three vears ago. 

Nevertheless, when the. strike 
ends there will be a rush by buyers 
to obtain steel to bring their stocks 
in balance. This brisk wave of buy- 
ing probably will be strong enough 
to necessitate formal or informal 
allocations of finished steel 
products. 

To attempt to predict the volume 
of demand for steel beyond the first 
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Shortages resulting from strike may force 
allocation of some products 


Recent price increases are not indicative 
of a general upward trend 


Possibility of absorbing pension costs at 
present price level is questionable 


quarter of 1950 is hazardous. At 
this moment it is impossible to de- 
termine the extent to which the coal 
and steel strikes have impaired the 
national economy. Nor is it pos- 
sible to know how much the present 
revolutionary trends in governmen- 
tal policies will chill business senti- 
ment. 

Certainly the continued threat of 
labor union monopoly, sanctioned by 
government approval, the request of 
the President for even higher cor- 
porate taxes, the government at- 


tacks against bigness at the same 





Earl L. Shaner 


time that its policies are forcing 
owners of small business to sell out 
to the bigs, the tendency in high ad- 
ministrative circles to prostitute eco- 
nomics to the service of politics, and 
the steady drift toward the welfare 
state—all of these trends are defi- 
nitely anti-business in intent and in 


Address at Third Annual Conference, Dis- 
trict 6, N.A.P.A., Pittsburgh, October 28, 1949. 


end result. It is difficult to be opti- 
mistic about the future in so far as 
relations between government and 
business are concerned. 

Until the fourth round of wage 
negotiation came up for decision, 
there was some hope that steel prices 
would not go higher and might tend 
downward. Base prices have re- 
mained stable for a year or more. 
Steel Magazine’s arithmetical price 
composite for finished steel stood at 
$91.64 per net ton on Oct. 20, 1949, 
as compared with $95.05 a year ago 
that date. While base prices have 
not fluctuated much during recent 
months, the buyers’ market has in- 
tensified competition to the point 
where practically all premium prices 
had disappeared and where some 
price concessions in the form of 
waived extras and freight absorp- 
tion were beginning to be granted. 
In short, the realized sales price per 
ton of finished 
downward. 

Since the strike occurred there 
have been a few price increases. One 
mill not strike-bound has increased 
prices on cold rolled strip, spring 
steel and several wire products by 
$10 a ton. Another mill still op- 
erating has increased plates $5 a 
ton. As yet, these increases should 
not be regarded as the beginning of 
a general uptrend in prices. Time 
will determine whether or not they 
are significant. 

The major difficulty in trying to 
determine the future trend of prices 
lies in the confusion attending the 
cost of pensions and insurance in- 
volved in the present dispute. The 
welfare package recommended by 
the President’s fact finding board 
cannot be supported by a mere 10 
cents an hour. It will cost more 
than 20 cents an hour. The John L. 
Lewis welfare package, which in 
1946 was launched in the belief that 

(Please turn to page 276) 
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Industrial Production Index 
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Bituminous Coal Production (Weekly) 
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Metals & Metal Products 
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Stock Prices (Standard & Poor's) 
Bank Clearings (New York) 
Federal Reserve Credit 

Currency in Circulation 





162 171 
996 172 
5.435 5,450 
2,680 2,200 
120,924 140,651 
5,071 4,956 
134,652 162,163 


151.5 152.1 
156.7 160.1 
169.3 169.2 
189.1 189.4 
$52.00 $52.00 
31.75 29.75 
18% 17% 
.3042 .3028 
16% 16% 
2.48 % 2.48% 





314 297 
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578,981 574,228 
128.5 126.8 
4,487* 5,714 
18,185 18,287 
27,528 27,546 
*3 days 


Today's Business Trends As 
Reported In Current Statistics 
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MANUFACTURERS’ SALES, AND INVENTORIES 














Value of Manufacturers’ Sales 1948 1949 
Seasonally Adjusted 
(Millions of Dollars) Sept. April May June July August Sept. 
BE Catena occ ccc cere rec ceeereeseccesececsesvceccccos 19,902 17,643 17,741 17,990 17,114 18,945 18,887 
BOPEES BOGE. cc ccc ccc cccerceecesecscerceceesecescosccecces 8,394 7445 7488 7,745 7,207 7,982 J 
EN OS ee ere TT Tre CTT Te ere Tere 2,160 1,883 1,768 1,811 1,703 1,850 1,956 
PE GRNIER. 6c necctscetnbbsenseee6eehesereseeneeseee 687 488 452 512 418 546 598 
SEE GUNNNY o. 600.05 2060666 CRt HESS O DOSER SOE CESS EES 823 720 741 730 669 749 797 
General machinery (ene. C8ee.). oc cccccccsccccccccccceccccss 1,326 1,261 1,229 1,195 1,063 1,130 1,127 
Mister walieias G eqawlpment. .ccccccccccccccscscccscccsceces 1,215 1,289 1,389 1,553 1,558 1,739 1,591 
Transportation equipment (exc. motor vehicies)..............- 437 426 484 454 487 492 422 
Rae Gee GRROY DUOENEER. 2c cece ccc csccccccccsccescsces 501 370 381 417 362 410 438 
Furniture & finished lumber products. ....... 2... 06sec ec ee ences 420 316 328 339 288 336 345 
es Ge Gi NS MEIER cs cc ccc ccc ccs cerccccecseccesccnse 394 332 367 369 349 395 391 
Miscellaneous durable goods. ...... 2... 6. e ee cece ence eceenes 431 361 350 366 310 335 335 
SE NOs ce eee ek SSeS CLES a CORRE Se NOOSE HOBO US ESORE 11,508 10,198 10,253 10,244 9,907 10,964 10,888 
er rs Pre CO, oo seh dceeenseeeenneeoecesoeseé.v 3,176 2,942 3,027 3,006 2,774 2,969 2,967 
PL cca 5.66. SPCC CRERORENCKEDES SHV GCSE VERON DERC EOC CROS 524 607 671 701 674 740 600 
Ey ON, ch cee rdeese ee ere conrdeecerevereneonanaea 280 266 284 279 271 298 285 
ED GUNN, nik cc cb eked eees OC CECE COeHEBE CORES SS 1,259 943 936 984 968 1,111 1,139 
DP Ai etRCietndet coreneee tees Ce he eens cbeeude sean aaa 1096 895 807 685 770 995 960 
SORE GUD GUO. oc ccc cecesvewevesesesesesesccecoeees 332 291 279 303 282 316 297 
ee EL, 6 ca ce hese ebedbeeeee a chwennwneneee 578 461 451 461 497 583 646 
EE, nace beactcecccscoecseeesessenesess 591 596 573 592 555 573 582 
Se Ne GD IER co Sec ce cee ccvececcceccecesosces 1,300 1,086 1,144 1,143 1,106 239 1,274 
PE GEES GOED SUMNER. ccc ccccr ccc eessscccecccesssons 1,732 1,540 1,523 1,525 1,511 1,598 1,586 
eT PPT TET TTT UTE EL 317 257 248 266 271 295 267 
Miscellaneous nondurable goods. ......... 6-6 sce eeccecncces 322 314 310 300 227 245 286 
Book Value of Manufacturers’ Inventories 
Seasonally Adjusted 
(Millions of Dollars) (p) 
ES 6.0 6 cer eee cbereeeereracrroeonsoereneecdecdoerven 33,380 34,018 33,565 33,250 32,367 31,638 31,172 
BUGTD BOOED e ccc ccc r cc ceweceesecvereseceeeseceeeeeeseees 15,479 16,466 15,994 15,727 15,225 14,741 14,281 
iron and steel. Coed re th weehene 006nee ke beeen ee ake es . 3,337 3,654 3,630 3,564 3,459 3,337 3,210 
Ns on oe ts oe hee ESR OOS 0 O80 ORO Hs RO OER Ts 1,046 1,123 1,120 1,136 1,115 1,064 1,038 
65 oa S66 ab dS TKDE DOCOMO SOREOESECOROSOEEED 1,983 2,024 1,941 1,888 1,806 1,737 1,644 
CO COE, GOOD, ccccvescsevecececeececessnnn 3,499 3,628 3,533 3,484 3,386 3,329 3,223 
ge eee ee 1,972 2,201 2,007 1,977 1,904 1,824 1,782 
Transportation equip. (except motor vehicles).............+55- 974 926 908 915 903 860 872 
Reber Gre SUROr BPORUEES. oc ccc ccc cccccceccececcevcsees ; 609 737 725 652 617 586 558 
Furniture & finished lumber products. ........ 2.6.6.6 5000e0005 761 795 787 786 757 754 745 
Ses Gi Ge SOS GOMER s cc cece cece cccnscccccecscoses 536 570 557 563 548 527 506 
Ps Cer MOR, i cccccoccceserenesecteceueness 762 808 785 762 731 724 703 
PP ccaeeeee nde eee Ces add ceed wedaccsedte does awe 17,901 17,552 17,572 17,524 17,142 16,898 16,891 
Dy OD ME BUGENONE. coc cccccceectandesscenncecesoues 3,135 3,028 2,993 3,026 2,842 2,884 2,835 
PE 462 OS 065658 6s OO OHROEEER OO EO OCO ROC RS OE OS SECO Oasede 1,075 1,114 1,108 1,095 1,102 1,062 1,169 
OS FETE CETTE TERE TUTTE TOTO TT TTT Cee : 1,614 1,595 1,615 1,633 1,611 1,668 1,728 
6 6 ecg hhéee OEe RDS e SOS) Oe 600606000 08 2,410 2,395 2,405 2,361 2,316 2,219 2,214 
Pt thee e ee ease Rede ON OO ORE EOEO ACOs ORD 00 bO68 OH 46 OS 1,691 1,363 1,404 1,412 1,421 1,359 1,337 
ne. «vc ceaeeedeeneerdeceevoseavetentucces 632 595 617 624 590 598 613 
ee rr Pn code ne ee ete sess eecocesoocs i 890 911 894 872 832 793 756 
Printing and publishing. ........ Loe OOER AOR ROR ERED ORD ESEOS , 610 616 611 609 580 568 562 
Chemicals & allied products............. re eee 2,390 2,346 2,316 2,278 2,264 2,247 2,228 
ee er Pn. cbc eee céecnedesasedeceedewns 2,271 2,527 2,539 2,544 2,546 2,513 2,495 
i ee Cs ae bath ek CkS ee Ge bh OOO HS O66 Ree OeS ROSS 661 648 648 644 625 586 567 
Miscellaneous nondurable goods... .... 1.6... e sec e eee nncccues 521 414 414 427 415 401 388 
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@ In answer to widespread rumors both here and 
abroad that the United States was preparing to raise 
the dollar price of gold, President Truman categori- 
cally denied that such a step is being contemplated. 
He added that the present value of gold would remain 
fixed as long as he remains in the White House. The 
President's statement was generally hailed by business- 
men as a constructive step and one that would help in 
the fight against further deficit financing. 


@ The Federal payroll has risen to $10,200,000,000 
for the present fiscal year ending June 30, according 
to a survey by the Associated Press. Cost to each 
Federal income taxpayer to meet the payroll amounts 
to $227. The armed forces and the civilian workers 
employed by them account for 62% of the total. 


@ Reforms recommended in the Hoover Report and 
already adopted in the government have saved more 
than a billion dollars, according 
to the Citizens Committee for the 
Hoover Report. The group said 
that about 20% of the recom- 
mendations have been put into 
effect, and that savings possible 
through complete acceptance 
could amount to five billion dol- 
lars a year. 





@ Provisions of the Housing Act of 1949 began to be 
put into effect in mid-November when the Public Hous- 
ing Administration, with the approval of President 
Truman, announced loans to 108 communities, totaling 
$20,375,400, to cover the cost of plans for 134,500 


units of low rent housing. 


@ The record breaking pace being set in home building 
during the past several months appeared to be contin- 
ving as it was indicated that about 100,000 new non- 
farm dwelling units were started in October. The Bureau 
of Labor Statistics has predicted that the total number 
of dwelling units started in 1949 will surpass the all 
time record of 937,000 set in 1925. 


@ Arno H. Johnson, vice president and director of re- 
search for J. Walter Thompson Company, advertising 
agency, announced recently that his research has shown 
that a total of $200,000,000,000 in disposable income 
can be reached in 1950 in this country, if an extra 
“5% of effort is applied now to selling’. Basing his 
statement on an analysis of eleven economic indicators, 
Mr. Johnson said that real purchasing power next year 
can be 60% over 1940 levels. 





@ The Texas Eastern Transmission Corporation, opera- 
tor of the Big Inch and Little Big Inch pipe line systems, 
has filed an application with the Federal Power Com- 
mission for permission to construct additional pipe 
lines for transmission of natural gas into the New 
England area. Present plans call for transmission of 
almost 200,000,000 cubic feet of natural gas a day 


into Connecticut, Massachusetts, Rhode Island and 
New Hampshire. 


@ Commercial, industrial and agricultural loans in- 
creased in nearly all Federal Reserve Board Districts 


in the week ended November 9. The increases totaled 
$89,000,000. 


@ Total business inventories at the end of September 
amounted to $54,800,000,000 according to the Office 
of Business Economics, U. S$. Department of Commerce. 
After adjustment for seasonal fluctuations, the book 
value of inventories for the month was $150,000,000 
above the August level, the first monthly increase since 
the all-time peak was reached in November, 1948. 
The September increase was concentrated in wholesale 
and retail trade as manufacturer's inventories de- 
creased almost half a billion dollars. 


@ Figures for September indicate that France is now 
in third place as a steel exporter, according to pro- 
ducers there. France is reported 
to follow United States and the 
Benelux countries, and to have 
passed the United Kingdom. Ex- 
ports by American companies in 
August are reported to have risen 
slightly from 460,979 tons to 
463,770 tons. The effect of cur- 
rency devaluation on such exports 
cannot be measured for at least another month. 





@ The Economic Cooperation Administration, report- 
ing on its activities for the quarter ending July 1, 
stated that recovery in Europe continues to make 
strides, but that further steps must be taken by she 
Marshall Plan counries to close the ‘dollar gap”’ that 
now exists between them and this country. Among the 
steps recommended are a reorganization of factory 
methods, installation of new and more efficient ma- 
chinery, greater attention to advertising and mer- 
chandising, and a ‘‘determination to serve American 
customers with the care and attention they receive from 
American producers'’. The report added that the United 
States must accept greater competition from European 
suppliers, to help Europe pay its way. 
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The Pulse of Business 


With major labor troubles out of the way for the 
time being, business seems intent on shifting its gears 
into high again and getting back on the job of meeting 
the consumer demands that began to rise in early fall. 
Although the steel strike was not a pleasant thing for 
the country to have under any circumstances, it was 
ended before it had the violent effects on the economy 
that had been anticipated. Preliminary estimates by 
the Federal Reserve Board had set the October indus- 
trial production index at 152, as compared with Sep- 
tember's 167, indicating that the impact of the steel 
strike had been quite severe. But reexamination of their 
method of figuring revealed that the production of both 
raw steel and fabricated steel are lumped in one 
group, and that changes in the output of ingots are 
used to reflect changes in both industries. This, of 
course, fails to take into consideration the fact that 
some companies can produce for a good length of time 
on their inventories, which is exactly what many of the 
steel-consuming industries were doing during the strike. 
As a result, the industrial production index has been re- 
vised upward to 162, a much more encouraging figure. 


Prior to settlement of the steel strike there was 
much speculation as to whether or not the spurt in 
business activity when peace was achieved might get 
out of hand and become inflationary. While it is early 
yet to judge exactly the course of prices and produc- 
tion, it seems safe to say that both business sentiment 
and practice is working against any such movement. 
The public has apparently not been frightened into any 
wild buying as a result of the strikes, and business 
gives the impression of making a good effort to stay 
level headed. A good summary of the attitude is that 
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expressed in the October report of the Business Survey 
Committee of the Purchasing Agents Association of 
Chicago: ‘‘Buying policy holding largely to a short 
term, when combined with slower deliveries, higher 
backlog, major strikes in raw materials and lower in- 
ventories indicate good control and a realistic attitude 
toward business in general. There does not appear to 
be any sign of a rush to prepare for either inflation 
or bust."’ 


Important factors point to a continuing period of 
good business during the coming period, over and 
above the artificial stimulation brought about by the 
steel strike. Personal income is still high, although the 
October figures, which will be influenced by the strike 
are not yet available. In September, personal income 
was at an annual rate of $210.8 billion, compared 
with $211.4 in August. The drop, however, was mainly 
attributable to the decline in farm prices, while manu- 
facturing wages and salaries rose, reflecting increased 
employment and a lengthened work week. Retail sales 
are on the upward grade, even allowing for seasonal 
changes, and should be substantially bolstered by the 
settlement of labor disputes. Housing is booming this 
year, in contrast to last year, when it dropped heavily 
between October and February. New housing starts 
in the past four months total almost 400,000, a 20% 
increase over 1948. In this field alone, business has a 
tremendous market for hundreds of its products. 


Maintenance of a high level of activity through the 
first quarter of 1950 is further anticipated from the 
continued support of farm prices by the Government, 
and by the boost in purchasing power that will be 
supplied by the two billions of dollars that are ex- 
pected to go out shortly as refunds on G.I. insurance 
policies. An inevitable slacking off in demand is ex- 
pected by many observers some time in the coming 
year, but it is generally felt that more definite signs 
of it will not appear at least until the late spring. 
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STEEL 


Steel production was climbing 
rapidly following settlement of 
the strike and predictions of a 
return to the 85% of capacity 
rate that prevailed a month and 
a half ago were not unusual. How 
long that rejuvenated rate would 
retain its strength was a some- 
what more disputable question. 
But the fact remains that the 
strike, and the readjustments that must naturally follow 
it, have cost the country close to 10,000,000 tons of 
raw steel, which would represent about 7,500,000 
tons of finished steel. The effects of that loss are now 
being reflected in the heavy volume of orders pouring 
in to the mills as buyers rush to replenish their inven- 
tories and maintain the production that was in many 
cases seriously threatened as the strike went on and 
supplies got tighter and tighter. 





The picture for the next few months at least is one 
of heavy demand, with probable shortages in a num- 
ber of items. The fall upswing in business was a gen- 
vine one, and there is no reason to expect that the 
strike adversely affected the demand for products 
which are heavy users of steel. Orders for appliances, 
to name just one, were running ahead of production 
to the point where in late October one major producer 
felt back-ordered weli up to the end of the year. 
There are indications that that situation, or at least a 
similar one, exists in a number of steel consuming 
industries, all adding up to pressure on supplies. A 
tight situation is expected to occur in hot and cold 
rolled sheets, structural shapes and certain sizes of 
bars. Deliveries on cold rolled sheets, particularly, are 
being greatly extended, it is reported. 


Price rises in steel, based on the increased costs to 
all companies, and particularly the smaller ones, are 
widely expected. The amount of the increases and 
when they will appear, however, are still a matter of 
speculation. Some observers feel that the new costs 
of the pensions will force the producers to boost the 
price about $3 to $5 a ton some time during the first 
quarter of next year. 


Scrap prices started to rise following the strike 
settlement and may continue to do so as steel mill 
operations head for a high level. Reports that large 
stocks had been accumulated in dealers’ yards during 
the strike did not alter the predictions in trade circles 
that higher prices were quite probable if steel activity 
develops in the way anticipated. 


NON-FERROUS METALS 


The expected price rise in copper occurred early in 
November, bringing the red metal up to 18% cents 


a pound. Sales had been heavy during September and 
October and it was considered only a matter of time 
before that pressure would be felt in the price, even 
allowing for some uncertainty over the effects of the 
coal and steel strikes. Once prospects for labor peace 
in the basic industries brightened the increase took 
place. The heavy activity lately shown by copper is 
clearly pictured in the most recent figures on stocks 
and deliveries issued by the Copper Institute. Deliveries 
to customers during October reached 108,192 short 
tons, an increase of 5,077 tons over the 103,115 
scored for September, also considered a good month. 
Stocks of refined copper dropped from 193,890 tons in 
September to 164,464 in October. Production contin- 
ved to increase, hitting 86,882 tons in October as 
compared with 79,949 for the previous month. 


Demand is expected to stay at a high level for the 
next few months because of the return of industry 
generally to the accelerated pace that developed in 
late summer and early fall, now that labor peace pre- 
vails. Construction is high, appliance sales are good, 
and brass products are in good demand, to mention 
just a few of the copper consumers. With this outlook 
it appears’that prices will remain firm at any rate, with 
the possibility of an advance if the post-strike upsurge 
begins to show signs of developing into a small boom. 
That, however, cannot really be measured for at least 
another month or two. 


In the doldrums because of the steel strike, the 
zinc market spurted as the mills went back into opera- 
tion. Within a week, two jumps brought the price tc 
9%, cents a pound for Prime Western at East St. 
Louis. A third rise to 10 cents a pound by a few of the 
leading producers resulted in a split price, which had 
not resolved itself at this writing. Here again it ap- 
peared that the rate at which the steel mills got work- 
ing again would be the basis for settling the price, at 
least for a while. It had been assumed that demand 
would be kept pretty high to make up for the shutdown 
in galvanizing operations that was part of the steel 
strike, and which had brought activity in the zinc 
market practically to a halt. But as this was written 
demand was considered somewhat disappointing as 
far as producers were concerned. 


Tin has reacted to the lifting 
of government controls both here 
and abroad somewhat like a 
baby taking its first few steps 
unaided. Right after the R.F.C. 
relaxed its control over the metal 
and permitted U.S. users to buy 
direct the R.F.C. price dropped 
from the long established $1.03 
a pound to 96 cents and then to 95 cents in line with 
a new price established by the British Ministry of 
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Supply. In the middle of Novem- 
ber free trading in tin was per- 
mitted by the British government 
for the first time in 8 years and 
prices dropped sharply on the first 
day of activity in the London 
Metal Exchange. Spot prices 
dropped almost 5% and forward 
prices went considerably deeper. 
As this was written, the R.F.C. offerings at 95 cents a 
pound had been withdrawn. Such an unsteady situation 
has given rise to a good deal of caution among buyers, 
who expect lower prices. It was reported in New York 
at mid-month that spot tin was selling at 90 cents a 
pound and at 85 cents a pound for delivery before 
December 1. There appear to be adequate supplies of 
tin to meet all demands for several months. 

Although efforts to settle the strike at the Aluminum 
Company of America failed after the first month, it 
appeared that supply was still adequate to meet the 
good demand that has existed for the past couple of 
months. Reynolds Metals Company has announced an 
immediate reduction in the price of aluminum cable, 
steel reinforced. The reduction is made possible, the 
company says, by its being able to place new cable 
mill facilities into production far in advance of original 
anticipated time. 

Light demand, coupled with heavy foreign offerings 
has had a depressing effect on lead prices, with the 
sixth reduction since August being put into effect 
during the month. Now at 121% cents a pound, the 
price of lead is near the year's low of 12 cents reached 
in May. 


FUELS 


Confounding those who had up to last month been 
talking of a possible tightness in supply of petroleum 
products, the Texas Railroad Commission has ordered 
a cut of 218,357 barrels daily in Texas’ crude oil 
production allowable for December. The unseasonably 





warm weather and the chain reaction of the steel strike 
on railroads, manufacturing, etc., are generally cred 
ited with causing an oversupply of oil products. ‘Again 
the economists have missed the boat in predicting big 
needs'', said one of the commissioners, ‘‘the cut was 
necessary because of a superabundance of stocks."' 

Coal production began picking up as the miners 
returned to work under the so-called ‘‘truce”’ initiated 
by John L. Lewis. Production in the first week of the 
return was about triple that of the previous week, and 
the figure for the year to date is about 30% less 
than for the similar period last year. 

Stocks of coal users generally were in pretty fair 
shape and even when the strike ended there were no 
signs of panic among industrial consumers. But the 
degree of certainty and stability required by the coal 
industry itself and its customers to carry on normal 
operations remains at the mercy of one man, who 
threatened renewal of the strike on December 1, if 
his demands were not met. 


“QUOTES” 





‘(The Federal Government) is fast creating a load that 
may well break our financial back and impair the 
moral fiber of the American people. How long can an 
institution remain sound when it fails to balance its 
budget as we have failed to do in 18 of the past 
20 years?"’ — Cloud Wampler 

President 

Carrier Corp. 


‘It may not at times be possible to balance the budget 
without changes in either domestic or international 
programs which would be contrary to our national 
interest, or without temporary revisions in taxes that 
would do more harm than good.” 
— Frank W. Pace, Jr. 
Budget Director 


‘The only power corporations have, whether they be 
large or small, is the right to stand in the market place 
and cry their wares. If the customers find those wares 
good, they will buy and the corporations will prosper. 
If they do not, the proprietor will soon be sitting on 
the curbstone, whether we are talking about a large 
manufacturer or a roadside market." 
— C. H. Greenewalt 
President, E. |. du Pont 
de Nemours & Co. 


“At no time in American history has the monopoly 
problem been so pressing as it is today. Capitalism will 
not last long if we have a tremendous concentration of 
power in New York and the Government trying to 
offset it by another concentration in Washington.” 
— Cyrus S. Eaton 
Cleveland Financier 


‘It is within the range of technical possibilities for 
private business agencies and Government agencies so 
to conduct their mutually related activities that we 
may have sustained high levels of production, and 
hence of consumption. | do not think this prosperity 
could be kept to any unvarying theoretical maximum— 
a perpetual sprint. But | believe the weakening ex- 
cesses of booms and the wasteful paralysis of de- 
pressions can be reduced to moderate readjustment 
ups and downs."’ — Edwin G. Nourse 
Former Chairman, 
President's Council 
of Economic Advisers 


‘‘When we talk about the private enterprise system we 
are talking history not reality.”’ — Bruce Barton 


‘The public desire for security is genuine. The aging 
population, the economic insecurities that arise from 
industrialization, the public concern for the under- 
privileged — all are real. Regardless of how cleverly 
they may be manipulated by left-wing propagandists, 
they are not the inventions of soap-box reformers.” 
— Harold M. Stewart 
Executive Vice-Pres. 
Prudential Insurance Co. 





COMMODITY SPOTLIGHT 





SYNTHETIC SETS PACE IN RUBBER MARKET 


A relatively high degree of stability is now being 
achieved in the rubber market through a combination 
that is hard to get around—scientific industrial progress 
and natural economic forces. The result is an appar- 
ently good supply of rubber for years to come at a 
price that reflects the natural interplay of supply and 
demand rather than artificial controls. 

The first half of the combination is the American 
synthetic rubber industry. Brought to maturity by ne- 
cessity during World War Il, that industry has a pro- 
ductive capacity of almost a million tons a year, and 
is currently producing more than 300,000 tons a year. 
To keep the synthetic rubber industry in condition to 
meet any possible emergency, the Government has 
made the use of 220,000 tons per year mandatory for 
American industry. While crude rubber is still superior 
to the synthetic product in many respects, this is not an 
inevitably static situation, and new developments are 
being made regularly that indicate a bright future for 
synthetic. American users, furthermore, are not averse 
to buying the synthetic product in excess of the amounts 
required by law when the synthetic has a price ad- 
vantage over crude. Up until the time currency deval- 
vation and increased competition in the Far East 
dropped the price of crude rubber to about 2 cents 
below that of synthetic, American industry had been 
using about 100,000 tons annually over the mandatory 
consumption figure. At this time, synthetic rubber is 
selling at 18% cents a pound, and crude rubber at 
approximately 161 cents. 

The second part of the combination is the influence 
of such basic economic factors as increasing supply, 
declining consumption, greater competition, and the 
tendency to fight the rebirth of cartels and restrictive 
trade practices in world trade. Production in the Far 
East is coming back into shape rapidly after the dis- 
ruption caused by the war, particularly in Dutch con- 
trolled lands where political disturbances have been a 
hindering factor. The influence of heavy Dutch supplies 
was felt recently when they were poured into the 
market during a period of rising prices, and promptly 
exercised a depressing effect. World wide consump- 


tion on the other hand is declining, particularly in the 
United States, which uses over 50% of the total pro- 
duction of natural rubber. 

In the face of such conditions—the growth of the 
American synthetic industry, increased natural produc- 
tion, and the declining demand—there has been some 
agitation among crude rubber producers to have this 
country make the 220,000 ton mandatory figure a 
maximum as well as minimum figure, and thereby bring 
crude rubber prices up to the level they consider satis- 
factory. There appears little disposition on the part of 
the American Government to do this, although the 
mandatory minimum usage was cut last month by about 
57,000 tons as a result of the A-B-C talks to help 
Britain alleviate its dollar shortage. And the American 
rubber industry is quick to point out: 1. that restrictive 
measures have disrupted the rubber market before (see 
chart); 2. crude rubber producers would do well to 
learn the economic facts of life and meet the competi- 
tion by more efficient production and marketing meth- 
ods; 3. crude rubber producers would better spend 
their money not on propaganda against U.S. synthetic 
rubber, but on trying to raise the 0.9 pounds annual 
rubber consumption per capita in the rest of the world 
outside the United States. (Per capita consumption of 
new rubber in this country in 1948 was 16% pounds). 

The outiook then is for continued progress in syn- 
thetic rubbers sparked by both our competitive system 
and our defense needs in a troubled world, and the 
forcing of crude rubber producers to forget the old 
ideas of restriction and get down to meeting the condi- 
tions of a free market. Providing that war does not 
intervene, and that world economic conditions do not 
degenerate to a point where extraordinary measures 
of control are necessary, it appears that the supply of 
rubber, both crude and synthetic, will be more than 
ample to meet demands. And it follows that crude 
prices will have a tendency to weaken rather than 
strengthen in the near future. No action is expected 
on the price of GR-S synthetic, inasmuch as it is the 
stated intention of the Government to leave it at its 
current level. 


CRUDE RUBBER PRICES, 


CENTS PER POUND 


(SPOT CLOSING PRICES OF NO. | RIBBED SMOKED SHEETS, NEW YORK MARKET.) 


CENTS PER POUND 
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Southern Industrial Development 


Spells Purchasing Opportunity 


HE Purchasing Agents Associ- 
ation of Florida was host to ap- 
proximately 250 members of Dis- 
trict No. 7, N.A.P.A., which held 


its Sixth Annual Conference at the 


George Washington Hotel, Jack- 
sonville, October 10 and 11. Dis- 


trict No. 7 is composed of the Ala- 
bama, Chattanooga, East Tennessee, 
Florida. Georgia, Louisville, Mem- 
phis, Mississippi, and New Orleans 
Associations. The 1950 Conference 
is scheduled to be held in Chatta- 
nooga, and the 1951 Conference in 
Memphis. 

\ well diversified program fea- 
tured the Jacksonville meeting, and 
the various were well at- 
tended. The National organization 
was well represented, talks being 
given by N.A.P.A. President T. A. 
Corcoran of Louisville, Vice Presi- 
dent R. N. Patrick of Atlanta, Ex- 
ecutive Secretary George A. Renard 
of New York, and Robert C. Swan- 
ton of New Haven, Conn., Chair- 
man of the Business Survey Com- 
mittee. 

On the lighter side, there was an 


sessions 


Karly Birds’ Dinner the evening of 
the 10th, and the annual banquet 


on the evening of the 11th. Harold 
\. Mann, President of the Florida 


Senator Claude Pepper (Fla.) explains 
the “Why” of European relief. 
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Association stalwarts at Jacksonville—President T. A. Corcoran of 
Louisville, George Cole of Birmingham, Ben Newbery of Dallas, 
and Executive Secretary George Renard. 


District Conference at Jacksonville stresses region- 
al opportunities and problems. 


Speakers are optimistic on long-range outlook, 
see possibility of lower prices. 


Traveling Forum Panel and Speakers Bureau are 
organized to aid local meeting programs. 


Association, presided at the ban- 
quet, with Dan W. D’Alemberte, 
Purchasing Agent for the Board of 


Commissioners of State  Institu- 
tions, Chattahoochee, Fla., as mas- 
ter of ceremonies. The banquet 
speaker was J. Frank Rushton, 
whose talk on “Your Money’s 
Worth” stressed the fundamental 


importance of the purchasing func- 
tion in industry. There also was gen- 
erous entertainment for the ladies 
on the afternoon of the 11th, and 
delegates had a choice of golf, a 
visit to the U. S. Naval Air Station, 
or a visit to the modern cigar fac- 
tory of John W. Swisher & Sons, 
Inc. 

Ollie L. Williamson of Merrill- 
Stevens Dry Dock & Repair Co.., 


Jacksonville, General Conference 
Chairman, called the meeting to or- 
der on Monday morning. Brief ad- 
dresses of welcome were made by 
Mayor W. Haydon Burns of Jack- 
sonville, and President Mann of the 
host Association, the latter saying, 
“You cannot get into work of this 
kind and attend these meetings, 
without receiving a lot of good 
from it.” 

Presiding at succeeding business 
sessions were George H. Cole, Ala- 
bama Power Co., Birmingham; 
W. S. Flinn, Simplicity Systems 
Co., Chattanooga; and W. E. Rier, 
Rotary Lift Co., Memphis. 

Abstracts of various papers pre- 
sented at the conference follow this 
general summary. In addition, there 
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W arret 


talks by 
Vice President of James B. Clow & 


were 


Whitney, 
Sons, Birmingham, Senator Claude 
Pepper (Fla.), and a report on 
District Activities by Harlan Cross 
of Sloss-Sheffield Steel & Iron Co., 
sirmingham. 

Mr. Whitney declared that “Pur 
chasing is one of the key jobs in 
American industry. You investigate 
before you do anything; you inves 
tigate before you buy; you buy only 
when your judgment says it is good; 
and you know values.” Referring to 
current social-political conditions, hi 
said, “The American people are 
seeking some sort of a change. Why, 
[ do not know. They are criticizing 
the things that have been proved 
for a long time. It 
me that you 


good tor seems To 


purchasing agents, 


along with 


your investigation of 
materials and prices, should inves 
tigate what is being ‘sold’ to you 
and to the American people. These 


things include. security without 
work, deficit financing, and the so- 
cialization of the only free people 
remaining on the face of the earth. 
The American System is one thing 
we cannot let get away from us. 
Spend a little time to do something 
more than just your 
part of your job.” 


iob. It is a 


European Relief 


Senator Pepper spoke on “Euro- 
pean Relief and Its Effect on the 
National Economy”. He said that 
the Europeans were our best cus- 
tomers before the war and are the 
potential the years 
ahead. They were our common de- 
fenders of the free way of life and 
would be our defenders in case of 
war. Intelligent self-interest dictates 
that we keep them alive. 


customers in 
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Memphis Associa- 
tion will be host to 
the 1951 District 
Conference. Mem- 
bers Martin Sun- 
derland, W. €E. 
Rier, Sol O’Mell, 
and A. G. Bartusch 
demonstrated suc- 
cessful salesman- 
ship in presenting 
the invitation. 


They need 22 billion dollars worth 
of goods from America in the next 
four years, but they do not have 
the dollars with which to buy these 
have not been 
buying from them; the trade has 
been one-way. We must buy from 
them so that they may have the dol 
lars with which to buy from us. It 
is cheaper to help them now than 
to bail them out if they should col 
lapse. A militant peace is cheaper 
than the terrific burden of 


National Officers 


Fo rds because we 


war. 


Secretary Renard and President 
Corcoran brought to the conference 
the cogent messages that they have 
been sharing with similar meetings 
throughout the country. In one of 
his typical “From One P.A. to An- 
other” talks, Mr. Renard pointed 
out that sound purchasing and prof- 
itable operations are directly related. 
You must spend money to save 
money through purchasing, just as 
you must spend money to secure 
increased sales and advertising re- 
sults. 

Excessive inventories are more 
likely to become a liability than an 
asset in the near future, he declared. 
The most profitable purchasing pol- 
icy will be to purchase no more than 
necessary for a normal production 
period. The only things wrong with 
the American system today are the 
plans to wreck it. In all your activi- 
ties, he concluded, do not let any- 
thing lead you away from sound 
purchasing fundamentals, 

President Corcoran’s topic was 
“Purchasing Comes of Age’. He 
traced the development of buying 
from a lowly clerical function to a 
vital part of the management team 
at the executive and policy level. To 








make its utmost contribution to suc- 
cessful and profitable company op- 
eration, he said, purchasing should 
have the sympathetic backing of top 
executives and the sincere coopera- 
tion of other departments. Such co- 
operation comes naturally if man- 
agement insists that all purchase 
transactions be initiated and con- 
cluded in the purchasing depart- 
ment. This does not preclude the 
contacts that are necessary between 


George Cole of Birmingham presided 
at the opening business session. 


department heads and suppliers, 
it enables the 
proceedings through cl 
will bring about the 
tory results. 


buyer to guide the 


NOS 


District Activity Report 


Harlan E. Cross, Chairman of 
the District Activities Committee, 
reported on the growth of District 
7, which now includes 9‘ Associa- 
tions and a total membership of 
more than 700. The increasing at- 
tendance at district conferences be- 
speaks a corresponding growth in 
the members’ interest in profession- 
al and Association progress 

One of the purposes of the Activ- 
ities Committee is to provide local 
associations with program material. 
Among the projects are a Traveling 
Discussion Forum Panel and a 
Speakers Bureau for the _inter- 
change of talent. It is felt that these 
projects will increase local attend- 
ance and interest by raising the 
standard and caliber of meeting 
programs. 

Another project, launched at the 
Jacksonville meeting, is a district 


PURCHASING 











research bureau, specifically to de- 
velop information on the extent to 
which southern purchasing agents 
are compelled to buy, from sources 
in other sections of the country, fin- 
ished products made from raw ma- 
terials originating in the south. 

In conclusion, Mr. Cross said: 
“We believe strongly that to the 
that further advances are 
made for sound procurement in the 
the 


extent 


+} 
SOULE 


astern afea, greater are 
our tributions to the develop 


ment and economic welfare of the 
south. In conferences such as this 
we learn to improve our techniques 
and practices, and become more pro- 
ficient purchasing men, contributing 
a greater share toward smooth and 
efficient industrial organizations. 
This makes for more production, 
more sales, and more profits, and 
thus improves the economic posi- 
tion of southern industry as well as 
raising the stature of the southern 
procurement men.” 


BUSINESS SURVEY COMMITTEE VIEWS 
SOUTHERN OPPORTUNITIES 


By Robert C. Swanton 


Chairman 
N.A.P.A. Business Survey Committee 


usiness 


Committee 


members of 


Survey 
f 200 


ee 


mposed 0 


the National Association, represent 
ig every important line of indus 
ial activity in the United States 
and Canada. Its purchase is to give 
the N.A.P.A. membership a com- 
posite of purchasing opinion and 
policy each month, covering such 
business factors as current general 
usines nditicns, production, back 
order positions, price trends, inven- 
tory and buying policy 

These men are not crystal gazers, 
statisticians, or professional econo- 
mists, except as all purchasing 


ents must be practical economists 
inalyzing markets and business 
trends. From their voluminous re 


ports, the chairman writes the com- 

posite report, determines the trends, 

and makes the comparisons. 
Comparing the reports of the 


southern members of the committee 
ose of the country as a whole, 
some inter sting differences 
Southern reports indicate a 
business recovery than the 
the country in September. 


greater 
aegree ol 
rest of 

Your number reporting increases in 
production is 8% higher, with de- 
production 5% fewer. 
order position is 11% 
While 16% of the composite 


repe rted 


creases 1n 
Your new 
higher 
surve 
order 

° 


none 


back 
south shows 


declines in 
position, the 


Your inventories over-all declined, 
but at ; o. lower rate than the rest 
of the nation. In some of your in- 
dustries you are building up inven- 
tories; 30% reported higher inven- 
tories, compared to 15% of the 
complete survey, indicating that 
much of southern industry has about 


io 
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completed its inventory reduction 
programs and is building up to pro- 
vide for expanding production 
schedules and Your 
buying policy supports these other 
conclusions. 


S 
] 
1 


( yrder hi ¢ ik a 


Business, since November 1948, 


has been suffering from the effects 
of high pressure, over-work, over- 
indulgence, a super-boom condition. 


It can be likened to a man suffering 
physically from the results of similar 
excesses. Right now he is apparent- 


ly convalescing, purged of many of 


his 
some 


the infections that have caused 
illness. He has taken off 
weight and is ready to go ahead, 
but not too strongly, too fast. He 
may have a relapse if he has to try 
to digest a fourth round of wage 
increa the same thine under 
another name. 
There are a 
not “shot in the 


ses or 


tonics 
stimulation 


number of 
arm” 


Harlan E. Cross of Birmingham, retir- 
ing chairman of the District Activities 
Committee, takes a well earned rest. 





which can be prescribed to build 
strength and good health in business. 
For one—large doses of economy 
in national government, A revision 
of our tax laws which, almost to the 
point of confiscation, prevent the 
flow of risk capital into industry for 
modernization, expansion, and de- 
velopment, is in order. It is the flow 
of this risk capital which, in our 200 
years of free enterprise, has created 
and maintained for our people the 
highest living standards in the world. 

[ wish to emphasize that point of 
risk capital because I believe the 
south is probably more concerned 
over it than any other section of 
the country. Within the past dec- 
ade, the south has become the in- 
dustrial frontier of America. De- 
spite the limitation of available 
capital, the south has made tremen- 
dous strides in new industry. Today 
there are no industrial boundaries. 
Industry will flow to areas where it 
has a chance to prosper. The south 
has proven it has much to offer to 
new business and to decentraliza- 
tion or expansion of old. But you 
can have every necessary natural 
element and lack one important in- 
gredient—money, the kind of money 
that flows from millions of thrifty 
people into free enterprise where it 
has a reasonable chance to be re- 
turned with a profit. 





In the current situation, purchas- 
ig agents are not optimistic, nor are 
iey unduly pessimistic. Their re- 
ports show that general business is 
basically sound. They point to the 
orderly recession we have _ been 
through—no hysteria, no panic. But 
they recommend caution. The whole 


i! 
+1 
Li 


economy would suffer if we had 
prolonged strikes in a_ substantial 
part of our basic industries. Our 


business troubles are man-made, and 
should therefore be solvable by man. 


Warren Whitney, Vice President of 

James B. Clow & Sons Co., declared 

that purchasing is one of the key jobs 
in American industry. 
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CHANGING FACTORS IN THE 
BUSINESS OUTLOOK 


By Walter J. Matherly 


Dean, College of Business Administration 
University of Florida 


HE future shape of American 

business is in the making. What 
form it will take, and the tasks there- 
in which will be assigned to govern- 
ment will depend largely upon the 
ability, wisdom, and social minded- 
ness of the owners and directors 
of American business enterprise. 
Whether there will be a further shift 
to the left or another turn to the 
right, whether communism or state 
socialism will ultimately prevail, with 
its implications of a welfare state, 
will be determined not only by the 
action of elected and appointed pub- 
lic office holders, but also by the 
action of private business leaders 
and the general public. 

In the United States we have 
shifted from a sellers’ market to a 
buyers’ market. This is healthy — 
it represents two-sided competition, 
which is the life of production as 
well as the life of trade. It is in these 
competitive situations that the sys- 
tem of free enterprise justifies itself 
and is able to function at its best. 

The business recession that has 
been in progress since the third 
quarter of 1948 will not develop 
into a major depression. The dis- 
turbed conditions that have devel- 
oped resemble those of 1937-1938 
rather than those of 1929-1933. That 
these conditions will not continue 
beyond mid-1950 is attested by sev- 
eral facts: 

1. The flow of cash from the Fed- 
eral government in 1949-1950 will 
exceed 46 billion dollars. Federal 
spending alone will be an important 
factor in promoting improvement of 
business activity. 

2. There is still a big latent de- 
mand for durable goods, such as au- 
tomobiles, which can be tapped at 
price levels not far below those that 
exist at present. Purchasing power 
is better distributed. Sixteen million 
families have moved from the lower 
income brackets to above the level 
of $3,000 per year. 

3. Inventory accumulations are 
about liquidated, and further pick- 
up in consumer demand is expected. 
Manufacturers are starting to re- 
build their stocks. 

4. The ratio of private debt to in- 
come, though rising, is still low by 
past standards. Total debts of indi- 
viduals and unincorporated con- 
cerns exceeded their liquid assets in 
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1939 ; today they are only two-fifths 
as great as assets. 

5. Industry as a whole is in a 
good position to expand its facili- 
ties and to modernize for lower 
costs. Recent profit statements show 
them to be almost 300% higher than 
prewar. Corporate reserves are high. 
There is plenty of money on tap for 
either long-term or short-term loans, 
and interest rates are low. 

Private enterprise is founded on 
the principles of democracy. It de- 
mands separation of state and busi- 
ness. Constitutionally, the American 
form of government exists, not to 
feed people and guarantee them jobs, 
but to provide them with equal 
economic opportunity and to protect 
them in the pursuit of their own 
ends. 

Freedom of contract, free play of 
individual initiative, private owner- 
ship of wealth, guarantees against 
depriving persons of property with- 
out due process of law, unrestricted 
competition and the motivation of 
private profits—all these are con- 
comitants of American political 
freedom as well as of private enter- 
prise. The state which exists to 
protect business in the application 
of these principles is not an end; it 
is a means to an end. 

The United States has become the 
most powerful creditor nation in 
the world. It can no longer do the 
things it once did. We have always 
been export-minded rather than im- 
port-minded. We have erected tariff 


District Vice President R. N. Patrick 
of Atlanta discussed “Salesmanship 
vs. Purchasing”. 





walls specifically to keep goods from 
coming in. We must now reverse the 
process and adjust ourselves to an 
excess of imports over exports. 

There are few things that the 
United States is eager to buy from 
abroad. We produce cheaper goods 
at home. Even in raw materials, 
we are almost self-sufficient. Since 
the outside world needs the United 
States more than we need the out- 
side world, the situation expresses 
itself in the shortage of dollars in 
Great Britain and other nations, and 
in the difficult adjustments we are 
compelled to make in establishing a 
balance between our export and im- 
port trade. Until these adjustments 
are made, the United States will 
either have to curtail its export 
trade or else continue to serve as 
Santa Claus for the rest of the 
world. 


An Active Future 


Finally, the state of the nation’s 
business is that of accelerated prog- 
ress. America has not reached the 
end of its growth and achievements. 
Private capitalism may have its ups 
and downs, but it is not stagnant; it 
is not on the way out; its tasks are 
not ended. Our quest for a better 
order of things has just begun. 
Hence we cannot afford to stop now 
to ignore the promises of further 
progress, or to be turned aside by 
the false prophets of gloom, doom, 
or a runaway boom. New frontiers 
of many kinds challenge us. 

We are challenged, due to popu- 
lation increase, with millions of new 
customers in our domestic market: 
16,000,000 people have been added 
since 1940, and there will be another 
12,000,000 added from 1950 to 1960. 

We are challenged by increased 
needs for industrial expansion. The 


President H. A. Mann of the Florida 
Association welcomed delegates to 
the Jacksonville conference. 
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necessary level of outlay for new 
equipment to maintain facilities and 
provide for normal continued 
growth, according to the U. S. De- 
partment of Commerce, is two to 
three times higher than it was in the 
1920s and the late 1930s. 

We are challenged with increased 
numbers of men and women gain- 
fully employed. While unemploy- 
ment still rears its ugly head at cer- 
tain intervals, more and more people 
all the time go on industrial pay- 
rolls. Total employment is almost 
40% greater than in 1939, 

We are challenged with broader 
wants and more discriminating 
tastes on the part of consumers. II- 
literacy is down to less than 3%. 
Additional leisure time makes people 
want scores of things they never 
wanted before. 

We are challenged, due to com- 
petitive necessity, with the develop- 
ment of better types of products and 
industrial equipment. The gas tur- 
bine and atomic power plant are on 
their wav. Television is only one of 
the many results of electronics. Bulk 
shipping is being revolutionized by 
the use of the conveyor as a common 
carrier. Industry is being forced to 
modernize its facilities and to adopt 
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the latest technological develop- 
ments 

We are challenged with almost 

limited opportunities in foreign 
trade and investments abroad. 

It is stated that the United States 
100 vears hence, support a 
300,000,000. at a 
living eight times as 
high as that which exists today. The 
era upon which we are entering is an 
era of expansion, of optimism, and 
of greatly enlarged opportunities 
never before existed 
majority of mankind. 
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National President T. A. Corcoran and 
Secretary George Renard await their 
turn at the speaker's rostrum. 
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THAT’S WHAT THEY LIKE 
ABOUT THE SOUTH 


By Ben R. Newbery 
Director of Purchases and Materials 
Lone Star Gas Company 
Dallas, Texas 


E southern purchasing agents 

have a season we always refer 
to as “Vice President’s Month”. In 
the late winter, each year, the vice 
presidents of eastern and northern 
companies get the perennial urge to 
visit their district managers or sales- 
men in southern states, and so we 
get acquainted. They come south 
first because they like our warmer 
climate, but they learn to like our 
business climate as well. Many of 
them have been instrumental in 
recommending or actually locating 
large branch warehouses, or offices, 
or even whole plants in our midst. 

The south is becoming one of the 
nation’s leading manufacturing re- 
gvions. The trend is not a new one. 
Setween the Big Depression and the 
Big War, southern industrial growth 
was large and continuous. War or- 
ders meant boom conditions for 
existing southern plants—steel, alu- 
minum, pulp and paper, textiles, oil 
and chemicals. Moreover, there 
were important new facilities in 
these industries and also in magne- 
sium, aircraft, shipbuilding, explo- 
sives, and ammunition. 

But southern industrial growth 
has been even more outstanding in 
the period since 1945. In 1946, 
four of the five states which led the 
nation in industrial construction 
contracts valued at a million dollars 
or more, were southern—Georgia, 
Tennessee, Virginia, and Texas. 
Since 1939, the 16 southern states as 
a group have had a manufacturing 
increase of 90% in physical volume. 
On a dollar basis it would be 277%. 

What part the purchasing agents 
in the southern states might have 
had in accelerating the movement is 
not important now. The important 
thing today is how much of a part 
we might play in future develop- 
ment. The final measure of service 
of a profession is not the ultimate 
result, but what contribution the 
group made toward that result. 

What can the purchasing agents 
of the south do to help consolidate 
the business gains, and what can we 
do to further the upward trend? We 
can continue to help create and 
sustain a healthy business climate in 
which industry can build, produce, 
and sell to advantage. Here are four 
ways in which we, as purchasing 
agents, can help: 









First, we can assist greatly in 
maintaining integrity in business. It 
is up to each individual purchasing 
head to so organize his thinking, his 
system, and his department that 
there can be nothing but confidence 
in his decisions. 

There must be business courtesy. 
The man with something to sell has 
the right to be heard; and on the 
purchasing agent falls the responsi- 
bility of properly receiving and in- 
terviewing sales representatives with 
the least possible delay, attentive 
hearing, and straightforward deal- 
ing. 

The third way in which we can 
help is by being open minded. Sales- 
men’s firms spend millions of dol- 
lars each year on research to make 
their products better and more use- 
ful to the buyer’s industry or com- 
pany. But what advantage will this 
research be if the representative 
finds in the purchasing department 
little or no interest in the improved 
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products or methods: 
The fourth requirement is for 
purchasing agents to prove them- 
selves capable of intelligently spend- 
ing their companies’ dollars. This 
calls for broad executive thinking, 
some understanding of engineering, 
law, and distribution. It is not to be 
expected that the purchasing officer 
be an expert in all of these fields, 
but he should be trained to weigh 
situations created by them. 
According to a survey made by 
the National Planning Association, 
the three most important factors at- 
tracting industry to the south are: 
(1) good markets; (2) available 
materials; and (3) labor supply. 
Some 45% of the companies gave 
markets as the main reason for lo- 
cating factories in the south. Avail- 
ability of raw materials accounted 
for 30%. Labor differences ac- 
counted for only 25% of the deci- 
and it was not cheap labor 
that was being sought, but labor 
supply and labor productivity. 
There are other important factors. 
Transportation is one—water haul- 
ing for heavy goods, open roads all 
w'nter with a minimum of icy pave- 
ments, lack of trafic congestion. 
Good roads are being built all over 
the south. We no longer live in mud, 
sand, and clay. 
A warmer climate cuts heating 
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costs and makes for happier living 
conditions for workers. Chance- 
Vought has discovered that it can 
air-condition its plant all year round 
at considerably cost than was 
required to heat its eastern plant in 
the winter. 

Financing influences plant loca- 
tion By this, we refer principally 
to the region’s ability to finance pro- 
ducers of raw materials used in 
processing. Most companies locating 
in the south bring their own money 
with them, and are not looking for 
capital. 

Housing con ns have an im- 
portant bearing. Another advantage 
is a cheaper and more dependable 
supply of fuel. Most of the southern 
states have natural gas, or are close 
to states that have 

The basic forces that are bringing 
about our present growth are per 
manent. Climate advantages we will 


less 


continue to have. There seems to be 
an unlimited supply of such re- 
sources as petroleum, sulphur, na- 
tural and certain chemical 
ingredients. Our agricultural prod- 
ucts, along with cattle, should con- 
tinue to increase in volume as we 
practice more diversified farming 
and better breeding. Reforestation 
is now a fact, accounting for the in- 
vestment of millions in the paper 
industry all through the _ south. 

Transportation facilities will im- 
prove. Housing construction should 
be cheaper. 

All we have to do to keep an ex- 
panding industrial growth going in 
the south is to help provide a warm, 
friendly, and sound business climate. 
If we can keep our business climate 
as warm and friendly as our natural 
climate, and as productive, then the 
southern states will enjoy unequalled 
prosperity. 


fas, 


SALESMANSHIP VS. PURCHASING 


By R. N. Patrick 
Purchasing Agent 
Plantation Pipe Line Company 
Atlanta 


CCORDING to Webster, a 

salesman is one whose occupa- 
tion is to sell, or who earns his liv- 
ing by selling. When we analyze 
that a bit, it means that when this 
person wants to raise his earnings, 
he increases his sales. If he is a 
mercenary individual, he may sell 
you anything possible, and by some 
standards we might think he was 
crazy if he didn’t. We know that 
the intelligent, far-sighted, ethical 
salesman can be the purchasing 
agent's best friend. One of our pri- 
mary jobs is to be alert to the one- 
call, high-pressure type that is in- 
terested only in the order. 

It is impossible for the purchasing 
agent to “know all the answers”. If 
he does not develop a mutual friend- 
ship with the salesmen, and if he 
cannot depend on them to bring him 
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the latest developments in their line, 
he soon finds himself loaded with a 
lot of outmoded material and sup 
plies. Close contact with reliable 
salesmen and sales engineers is one 
of the important functions of the 
purchasing agent. 

Let us look at the receiving end— 
the purchasing agent. Again Web- 
ster comes through with a good defi- 
nition, viz., a person who obtains by 
paying money or its equivalent, who 
buys for a price. Or—and this one 
I like better—a person who obtains 
by any outlay, as of labor, sacrifice, 
flattery, etc. There’s more than a 
little salesmanship involved in that 
definition. If purchasing agents had 
not used salesmanship in reverse 
during the war and postwar short- 
ages, we would not have been able 
to keep our plants running. 


MANAGEMENT 


OR CLERICAL FUNCTION? 


By George E. Henry 


Associate Editor 
PURCHASING Magazine 


URCHASING men of the south 
have a rare opportunity to in- 
crease and solidify the industrial de- 
velopment that is taking place in 
this area. Many of the newcomers 
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will be able to meet certain require- 
ments under the stress of current 
demands, but when real competition 
sets in, they will be unable to give 
the quality, service, and price that 





will make them dependable and sat- 
isfactory sources of supply, and they 
will be unable to hold a competitive 
position. 

It will be the purchasing agents’ 


responsibility to aid these new 
sources of supply—to make them 
see that continuing patronage de- 
pends upon their designing and 


equipping their plants along modern 
lines for low cost, dependable pro- 
duction that will warrant such pa- 
tronage. You want dependable local 
suppliers who can serve you com- 
petitively. By lending a helping hand 
to the companies that need it, you 
not only help them and help your- 
selves, but you are helping 1 

the industrial development of the 
south on a firm foundation 

Consideration of such 
sponsibilities gives a clear answer 
to the question of whether purchas- 
ing is a clerical position or an execu- 
tive function. There only 
one answer. A routine, clerical ap- 
proach to the job would never meet 
such a responsibility. 

However, it seems to be a ques- 
tion that is continually popping up. 
Regrettably, some and 
their sales managers, and often the 
members of one’s own organization, 
still look upon the purchasing agent 
as a glorified clerk. 


basic re- 


can be 


salesmen 


Reasons for Unfair Judgment 


Much of this attitude may be due 
to the fact that the number of plants 
that have central purchasing depart- 
ments are few and far between. Of 
a quarter-million manufacturing 
plants in this country, less than 10% 
have central purchasing departments 
in the true sense, yet we are judged 
unfairly by the over-all condition. 
In the smaller companies, buying 
may be anybody's business or is 
handled by one of the general 
executives. As in the days of yore, 
with a mind full of other responsi- 
bilities, he has neither the time nor 
the patience to acquire an under 
standing of the principles and 
standards of modern purchasing 
practice, nor to acquire an adequate 
knowledge of the materials that the 


plant men ask him to buy. The re- 
sult ‘is that salesmen have a hard 
time. 


The fact is that purchasing is a 
profession based on standards, prin- 
ciples, and techniques of wide scope 
and diversification. Did you ever 
seriously consider the personal quali- 
fications set forth as being essential 
in modern procurement’ During 
the war, the War Manpower Com- 
mission in its quest for competent 
purchasing men, published a booklet 
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which characterized purchasing as 
an executive function at manage- 
ment level. Following is an abstract 
of the qualifications set forth as be- 
ing most likely to lead to success in 
purchasing : 

College education, preferably a 
craduate engineer; training in eco- 
nomics and business administration ; 
practical training in the production, 
stores, accounting, and engineering 
lepartments, and in all sections of 
the purchasing department; ability 
to write specifications, draw up con- 
tracts, and assist in 
materials and parts; 


standardizing 
ability to take 
market conditions; 
background in commercial law. In 
addition, it was indicated that the 
purchasing agent should be a com- 
petent executive, tactful, resource- 
ful, with good business judgment 
and supervisory ability. There are 
many such men in purchasing today. 

Persons who regard procurement 
as a clerical job should be made 
aware of these requirements. They 
should also be made aware of the 
following general responsibilities, 
which seem elementary to men in 
purchasing though the fact remains 
that they are not at all well under- 
stood by those outside the purchas- 
ing circle: 

1. The purchasing agent with the 
average company has the responsi 
bility of spending half or more of 
its total income, wisely and intelli- 
rently. 

2. It is his responsibility to keep 
the wheels of production running 
smoothly, through careful schedul- 
ing of purchases and the main- 
tenance of balanced inventories, that 


advantage of 


The 
“Alabama Room” 
attracted hosts of 


visitors. 
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costly slow-downs and shut-downs 
may be avoided. 

3. It is his responsibility to keep 
his sales department in a competitive 
position, so far as cost of raw ma- 
terials and components is concerned. 

4. It may be said, in the broader 
view, that the purchasing agent has 
the responsibility of protecting the 


CHATTANOOGA 
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jobs of everyone connected with his 
company, for materials control and 
right material costs are basic fac- 
tors in the successful operation of a 
company. 

If purchasing is a clerical job, we 
might just as logically put the jani- 
tor in the leather chair assigned to 
the Chairman of the Board. 





New Orleans Association team that presented an interesting skit on 

“Efficiency and Inefficiency in Purchasing and Sales”. C. E. Colvin of 

Baton Rouge (center) served as moderator. Others participating were 

P. A. Blappert, Sanitary Wiping Cloth Co.; Theo Harvey, Theo Harvey 

Press; George Bosworth, City Purchasing Agent; and J. J. Morse. New 
Orleans Public Service, Inc. 
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Hamilton is Host to 
Canadian Purchasers Conference 


Annual Business Con 
the Council of Cana- 
Purchasing Agents’ Associa- 
tion District 5, N.A.P.A.) was 
held at the Royal Connaught Hotel, 


bb 24th 
fe ence of 


dian 


Hamilton, Ont., October 14 and 15. 
This annual meeting north of the 
border is by a wide margin the long- 
est established of the District Con- 
ference Series that have become a 
vital part of Association activities. 
The 1949 meeting was one of the 
most successful in the history of 


the Canadian group. Registrations 
topped the 450 mark. 

A pleasing feature of the banquet 
was the presentation of the 
l's annual fellowship awards 
to Juhan G. Davies (N. Slater 
Company Cecil C. Callowhill 
(American Can Company ), both of 
Hamilton, in their 
fellow members 
eir contributions to purchas- 
ing. During the conference, a Presi- 


SESS101 


( ‘oun 
and 


recognition of 
with 


cooperation 


and 


dents Club was organized and held 
its imaugural meeting. The club 
comprises the president and past 


members of the Council: it will meet 


informally in good fellowship at the 
annu ontferences 
Canada’s Trade Problems 

Ay ng the visitors of note was 
The Hon. M. W. McKenzie, Depu 
ty Minister of Trade and Com- 
merce Montreal, who discussed 
some Canada’s trade problems at 
the Friday luncheon meeting. Mr. 
McKenzie stated that business ac- 
tivity is still continuing at pros- 


perity levels and general industrial 


development continues unabated: 


income and employment for the 
country as a whole are still at levels 
whi e never been surpassed. 

“Our prosperity,” he said, “de- 
pends at all times upon our ability 
to se world markets our enor- 
mous surpluses of a relatively few 
staple commodities \t the same 
time, we are far from being self- 
suffi We rely upon imports 
of essential raw materials such as 
fuel, iron, fibres, and a very wide 
range of consumer goods, machin- 
ery, and other equipment. 


‘The United Kinedom and other 
Commanwealth countries have been 
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Canada has large surpluses of a few staple 
commodities for export trade 


Power developments aid in building up more 
diversified industrial production 


Renard scores currency manipulation, calls 
for economy based on competition 





Members of the Hamilton group which was host to the 450 registrants. 


our largest and most 
customers abroad, and 
are in difficulties. It is 
vious that our exports will be ad 
versely affected for time to 
the financial crisis of the 
sterling area.” 


dependable 
today they 
fairly ob- 


some 


come by 


The Emergency Exchange Con 
servation Act passed in 194/, he 
explained, was designed to serve 


first, to ef- 
fect a reduction in the value of im- 
ports from the United States in 
particular, and secondly, to develop 
Canadian industry in a way which 
would contribute to the permanent 
solution of its external trade prob 
lems. 


two specific purposes 


industrial development 
in recent vears has surpassed any- 
thing in its previous historv. It has 
expanded into many new fields and 
in doing so it 


Canada's 


has become 


more 
diversified and more versatile. New 
products and new industries have 


grown at a rapid pace. 
“It is necessary in these days for 


the Government to concern itself 


with a number of broad problems, 
to encourage the development of 
our domestic industry, to promote 
our exports to the United States 
and elsewhere, and to encourage in- 
imports from the United 
Kingdom and other countries that 
have difficulty in finding the where 
withal to pay for Canadian ex 
ports,” Mr. McKenzie said. 

“In working toward these na 
tional objectives, purchasing agents 
may play a major role, consistent 
with their first consideration, which 
must be price and quality. 
first 
no less matters of national impor- 
tance, for without them our efficien- 
cy and our productivity would be 
lost. The task of planning for 
Canada’s purchasing policy is suffi- 
ciently large to engross us all, and 
with our best efforts the goals can 
be achieved.” 

The Conference formally 
called to order on the morning of 
the 14th by General Chairman R. J. 
Allan, the Wallace Barnes Co., Ltd., 


creased 


‘These 
considerations, of course, are 


Was 
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Hamilton. Following formalities, 
first on the program was T. H. Ain- 
lay, president, Council of Canadian 
Purchasing Agents’ 
who reviewed the “Activities of 
Canadian Council.” He _ reported 
that the total Canadian membership 
at this date is 1,365, an increase of 
15% over a year ago. 

“The advantages to be obtained 
from membership in our organiza- 
tion are such that it is difficult to 
believe that any purchasing agent 
can do a completely successful job 
without the multiple benefits to be 
derived through being a member,” 
he declared. He pointed out the 
need for screening very thoroughly 
all applications for membership to 


Associations, 


two principal classifications. The 
first involves metallurgical quality 
of the coal mined; the second in- 
volves a tremendously confused re- 
lationship existing between the coal 
producers and the coal miners 
through the agency of the United 
Mine Workers’ Union. Both of 
these factors have tremendous in- 
fluence on the cost of coal, and con- 
sequently, the cost of steel. 
“Complex as the technological 
problems are, the labor problems of 
soft coal mining are far more com- 
plex,”’ he continued. “The Union is 
now so powerful that at the slight- 
est whim of its despotic leader, pro- 
duction of coal may be limited or 
stopped. You do not reduce the 





Past presidents of Canadian Associations ot inaugural meeting of the 
Presidents Club. 


ensure that applicants meet eligibili- 
ty rules in all respects. “Unless this 
careful screening is done, we will 
not build a strong and lasting or- 
ganization for the advancement of 
the purchasing profession.” 

Concluding his report, he said, 
“Again, I would remind you of 
those principles to which we all sub- 
scribed when making application for 
membership, namely, loyalty to your 
employer, justice to those with 
whom you deal, faith in your pro- 
fession. Ours is a great organiza- 
tion—a _ great profession—let us 
each try to be a great member of it. 
That will depend on how well we 
live by these principles.” 

U. S. Steel Situation 

“The Steel Situation—United 
States” was discussed by Norman 
W. Foy, General Sales Manager, 
Republic Steel Corporation, Cleve- 
land. Mr. Foy said that the prob- 
lems involved in the production of 
coal for the steel industry fall into 
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overhead of a mine when you re- 
duce its production, so the overhead 
must be divided among fewer tons 
of coal mined, and the cost per ton 
increases substantially. Unfortu- 
nately, there is no adequate substi- 
tute tor bituminous coal for the 
metallurgical uses it fills in the steel 
industry. Consequently the steel 
industry has little choice but to 
meet the cost increases of coal min- 
ing. 

“Recalling that coal represents 
about 15% of the materials cost in 
steel making, the current situation 
in coal alone may well make the 
possibility of lower steel prices re- 
mote. Increased labor and trans- 
portation costs give little hope for 
cheaper ore. Scrap has been rising 
in recent weeks—40% since June. 
Freight rates are now about 9% 
above the 1948 level. 

“Except for the railroads and the 
machine tool industry, the demand 
for steel promises to continue at a 
high level. Without considering 


strike effects, I anticipate that de- 
mand will be sufficient to maintain 
a rate of steel production well in 
excess of 70% of capacity. There 
is every reason to believe that by the 
spring of 1950 demand will increase 
so that an even better rate can be 
maintained. Before the war, opera- 
tions at such a rate did not lead to 
price cutting. Thus, unless there is 
a major change in the general price 
structure, I do not see that steel 
prices will be depressed by this sit- 
uation.” 


Canadian Steel Situation 


Harry E. Stipe, Assistant Gen- 
eral Sales Manager, Steel Co. of 
Canada Ltd., Hamilton, presented 
figures showing that the production 
of steel ingots and castings in 
Canada has increased by 113.9% 
since 1937. Steel supplies formerly 
available from Great Britain have 
not been available since the start of 
the war, and Canadian producers 
have had to carry the additional 
load. Because of the overall need 
to secure a portion of steel require- 
ments from the United States, Mr. 
Stipe expressed the opinion that 
some curtailment of secondary 
manufacturing might be necessary 
should the strike be a prolonged 
one, for the reason that components 
not manufactured in Canada may 
be unobtainable. 

“In respect to different products, 
the position seems to be about as 
follows: Heavy: structurals may, of 
course, impose a problem. Pit iron 
is in good supply. Steel bars are in 
satisfactory supply and reasonable 
deliveries are being made. The pro- 
duction of plates is being main- 
tained at a good level and mill de- 
liveries appear to be taking care of 
the situation. Supplies of hot rolled 
sheets are ample for the present, 
although there is evidence of heavy 
buying due to the U. S. strike. 

“Cold rolled sheets are still in 
short supply, and until the new fa- 
cilities which have been provided in 
this country are in full operation 
some shortages will occur. It is 
expected however that when the 
new units reach the maximum for 
which they were designed, the mar- 
ket in this country will be adequate- 
ly supplied. 

“Galvanized sheets remain in 
tight supply and will probably con- 
tinue so for some time. 

“Wire nails are in a similar posi- 
tion. It seems impossible to sup- 
ply the demand. 

“Tin plate. The producing units 
which have been established in 
Canada are all capable of very large 
output, and both electrolytic and hot 
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dipped tin plate are ample for the 
demands of the country. 

“Finally, you can expect about the 
same deliveries on steel lines as you 
have experienced over the past six 
months, notwithstanding that there 
may be some tendency to panic buy- 
ing as a result of the situation in the 
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Power Development in Canada 

“Future Development of Power 
in Canada” was the subject of inter- 
esting talk by J. W. Kerr, Manager 
of Apparatus Sales, Canadian 
\Westinghouse Co. Ltd. The high 
level of industrial activity in prac- 
tically all districts of Canada, plus 
commercial and domestic power 
loads, created a demand for 
hydro-electric energy greater than 
any dreams five years ago. 

“Many venerating stations 
were placed on the drawing boards 
of utilities in all parts of Canada, 
he said. The purchase of the tre- 
mendous amount of equipment and 
materials, and the design of the sta- 
tions was well under way by 1946. 
However, since three to four years 
are required to build a large water- 
wheel generator station, we are just 
now starting to see the results of the 
large expansion programs that were 
started in late 1945 and 1946 by the 
public and private utilities in Que- 
bec, Ontario, Manitoba, Alberta, 
and British Columbia.” 

Ontario has had power 
shortages In 1946 Ontario has 
about the same amount of generator 
capacity 1941. The 
huge power program being devel- 
oped will Ontario 1,600,000 
hp. of new power in the seven-year 
period from 1945 to 1952, or 62% 
more than was generated in 1945. 
The picture for the fall of 1950 ap- 
pears generally satisfactory, said 
Mr. Kerr, and the large stations 
that will be placed in service in 1951 
will pre ybably provide a surplus. 

\t the this year 
Canada’s generation capacity at 
waterwheel stations was 10,870,000 
hp. The total capacity for all Canada 
is 52,161,000 hp. Hence Canada is 
only 21% developed. \ recent sur- 
vey indicates that by the end of 
1953 Canada will have 1434 million 
hp., and still be only 37% developed 
on the most conservative basis. 

The relative standing of the 1] 
leading Elydro-Electric energy pro- 
ducers of the world expressed in hp. 
per thousand inhabitants (1945 
figures) places Canada in second 
place, second only to Norway; Swe- 


has 


new 


serious 


as she had in 


vive 


beginning of 


den and the U.S.A. follow, with 
with the U. S. S. R. in 11th posi- 
tion. 
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F. T. Parker, Trafic and Cus- 
toms Manager, Canadian Indus- 
tries, Ltd., Montreal, in a talk on 
“Transportation” explaining the co- 
operation that can exist between the 
purchasing agent and traffic depart- 
ments, said that a large portion of 
loss or damage is directly due to 
type of package and _ insufficiency 
of bracing, and that “here is a fer- 
tile field of joint endeavor. There 
are several improved methods of 
packaging and handling, and this 
is particularly true of loading on 
platforms, which can be handled by 
lift trucks into and out of the car. 
It would appear that the carriers are 
recognizing that platform handling 
means a sharp decrease in damage 
claims, and they are working to a 
point where they will transport pal- 
lets either free or at reduced freight 
charges. There are also changes tak- 
ing place in various types of brac- 
ing which will at least result in a 
saving in the labor costs of loading 
carload traffic.” 

Mr. Parker said that the matter 
of time in transit is also one re- 
quiring careful consideration, and 
that there should be a close working 
arrangement between the purchas- 
ing and traffic men so as determine 
just what is required and why, and 
what expense is justified. 

Rapid despatch allows for the 
maintenance of minimum invento- 
ries, he said. Even a traffic man- 
ager knows that unnecessarily large 
inventories tie up capital, involve a 
risk of deterioration, and might 
mean the risk of falling prices. 

“There are legitimate ways to 
keep freight charges at the mini 
mum,” continued Mr. Parker. “One 
is by a careful study of rail freight 
rates and the bases of freight rates. 
[ can assure that in some cases the 
rates are decidedly complicated. If 
the traffic man is advised ahead of 
time where new sources of supply 
are involved, or if he knows just 
exactly what the goods are, he has 
every chance of securing the most 
favorable rate basis, but if he is not 
so advised, the railways of necessity 
will carry the goods at the normal 
class rate. 

“A second way is to ensure that 
the goods are shipped by the most 
economical method, bearing in 
mind, handling costs at a receiving 
plant. A third is by combining small 
shipments with those of the same 
shipper into carloads — or using a 
pool car company, or handling 
through distributing warehouses. In 
these and in other ways the pur- 
chasing and traffic department can 
work together as one unit, and that 











F. G. Samis of the Montreal Associa- 


tion introduces the national officers. 


close cooperation is of decided 
value.”’ 

In a very interesting talk on 
“Western Oil Development”, C. W. 
Lockard, President, International 
Harvester Company of Canada 
Ltd., Hamilton, said that oil de- 
velopment in Western Canada has 
an excellent opportunity to make 
the greatest contribution of all 
time to Canada’s economy. “In spite 
of its importance’, he continued, 
“it is amazing to see the lack of in- 
terest and lack of excitement which 
the discovery of this large reservoir 
of oil has caused in Canada. There 
is more interest in Alberta oil in 
Tulsa, Oklahoma, than there is in 
Toronto.” 

Mr. Lockard said that 
and Saskatchewan contain — the 
greatest unexplored area in the 
greatest oil basin in the world. That 
area is 1800 miles long from the 
international border to the Arctic 
Ocean and nearly 1000 miles wide 
At the present rate of development, 
Western Canada will eventually 
take care of the needs of all Cana- 
da and have oil for export, and 
this important commodity will show 
a credit in place of a debit on the 
external trade ledger, he declared. 

“Alberta oil will probably never 
serve the neighboring province of 
British Columbia. It would have to 
cross the Rocky Mountains where a 
pipe line is not feasible and where a 
rail haul would be long and expen- 
sive. It could hardly compete with 
oil from California by tanker. It 
may never serve all of the Canadian 
East with efficiency. It can serve the 
middle west of the United States to 
advantage. The net result to Cana- 
dian economy is the same whether 
it increases exports or decreases im- 
ports.” 

The Saturday morning session 
was featured by a demonstration 


\lberta 
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forum meeting designed to portray 
how and how not to conduct discus- 
sion meetings. It was programmed 
the “Ghost Session’, presented 
by an able cast with Archie Coombs, 
T.H.&B. Railway, as chairman, 
Julian Davies, N. Slater Co., and 
Bernard Yardley, Stanley Works 
of Canada, as discussion leaders, 
and the following participating 
members: John Coome, Tuckett 
Tobacco Co.; George Ireland, Na- 
tional Paper Goods; Ad. Tallman, 


A. H. Tallman Bronze Co.: Gordon 


Wiltshire, Fuller Brush Co.: and 
Bob Cross, Hamilton Foundry 
Company. Frank Stephenson was 


the critical “‘voice of mystery” be- 
hind the scene. 

The demonstration was similar to 
that at the N.A.P.A. convention in 
Chicago in June, and was presented 
in two sections, the first showing 
how lack of leadership and proper 
organization destroys the value of a 
forum meeting, the second empha- 
sizing how capable leadership and 
discussion leaders who are well ac- 
quainted with the subject at hand, 
can develop a forum of practical 
value to all concerned. 

It was emphasized that to assure 
the greatest and interest, 
forum meetings should be limited 
to a group of 20, this size or smaller 
enabling every one to enter into the 
discussion. 


success 


From One P.A. to Another 


George A. Renard, Executive 
Secretary-Treasurer of the N. A. P. 
A., New York, was the next speak- 
er. His talk “From One P. A. to 
Another”, dealt largely with for- 
eign currency devaluation. 

Mr. Renard said that immediate- 
ly after announcement was made of 
the devaluation of the pound ster 
ling, some British prices shot up 
40° for export sales, and some of 
the Canadian prices shot up 10%, 
roughly the amount of currency de- 
valuation. On the other hand, Ar- 
gventina announced a variety of sepa 
rate and distinct values in foreign 
transactions: one for buying, one 
for selling, and more or less ‘cus- 
tom-tailored’ rates are to come out 
of the hat for special customers 
and certain commodities. 

“Devaluation has only reduced 
prices of products and commodities 
in international trade which com- 
petition compels the supplier to re- 
duce. It has compelled split prices 
one for domestic use, one for ex- 
port. The export price is fixed by 
competition or currency exchange 
value, whichever is higher or low- 
er, and neither the buver nor seller, 
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H. F. Levandusky, Newlands & Co., 
Ltd., Galt, Treasurer of the Canadian 
Council. 


as we know them, control the ex- 
change rate. The governments do 
that. 

“International trade cannot be- 
come stabilized until we get a fixed 
convertible medium of exchange, 
so prices can be figured by arith- 
metic and are not subject to man- 
agement, abuse, or mistakes by our 
alchemists and soothsayers through- 
out the world. Perhaps the financial 
crisis, which has only been post- 
poned, will bring a realization of 
the fact, and an honest attempt to 
meet it. Let’s hope. 

“We have not had a serious de- 
pression. Some are now calling it a 
recession, or disinflation, but most 
of the experts are now calling it an 
inventory shrinkage and price ad- 
justment, and that makes sense. 
The world is producing more of al- 
most everything that can be con- 
sumed at present prices. Over the 
past year you could have bought 
steel at a fairly stable price, but 
you could have lost your shirt on 
copper, quicksilver, linseed oil, al- 
cohol, or even paper, because of the 
variations in price over that period. 

“You can’t establish a purchas- 
ing and inventory policy by an or- 
der, a resolution or a regulation, 
then lock it in the safe while you 
play golf and read dope sheets, be- 
cause some commodities are rota- 
ting toward weakness when others 
are moving in the opposite direction. 
“It takes ability and experience and 
continuous application in market 
and price analysis to develop the 
profits in purchasing.” 


The Human Factor in Business 


Professor Karl S. Bernhardt, 
Psychologist, University of Toron- 
to, spoke next on “The Human 
Factor in Business”. 

“Industry and business are un- 
dergoing changes related to changed 
ideas about the rights and wants 





Charles F. Fullerton, Secretary, Coun- 
cil of Canadian Purchasing Agents 
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and needs of people,” he said. “In 
the past there was a tendency, at 
least, to think of labor as a com- 
modity and of people as cogs in a 
machine. But we are discovering 
that people are not things and 
should not be treated as things. We 
have been discovering the impor- 
tance of persons. 

“Interesting enough, this discov- 
ery came mainly in terms of pro- 
duction cost — dollars — because 
some one discovered that if people 
are not happy in their work they 
do not produce as much, they do 
not stay as long on the job, turn- 
over increases and absentee figures 
go up. And so a whole new set of 
concepts has developed—job satis- 
faction, morale, human relations. 

“In order to be effective in hu- 
man relations, we have to be inter- 
ested in people as people and as in- 
dividuals. No two people are alike. 
They think differently, have differ- 
ent interests, abilities, and personal 
characteristics. It is when we at- 
tempt to force human feelings and 
attitudes that we make mistakes in 
human relationships. We must earn 
respect. 

“One of the enemies of effective 
social relations is our sometimes 
irrational dislike for other people. 
Some of our dislikes have no more 
solid basis than the color of their 
necktie, the sound of their voice, or 
the way they remind us of some one 
we once had cause to dislike. Once 
these attitudes have been built up, 
we have enormous difficulty in over- 
coming them. 

“Avoid snap judgments. Avoid 
intolerance and prejudices. We are 
coming into an era when the human 
factor in the business situation is 
guing to get the attention it de- 
serves, whether we want it or not. 
It has to come if we are to attain 
our goal of a happy, peaceful, dem- 
ocratic, efficient society.” 
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Ethics of Purchasing 


By George E. Henry 


USINESS studies of 

the U. S. Department of Com- 
merce, and analysis of published 
financial statements, all show that 
the purchasing departments of rep- 
resentative manufacturing com- 
panies, large and small, are respon- 
sible for the proper spending. of 


research, 


40% to 60% or more of the com- 
panies’ income. Purchasing is car- 
ried on largely through personal 


contacts and relationships. Through 
his contacts and dealings with ven 
dors, the purchasing agent is also 
custodian of his company’s reputa- 
tion for courtesy and fair dealing. 

It is obvious that such grave re- 
sponsibilities should rest upon the 
very highest standards of ethical 
conduct. Not only must the pur- 
chasing agent act ethically ; he must 
be above the suspicion of unethical 
behavior. 

The purchasing agent has the 
guidance of an ethical code—the 
“Principles and Standards of Pur- 
chasing Practice”, compiled and ad- 
vocated by the National Association. 
Though it is necessarily general in 
nature, it is exceedingly practical. 
Though prepared years 
ago, it has stood the test of time. 
The obligations it imposes are sym- 
bolic of the ideals, the wisdom and 
farsightedness of the men who even 
then were active in putting purchas- 
ing on an executive level. 

The code has ten sections. It pre- 
sents three distinct types of stated 
obligations—obligations to one’s 
company, to one’s suppliers, and to 
one’s profession. There is a fourth, 
which is of equal importance; that 
is the obligation one owes to his own 
self-respect and integrity. 


some 25 


1. To consider, first, the inter- 
ests of his company in all trans- 
actions and to carry out and 
believe in its established policies. 
The first section stresses loyalty, 

as expressed in the purchasing 
agent’s responsibility for doing a 
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Buyer has obligations to his company, his 
suppliers, his profession, and himself 

N.A.P.A. code provides practical guide to 
sound purchasing practice 

Continued progress in purchasing depends 
on maintenance of high standards 


proficient job for his employer and 
carrying out his company’s estab- 
lished policies. This is indeed a fun- 
damental requirement, and one that 
ordinarily does not need much in 
terpretation. However, it is difficult 
to subscribe categorically to the 
statement that he must believe in 
company policies. It may be that 
the purchasing department does not 
have the full support and protection 
of management in its buying opera 
tions, that management policy in- 
volves a restricted purchasing de- 
partment budget, or that its own 
sales department policies and other 
policies and customs of long stand- 
ing are detrimental to efficiency in 
procurement operations. ‘There are 
many cases even today where com- 
panies are still functioning under 
the old-time managements that cling 
to old beliefs and policies to the det 
riment of purchasing efficiency. 
Where such conditions exist, the 
purchasing agent should make it his 
business to correct such policies. 

2. To be receptive to competent 
counsel from his colleagues and 
to be guided by such counsel 
without impairing the dignity and 
responsibility of his office. 

The second section deeply con- 
cerns that all-important factor of 
personal relationships among com- 
pany officers and department heads. 
To be receptive to competent coun- 
sel and to be guided by such counsel 
“without impairing the dignity of 
his office” reflects the cooperative 
executive mind. It is in direct con- 
trast with the case described by for- 
mer N.A.P.A. President Ralph 
Keefer, of the purchasing agent 
who declared that he wasn’t going 
to ask his engineering department 
any more questions and display his 
ignorance about various things; 
henceforth he would accept requisi- 
tions without question, and then if 
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anything went wrong it was entirely 
a responsibility of the engineering 
department. 

Such a buyer is not giving his 
company first consideration, nor the 
profession of purchasing. Such an 
attitude is diametrically in conflict 
with the third paragraph of the 
code. 

3. To buy without prejudice 
seeking to obtain the maximum 
ultimate value for each dollar of 
expenditure. 

Generally, “prejudice” implies a 
negative attitude, especially one that 
is discriminatory. However, as we 
all know, one can be prejudiced in 
favor of things, as well as being 
prejudiced against them. This 
standard refers to buying with an 
open mind, looking to the best inter- 
ests of one’s company. 

Prejudice may be born of various 
things, such as a dislike for a cer- 
tain salesman because of manner- 
isms or other things that are entirely 
of a personal nature and have no 
bearing on his company’ nor its 
products. Again, prejudice may be 
born of a past business experience 
which was unsatisfactory because 
two parties interpreted the same 
thing in two different ways. Be- 
cause of these things, a buyer’s mind 
is closed, and he may refuse to give 
any consideration whatever to that 
company’s products. 

Freedom from prejudice implies 
a thoroughly objective approach to 
all buying. It means that proposi- 
tions are not to be prejudged, or de- 
cisions made without good reason, 
and that the purchasing agent 
should not close his mind to facts 
and considerations that may modify 
or change his opinion. It means that 
irrelevant and superficial details 
should not preclude basic evaluation 
of a product or source. Obviously, 
it indicates that the purchasing 
agent should consistently combat 
prejudices on the part of men in the 
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plant, and be prepared to substan- 
tiate his contentions. 

On the other hand, prejudice may 
be born of habit. Long established 
sources of supply on your purchase 
record card indicate trouble-free 
buying. With that background, one 
is not inclined to give serious con- 
sideration to offerings from other 
sources, but such prejudice or favor- 
itism can be costly. 

The open mind is always receptive 
to new ideas and is capable of clear, 
objective judgment. This is one of 
the outstanding characteristics of 
the successful buyer, the man who 
keeps abreast of new developments 
in materials and products and pro- 
cesses and sources. Here we have 
one of the strongest ethical forces 
in procurement. It means, among 
other things, fair dealing. It is a 
force that what tomes of 
preachment, legislation, and court 
actions attempt to establish with but 
indifferent namely, equal- 
ity of business opportunity based on 
merit. 

4. To consistently for 
knowledge of the materials and 


does 


success 


strive 


establish practical methods for 
the conduct of his office. 

The wise men who formulated 
this set of principles and standards 
recognized that a man’s ability to 
most effectively give his company 
first consideration, and to obtain 
maximum ultimate value, is based 
on a definite knowledge of materials, 


equipment, and production, and 
keeping abreast of new develop- 
ments. Such knowledge is_ vital 


from the standpoint of his plant’s 
operations, and also in buying at the 
right price, for an understanding of 
these things enables him to appraise 
a vendor's plant to determine 
whether it is equipped to produce at 
low cost and to render the needed 
service. 

In the past few years, the indus- 
trial world has introduced to 
countless new technological develop- 


been 


ments that are a means to improved 
products, increased production, and 
lower costs. A knowledge of new 
materials, improved processes in 
forging, casting, spinning, welding, 
precision casting, the developments 
in powder metallurgy, new machine 
tools, cutters, electronic controls, 
plastics, coating materials, etc., is a 
powerful tool in knowing what to 
buy and where to buy. 

Plastics is a typical example. I 
doubt that there is anyone, even in 
the plastics industry, who knows 
all about all the different types. Yet 
some men blindly specify plastics 
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for all sorts of products, and prod- 
uct failures and big money losses 
result because they do not know the 
use and service values. ‘There are 
at least 25 base types, all of which 
have varying physical, chemical, and 
electrical properties. Some that will 
prove immune to powerful corro- 
sives may be damaged by such 
things as citrous juices and the 
essential oils used in cosmetics. The 
number of plastics “alloys” runs 
into thousands. The wise purchas- 
ing agent, aware of these variations, 
will consult with known experts on 
the proposed uses and the type that 
should be used. 

It isn’t necessary that the buyer 
should have detailed technical know]l- 
edge as to the chemistry or metal- 
lurgy of materials, but he definitely 
should have a knowledge of the 
uses and results obtainable. In the 
case of magnesium, for example, 
familiarity with the process of mak- 
ing it from fresh water, sea water, 
oyster shells and sulphur is hardly 
essential, but the buyer should know 
about its weight, physical properties, 
impact strength, and other use 
values. The same reasoning applies 
to many other materials and 


pro- 
cesses. 
5. To subscribe to and work 


for honesty and truth in buying 

and selling and to denounce all 

forms and manifestations of 
commercial bribery. 

This is far stronger than the old 
adage that “Honesty is the best 
policy”. It calls upon the purchas- 
ing agent to take a positive stand 
and to work at the job of ethical 
practice. It is far reaching, for it 
involves such things as luncheons 
and the like, that are generally ac- 
cepted as a legitimate part of sales 
cost. However, the purchasing de- 
partment must be above suspicion. 
The logical procedure is to allot to 
buyers a suitable expense account, 
so that they can do their share of 
the entertaining that helps to ce- 
ment mutually cordial 
friendships. 

As for the customary annual 
tokens of good will distributed by 
many firms to their customers and 
prospects, the ban is sometimes car- 
ried to the point of absurdity; the 
real problems arise when suppliers 
become over-generous, where sub- 
stantial costs are involved, where 
motives are suspect, and obligations 
are tacitly implied. The rules of 
acceptance are something for each 
company to consider individually. 
If buyers are sufficiently remuner- 
ated for their important work, there 
is no reason why they will not do 


business 


everything in their power to adhere 
to the letter and the spirit of this 
principle, to every angle of fair and 
square dealing. Bribery is an evil 
word, and nothing should be per- 
mitted that will bring it into the 
buying picture. 


6. To accord a prompt and 
courteous reception, so far as 
conditions will permit, to all who 
call on a legitimate business mis- 
sion. 


The purchasing agent who re- 
alizes that his own company has 
salesmen on the road, and who is a 
gentleman, does not require Emily 
Post lessons in etiquette or deport- 
ment. He will have problems, due 
to the press of business and reasons 
beyond his control, but tact, cour- 
tesy, and cooperation in handling 
these situations are a source of 
good will rather than of resentment. 


7. To respect his obligations 
and to require that obligations to 
him and to his concern be re- 
spected, consistent with good 
business practice. 

Every line on a purchase order 
may be the source of unlooked-for 
developments. There are many 
business activities that come within 
the scope of the law, which never- 
theless involve ethical values. For 
instance, when awarding business 
on the basis of bids, buyers should 
demand firm bids and adherence to 
time limits. Last minute revisions 
pose questions and insinuations, and 
if revisions are permitted, all bid- 
ders should be accorded equal op- 
portunity to consider them. 

Sometimes errors are made in 
submitting bids, due to the human 
element. In the case of palpable 
errors, it is good business as well as 
sound ethics to ask for a recalcula- 
tion. If a mathematical error has 
been made, it obviously does not 
represent the seller’s real intention, 
and the buyer should not take ad- 
vantage of it to the bidder’s detri- 
ment. 

Of course it is unethical to give 
out competitive price information. 
The question is also raised of a 
supplier's proprietary interest in 
special developments originated by 
his company to meet a buyer’s re- 
quirements. He is obviously en- 
titled to special consideration, but 
this could easily result in a monop- 
olistic position. A logical solution 
is a fair initial contract in which the 
supplier can recoup his develop- 
ment expense plus a fair profit, and 
covering a reasonable period of 
(Please turn to page 282) 
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Validity of Warehouse Receipts 


By Leo T. Parker 
- 


FEW days ago a _ purchasing 

agent wrote, as follows: ““Recent- 
ly we paid $3,250 for warehouse re- 
ceipts supposed to represent valu- 
able merchandise. On the face of 
these receipts the quality and quan- 
tity of the merchandise was de- 
scribed. When we presented the re- 
ceipts to the warehouseman, we were 
delivered: practically worthless mer- 
chandise. Our question is: Can we 
sue and recover our financial loss 
from the warehouseman? We main- 
tain that the warehouseman was 
bound to deliver to us the exact 
goods specified on the warehouse 
receipts. [he warehouseman argues 
that he is not liable although the 
packages contained merchandise en 
tirely different from that specified 
on the warehouse receipts. Who is 
right, and can we win the suit we 
filed against the warehouseman ?” 

Unfortunately the purchaser can- 
not win this suit unless he proves 
that the warehouseman knew the 
packages did not contain the mer 
chandise specified on the warehouse 
receipts, or the warehouseman gave 
a written guarantee that the pack- 
ages actually contained the mer 
chandise stipulated in the warehouse 
receipts. It is important to know 
that this relative law is not confined 
to ‘warehouse receipts, but is appli 
cable to all similar documents such 
as bills of lading 


l 
11 
il 


Carrier Not Liable 


For example, in Wills, 148 S. E 
36, the testimony showed facts, as 
follows: A partnership consisting of 
three partners represented to a 
prospective purchaser that the part 
nership owned three cars of valu 
able metal worth approximately 
$126,000. The partnership displayed 
bills of lading having on their faces 


1 


e name of the valuable metal 
which was in course of being trans- 
ported by a railway company and 
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Warehouseman is not responsible if goods are not 
as represented in documents. 


Owner and purchaser, as well as warehouseman, 
are required to exercise reasonable care. 


Insurance protection covers only specific goods of 
specific value at specific location. 


consigned to the partnership. The 
purchaser purchased the bills of 
lading for $123,000, and took title 
to the metal. When the shipment ar 
rived, the purchaser presented the 
bills of lading to the carrier and 
received three car loads of scrap iron 
worth only a fraction of $123,000, 
the purchase price. The higher court 
refused to hold the railway company 
liable, saying that a common carrier 
does not guarantee that transported 
merchandise is the same as specified 
in the bills of lading. 








Hence, either a bill of lading or 
warehouse receipt may — specify 
“twenty barrels of whiskey” with 
further stipulations regarding its 
age, brand, etc., but if the barrels 
contain only ten gallons each, in 
stead of the usual fifty gallons, or if 
the barrels contain water instead of 
whiskey, the warehouseman cannot 
be held responsible in absence of 
definite proof of his negligence. This 
is so because the law expects ware- 
housemen to exercise only “ordi 
nary’ care to protect stored goods 


against duplication, verification, loss, 


theft and destruction. A particular 
warehouseman is “within the law”, 
and exercises “ordinary” care, if he 
uses the same degree of care that 
would have been used by other rea- 
sonable and prudent warehousemen 
under the identical circumstances. 


Chen, again, assume that a ware- 
houseman accepts for storage cer- 
tain merchandise in a_ container 
marked “Old Gold’. The warehouse 
man is not obligated to open the 
container to be certain that it con- 
tains “Gold” before issuing a ware 
house receipt for “gold”. The same 
relative law is effective where a 
warehouse accepts for storage goods 
marked “Old Iron”, If this con- 
tainer contains gold, which is sub- 
sequently stolen from the ware- 
house, through negligence of the 
warehouse, he is liable on/y for the 
value of iron of the same weight. 

On the other hand, assume that 
a warehouseman takes for storage 
merchandise not in a container, and 
which he can see and examine. He 
must not under these circumstances 
issue warehouse receipts which in- 
correctly describe this stored mer 
chandise. If he does so, he will be 
held liable to an innocent holder of 
warehouse receipts which inaccu- 
rately describe the stored merchan 
dise. 

Then, again, assume that a ware 
houseman accepts for storage goods 
on which a seller has a mortgage or 
other lien. If the seller failed to 
properly and legally record his 
mortgage or lien, the warehouseman 
can hold the goods as security for 
his charges. On the other hand, if 
the mortgage or lien is legally re- 
corded, the warehouseman has no 





enforceable warehouseman’s lien to 
secure his charges. Then again, if 
the seller has not recorded his mort- 
gage or lien and later discovers that 
he warehouseman has the goods in 
storage, the warehouseman must ob- 
tain consent from the seller to keep 
the goods in storage thereafter, oth- 
erwise the warehouseman forfeits 
his lien. That is the law. 

In all legal controversies involv- 
ing stored goods, or warehouse re- 
ceipts, the courts rely solely on 
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warehousemen’s statutes effective 
generally in all states. If no ware- 
house statute is applicable, an or- 
dinary state law may be pleaded. 
An outstanding higher court deci- 
sion is Crosby v. Farose Trading 
Corporation, 27 So. (2d) 367. The 
facts of this case are that a Missis- 
sippi state provides that any 
person giving credit to a purchaser 
for intoxicating liquors shall lose the 


law 








debt. Wiuthout knowledge of exis 
tence of this state law, a man named 
Martin sold to a person named Rose 
in Mississippi warehouse receipts 
covering one hundred barrels of 
whiskev in storage in the State of 

| Kentucky. Rose failed to pay the 
agreed price for the warehouse re 
ceipts and Martin filed suit. 

Notwithstanding the fact that 
Rose had sold the wareho@se re 

eipts for near $5,000, the higher 
ourt held that Martin could nof 
collect any money from Rose. This 

T said 

‘The sale of standard negotiable 

rehouse receipts covering whiskey 
sa sale of the whiskey . We can 
llow only the statute. Purely ethi 

considerations we are not com 
petent to discuss nor decide.” 

This court realized that it was 
inethical for Rose to accept the 
varehouse receipts, sell them for 
$5,000, and then refuse to pay Mar 
n the reed contract price Nev 
ertheless, the court was bound to 
rendet s decision based on the 
hove e1 ed state law 

Not Legal Warehouseman 

\lodern higher courts consistent 

old that only legal warehouse- 
nen mav issue valid warehouse re 
eipts. Therefore, warehouse receipts 
are void which are issued by a 
“warehouseman” not lawfully en 
gaged in the business of storing 
goods 

For example, in Continental v. 





Jess Company, 150 S. W. (2d) 922, 
that a manufacturer 
built a partition and cut off a room 
from the other part of its main 
building. This manufacturer stored 


> 9 } . , 
it was snown 
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merchandise in this room and issued 
warehouse receipts for the merchan- 
dise. In subsequent litigation, the 
higher court held the holders of the 
warehouse receipts could not en- 
force delivery of merchandise speci- 
fied on the receipts. This court said: 

“It, therefore, would appear that 
the alleged embarkation in the ware- 
house business for the purpose of 
storing defendant’s (corporation’s) 
product was one of mushroom crea- 
tion, as well as of like legal stand- 
ing. To uphold such a scheme 
would permit every merchant in the 
state . . . to have possession of large 
stocks, thereby inducing credit, and 
to cover them with 
thereby deceiving creditors.” 


secret liens, 


SOME IMPORTANT QUESTIONS ON WAREHOUSING 


Is a warehouseman or carrier responsible if contents of package 
are not as indicated on documents? 


Is insurance coverage of stored goods valid if location is 


changed? 


What are the rules of endorsement on a warehouse receipt 
necessary to give a purchaser legal title? 


What constitutes “ordinary care” that a warehouseman must 
exercise over goods accepted for storage? 


How is the value of goods determined as a measure of the 
warehouseman’s liability for loss? 


To what extent does a storage company have option as to 
where goods shail be stored? 


Can the warehouseman’s liability be limited by a clause in the 


agreement? 


company should be immediately 
notified. Failure of the owner of the 
warehouse receipts to obtain a 
“rider” from the insurance company 
approving the changed location of 
insured stored merchandise auto- 
matically invalidates the policy. This 
is so because the instant the “risk” 
originally assumed by the insurance 
company is increased or varied, 
without its consent, the policy im- 
mediately becomes void. Thus, al- 
though a purchaser takes the pre- 
caution to protect himself by issu- 
ance of insurance policies on stored 
goods, yet circumstances may read- 
ily arise which puts the purchaser 
into the same legal status as where 
no precaution or protection is taken. 








\ review of late and leading 


higher court decisions discloses that 


g 
many purchasers have failed to take 
practical precautions to protect 


themselves against financial losses 
when goods represented by ware 
house receipts are destroved or 
stolen while in storage. 


Modern higher courts consistent- 
lv hold that a warehouseman who 
exercises ordinary care to employ 
honest and efficient employees is not 
liable for theft of 


eoods. 


or loss stored 

Therefore, under all circumstances 
purchasers who purchase warehous« 
receipts should insure the merchan- 
dise against theft, fire, flood, etc., 
loss. The insurance policy should 
clearly stipulate the exact location of 
the warehouse in which the mer- 
chandise stored. If location of 
the goods is changed, the insurance 


iS 


All purchasers who invest money 
in warehouse receipts should pre- 
pare to avoid Briefly we 
shall review a few new higher court 
litigations which illustrate common- 
place financial losses. 

A purchaser cannot obtain good 
title to warehouse receipts of a de- 
ceased person without confirmation 
or approval of a court. Also, the 
highest responsible bidder at an ex- 
ecutors’ sale of warehouse receipts 
of a decedent’s estate has the right 
to appeal from a court order reject- 
ing his bid. 


losses. 


Prepare for Losses 
In Bowdry v. Stitzel-Weller Dis- 
tillery, 192 Pac. (2d) 279, an ex- 
ecutor accepted an offer of $7,605 
for warehouse receipts of. a de- 
ceased. Soon afterward one Bowdry 
submitted a formal bid of $8,500.00 
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for the receipts. The executor re- 
fused consider such bid, stating 
he had perfected a sale. 

\fter the case was appealed 
through several courts, the higher 
court finally held that Bowdry’'s 
hig] esl hid must be accepted, 

Seller Has Lien 

Generally speaking, a seller of 
merchandise has a legal lien to se 
cure payment for the merchandise 


represented by warehouse receipts. 
United States v. 
Spirituous Liquors, 60 F. Supp. 389, 


For instance, in 


1 Federal court held that the sale 
ot liquor under an agreement that 
it should be delivered to a ware- 











house warehouse re- 


and 
ceipts obtained therefor created a 


company 
“lien” on the liquor in favor of the 
seller to the amount of unpaid pur- 
his court held that 
although the negotiable warehouse 
receipts were issued in the name of 
the buyer, the seller's lien was valid 
where the buyer did not endorse the 
receipts 


chase price. 


Fraud vs. Receipt 


It is well established law that a 
purchaser of warehouse receipts 
takes no better title than that pos- 
sessed by the seller. Another im- 
portant point of the law is that an 
endorsement by one, in whose name 
negotiable warehouse receipts are 
issued, confers upon any subsequent 
holder legal ownership to the stored 
However, if the original de 
positor did not endorse the ware 
house receipts, then later endorse 
ment by a person not the original 
depositor does not confer upon a 
holder legal title to the 
goods. Hence, a negotiable 
warehouse receipt must be endorsed 
first by the person who stored the 


Is 
POOd 


Oo 
foods 


bon nae 


stored 


or no rights are conferred 
upon a subsequent holder or pur- 
chaser of the recéipt. 

The forging of an endorsement on 
a warehouse receipt by a person 
who may have found or stolen the 
receipt confers no right upon a 
bona fide holder or purchaser of 
such receipt. 
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Hence if goods, represented by 
warehouse receipt, are lost or stolen 
and the finder or thief sells the 
goods or receipts to a bona fide pur- 
chaser the purchaser acquires no 
legal ownership. In Citizens’ Bank 
v. Arkansas Warehouse Company, 
96 S. W. 997, a similar point of 
law was litigated. Here a man found 
several valuable warehouse receipts. 
The man well 
warehouseman, and 


known to the 
when he pre 
sented the receipts the warehouse- 
man delivered the goods to him, al 
though the receipts were not en 
dorsed. 

When the owner of the receipts 
discovered that he had lost them and 
that the goods were gone from the 
warehouse he sued the warehouse- 
man to recover the value of the 
In holding the warehouse 
man hable, the court said: 

“A thief who finds a receipt can 
give no more title to a purchaser 
from him than he could to property 
which he had found or stolen = 


Was 


goods 
goods. 


Negligence Makes Warehouseman 
Liable 


Although a purchaser has neg- 
lected to obtain insurance against 
loss of stored gor ds represented by 
purchased warehouse receipts, yet 
the purchaser may hold the ware- 
houseman fully liable under the fol- 
lowing circumstances. 

A warehouseman cannot avoid 
liability for theft for merchandise, 
or other valuable article in storage, 
if the theft occurred when no watch 
man was on duty and the owner of 
the goods was led to believe that 
a watchman would be on duty at 
all times. 

See Starita v. Campbell, 52 Atl. 
(2d) 303. This higher court held 
that a bailee who dismisses attend 
ants and watchmen at regular hours 
must notify all owners of stored ar 
ticles of this fact, and failure to do 


so will result in the bailee being 
liable if articles are damaged or 
stolen after the attendants leave. 


i 


for damage to stored goods 


\ warehouseman cannot avoid 
bility 
caused by flood water if he did not 
exercise “ordinary” care to protect 
the stored goods against flood dam- 
age. 

For example, in Cannon Ware 
house Company v. Metry, 208 S. W. 
(2d)520, it was shown that a man 
named Metry stored meat market 
equipment with a warehouseman. 
Later Metry sold the stored equip- 
ment to a purchaser who did not 
examine the stored merchandise. 
The agreed price was $1,725. Short- 
ly afterward the purchaser went to 





the warehouse for the equipment, at 
which time he first learned that the 
articles had been damaged. The pur- 
chaser sued the warehouse company 
for damages. 

The warehouseman attempted to 
avoid liability by proving that he 





had used “ordinary” care to protect 
the equipment against flood dam- 
The warehouseman testified 
that he did not anticipate that the 
the flood waters would reach the 
warehouse, because when the flood 
waters started to rise he relied on 
the radio, newspapers, and_ state- 
ments of the meteorologist that the 
water would rise for 24 hours and 
then cease. 

Nevertheless the higher court held 
the warehouseman liable to the pur- 
chaser. 

Alsog see. English Company v. 
Reed, 207 S. W. (2d) 959. Here it 
was shown that one Reed purchased 
warehouse receipts signed by the 
warehouse company’s employee. 
Later the goods were missing and 
Reed sued the warehouse company 
to recover the value of the missing 
merchandise. The higher court held 
in favor of Reed, saying: 

“Unless appellant (warehouse 
company) can account for its fail- 
ure to deliver in a satisfactory man- 
ner, then it is liable for conversion 
of such either Reed or 
Sealy.” 


age. 


goods to 


Determination of Value 


\ warehouseman can’t refuse to 
pay today's value of merchandise 
destroyed through negligence of his 
employees. 

In Saporiti v. Austin A. Chambers 
Company, 58 Atl. (2d) 487, it was 
shown that merchandise stored in 
a warehouse was destroved by fire 
in 1945. The owner sued the ware- 
houseman and proved the original 
cost of the merchandise and its value 
during the years 1943 and 1944. An 
expert witness on the value of such 
articles was permitted to testify that 
the merchandise would have cost 
about 20% more to buy at the time 
of the loss. 
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Pictures courtesy of Oneida Products Corp. 
































The greater strength and toughness of N-A-X HIGH-TENSILE steel permits 
weight savings of up to 25% in section—and still affords maximum protection 


against injuries from traffic accidents. 


Its superior fatigue-resistance and excellent weldability prolongs this safety- 


factor ... reduces maintenance costs over more miles and under all conditions. 





If you manufacture a product requiring high strength, toughness and good 


weldability, it will pay you to investigate N-A-X HIGH-TENSILE. 


cesmeeoTaeeius Steet. N-A-X Alloy Division e¢ Detroit 18, Michigan 
UNIT OF NATIONAL STEEL CORPORATION 
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The lower court decided that the 
loss resulted from negligence of the 
warehouse company’s employees and 
held the warehouse company liable 
for the value of the furniture on the 
date it was destroyed. The higher 
court approved the verdict, saying: 

“Indirect evidence of value was 
all that could be offered. In deter- 
mining that value} the original cost 
of the furniture, the way in which 
its use had affected it, and the in- 
creased cost of buying new furniture 
were all elements which might prop- 
erly be considered.” 


Must Have Proper Facilities 


In Fields v. Gordon Warehouse 
Company, 203 S. W. (2d) 934, it 
was shown that one Fields delivered 
to the Gordon Warehouse Company 
a quantity of merchandise for stor- 
age and safe-keeping. Subsequently 
Fields sued the warehouse company 
alleging that due to the negligence 
of the company’s employees the 
warehouse and the merchandise was 
destroyed by fire. This court held: 











“The warehouseman must erect a 
good building, reasonably suited and 
adapted for safe-keeping of the par- 
ticular property intended to be 
taken care of (it need not be fire- 
proof), and he must keep it watched 
in proportion to the risks he is sub- 
ject to, and the value of the goods 
with which he is likely to be in- 
trusted, . without incurring un- 
justifiable expense.” 

If a warehouseman fails to notify 
the owner that his goods will be 
stored in a warehouse different from 
the warehouse listed in advertise- 
ments or warehouse receipts, the 
warehouseman is definitely liable 
for any and all losses. 

In Ricks Transfer & Storage Com- 
pany v. Smith, 204 S. W. (2d) 12, 
the owner of goods sued the Ricks 
Transfer and Storage Company 
for $2,726. His suit was based 
on the fact that the warehouse com- 
pany did not store his goods in the 
warehouse specified in advertise- 
ment of the warehouse company. 
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The higher court held the ware- 
houseman liable to the owner of the 
goods for full value of his destroyed 
goods although the loss did not re- 
sult from negligence of the ware- 
houseman or his employees. This 
court said: 

“He (owner of goods) never 
knew, and was never informed by 
Ricks (warehouseman), that he had 
storage space elsewhere; or that he 
contemplated storing their property 
at any other place than in the ware- 
house where he advertised that he 
was doing business.” 

A warehouseman can’t avoid pay- 
ing the holder of warehouse receipts 
the full value of stored goods where 
he is guilty of “conversion”, or un- 
lawful detention of the stored goods. 

For example, in Chatterton v. 
Boone, 185 Pac. (2d) 610, the high- 
er court held a warehouseman liable 
for $2,038.75 and costs in a suit 
for conversion of stored goods. The 
goods were partially damaged as 
the result of fire in the warehouse. 
The warehouseman refused to de- 
liver the partially destroyed goods 
to the owner. In holding the ware- 
house company liable the higher 
court said: 

“An action for conversion of per- 
sonal property lies against a bailee 
(warehouseman), who, upon de- 
mand, wrongfully refuses to deliver 
possession thereof to the owner and 
exercises dominion over the prop- 
erty to the owner’s detriment ¥4 


Warehouseman Limits Liability 


Generally speaking, no person may 
make a valid contract against his 
negligence. However, according to 
a recent higher court a warehouse- 
man can limit his liability for negli- 
gent loss of stored goods if he proves 
that the depositor expressly or im- 
pliedly agreed to the limitation. 

For illustration, in Page v. Ace 
Storage Company, 196 Pac. (2d) 
816, the testimony showed that a 
company’s manager signed a ware- 
house receipt which had a notifica- 
tion that unless a greater value is 
stated in writing the company “de- 
clares that the value in case of loss, 
or damage, whether arising out of 
the storage, transportation, packing, 
unpacking, or handling of the goods, 

. . is limited to 10 cents per pound”. 
Also, the owner signed another doc- 
ument, called an “inventory,” which 
contained four entries, each reading 
“Oriental rug”, with its size and 
the word “used”. The above men- 
tioned limitation of 10 cents per 
pound or $25 for any one piece was 
printed on the inventory which was 
signed by the owner. A day or two 





later, the owner went to the ware- 
house company’s office where she 
signed and was given a copy of a 
third document labeled ““Warehouse 
Receipt and Contract,” which also 
contained a clause that the ware- 
house company’s liability was limit- 
ed to 10 cents per pound and a 
maximum value of $25 for any one 
piece or package. 





The warehouse company admit- 
ted that through negligence of its 
employees, the stored merchandise 
valued at $2,180 were stolen. The 
higher court held the warehouse 
company liable to the owner for only 
$75. The court said: 

“Their (warehouse company) li- 
ability is conceded and the sole ques- 
tion presented is whether the court 
was justifying in measuring the ex- 
tent of that liability by the contract 
of the parties or whether it must be 
held that the contract improperly 
attempted to limit the liability of the 
respondents. As we view it, the 
question was one of fact for the trial 
court. Page named no higher valu- 
ation and secured a lower rate of 
storage by expressly declaring in 
three instruments that the value did 
not exceed the amount named there- 
in. This declared value and agree- 
ment to abide thereby in case of 
loss was not only plainly printed, but 
it appears on the instruments, the 
originals of which are before us, to 
be conspicuously set forth, and in 
two of them they are the only things 
which Page signed.” 


Non-Agreement to Limitation 


Also, see Wilson v. Crown Trans- 
fer Company, 201 Cal. 701. Here 
the testimony showed that the notice 
of limitation of value in the receipt 
was in small type ; and no warehouse 
receipt was given to the depositor 
until eighteen months after the goods 
were stored. In other words, the 
depositor did not agree to the limi- 
tation. The higher court held the 
warehouse liable for full value of 
the destroyed goods. 
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“The tube people are smart, son. They 
make sure the heating units give off the 
right heat and last longer by coating 
them with a fine Norton refractory. 
Alundum 38900 grain, we call it. It’s 
so fine that ten grains end to end equal 
the thickness of a piece of paper. 





**So, you see, son, from 

television tubes to re- 
frigerators, Norton Products help make 
all kinds of products better. That’s why 
the experienced heads and willing hands 
that make up the Norton team try a little 
harder to make Norton products better.” 
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or 


News photo of crowds watching television on Boston Common. 


VY ROAD, WHAT MAKES TELEVISION SO CLEAR? 


“Lots of things, Jackie! But mostly brains. The brains of men who know how to make electrons behave in 
tubes. Electrons are tiny particles of electricity. They’re boiled out of metal wires by heating units. Much 
the same way as an electric stove boils water. But if the heating unit isn’t right, everything goes wrong.” 


**Alundum refractory grain is great stuff. 
Its melting point is 2015°C. That’s real 
hot! Made into corrugated baffle plates, 
it doubles the efficiency of enameling 
ovens. That’s why the surfaces of such 
things as refrigerators and electric stoves 
come so hard and smooth. 





‘Some people know Norton only as the 
woshits Iauiaas maker of grinding wheels 
and machines, ome But refractories 
in many sizes, shapes and materials are 
important Norton products, too. They’re 
used in kilns, furnaces and ovens when- 
ever industry wants to get the most out 
of high temperatures ... safely.” 
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Purchasing Agents and their Assistants are invited to check 
“Ask Purch” postcards on Pages 19 and 20 
for late catalogs and bulletins on New Products, Materials, 








Die Handler 





Carrying of heavy dies weighing 
thousands of pounds to and from 
the die table of a press is another 
bulky materials handling problem 
Towmotor Corp., Cleveland, O. 
thinks it has solved with its Unload- 
er fork lift truck accessory. 

The die is picked up on the forks 
of the lift truck, transported to the 
press, and easily deposited on the 
die table by extending the steel 
pusher plate of the hydraulically 
operated Unloader. The new unit 
has a capacity of 8,900 Ibs. at 25” 
load center and a lift height of 72”. 
To remove the die from the table, 
a length of chain is passed around 
the die and linked to hooks at each 
side of the pusher plate. By retract- 
ing the Unloader arms, the die is 
pulled onto the truck forks. The 
accessory is suitable for handling 
many types of dies, jigs and fix- 
tures, and for placing them in posi- 
tion on various types of machines. 

Circle 100 on Reader Service Card, Page 19. 


High Strength Hose 


Development of a new high 
strength, highly flexible hose for 
handling kerosene, fuel oil, aromatic 
fuels and other petroleum distillates 
has been announced by United 
States Rubber Company, Rockefel- 
ler Center, New York 20, N. Y. 
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Braided rayon gives the hose its 
strength, flexibility and light weight. 
Hose tube construction of buna N 
synthetic rubber makes it practical 
for handling aromatic fuels. The 
hose has two stranded, annealed 
copper wires for the dissipation of 
static electricity. Its cover is com- 
pounded from neoprene synthetic to 
withstand cold temperatures, scuf- 
fing and abrasion. Available in sizes 
of 1”, 1%” and 1%” O.D. 


Circle 101 om Reader Service Card, Page 19. 


Portable Cutter 





The “Guillotine” with shear-type 
cutting blade is described by Manco 
Mfg. Co., Bradley, Ill. as the only 
portable hydraulic hand tool ever 
developed capable of cutting both 
wire up to 134” and mild steel rod 
up to 34”. 

Despite heavy duty design, with 
special forgings and high-tensile 
steel castings, the unit weighs only 
40 Ibs. It operates by hand pump- 
ing, using the operator’s weight, in- 
stead of strength, to make the cut. 
The tool can also be adapted to per- 
form crimping, wedging, and bend- 
ing operations on large-diameter 
material. The “Guillotine” can be 
obtained with special center-cut 
blades for rod only, which will cut 
3%” reinforcing and 1” mild steel. 

Circle 102 on Reader Service Card, Page 19. 





Lathe Centers 





. 


Lathe centers with 60° tungsten 
carbide tips are now being manufac- 
tured by the South Bend Lathe 
Works, 309 E. Madison St., South 
Bend 22, Ind., for use on lathes, 
grinders and other machine tools. 


Because the tip is harder than the 
hardest tool steel point, South Bend 
says, scoring and wear is negligible. 
The centers.are durable under se- 
vere operating conditions and are 
desirable for production jobs re- 
quiring high spindle speeds, long 
continuous cuts, heavy roughing 
operations, and other work where 
ordinary center life is unsatisfac- 
tory. They are available with stand- 
ard No. 2 and No. 3 Morse taper 
shanks. 

Circle 103 on Reader Service Card, Page 19. 


Compressor Tank Drain 


Eleven-month tests have shown 
that compressors equipped with the 
Dri-R-Air tank drain seldom have 
as much as one tablespoon of water 
in the tank, claims the Quincy Com- 
pressor Company, Quincy, III. 

According to the company, the 
drain eliminates manual draining on 
all types of air compressors having 
bleed or pressure-type unloaders, 
and reduces the possibility of frozen 
air lines and slugs of moisture. The 
drain can be installed using a few 
feet of 44” OD copper tubing plus 
a standard “L”. The drain is made 
of non-corrosive, rust-proof brass 
with only one moving part. 

Circle 104 on Reader Service Card, Page 19. 
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Package Feeder 





Curtis Development and Manu- 
facturing Co., 3266 North 33rd St., 
Milwaukee 10, Wis., claims its 
package feeding fnechanism for 
standard wire tying machines will 
automatically position bundles for 
the desired number of ties, and 
regulate both conveyor traffic and 
tying operations. 

Used in newspaper operations the 
machine is said to have turned out 
24 single tied bundles per minute, 
some of which were stacks 20 inches 
high, and many of which held 100 
newspapers. Operation of the feed- 
er is said to be relatively simple. 
The frame is of welded structural 
stee! and pusher components are 
fabricated from magnesium. Litera- 
ture available. 

Circle 105 om Reader Service Card, Page 19. 


Electrical Tape 





Minnesota Mining and Manufac- 
turing Company, St. Paul, Minn. 
has introduced its new “Scotch” 
brand electrical tape, No. 27, that 
will stand temperatures to 300 F. 

The tape is used alone, without 
other insulating materials. It has a 
glass cloth backing that is fireproof, 
and a thermosetting adhesive that 
sets at 250 F in 2 hours, or 300 F 
in one hour. It contains no sulphur 
which might promote corrosion. 
The tape is designed for use “where 
high heat conditions are normal” 
according to the company. The glass 
cloth is unaffected by moisture, will 
not shrink, stretch or rot, and has a 
tensile strength of 150 lbs. per inch 
of width. 

Circle 106 on Reader Service Card, Page 19. 
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Steel Beam Coating 


Beams and other steel industrial 
equipment can now be given a light- 
weight protective coating to keep 
them from collapsing in the event of 
fire. 

Eagle-Picher Company, Cincin- 
nati 1, O., has developed a fireproof- 
ing cement it says will retard for 3 
hours the intense heat that tests 
have shown will crumple steel after 
15 minutes’ exposure. General 
usage, the company says, would 
mean that twisted masses of steel 
supports, distorted from their origi- 
nal positions by heat, need no longer 
be costly aftermath of plant or fac- 
tory fires. The material can be 
easily troweled on, it is said, and 
will not spall or crumble. 
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Double Solenoid Valves 





Double solenoid valves. for air 
pressures of 0 to 125 psi are now 
being offered by Valvair Corpora- 
tion, 454 Morgan Avenue, Akron 
11, O. 

Sizes of 4 6” and 34” are 
made, all sizes being available for 
110, 220 and 440 volts in both 50-60 
cycle and 25 cycle current. The 
valve has a one-piece bronze base 
for each solenoid, heavy and pow- 
erful solenoids for positive seating 
and cool operation, heavy sheet met- 
al cover for protection, “OU” type 
packer and shock-resisting clevis 
and clevis pin. The models come in 
all sizes: 2-way, 3-way piped ex- 
haust, and 4-way piped exhaust. 

Circle 108 on Reader Service Card, Page 19. 
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Full-Voltage Starter 


Allis-Chalmers, Milwaukee, Wis., 
has a new wall-mounted, full volt- 
age starter, Type 371, adaptable for 
use in chemical, liquid fuel, milling, 
coal handling, and similar indus- 
tries. 

The starter has its entire mechan- 
ism immersed in oil and sealed from 
the atmosphere. It is weather-proof 
and can be used for outdoor installa- 
tions. The starter enclosure is en- 
tirely corrosion resistant. It con- 
trols squirrel cage motors and the 
primary of wound rotor motors of 
350 hp or less at 2300 volts. It is 
actuated by a pilot device, such 
as push buttons, float, pressure 
switches, or similar devices. 

Circle 109 on Reader Service Card, Page 19. 





Machinist's Vise 





Parma Manufacturing Company, 
Parma, Mich. offers its Low-Boy 
machinists’ vise in two models, built 
without T slots and bolt holes. This 
feature is said to keep the inside of 
the vise free from chips and dirt 
and to save swiveling and clamping 
time. 

Extra clearance between table 
and cutting tool adds strength and 
eliminates breakage, it is claimed. A 
new lock-plate for the swivel per- 
mits a locking area of 360°, clamps 
the vise more rigidly, with less pres- 
sure, and eliminates time previously 
required to work T bolts around in 
chip-filled slots. The vise has hard- 
ened and ground steel jaws, a drop 
forged crank and a large Acme 
screw with bronze nut. 

Circle 110 on Reader Service Card, Page 19. 


Snow Plow Pump 





A conversion kit for adapting 
snow plows and mowers to a power 
hydraulic lifting system is being 
offered by Donnell Hydraulic Co., 
Garden Prairie, Ill. The unit is 
easily installed and can _ replace 
either hand or other mechanical 
lifts, according to Donnell. No 
change in rams or lifting arms is 
required. 

Called Hydro-Pac, the equipment 
is driven by an electric starter motor 
which takes its power from the 
truck or tractor battery. No belt or 
power take-offs are required. The 
lift is controlled by a dash-board 
button. Control is instantaneous, 
and the unit will raise most snow 
plow blades in 8 seconds, it is 
claimed. 

Circle 111 on Reader Service Card, Page 19. 
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High tensile steel makes 
Jaeger Truck Mixer body 
lighter, tougher, stronger, 
shock and corrosion resistant 









Acain and again equipment build- 
ers like Jaeger are finding Yoloy right when 
they need to reduce deadweight without loss of 
structural strength. For with Yoloy, Youngs- 
town's high strength, low alloy, nickel-copper 
steel, specifications can be met with lighter 
structural members and thinner, weight-saving 
sheets. Thus, much dead weight is eliminated, 
payload can be increased, equipment life is ex- 
tended and maintenance cost lowered. 

Yoloy is also corrosion and shock resistant. 
It stands the tests of time and extreme tempera- 
tures. It is easy to weld. Let our sales repre- 
sentative figure with you on using Yoloy in 
your products. 


“YOLOY STEEL 


THE YOUNGSTOWN SHEET AND TUBE COMPANY “°° 






Manufacturers of Carbon, Alloy and Yoloy Steel 


SHEETS - PLATES - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RAILROAD TRACK SPIKES - 
BARS - RODS - COLD FINISHED CARBON AND ALLOY BARS 
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Export Office-500 Fifth Avenue, New York 





what every good secretary 


about her boss 


knows... 





As a good secretary you know it isn’t 
the regular assignments that make a 
hit with the boss, but rather the little 
thoughtful things. 

Now .. . there isn’t anything that is 
of more importance to management 
than profits . . . and profits 7 end 
much upon reduced costs. And that’s 
where you come in—and where we 
come in. 

General Boxes reduce costs; further- 
more, they provide protection. Hun- 
dreds of firms know this, but perhaps 
your firm doesn’t. 

Why not drop your boss a memo? 

He'll be glad you did... and it will 

— be added proof that you ARE a 
good secretary. 















GENCTAL 20x company 

eee engineered 
RESET shipping containers 
GENERAL OFFICES: 48 West Illinois Street, Chicago 10. 
DISTRICT OFFICES AND PLANTS: Brooklyn, Cincinnati, 
Detroit, East St. Louis, Kansas City, Louisville, Milwaukee, 


New Orleans, Sheboygan, Winchendon, Natchez. 
Continental Box Company, Inc.: Houston, Dallas. 


Send for your free copy of 
“THE GENERAL BOX” 





General Cleated General 





Genera! Generel General c a 
Wirebound Nailed Box Corrugated Corrugated i-Bound Box P ‘le! ’ 
Crote Box Container ‘oles 
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Blow Torch 





P. Wall Manufacturing Com- 
pany, 422 Erie St., Grove City, Pa., 
has placed on the market its No. 330 
S Superior blow torch, said to have 
a number of features making for 
more efficient performance. 

The shut-off valve is equipped 
with a replaceable needle pin which 
will not break off and clog the torch. 
A small spring on the pump plunger 
washer keeps the washer spread for 
positive pumping action. The pump 
is blowproof. The fuel line from the 
tank to the burner is equipped with 
a mesh strainer control to prevent 
flash back. All tank inlets are me- 
chanically locked into position. 

Circle 112 on Reader Service Card, Page 19. 


Safety Goggle 
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Chicago Eye Shield Company’s 
new safety goggle, the Coverlite, 
weighs only 97/100 of an ounce, 
with the weight being distributed 
evenly over the nose, brow and 
cheeks. The company is at 2300 
Warren Blvd., Chicago 12, III. 

The injection moulded, non-flam- 
mable plastic frame gives full pro- 
tection from impact, dust, flying 
sparks and chips, according to 
Cesco. Ample air space and ven- 
tilation ‘prevents fogging while the 
large frontal area provides a wide 
range of vision in all directions. 
Elastic headband is easy to adjust. 
The goggle, which is said to be 

(Please turn to page 156) 
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LIGHTING NEWS Bi 


New lamps—new uses—money-saving ideas LAM PS 











SIX BASIC WAYS TO Analyzing hundreds of factories, G-E engineers 
LIGHT YOUR FACTORY found that most lighting needs can be met by 
one of six basic systems — with adaptations Sal Ms 


for each plant. Systems are described in a new free booklet, "Six , 

Recommended Lighting Systems for Industry." Write General Electric, 

Div. 166-—P12, Nela Park, Cleveland 12, Ohio. 

FASTER WAY TO General Electric lighting experts have developed a better method of 

INSPECT FINISHES inspecting automobile bodies for a large manufacturer. As cars pass 
between vertical banks of fluorescent lamps, inspectors watch lamp 


reflections on car bodies. Rippled reflection indicates a slight dent or paint imper- 
fection. The manufacturer reports new method saves time, is much more accurate. 




















"HOUSEWIFE—PROOF" A new 10—watt pilot lamp for ranges, radios, 
LAMP MAKES BOW freezers, etc., recently announced by General 

Electric is designed to withstand all the jolts 
and jars that a housewife can give a home appliance. The new lamp 
should last at least five years under normal usage. 














BETTER OUTDOOR It’s the first reflector—type spotlamp that can be used outdoors and 
SPOTLAMP READY the first lamp with heat-resistant glass to sport a light-frost finish 
(which makes a sharper beam). Lamp is rated 300 watts, about 12,500 
candlepower. Suggested uses: service stations, plant yard lighting. 








NEW INFRARED LAMP A new heat lamp that resists breakage from 

IS "SPLASH—PROOF" Splashing liquids has just been announced by 
General Electric. Rated 375 watts, the new lamp 

is made cf heat-resistant glass, can operate in high-temperature 

ovens. For details on G—-E infrared lamps, write for free booklet, 

"Bake, Dry, Heat with G—E Industrial Infrared Lamps." 

General Electric, Nela Park, Div. 166—P12, Cleveland 12, Ohio. 














SLIMLINE FOR A line of roadway lighting fixtures using slimline 
STREETLIGHTS fluorescent lamps was recently announced by G.E.’s 
Apparatus Dept. New fixtures permit mounting slimline 
lamps from standard poles, at fence height along bridges, and in 
tunnels. Major advantages: reduced glare, longer lamp life. 

















For complete information on lamps and lighting, 
phone your local General Electric supplier. 








You can put your confidence in— 


GENERAL @@ ELECTRIC 
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WE BETTER BE | | YEAH, THE BOSS SURE} ~ 

LOOKING FOR | | CUT WASTE WHEN 

DIFFERENT HE STARTED TO USE 
ASARCON .773 





ELIMINATE costly waste-length SCRAP by 


using cut-to-length” Asarcon 773 Bearing Bronze 


Stocked by distributors in lengths up to 1047/,” 
..- order only exact lengths required 


When you order Asarcon 773 Bearing Bronze (SAE660) you can 
choose from more than 200 standard sizes (27 solid and 174 tube) 
and specify lengths needed to effect maximum economies. No standard 
or minimum lengths . . . keep chucking losses at a new low. Investigate 
the possibilities — consult your distributor . . . write to us for full 
cost-cutting details on Asarcon 773. 

coe ee 








Check these ADVANTAGES offered through the use of ASARCON 773 


1. Uniform Quality...no scrap 4, Free Machining . . . longer 









losses. tool life. 
2. Controlled Analysis. 5.Screw Machine Tolerances 
3. Exact Lengths . . . no waste and Lengths. 

material. 6. Minimum Finish Allowances. 


Asarcon 773 is produced solely by the American Smelting and Refining Company under 
the patented “Asarco" process and marketed by Ampco Metal, Inc., Milwaukee, Wisconsin 
except in Arizona, California, Colorado, Idaho, Montana, Nevada, New Mexico, Oregon, 
Utah, Washington, and Wyoming in which states the distributor is Kingwell Bros., Ltd., 
Son Francisco, California. 





AMPCO METAL, INC. 
Department P-12 
Milwaukee 4, Wisconsin 











(Continued trom page 154) 


suitable for buffing, polishing, light 
assembly and spot welding, is avail- 
able in clear, light green or dark 
transparent frames. Can be worn 
over most types of personal glasses. 
Circle 113 on Reader Service Card, Page 19. 


Spray Gun 





Power for the portable spray gun 
shown above is supplied by an easy- 
to-load CO, cartridge which fits into 
the handle. No hose, compressor, 
motor, or other attachment is need- 
ed. The gun is made by Sullivan- 
Becker Co., Kenosha, Wis. 

The cast aluminum body of the 
gun has rust-resisting brass and 
stainless steel inserts. The steel 
container is filled from the bottom, 
and holds 21 oz. of liquid. The unit 
can be taken anywhere for spraying 
paint, varnish, lacquer, or stain. It 
is furnished with three cartridges. 

Circle 114 on Reader Service Card, Page 19. 


Instrument Valves 


New forged steel instrument 
valves being built by Edward 
Valves, Inc., East Chicago, Ind. are 
said to fill a need for exceptionally 
strong valves small enough to install 
in a limited space. They are useful 
to manufacturers of meters, gages, 
pumps, regulators and other small 
control equipment. 

Constructed of carbon steel, 13% 
chromium stainless, or 18-8 stain- 
less, they are available in globe or 
angle design in %4”, 34”, and 4” 
sizes with screwed or socket weld- 
ing ends. They have outside screw 
and yoke construction and the yoke 
is screwed onto the body and tack 
welded. Carbon steel valves are 
rated at 1500 lb. at 850 F and the 
13% chromium and 18-8 stainless 
designs are rated at 1500 lb. at 1000 
F. WOG rating for all valves is 
6000 Ib. at 100 F. 

Circle 115 on Reader Service Card, Page 19. 
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PIPE TAPS 






Pipe Fittings 


—_—_—- 





LVUDLOPLIEELELLL 
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PERFORMANCE BASIS." Stor” Stok relat ta 


Straight or Taper Pipe Taps for American i 
Standard Pipe and American Standard Dry- e 
seal Threads. Taper Pipe Taps are regularly 

furnished in both Full and Interrupted Thread. 








Division Niles-Bement-Pond Company 
WEST WARTEORD 1, COWNECTICUT 
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“Screws that fit 
your needs... 
Ti) 4-18 nod: ) aie 


QUALITY... SIZES... 
SPECIFICATIONS ... SERVICE . . 


B-RIGHT-ON 


SOCKET SCREWS 





Check ‘em from every angle . . . you'll 
find B-Right-On Socket Screw Products 
fit your needs better. Carefully selected 
steel... . modern production methods. . . 
critical inspection keep Brighton Screws 
uniformly top quality. Brighton service 
. . “customer-conscious” in every detail 
. makes Brighton first choice source 

of supply with careful buyers. 


Complete line of Socket Screw Products 
WANT TO SEE FREE SAMPLES? 

NO OBLIGATION! JUST WRITE. 
Specify types and sizes. 
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Hydraulic Lift 





The Lange Company, 102 W. 
Fowler St., Milwaukee 3, Wis., is 
introclucing its ““Mobil-Draulic” lift, 
a combination hydraulic elevator 
and hand operated 4-wheel truck 
for use with metal working ma- 
chines. 

Even lifting force prevents dan- 
ger of load shifting or moving on 
the cross arms. The lift may be 
stopped at any position within its 
32” of travel. Integral units are 


.made of heavy steel tubular stock, 


angles and plates. Swivel casters or 
any type wheels can be mounted on 
the lateral cross members of the 
lift. A convenient draw bar type 
handle may be attached to either end 
of the lift. The lift can be con- 
verted to a stationary type for mov- 
ing loads from one floor level to an- 
other. 
Circle 116 on Reader Service Card, Page 19. 


Steam Trap 





= 
FIGURE 1. FIGURE 2. FIGURE 3. 

Shows orifice First fulcrum Second fulcrum 

closed point cracks point moves velve 
orifice from orifice 


A new development in steam trap 
construction that will increase the 
drainage capacity of a trap so that 
it may handle twice the condensate 
formerly possible has been intro- 
duced by the Clark Manufacturing 
Co., 1830 E. 38th St., Cleveland 14, 
O. Increased capacity is accom- 
plished through an ingenious double 
fulcrum point and venting mech- 
anism, the operation of which is il- 
lustrated above. Clark calls its de- 
velopment Duo-Step leverage, and 
says that it now permits steam trap 
users to buy smaller, less expensive 
traps to accomplish the drainage 
jobs formerly requiring larger traps. 

Circle 117 on Reader Service Card, Page 19. 
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See Page 19. 


INDUSTRY 
NEEDS THIS 


SHIPPING 
SERVICE 


Over a century of shipping experi- 
ence and constant improvement are 
back of nation-wide RAILWAY EX- 
PRESS, the world’s largest coordi- 
nated rail-air transportation service. 
It’s your complete, all-purpose 
facility for every size and type of 
shipment. 

When you use RAILWAY EXPRESS, 
you deal with one responsible car- 
rier. One single charge covers 
everything you need for satisfactory 
shipping. Specify RAILWAY EXPRESS 
for all your shipping requirements. 


Service 
for a 


SINGLE CHARGE means 


Pick-up and delivery in all cities and prin- 
cipal towns... Fast, uninterrupted rail or 
air service ... Automatic valuation coverage 
up to $50 or 50¢ per pound . . . Two receipts 
—one to the shipper, the other from the 
consignee... and many other advantages 
it will pay you to investigate. 
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NATION-WIDE RAIL-AIR SERVICE 
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A GOOD BUY 
IN BURLAP 


depends on quality 











of the material and 


service of the supplier 


You can always depend on the quality 
of Bemis Burlap . . . whether it’s Angus 
which only Bemis imports or one of the 
standard grades. Producers and users 
alike accept Bemis’ grading of Indian 
burlap as the standard for the industry. 


Bemis has the capacity for any size order. 
The facilities of 16 plants and 15 addi- 
tional sales offices assure a dependable 
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source of supply and prompt service. 


Whether you need a bale or a carload 


~~ 


(or more) ...check with Bemis for 


rr 
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good buys in burlap. 
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BEMIS TITE-FIT 
BURLAP TUBING 


saves time and money in 
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packaging odd-shaped 
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and bulky products. Baltimore * Boise * Boston * Brooklyn * Buffalo * Charlotte * Chicago * Cleveland * Denver 
ae ee ae oe Detroit * Houston « Indianapolis * Jacksonville, Fla. * Kansas City * Los Angeles « Louisville 
Memphis + Minneapolis * New Orleans * New York City * Norfolk * Oklahoma City * Omaha 
Phoenix « Pittsburgh « St. Louis « Salina * Salt Lake City * San Francisco « Seattle « Wichita 
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This drop-forged ring is 
| permanently attached to 
each ACCO Registered 
Sling Chain. All essential 
identifying information 
shown on both sides of 
Ring, as illustrated, pro- 
tected by outer flange. 






‘Wanita: a 


BY AMERICAN CHAIN 
“The Nation’s Chainmaker” 


We believe that the best way to build safety 
into Sling Chains is to make each one indi- 
vidually —to inspect it and test it as though 
it were made to special order. 


From that belief came the idea of ACCO 
Registered Sling Chains. Each sling chain 
made by AMERICAN CHAIN is Registered. 
Each one carries a Certificate of Test and 
Warranty. Every one is identified by a per- 
manent metal ring on which is stamped all 
essential identifying information. 






Seno for this catalog 
which contains informationon 
how to select, use and care for 
sling chains. It is DH-80. 


co York, Pa., Chicago, Denver, Detroit, 


Pittsburgh, Portland, Son Francisco, 






Los Angeles, New York, Philedelphia 
Bridgeport, Conn. 





AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 








Bench Grinders 





Two new versatile 6” bench 
grinders for grinding, sanding, 
buffing or polishing jobs have been 
introduced by Signal Electric Mfg. 
Co., Menominee, Mich. 

The machines are equipped with 
2 carborundum wheels, 6” x 4”, one 
fine and one coarse. Shaft is thread- 
ed to take Jacobs 4%” chuck, or for 
attaching wire buffing wheels, sand- 
ing discs, polishing boots, etc. Two- 
piece tool rests are inclinable and 
adjustable for various grinding 
angles and to compensate for wheel 
wear. Model G-141 has a 4% hp 
motor, 115 volts, 50-60 cycle, or can 
be equipped with a ™% hp motor, 
230 volts. G-131 has a 4% hp motor, 
115 volts, 50-60 cycle or a % hp 
motor, 230 volts. 

Circle 118 om Reader Service Card, Page 19. 


Blade Assembly Machine 





A blade-attaching and soldering 
machine that is said to provide uni- 
formly perfect soldered attachments 
at high speed and lowered costs in 
one instantaneous operation is being 
offered by Electric Terminal Corp., 
31 Commercial St., Cranston, R. I. 

The machine utilizes blades in 
strip form, supplied on reels. It 
can attach and solder various sizes 
and styles at rates up to 750 pairs 
per hour with precision and with 
certainty that every blade is soldered 
exactly alike, it is said. It clinches, 
solders and cuts off blades in one 
operation. Heat is applied by stand- 
ard electric heating units that elimi- 
nate open flame or soldering irons. 
Inexpensive attaching dies for one 
type of blade may be removed and 
replaced with dies of another kind. 
Tandem blades, on reels, are pre- 
cision-made to meet practically all 
specifications, the company states. 

Circle 119 on Reader Service Card, Page 19. 
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Mesta Forgings include massive crank- 
shafts, marine parts, rotor shafts, rolls 
and pinions, pressure vessels, pump 
blocks, table rollers, and many others. 

The massive rotor shaft shown, forged 
from ingot poured in the Mesta Open 
Hearth Department, is being turned for 
a turbine driven generator installation 
at one of the world's largest dams. 


DESIGNERS AND BUILDERS OF COMPLETE STEEL PLANTS 


MESTA MACHINE COMPANY 


PITTSBURGH, 


PA. 
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STANDS FOR Sterling. 


AND 


; 
The “S” stamped on the back of every Sterling Wheelbarrow i 
symbolizes Sterling quality and satisfaction in barrow trans- ! 
portation. It is our way of letting you know that Sterlings ' 
are built from the finest materials by skilled craftsmen. ; 

i 


STERLING WHEELBARROW CO., MILWAUKEE 14, WIS. 





Welded tray, all-steel con- 
struction with reinforced tu- 
bular steel frame, channel 
steel legs and roller bearing 
wheel with pneumatic tire. 
Assures smooth wheeling and. 
perfect balance. 
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We guarantee this if you 


INGERSOLL Ve 
SHOVELS 


..Edges won't split or curl! 






The Special Tillage 
Steel, known as 
TEM-CROSS, used in 
the manufacture of 
all Ingersoll Shov- 
els, was developed 
in our own steel 
mills. By cross-roll- 
ing and special 
heat-treating, we 
give this steel an 
interlocking, mesh- 
grain structure that 
resists splitting. 
Inquiries are invited 





INGERSOLL 
Steel Division All Blade Finishes remain Black 


v finish, except Shovels and Spades 

Borg-Warner Corp. in A and B Grades only, which 

New Castle, may be furnished with face 
Indiana polished and velvet back. 


INGERSOLL SHOVELS 


“A Borg-Warner Product”’ 











Wire Cloths 


@ 





A line of square mesh, all-welded 
industrial wire cloths has been de- 
veloped by Wickwire Brothers, 
Inc., Cortland, N. Y. 

An electric welding process that 
joins lateral and transverse wires 
together at crosing points is said to 
give the fabrics great strength. The 
welded construction is also claimed 
to eliminate crimping or interlock- 
ing and to make possible the use of 
finer gage wires for the same mesh 
sizes, since all cross wires lay on the 
same side. Heavily galvanized after 
fabricating, the wires are also avail- 
able in plain steel finish. Eight dif- 
ferent kinds are made in 24”, 30” 
and 36” widths. Sample kit avail- 
able. 

Circle 120 on Reader Service Card, Page 19. 


Skip-Box Dumper 





When a customer asked for a lift 
truck which would mechanically— 
rather than by gravity—dump a 
skip box heavily loaded with loose 
parts, Towmotor Corp., Cleveland, 
O., developed a new fork lift acces- 
sory. It’s a hydraulic dumping de- 
vice that tilts the box while it is 
held in an elevated position. 

The three-sided box is fitted with 
metal rings on the back, which are 
engaged by special hooks on the lift 
truck carriage when the box is lifted 
by the forks. When the operator 
actuates a double-acting hydraulic 
cylinder which raises the hooks, the 
box tilts forward. Two sets of ver- 
tical springs help return the box to 
the horizontal position. Loads up to 
4000 Ibs. can be handled by the de- 
vice. 

Circle 121 on Reader Service Card, Page 19. 
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A gives you 
Steel 


heat code 
protection 


ON EVERY FITTING AND FLANGE 
IN THE COMPLETE LADISH LINE 

































Pioneered by Ladish ... and long recog- 
nized as its symbol of Controlled Quality 
. . » the Ladish steel heat code is visible 
evidence of added reliability resulting 
from metallurgical integrity. It protects 
you with certified laboratory reports always 
available giving specific test data as proof 










that all requirements of standard or 
special specifications are met or exceeded. 





A COMPLETE LINE PRODUCED UNDER ONE ROOF 
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TO MARK PROGRESS 
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CUDAHY, WISCONSIN 


MILWAUKEE SUBURB 
DISTRICT OFFICES: New York @ Buffalo @ Pittsburgh © Philadelphia © Cleveland 
Chicago @ St. Paul © St. Louis © Atlanta @ Houston © Los Angeles 


THE FITTINGS LINE 
INCLUDING CARBON, 


THAT IS COMPLETE IN TYPES, SIZE RANGES AND MATERIALS 
ALLOY AND STAINLESS STEELS, ALUMINUM, BRASS AND COPPER 








“Are you 
telling Me 


that | don’t know. 
how to Count?” 


— exploded the chief engineer 


NO SIR, chief — not you! Only 
meant to suggest that your swell new 
machine might do itself much prouder, 
saleswise, if it only — so to speak — 
could “learn to count.” That’s all. 

But that’s a lot! Many machines that 
have been “taught to count”... with 
a Veeder-Root Counter built-in as 
original equipment . . . have shown 
some startling sales-spurts. For this 
unique feature gives any product a 
new usefulness, a new sales appeal, a 


Veeder-Root 


new distinction from competition. 
And there are golden probabilities 
that your own product has hidden tal- 
ents in functional service which a 
built-in Veeder-Root Counter can 
build up into something big. Such 
talents may hide themselves from you 
... but not from the creative, mathe- 
matical eye of a Counting House en- 
gineer. He'll be glad to take a look, 
any time you say. 
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COUNTING DEVICES 


NEW GENERAL-PURPOSE COUNTER 


is modern, streamlined, compact... fits 
readily into most design-limits. Attrac- 
tive to look at, easy to read. Send for 
8-page Condensed Catalog and com- 
plete spec-sheet on this counter, No. 
1260. Write to 


VEEDER-ROOT INC., HARTFORD 2, CONNECTICUT 


In Canada: Veeder - Root of Canada, Ltd., 955 St. 
James Street, Montreal 3. In Great Britain: Veeder- 


Root Lrd., Kilspindie Road, Dundee, Scotland 
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A MOUNTAIN OF SIRVENE 


and its 


Chances are the Sirvene part you order will be utterly 
unlike any other. For, while Chicago Rawhide pro- 
duces literally tons of Sirvene in a year’s time, every 
batch is earmarked for a different pliable part. Each 
of these parts is designed and developed to do just 
one special job in a particular mechanism. For every 
application, Sirvene engineers compound a special 
formula from pure, oil-resistant elastomers. From it, 
they mold a custom-engineered part which will fulfill 
specific requirements in tensile strength, elongation, 
elasticity or hardness, resilience, and resistance to 


ENGINEERS: For basic informa- 
tion, write for your copy of “Engineer- 


PEarecr ing with Sirvene.” There is no charge. 
OIL SEALS 


SUS 


MECHANICAL 
LEATHER 
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dryness, moisture, temperature extremes and other de- 
teriorating elements. As a result of laboratory-controlled 
production methods, Sirvene parts function under un- 
usually severe conditions. That’s why engineers across 
the country depend on Sirvene for their critical pliable 
parts. Sirvene engineers offer you their unlimited back- 
log of experience and research. Use it in solving your 
mechanical elastomer problems. 


CHICAGO RAWHIDE MANUFACTURING CO. 


1203 Elston Avenue SiRVENE DIVISION Chicago 22, Illinois 


Sirvene products include diaphragms, boots, gaskets, oil seals, 
washers, packings, and other special molded mechanical pliables 


SIAVENE 


THE SCIENTIFIC COMPOUNDED ELASTOMER 


TAPERED FLAT 


AND AN ALLEN QO HEAD 


EXcLusive 


FEATURE CHANGES 
SHOPSMITH 
LATHE, TO SAW, 

SANDER OR DRILL 


FROM 


SCREW MAKE THE CHANGE 


SWIFT AND THE GRIP 
UNFAILING 


Magna Engineering 
Corporation of San 
Francisco . standard- 
izes on Allen O Head 
screws and is using 
more than a million a 
year for SHOPSMITHS 
and SHOPSMITH at- 
tachments. A par- 
ticularly important application is 
the use of Allen O Head Set Screws 
to fasten the various attachments 
to the spindle tip. With more than 
30,000 SHOPSMITHS sold the 


VVeseeysese 


wARNING 


ews ores! 





Hartford 2, Connecticut, U.S.A. / 


NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS ANGELES “/ 





manufacturer has yet to receive one 
single complaint of an attachment 
accidentally coming off the spindle. 


Where there’s an application for a 
precision fastening the safest, most 
economical answer is the use of an 
Allen O Head screw. This is par- 
ticularly true when the screw must 
retain its smooth threading and 
holding power after long repeated 
wrenching. Sold only thru leading 
distributors. Write the factory 
direct for technical information. 














FOR 40 YEARS THE BUY-WORD FOR SOCKET SCREWS 
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Cartridge Snubber 








Helicoid Gage Division of the 
American Chain & Cable Co., Inc., 
sridgeport 2, Conn. has announced 
a new stainless steel cartridge snub- 
ber. It is described as a simple and 
effective throttling device for pres- 
sure gages to reduce or eliminate 
pulsations of the gage pointer. No 
adjustments are needed. Specific 
porosity of the cartridge makes it 
effective for required service—air, 
gas, water, steam or oil. Available 
for all pressures up to 10,000 Ibs. 

Since the cartridge contains thou- 
sands of minute particles of stain- 
less steel, it is said, the chances for 
clogging are considerably less than 
for the conventional snubber with a 
single, very small hole. 

Circle 122 on Reader Service Card, Page 19. 


Cold-Forged Casters 


The Rapids-Standard Company, 
Inc., Grand Rapids, Mich. is now 
producing “cold-forged”’ casters, 
claiming it as one of the most out- 
standing and revolutionary develop- 
ments in caster manufacture in 20 
years. 

Cold-forging,. according to the 
company, employs pressures to 
make up for the lack of heat used in 
hot forgings, and means reduced 
cost of production through elimina- 
tion of the heating and machining 
operations. Tests are claimed to 
have shown treatment by the cold- 
forging method insures longer life 
than non-flame-hardened hot-forged 
casters or stamped steel units. 
Known as Series 40, the casters are 
manufactured in 5 wheel types— 
nicro-steel, Durastan plastic, molded 
on rubber, cushion or hard rubber. 
Wheels are in 3”, 4”, 5” or 6” 
diameters. Load capacities range 
from 175 to 650 Ibs. 

Circle 123 on Reader Service Card, Page 19. 

(Please turn to page 168) 


PURCHASING 








WHERE DEPENDABILITY IS VITAL 
.. YOU'LL FIND EXIDE BATTERIES 


FAR OUT AT SEA and ready for all that wind or 
wave can offer. Modern ocean vessels are equipped for 
every emergency. On many liners, freighters and other 
vessels, dependable Exide Batteries help to safeguard 
lives and cargoes. 


HURRY-UP CALL. No matter what the hour or weather, it’s “Doctor, 
hurry!” when sickness calls. Even a short delay can be serious. To avoid 
car-starting failure, thousands upon thousands of doctors depend on 


Exide Batteries. 


DEEP UNDERGROUND, powerful mine locomotives speed back and 
forth, bringing out black nuggets of heat and power for home and indus- 
try. Motive power for many of these husky little haulers is supplied by 


Exide Batteries. 


Exide Batteries serve you in many 
other ways, for there are Exides to 
suit every storage battery need. 
They provide motive power for time- 
and-cost-saving battery electric 
trucks. They are used in telephone 
and telegraph service, in radio and 
television broadcasts, in electric 
light and power stations. Exide Bat- 


1888... DEPENDABLE BATTERIES FOR 


DECEMBER, 1949 
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teries are used by railways not only 
for Diesel locomotive cranking, but 
also for car lighting, air-conditioning 
and signal systems. On aircraft they 
perform many vital tasks. And on 
millions of cars, trucks and buses, 
they daily prove that ‘“‘When it’s 
an Exide, you start.” 


N 49’ERS cl 

nental trails of a hundred years ago. But now they 
travel at ease in comfortable trains, hauled swiftly 
and safely by giant Diesel locomotives. These power- 
ful locomotives require high cranking power. Many 
Exide Batteries are used for this important service. 


Information regarding the applica- 
tion of storage batteries for any 
business or industrial need is avail- 
able upon request. 
THE ELECTRIC STORAGE BATTERY CO. 
Philadelphia 32 
Exide Batteries of Canada, Limited, Toronto 


> 
Exide Reg. Trade-mark U.S. Pat.Og. 


61 YEARS...1949 


See Page 19. 





~~ 
PROTECTIVE WEAR 


tackudes 
NEOPRENE* 





LIGHTERWEIGHT, SOFT, 
PLIABLE, WILL NOT STICK 


Roomy and comfortable . . . and 100% water- 
proof... Sawyer's I ighthouse Brand protective 
wear is made of NEOPRENE. Tough and 
pliable under any weather conditions, 
NEOPRENE is ahsolutely not “ws . gaso- 
line... kerosene ... vegetable oils . . mineral 
oils . . . greases. 

Sawyer’s Lighthouse Brand NEOPRENE 
garments are built for men who treat em rough 


- to give top-notch performance through 
many years of hard usage. 


Available in a complete range of sizes, in 
black or yellow. 


*Reg. T. M. of E. I. DuPont deNemours & Co. 


ANOTHER NEW FAVORITE! 


Another recent addition is Sawyer’s Hycar** 
Aprons! Already LIGHTHOUSE Brand favor- 
ites, these aprons are light and tough —resist 
most acids, have no cumbersome reinforce- 
ment. Two lightweight styles (ideal for 
women!) have waist tie tapes only; the heavier 
apron, four grommets. Tapes go under hem 
to give greater strength. 


** American Rubber Hycar is a product of 


B. F. Goodrich Chemical Company 


The H. M. SAWYER & SON COMPANY 


CAMBRIDGE, MASSACHUSETTS 
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Midget Plier 





A new general purpose midget 
plier is being offered by the Her- 
brand Division of the Bingham- 
Herbrand Corp., Fremont, O. It is 
especially designed for getting at 
hundreds of small, awkwardly 
placed nuts on motors, distributors, 


generators, magnetos, etc. It is 
only 4%” long and is ruggedly con- 


structed of drop-forged alloy steel 
with satin finish handles and _ pol- 
ished jaws. 

Circle 124 on Reader Service Card, Page 19. 


Pipe Insulation 





K-Shield is a new lightweight 
pipe and vessel insulation, especially 
suited for cold pipes, made by Rob- 
inson Industries, Coleman, Mich. 

The insulation is made of Styro- 
foam, an expanded plastic contain- 
ing thousands of minute closed-wall 
cells. It weighs approximately 1% 
to 1% lbs. per cubic foot, and is a 
highly workable rigid material 
which is its own moisture barrier. 
In addition to high moisture vapor 
resistance, it has resistance to mold 
growth, rot and decay. Robinson 
says it can be cut and fitted rapidly 
with ordinary tools. It is manufac- 
tured for all standard pipes and fit- 
tings and custom fabricated to spe- 
cifications for insulating process 
equipment such as tanks, pumps, 
accumulators and other non-stand- 
ard items. 

Circle 125 on Reader Service Card, Page 19. 
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Are YOU the one 
who doesn’t know 


FEDERAL makes 
every type of 
Indicating Gage? 


Wide, continuous experience gave 
us the know-how to design gages 
that produce better quality at 
lower cost. 


be may know that Federal 
makes more Dial Indicators 
and Dial Gages than any other 
manufacturer. But, note this too 
—the entire Federal Plant is de- 
voted exclusively to the design 
and production of every type of 
Indicating Precision Instrument 
by the latest scientific methods. 


We engineer and make Auto- 
matic Sorting Gages, Signal and 
Automatic Control Gages, Con- 
tinuous Measuring Gages in 
great variety to control dimen- 
sional accuracy as wanted. 


We have made gaging devices 
for controlling the dimensions 
of every sort of article from wire 
staples to railroad splice bars, 
from sausage skins to jet engines; 
gages that do jobs people said 
couldn't be done. 


Take advantage of the practical 
savings secured from these gages. 
The proper gage, properly ap- 
plied, costs nothing. It collects 
money on saved scrap and elimi- 
nated operations. 


For data on any of these gages 
write to Gaging Headquarters— 
Federal Products Corporation, 
1106L Eddy St., Providence 1, R. I. 





ELECTRONIC-AUTOMATIC SORTING — 
The vitimate in 100% gaging — fast, 
stable, accurate. Engineered to your 
product, 


DREDERAL 


Dial Indicators * Indicating Gages 
Special Gages ® Electronic and Auto- 
matic Sorting Gages * Air Gages 











See Page d 9. 
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This extremely heavy, heat-resistant handle 
is used on the Wagner Mfg. Company's 
Magnalite cookwear line and withstands 
oven temperatures reaching 500°, 





The teakettle handle for the Aluminum Cooking 
Utensil Co. of New Kensington is furnished com- 
pletely assembled—with right and left halves, 
red thumb pad, moulded-in inserts con- 
sisting of speed clips, aluminum 
stamped links and spring. 


The sales appeal of this VitaCraft stamped 
aluminum 2-quart pan is enhanced by 
the typical characteristics of this phenolic 
handle—by smooth pleasant feel, non-con- 
duction of heat and gleaming appearance, 


Let us give you a hand with your handles — 
good, durable custom-moulded pot and pan 





handles are a Kurz-Kasch specialty, as these 
three different specimens attest. All three do 
their share in winning the markets that these 
quality products enjoy. They're as acceptable 
cost-wise as they are performance-wise— 
they're phenolic, plunger-moulded in high- 
capacity 8 & 10-cavity presses. 

We also produce a fine line of stock 
handles and knobs. For full information on 
plastics—for any product that can be 
plunger, transfer or compression moulded— 
consult your local Kurz-Kasch office or write 


the factory. We offer complete facilities and 





a pioneer achievement record second to none. 


}  Kurz-Kasch, Inc. °1431S0uth Broadway * Dayton 1, Ohio 


BRANCH SALES OFFICES: New York, Lexington 2-6677 
Chicago, Harrison 5473 * Detroit, Woodward 2-5214 
Philadelphia, Granite 2-7484 © Dallas, Lakeside 1022 
Los Angeles, Prospect 7503 * St. Louis, Rosedale 3542 
Toronto, Canada, Adelaide 1377. 


EXPORT OFFICE: 89 Broad Street, New York City, 
Bowling Green 9-7751. FOR OVER 33 YEARS PLANNERS AND MOULDERS IN PLASTICS 
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Electrical Engineer, machine tool company, says: 
“| think designers will save time in the long run if 
they decide, at the start of a job, to use standard mo- 
tors. We'll eliminate exhaustive engineering tests we 
used to make on fractionals. With horsepower, serv- 
ice factor, breakdown torque, and starting current all 
rated on a clear-cut, uniform basis we'll know in ad- 
vance that the motor will do the job.” 


standardization 





Chief engineer, portable tool plant, says: “I sim- 
plify design when I specify series-motor parts with 
NEMA standard dimensions for our portable tools. 
By designing tool housings to take parts conform- 
ing to these standards, I simplify case construction, 
obtain interchangeable motor design, and lower 
overall costs.” 


170 Want Additional Product Information? See Page 19. 


Vice-President, washing machine company, says: 
“The use of standard washing machine motors helps 
our dealers to give dependable service. With stand- 
ard motors, the service man can take full advantage 
of the motor manufacturer’s motor-exchange and re- 
pair-service plans—take the headaches, and delays, 
out of motor repairs or replacement. He can be sure 
that the motor he puts back on the job will perform 
as it should.” 





PuRCHASING 














President, electric blower corporation, says: “The Head of oil burner firm says: “Standardization of 


big thing about the new fractional-hp motor stand- 
ardization plan, to me is that we stand a better chance 
of getting ‘off-the-shelf’ delivery of motors when they 
are a big-production item, instead of a special. Also, we 
eliminate special jigs and fixtures, and the need for 
making universal mounting bases and adapter plates.” 


GEN 


DeEcEMBER, 1949 


motors and parts is most important to our company. 
Our burners can be made in several sizes and types 
without changing the motor size or application, even 
when making improvements and new models. Stand- 
ardization means lower production and inventory costs 
for oil burner manufacturer and distributor or dealer.” 





ERAL @ ELECTRIC 
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LITT 
° PREMIUMS 
° AWARDS 


BUY DIRECT 
FROM THIS 
NEW 1950 

WHOLESALE 

CATALOG 





OVER 180 PAGES OF 
NATIONALLY KNOWN 


e DIAMONDS 
WATCHES 
JEWELRY 
SILVERWARE 
ELECTRICAL 
APPLIANCES 
TROPHIES 
PEN SETS 
LEATHER GOODS 
MANY OTHER 
GIFT LINES 


WALDRON & CO. 


INCORPORATED 
1211 CHESTNUT STREET 
PHILADELPHIA 7, PENNA. 
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Oil Cup and Gage 





Combination oil cups and oil 
gages that can be used as visible 
oil cups to replenish oil in bearings, 
transmission cases, etc., and also as 
gages for checking oil levels periodi- 
cally are made by Trico Fuse Mfg. 
Co., 2948 No. 5th St., Milwaukee 
12, Wis. 

Because of the visible feature, 
Trico says, they can be installed at 
any convenient distance from the 
machine. Crystal clear, shatter- 
proof plastic bottle keeps the oil 
supply always visible. Heavy steel 
base is cemented and roll-clinched 
to plastic reservoir to eliminate pos- 
sible leakage. 

Circle 126 on Reader Service Card, Page 19. 


Work Rest Blade Tips 





Diamonds and Tools Inc., 19345 
John R. St., Detroit 3, Mich., has 
developed Colmonoy centerless grin- 
der work rest blade tips it says will 
prolong wear life 8 times over that 
of high speed steel. 

The tips can be silver soldered to 
present blades at less cost than new 
high speed steel ones, it is stated. 
Whatever type blade is used as a 
foundation, it can be used over and 
over indefinitely by retipping when 
necessary. The company claims that 
although the wear life is slightly 
less than tungsten carbide, the low 
selling price and ease of grinding 
makes them more economical for 
most applications. They are said to 
have greater shock resistance than 
tungsten carbide inserts. 

Circle 127 om Reader Service Card, Page 19. 
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You dont 
buy towels 





from 
Pictures 





Frankly, IAMA Paper Towels 
aren't much to look at... no 
special frills or fancy finishes... 
but for 30 years they have been 
doing a top-notch job of drying 
hands and faces thoroughly and 
gently. IAMA Paper Towels are 
made by Central Paper Company 

. a mill with an outstanding 
reputation for quality in creat- 
ing and making specialized 
papers of all kinds for industry. 





IAMA 


PAPER TOWELS 


SOFT...WET STRENGTH 
LINT FREE...ABSORBENT 


CENTRAL PAPER COMPANY inc. 


2446 Lakeshore Drive * Muskegon, Michigon 


BRANCHES IN LEADING CITIES 
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AMERICAN QUALITY SPRINGS | 





put Performance imaunance into any product! 


HE ever-swelling tonnages of springs being shipped 
fp of our mills . . . the enthusiastic comments our 
salesmen and engineers are receiving from all quarters on 
the performance of these springs, are hard and fast proof 


of this fact: 


American Quality Springs are one of the best forms 
of “performance insurance” you can possibly give 
your product! 


Just 30 minutes spent in one of our spring mills would 
convince any spring user that he could place complete 


confidence in our American Quality Springs. For he’d 





see machinery and facilities that are generally regarded 
He’d witness the skilled 
work of some of the best spring and wire men in the 


as the finest in the industry. 
country. And he’d see the over-all efficiency which is 
characteristic of all of our wire product operations. 

Our engineers know springs. They’re ready to tackle 
your problem. Why not get in touch with us soon? 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL, IRON & RAILROAD COMPANY “BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN QUALITY SPRINGS 





DECEMBER, 1949 


; 
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Wet Mop — Narrow Tape — 
also supplied with wide tape 


Launderable Dry Mop 
(Triangular) 


Launderable Sweeping Mop 











(F 


«- ECONOMICAL 
MOPPING 


WET OR DRY 
FULLER’S THE BUY 


- Solid Head 


Fuller Heavy Duty mops are especially 
designed and constructed to meet in- 
dustrial and institutional needs. Only 
top quality cotton yarns are used. That 
is why Fuller mops wear longer... 


are more economical to use. 




















Loaunderable Dry Mop 
(Oblong) 





Dry Dusting Mop 





X 
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Phone your local Fuller 





Branch Office or write \ 





INDUSTRIAL DIVISION, 3554 MAIN ST. 
IN CANADA: FULLER BRUSH COMPANY, LTD., 


HARTFORD 2, CONN. 
HAMILTON, ONTARIO 





Want Additional Product Information? See Page 19. 





Induction Motors 


Westinghouse Electric Corpora- 
tion, Pittsburgh 30, Pa., has begun 
production on a new line of a-c in- 
duction motors, ranging from 20 to 
75 hp, and known as the Life-Line 
motors. 

The new line makes use of the 
manufacturing techniques found 
successful in the smaller type. mo- 
tors, and adds features essential in 
larger sizes. The stator frame is 
made of solid heavy rolled steel to 
give better protection and to permit 
the motor to be wall or ceiling- 
monnted with equal protection. The 
brackets (or end bells) are drip 
proof, with the top half solid, and 
ventilating openings on the lower 
half only. Both sleeve and _ ball 
bearing brackets are available. The 
ball bearing motors use the self- 
sealed prelubricated bearings which 
provide effective lubrication with- 
out re-greasing. The motors are 
being produced in the squirrel cage 
and wound rotor types, in all stand- 
ard ratings at 60, 50, and 25 cycles. 

Circle 128 on Reader Service Card, Page 19. 


Revolving Bins 





Revolving bins of 7 shelf units 
and 4 shelf units, and counter top 
revolving bins are being made by 
Lyon Metal Products, Inc., Aurora, 
Ill. 


The revolving bins, which move 
on ball bearing rollers, are com- 
plete storage units in themselves. 
Each shelf has a continuous label 
holder. Up to 5 additional dividers 
can be added to separate each bin 
into smaller openings. Wide spac- 
ing on two bottom shelves for full 
visibility and quick availability. 
Shelves are stabilized to prevent 
sagging when unevenly loaded. 
Broad space prevents tipping. 

Circle 129 on Reader Service Card, Page 19. 
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THESE STAINLESS STEEL SPINNERETTES extrude a liquid 


synthetic which solidifies into fine, water-resistant yarn the instant it meets a 


stream of hot air. As 


loose rust and scale might plug tiny spinnerette holes, 


causing yarn imperfections, stainless steel’s corrosion-resistance and ease of 
cleaning are vital. Stainless steel also protects yarn color and color stability 
against metallic-contamination effects. In its journey to spinnerettes, liquid 
“dope” travels through pipes, mixers, tanks of corrosion-resistant stainless steel. 










CORROSION EXCLUDED WHERE YARN IS EXTRUDED 





Os ‘Mh ‘ 2 ie 
[REPUBLIC |, 


Peas - 
;. STEEL 
StO. v. %, 
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Today finds Republic ENDURO Stainless Steel 
in wide use throughout the textile industry . . . 
protecting product quality, insuring true colors, 
speeding production, lengthening equipment 
life, cutting costs. It’s being used in practically 
every other industry, too ... proving its ability 
to do what so many other materials cannot do 
—at low end cost! 


That’s because ENDURO is a metal of many 
advantages. It resists rust and corrosion—resists 
most acids, gases and superheated steam. It has 
the high strength of an alloy steel—and main- 
tains it in blistering heat or sub-zero cold. It is 
as clean and sanitary as glass—with a hard, 





REG. U. &. PAT. OFF, 


Want Additional Product Information? 


STAINLESS STEEL 


V Check ALL 10 Advantages: © rust AND CORROSION-RESISTANCE © HEAT- 
RESISTANCE © HIGH STRENGTH ® NO METALLIC CONTAMINATION © SANITARY SURFACES 
@ EASY TO CLEAN © EYE APPEAL © EASY TO FABRICATE © LONG LIFE © LOW END COST, 


smooth, pore-free surface that lasts indefinitely. 
It presents a pleasing appearance—ranging from 
a rich, silvery satin to a high mirror finish. Dis- 
tributors’ stocks and competent fabricators are 
located in all principal cities. 


There must be some place in your plant, process 
or product where ENDURO will do a better, 
less costly job for you. Why not talk to your 
equipment manufacturer—or to our nearest dis- 
trict sales office? If you'd like literature, write us. 


REPUBLIC STEEL CORPORATION 


Alloy Steel Division + Massillon, Ohio 
GENERAL OFFICES © CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 





See Page 19. 








LET’S BRING THIS 
DOWN TO EARTH 


Quality is a term that is often used 
broadly, casually. In the case of 
Chase, quality means more efficient, 
more economical, and more attrac- 
tive containers for your products. 
And here’s why: 

Chase has been manufacturing bags 
for more than 100 years—and every 
year has marked some important 
improvement: in construction, in de- 
sign, in printing, or in packaging 
technique! 

Result: you get dependability, posi- 
tive protection, and you get double- 
barreled satisfaction, too: 1) when 
your product is shipped, 2) when 
your product is received. 

There is a Chase bag for every 
need—write us today for complete 
details. 





CHASE Bac Co. 


GENERAL SALES OFFICES 
307 WEST JACKSON BLYD., CHICAGO 6, ILL. 


BOISE @BUFFALO@CHAGRIN FALLS,O. eCLEVELANDe@CROSSETT, ARK. 
DALLAS @ DENVER @ DETROIT @ GOSHEN, IND. @ HARLINGEN, TEXAS 
HUTCHINSON, KAN. @ KANSAS CITY @LOS ANGELES @ MEMPHIS @ MIL 
WAUKEE @ MINNEAPOLIS @ NEW ORLEANS @ NEW YORK @ OKLAHOMA 
CITY @ ORLANDO, FLA. @ PHILADELPHIA @ PITTSBURGH @ PORTLAND, 
ORE. @ REWSVILLE, N.C. @ ST. LOUIS @ SALT LAKE CITY @ TOLEDO 
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Tool Grinder 


AN 


Standard Electrical Tool Co., 
2471 River Rd., Cincinnati 4, O., 
says its new twin-wheel wet or dry 
tool grinder features operator com- 
fort, visibility and convenience. 

The degree graduated indepen- 
dent tilting tables are stationary, 
with table supports integral with the 
splash pan and base. Hinged struc- 
tural steel wheel guards make it 
easy to mount a new wheel. Each 
table has a safety lip to prevent 
tools from dropping into the wheel 
recess. Quick acting latches on large 
louvered front cover give quick ac- 
cess to motor, V-belt drive, pump, 
coolant reservoir, settling chamber 
and drain. Type 10TD has 1% hp 
motor for two 10” plate mounted 
cup wheels. Type 14TD has 3 hp 
motor for two 14” plate mounted 
cup wheels. 

Circle 130 on Reader Service Card, Page 19. 


Non-Skid Floor Plate 





Alan Wood Steel Company, Con- 
shohocken, Pa., has announced the 
combination of the heretofore irrec- 
onciliable abrasive grain and rolled 
steel to produce a non-skid floor 
plate. 

The new plate, known as A. W. 
Algrip, is said to be especially effec- 
tive when used for industrial floors, 
loading platforms and ramps, walk- 
ways, building entrances, and for 
trench and hatch covers. The non- 
slip characteristic is always present 
since new abrasive particles are con- 
stantly exposed as the surface 
wears. Abrasive grain is rolled as 

(Please turn to page 180) 
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Cutting three identical spur gears 
simultaneously at Simonds Gear. 


Cut Gears 
for Industrial Needs! 


For special gears in larger sizes—exact 
duplicate gears for replacements—for 
every heavy-duty industrial gear applica- 
tion—look to SIMONDS GEAR where 
specialty gears for heavy industry have 
been a custom service for more than 50 
years. Within easy shipping distance of 
many heavy industry plants—with a per- 
sonalized service designed to meet your 
most exacting specifications—SIMONDS 
GEAR provides an unusually prompt and 
efficient service on even the most un- 
usual gear requirements. Sizes range up 
to 145" dia. in all popular gear-making 
materials. Send your inquiry today and 
get acquainted with SIMONDS GEAR 
Service. 


SPUR GEARS 
BEVEL GEARS ~- MITRE GEARS 
WORMS - WORM GEARS 
RACKS + PINIONS 


Stock carrying distrib- 
vtors for Ramsey Si- 
lent Chain Drives and 
Couplings. V-Belts. 


GEARS TT: 


SIMONODS 


GEAR & MFG. CO. 


251TH PITTSBURGH 27, PA 








LIBERTY at 
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Permanent Mold Gray Iron Castings 


for 


Dense non-porous structure Eaton Foundry Division engineers will 
No leakage under pressure be glad to discuss the application of Eaton 
Freedom from growth Permanent Mold Gray Iron Castings to your 


Uniform structure throughout product. Send for the illustrated booklet, “A 
the casting Quick Picture of the Eaton Permanent Mold 
Free machinability Process for Producing Gray Iron Castings 


EATON MANUFACTURING COMPANY 


CL Ey ELAR: © HT QO 


ies CT ee 
Foundry Li MmwaMOnH 


9771 French Road ~° Detroit 13, Michigan 


L 
0 
a PKODUCTS: SODIUM COOLED, POPPET, AND FREE VALVES e TAPPETS e HYDRAULIC VALVE LIFTERS e VALVE SEAT | 
PUMPS e MOTOR TRUCK AXLES @e PERMANENT MOLD GRAY IRON CASTINGS e HEATER-DEFROSTER UNITS e SNAP RING 
SPRING WASHERS e COLD DRAWN STEEL e STAMPINGS e LEAF AND COIL SPRINGS e DYNAMATIC DRIVE BRAKE 


a” 
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are many. 
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&. &. Anaconda Special Free Cutting 
Phosphor Bronze-610 is a 4% 
leaded alloy with a machinabil- 
ity rating very close to that of 








ee 
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dition, this group of copper-tin alloys is non-magnetic 


and possesses relatively good thermal and electrical 





conductivity. In countless applications, particularly 


Anaconda Phosphor Bronze Alloy has proved to be the 
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HE AMERICAN Brass ComMPAny annually produces mil- 

lions of pounds of Anaconda Phosphor Bronze in all the 
wrought alloys covered by A.S.T.M. Specifications. 
Our Technical Department will be glad to cooperate in se- 
lecting a Phosphor Bronze alloy in the form and temper most 
suitable for your product and fabricating equipment. Address 
The American Brass Company, Waterbury 20, Conn. In 
Canada: Anaconda American Brass Ltd.,NewToronto, Ont. 


ANACONDA 








IF YOU’RE WASTING TIME AND TYING UP 


A STANDBY LATHE. 


Laminated shims can stop the expensive process of assembly, testing, 
disassembly, machining a few thousandths, reassembly, retesting and so 


on for many costly hours. 


DO WHAT THIS LEADING MACHINE TOOL 
MANUFACTURER DID. 


In the milling machine above, bores for inner and outer bearings are 
machined to one diameter in one operation. Removable end-plate permits 
boring straight through ovter bearing housing and makes assembly of 
shaft, bearing and dust seal much simpler. SAVING: hours of machining 


and assembly time. 


AND SIMPLIFY YOUR ADJUSTMENTS BY 
USING LAMINATED SHIMS. 


Backlash of bevel gear and end-play of the two shafts are adjusted 
right at the job by peeling .002” laminations off the shims—with a pen- 
knife. Shaft and end-plate dimensions are calculated for shim thickness of 
.052”. Shims are stamped at our plant from standard .062” (6) LAMINUM 
stock. RESULT: cumulative machining tolerances of —.010 to +.020” 


are possible. 


Send today for our new data file with specifications, design sy 


factors and applications. Sample of LAMINUM included. % 





STAMPING ¢ GRINDING 
METALWORKING SERVICES 


Press capacity to 100 tons, 24 inches 
square, shallow draw. Special equipment 
and variety of dies can eliminate die- 
making for short runs. Wide stock of ma- 
terials. Let us quote on your difficult jobs, 














_ SHIMS SHIM STOCK 
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* LAMINUM (Reg. U.S. Pat. Off.) shims are solidly 

bonded units made up of .002 or .003 inch brass or steel 
laminations with a microscopic layer of metallic binder. 
Cut to your exact specifications. 


TAMINU: 


THE SOLID SHIM THAT 





ADJUSTMENT 
LAMINATED SHIM COMPANY, Inc. 
2412 Union Street Glenbrook, Conn. 


STAMPINGS AN-COR-LOX NUTS 








(Continued from page 176) 


an integral part of the upper por- 
tion of steel floor plate. The plate, 
which is available in thickness from 
ly” to %” inclusive, and in widths 
up to 60” maximum by 144” long, 
can be sheared, drilled, countersunk, 
machined and flame-cut. Literature 
available. 
Circle 131 on Reader Service Card, Page 19. 


Automatic Gluer 





Sage Equipment Company is 
making a new automatic gluer it 
thinks will be popular with carload 
and L.C.L. shippers who are inter- 
ested in the economies of glued unit 
loading. The unit comes in 12”, 14” 
and 18” widths. 

Sage says as little as 75 cents 
worth of glue will secure an average 
freight car load and prevent shift- 
ing of packaged loads such as 
canned goods, glassware, bottled 
goods, etc. Guard rails and two glue 
wheels are completely adjustable. 
Glue pan and wheels are easily re- 
moved for cleaning. Heating units 
to maintain glue at proper tempera- 
ture are also available. 

Circle 132 on Reader Service Card, Page 19. 


Reversible Control Valve 


Its new Stabilflo air-operated 
control valve can be changed from 
“air to open” to “air to close’, or 
vice versa in a few moments’ time 
and without the use of special tools, 
says the Foxboro Company, Fox- 
boro, Mass. It is not necessary to 
remove the valve from its installa- 
tion or to shut down the controlled 
flow. 

To reverse the action of the valve 
motor it is only necessary to remove 
the forged steel motor housing as- 
sembly, rotate it one quarter-tirn, 
and replace it. This merely requires 
the removal and replacing of four 
bolts, which is easily done with an 
ordinary wrench, according to the 
company. The new design is now 
standard for Stabilflo valves in the 
most common sizes. 

Circle 133 on Reader Service Card, Page 19. 
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Call your nearest CHASE WAREHOUSE for 
anything in Brass, Copper or Bronze!... 


Why take the long way around when 
you're looking for copper-alloy mill 
products ? 

Take the short road! 

Any one of 23 Chase warehouses 
from coast to Coast is at your service, 
ready to supply you with brass and 
copper sheet, rod, wire and tube. (Plus 


WATERBURY 20 CONNECTICUT 


a great variety of miscellaneous items, 
from copper hammers to nails.) 

Your local Chase warehouse will fill 
regular orders immediately...and can 
also arrange for prompt delivery of 
your big orders from the mills. 

Act now! Chase service is as close 
as your phone. 


badguades for 


BRASS & COPPER 


SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


THIS IS THE CHASE NETWORK .. . handiest way to buy brass 


1949 


CLEVELAND DALLAS DETROIT INDIANAPOLIS KANSASCITY, MO. 
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See Page 19. 


LOS ANGELES MILWAUKEE 


MINNEAPOLIS 
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— for LOW COST ae 


All-electric Adjustable Speed — 
the ACA Motor 


7*A13.00 - 


3 hp 
3 to 1 speed range 















@ Stepless adjustable speed from a-c power, 3-75 hp 
@Completely packaged in a single compact unit 
@Speed adjustment dial can be remotely located 
@Other speed ranges available: 6-1, 10-1, 20-1 
@immediate shipment on ratings through 15 hp 


For additional information and prices write— Apparatus 
Dept., Sec. 752-1, General Electric, Schenectady, N. _ 


*Manufacturer’s suggested retail price. 


GENERAL ELECTRIC 








Goes to the SOURCE 


of BAD SMELLS: 





fF & c DISINFECTS WHILE DEODORIZING 


F & E kills many types of bacteria which cause disgusting odors. 
@ At the same time it transforms noxious vapors into a pleasant agree- 
able atmosphere tinged with the invigorating scent of eucalyptus. 


Md USE F & E SOLUTION around toilets and urinals . . . for flushing 


garbage receptacles and sick room accessories . . . for dressing 
@ room benches and lockers . . . wherever agreeable, high-speed 
deodorization is required. 
° Write for Folder FE-F745 


The C. B. DOLGE CO. 


WESTPORT, CONNECTICUT 











Shell End Mill 





Wendt-Sonis Company, Hanni 
bal, Mo. has brought a new type of 
shell end mill for facing or milling 
to a shoulder. 

The tool has more teeth in the 
cutters, allowing for increased table 
feed per minute and freedom of 
cutting action. The cutters are de- 
signed with sufficient flute capacity 
for proper chip removal plus a con- 
tour that creates the correct chip 
formation. Tools wear evenly, 
Wendt-Sonis says, because of the 
uniform blend of carbide used for 
the inserts. Heavy, well-balanced 
and stress-relieved bodies of heat- 
treated alloy steel provide rigidity 
and prevent vibration at high 
speeds. Available in sizes ranging 
from 114” to 6”. 


Circle 134 on Reader Service Card, Page 19. 


Material Handling Truck 





Kalamazoo Manufacturing Com- 
pany, Kalamazoo, Mich., calls its 
Kal-Truk a powerful, speedy, 
heavy-duty material handling truck 
that will handle two different types 
of bodies. 

The dump body (standard equip 
ment) is for the hauling of sand, 
gravel, stone, concrete mixtures. 
etc. The platform body (extra 
equipment) is for the transportation 
of steel, lumber, brick, building 
blocks, boxed or bagged products, 
etc. The dump body is % vard 
capacity. The truck has three 
speeds forward and reverse. It is 
said to be easy to steer within a very 
short turning radius. It has a wheel 
base of 56” with front tread of 
3414” and a rear tread of 10”. 


Circle 135 on Reader Service Card, Page 19. 
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in number of slots 
»d to close tolerance 


pans pores At 


The new C@veland End Mills have been completely redesigned to give you: 
More Cuts Per Grind 
Consistent, Dependable Accuracy 
Faster Production and Greater Economy 

Results speak for themselves: A prominent plant ran a test on the job 
shown above, cutting “-inch slots in X-1335 steel. The end mills formerly 
used averaged 350 slots per grind. C@celand End Mills averaged 
605 slots per grind—an increase of 72%. <> One of our Service 
Representatives will be glad to show how you too can get lower costs, 
more production and greater accuracy with the new C@celand End Mills. 
Contact our nearest Stockroom, or... 


Telephone your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 1 + San Francisco 5 + Los Angeles 11 
E. P. Barrus, Ltd., London W. 3, England 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER C&veland TOOLS 





me Etre = a) 


DISTRIBUTORS EVERYWHERE 
ure ready to serve you! 
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fly y ved ovsands 
of evt of the | wy oiling problems 
As a specialist in ting, we ore especially well 
quipped fo manulacture bolt tuds of nuts in 
rest, shapes ond to nce equired threading fo 
uny desired hit with heat treatment to specification 


Siw 


Beze Bortz & Nut Co. 


Emzx, Pa. 


STUDS *« BOLTS + NUTS 


™ ™~ ALLOYS + STAINLESS + CARBON + BRONZE 
Representation in Principal Cities 








Make our plant 
your gear 
department — 


Heavy pitch 
gears for con- 
struction equip- 
ment. 


You can very frequently obtain quality gears and gear assemblies at a 


saving over present cost. 


Our facilities include the most modern gear cutting machines of all 
types and many specialized machines arranged in batteries for volume 


precision production. 


Expert engineering service is available to our customers for planning 
production on an efficient and economical basis. Write for a copy of 


Amgears Case Histories that illustrate 
the value of our engineering service. 
For Purchasing Agents and Produc- 
tion Officials — Delivery Date 
Calculator free on request 


Chicago 38, Ill. Phone—Portsmouth 7-2100 


*AM~—Accurately Made 




















A SUBSIDIARY OF HUPP CORPORAT 
CONTRACT MANUEACTU 




















INDUSTRIAL CAPACITOR 
SLIDE FILM 


“Sittin’ and Savin’”, a color-sound 
slide film showing how industrial capaci- 
tors cut industrial power costs, has been 
produced by the General Electric Com- 
pany. 

The film demonstrates how the aver- 
age capacitor installation results in a 
thirty to sixty per cent investment re- 
turn on every dollar spent. The film is 
designed specifically for the cost-con- 
scious industrial plant engineer. 

Prints are now available and showings 
may be arranged for interested parties 
through G-E sales engineers or G-E 
district offices throughout the country. 


7 y 7 


NEW DECIMAL SHEET OFFERED BY 
CENTRAL STEEL & WIRE 


An entirely new kind of Decimal Chart 
is now available for distribution by the 
Central Steel & Wire Co., 3057 West 
5lst St., Chicago 32, Ill. The chart is 
described as being so revolutionary with 
its “high visibility” colors, its “pointer” 
fractions and “high-low” divisions, that 
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(eniral Steel &\Vjire Company 


both a U. S. Copyright and a U. S. de- 
sign patent have been allowed on it. The 
chart shows 64ths and 32nds in “pointer” 
patterns on “high visibility” yellow back- 
ground with blue figures. Divided down 
the centers, users read with “clear track” 
to indexing fraction, then to wanted 
decimal. Chart reads from both edges to 
center. Divided across the middle the 
chart breaks into four natural quarters. 
All numerals are “bigger than on any 
other chart.” For wall use, the size of the 
new chart is 25 x 38 inches. 

The company announces that it will 
send copies of the chart, free upon re- 
quest, to Purchasing, engineering and 
shop personnel, with the single require- 
ment that requests be made on company 
letterheads and bear the title of the in- 
dividual making the request. 


(Please turn to page 186) 
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TUNE IN “SUSPENSE!” 
CBS RADIO NETWORK THURSDAYS 
CBS TELEVISION TUESDAYS 








@ Increased production facil- 
ities for die castings made 
possible through the famous 
Auto-Lite “controlled metals” 
processes are now available. The opening of the great 
new Lockland plant of Auto-Lite, combined with the 
enlarged facilities at Woodstock, Illinois, greatly increases 
Auto-Lite’s ability to furnish high quality die castings. 

THE ELECTRIC AUTO-LITE COMPANY 

Die Casting Division, Woodstock, Illinois 


600 S. Michigan Ave. 723 New Center Bldg. 
Chicago 5, Illinois Detroit 2, Michigan 









Catalog will be sent on request. 
Write on your company letterhead, 
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At Sleeve Bearing 
Headquarters 


ANY TYP 


Tice a complete bearing service has never 
been at your command before. You will find all types 
of sleeve bearings in the Johnson Bronze line, plus bab- 
bitt metal and Universal Bronze Bars. Whether you 
manufacture equipment that requires bearings, or 
whether you need bearings for maintenance or replace- 
ment, your surest source of supply is Sleeve Bearing 
Headquarters. Probably 90% of your requirements is 
available from stock, and will be delivered immediately. 
This saves you money, too, as well as time. 

For your convenience, standard stock size bearings, 
babbitt and bronze bars are stocked by industrial dis- 
tributors everywhere, and in Johnson branches in 
twenty industrial centers. For sleeve bearings made to 
your specifications, contact the Johnson Bronze branch 
office in your vicinity, or write direct to the main office. 





Types of Bearings 


Cast Bronze Bearings - Sheet Bronze Bearings - Babbitt Lined Bearings 

- Aluminum Bearings - Graphited Bearings - Self-Lubricating Ledaloyl 

Bearings - General Purpose Bearings - Electric Motor Bearings - Auto- 

motive Bearings & Bushings - Diesel Bearings - Locomotive and Mill 
Bronzes - Car Brasses 


GMOCH ULC 


SLEEVE BEARING HEADQUARTERS 
450 SOUTH MILL STREET «© NEW CASTLE, PA, 
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See Page 19. 


AIRCO MACHINE GAS CUTTING 
SLIDE-CHART AVAILABLE 


Air Reduction, manufacturers of in- 
dustrial gases and welding equipment, 
have announced that their oxyacetylene 
machine gas cutting slide-chart, intro- 
duced in 1946, has been reprinted and is 
now available upon request. 

The chart is pocket-sized, 2%" x 7”, 
widely-used cutting tips, the Style 124 
and the high-speed Airco 45. The tips are 
available in 18 different sizes, and all are 
included in the chart. 

By sliding the chart to the indicated 
tip number, oxygen and acetylene press- 
ures, speed in inches per minute, gas con 
sumption and approximate width of kerf 
are all easily read down one column. 
Cleaning drill sizes are also indicated. 

The chart is pocket-sized, 24” x 7”, 
and can be comfortably carried in shop 
coat or overalls. Made of sturdy, 6-ply 
Toughcheck, it is reinforced with four 
metal eyelets and coated with a special 
long-wearing varnish. 

For your free copy of the Airco 
machine gas cutting slide-chart (Form 
ADI 967), write Air Reduction, 60 East 
42nd Street, New York 17, N. Y. or the 


\irco sales office nearest you 
y y y 


WELDING AND CUTTING MANUAL 
ISSUED BY LINDE AIR PRODUCTS 


Handbook on the oxy-acetylene proc- 
ess, Welding and Cutting Manual, has 
been published by the Linde Air Products 
Co., a Unit of Union Carbide and Car- 
bon Corporation, 30 E. 42nd St., New 
York, N. Y.—6 x 9 in., 208 pages, price 
$1.80. 

The style is simple and easy to read 
and instructions are given in step-by-step 
photographs of actual repair jobs. It con- 
tains hints, short-cuts and _ instruction 
material which will help any welding op- 
erator do a better job. Chapters give 
short-cuts and instructions for bronze- 
welding, fusion welding, soldering, hard 
facing, cutting steel and cast iron, heat- 
ing, forming, and straightening metals; 
welding and cutting pipe, and welding 
non-ferrous metals. In addition to charts 
and tables, the appendix contains com 
plete glossary of welding terms, and a 
list of 100 repair jobs with recommended 
weldipz methods. 


y y vy 


BOOKLET ON TRANSPARENT 
ADHESIVES FOR TRANSPARENT 
FILMS 


“How to Handle Adhesives for Trans- 
parent Film” is subject of new booklet 
just released by National Adhesives, 270 
Madison Ave.. New York, N. Y. It is 
characterized as the first comprehensive 
and authoritative printing on this subject 
in more than a decade. Booklet includes 
a chart describing the properties and 
characteristics of all principal types of 
transparent films including cellophane, 
pliofilm, polyethylene and cellulose ace- 
tate. Copies are available upon request. 

(Please turn to page 188) 


PURCHASING 











EET 


SeOMPRIP 





ay 


boli roloMaelsMclhi Me celtiaelel ol Mile MS dice ol ilai Moh Maiel tlie Melb aeliliclel-Me)i 
Master's unusual ability to give you the RIGHT horsepower, the RIGHT 
shaft speed, the RIGHT construction features, the RIGHT mounting 

Mel Meolillil-to Mi lioMolil-Maslillelaml slel\.-1am olelo dole e 

Don't put up with make-shift assemblies when you too may be 
enjoying these advantages. Master motors, available in millions and 
millions of types and ratings (up to 150 HP) give you a selection 
you can get nowhere else. 

Open, enclosed, splash proof, fan-cooled 
explosion proof . . . horizontal or vertical .. . 


for all phases, voltages and frequencies .. . in 


Lig 
| 2 deta 


{| 


Give them the 


single speed, multi-speed and variable speed old “one-two” punch 


types . . . with or without flanges or other special 
features . . . with 5 types of gear reduction up 
to 432 to | ratio... . with electric brakes .. with mechanical variable 
speed units . . . and for every type of mounting . . . Master has them 


all and so can be completely impartial in helping you select the one 
best motor drive for YOU. 

Select the RIGHT power drive from Master's broad 
line and you can increase the saleability of your 
motor driven products . . . improve the economy 


and productivity of your plant equipment. 


THE MASTER ELECTRIC COMPANY 
DAYTON 1, OHIO 










BLAW-KNOX 






ELECTROFORGED 


SHREW 
GRATING 


and TREADS 








CHECK THESE 
ADVANTAGES 


One-piece electro- 
forg construction 
develops the full 
strength of all sections. 


Maximum Open Area 
for light and ventila- 
tion. 













Easy to Maintain 
-..easy to paint 
thoroughly. 


BLAW-KNOX DIVISION 


OF BLAW-KNOX COMPANY 


Self-Cleaning, no 
2075 Farmers Bank Bidg., Pittsburgh 22, Pa. 


sharp angles to retain 
debris. 


Safe footing at all 
times due to twisted 
cross bar. 


. * * 7 
»+-5So that you can have a “close-up” of 
Blaw-Knox Grating construction, write for a 
paperweight-size sample on your letterhead. 
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NATION’S ECONOMY MOVING 
TOWARD PRICE STABILIZATION 


Considerable evidence exists that the 
nation’s economy is moving steadily 
toward price stabilization, the National 
Association of Manufacturers’ research 
department said recently, in a study of 
recent changes in production, productiv- 
ity, prices, profits, jobs and wages. 

Commenting on the analysis, Earl 
Bunting, managing director of the NAM, 
pointed out that latest government figures 
disclose that’ manufacturers’ prices aver- 
age a full nine per cent below the Au- 
gust 1948 top. 

“Manufacturers have reduced their 
prices three times as much as the three 
per cent reduction, from the peak, in the 
over-all cost-of-living index,” Mr. Bunt- 
ing said. “This should answer the 
statements in some quarters that indus- 
try has been curtailing production in 
order to maintain prices. This nine per 
cent reduction in the factory price of 
manufactured goods is a healthy and sub- 
stantial readjustment. It is a clear in- 
dication that the manufacturing indus- 
try is doing its full share in maintaining 
production, employment and competition.” 

The NAM analysis, which makes no 
forecasts but presents, rather a picture 
of the recent and present state of the 
economy, observed that public and busi- 
ness psychology will be a major factor 
in the course our national price indexes 
may take—much more so than the spend- 
ing devisions of government. 

“With consumers spending at a rate 
of roughly $175 billion a year, the way 
they feel about the probability of price 
changes will have a considerable influ- 
ence upon their purchases,” the report 
said. 

“Consumers as a group are a mighty 
power when they are spending $175 bil- 
lion a year, as has recently been the case. 
Their power to increase or decrease their 
spending covers a much wider range in 
billions of dollars than the power of the 
Federal government to infuence the 
course of economic affairs by its decision 
to spend a few billion dollars a year 
more or less for any purposes.” 

In addition, the NAM analysis noted, 
the outlook involves the basic psychology 
of industrial leaders who have a spend- 
ing power of billions of dollars in the 
purchase of raw materials, and from $15 
to $20 billion of capital equipment an- 
nually. The impact of capital outlays is 
considered to be far greater—dollar for 
dollar—than the kind of spending done 
by consumers of by government, the 
study added. 

Some of the observations made in the 
study follow: 

Production: “The index of physical out- 
put of manufacturing as a whole was 
running approximately double the pre- 
war level throughout 1947 and 1948. In 
1949, however, there was a gradual de- 
cline in production which continued 
through the first seven months until in 
July, the index was down 17 per cent 
from the peak established in October- 
November 1948. 


(Please turn to page 190) 
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All equipment will last longer — give better service — if you use 
the proper lubricant. That’s why you'll find it profitable to use Tycol 
high quality oils and greases. 

There’s a reason! No matter what your lubrication need — for >) K 
roll neck bearings or mine cars, Diesels or high speed textile spindles, 
turbines, paper calenders or steam engines . .. where * VISCOSITY, 


INDUSTRIAL 
penetration, extreme pressure is a factor — Tycol has a lubricant 


LUBRICANTS 
suited to your specific requirements. 

Refined from selected crudes, Tycol lubricants are exceptionally Boston e Charlotte, N. C. e Pitts- 
burgh e Philadelphia e Chicago 


Detroit e Tulsa e Cleveland 
for every type of equipment. San Francisco e Toronto, Canada 


resistant to breakdown which means greater economy . . . longer life 


Let us show you the extra value in every measure of Tycol lubri- 


TIDE WATER 
cants. Write your nearest Tide Water Associated office today. =e SSOCIATED 
OIL COMPANY 3 


17 BATTERY PLACE - NEW YORK 4, N.Y 





*LEARN WHAT THIS PRODUCT CHARACTERISTIC MEANS TO YOU — READ ‘‘LUBRICANIA’ 
This informative handbook, “Tide Water Associated Lubricania,” gives clear, concise descrip- 
tions of the basic tests used to determine important properties of oils and greases. For your 
free copy, write to Tide Water Associated Oil Company, 17 Battery Place, New York 4, N. Y. 


REFINERS AND MARKETERS OF VEEDOL — THE WORLD’S MOST FAMOUS MOTOR OIL 
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How Much Does Your Plant Maintenance 


Really tost.....1 


? 





Materials... .$? Labor... 


If you do not already know the 


ae... 


figure, prepare yourself for a 


shock ... for in most cases, it’s considerably higher than you 
think. Gerson-Stewart’s practical plan of Systematized 
Sanitation goes a long way to help lower maintenance costs. 


Experienced sanitation experts 
ucts, methods and procedures, 
search, for your own plant-keep 


recommend improved prod- 
developed by laboratory re- 
ing personnel to follow. This 


service costs you nothing. Write for complete information. 


Gerson-Stewart has served the nation’s leading indus- 
trial plants continuously for more than 30 years! 


The GERSON-STEWART Coz 


LISBON ROAD 





* CLEVELAND, OHIO 











) WILL YOUR NAME BE REMEMBERED? 


GITS 
LIFETIME REMINDERS 
Quality Plastic Products 





To cement friendship and esteem—to bring 
@ warm glow of remembrance .. . give your 
customers and prospects a really useful re- 
minder—a Gits Quality Plastic Product, perma- 
nently imprinted with your name and business. 
The cost is small . . . the value high .. . and, 
best of all, they won't forget! 


GITS FLASHLIGHTS 


Famous “Mile of Light’’ 
styles. 
plastic 


in three popular 
Unbreakable 
“Plastic 


Eye’ (Regular 


and Junior) and ‘Super 
Right Angle’. Shatter- 
proof Prefocused 
with nickel plated solid 
Brass 3- 
Six 


lens, 


brass reflector. 


way switch. per- 





manent colors. 












GITS “ONE-HAND” KNIFE 
Highest quality carbon steel 
blade, safelocks in 5 positions. 
Unbreakable plastic handles in 


\\ six lustrous colors. 


GITS RAZOR-NIFE AND 
KEY CHAIN 
Razor blade with a safety handle 
Refillable. Assorted justrous colors. 


GITS LETTER OPENER 
Transparent, with offset magnify- 
N ing handle Endurably sharp 
SS edges. 


X 


ASK your specialty jobber to show you the com- 
plete line of Gits Quality Plastic Products, or write 
direct, using coupon below. 


1d 


4600 WEST HURON ST., CHICAGO 44, ILLINOIS 


Per o2receceese=2ee2e:2>"" COU PO NN am wre eres eres res rs rs rs cr ee ee es ee ee 


GITS MOLDING CORP., 4600 W. Huron St., 


Chicago 44, Ill 

Gentlemen: 

[] Please send me at once sample of the 
item | have checked below and prices in 


sanesews quantity. 

} Plain [] With imprint 
“Plastic Eye” Flashlight 
“Plastic Eye Jr.’ Flashlight 


“Super Right Angle’ Flashlight 
“One-Hand” Knife 

Razor-Nife and Key Chain 
Letter Opener 

Nail File 

Thimble 
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Want Additional Product Information? 


C) Stir Stix 

_| Bracelet Key Holder 
a) Shoe Horn 

_| Key Tag 

_} Match Pac 


[} The items you illustrate do not fully satisfy my 
needs, so please send me your complete catalog and 
full information. 

PLEASE PRINT 
DE: Gctnata nade nkee 
Sree a a ee ee ee 
Sn -cisewh buns ceneesbneeh hen teyaead cbwanen 
CITY ZONE Se cvaneas 





See Page 19. 





(Continued from page 188) 

“There have been semi-official 
ments that the index turned 
significantly in August. 

“In order to get some sense of pro- 
portion by means of comparisons with 
past experience, it may be helpful to note 
that the universally-recognized recessions 
of 1920-21 and 1937-38 carried the Fed 
eral Reserve index down approximately 
33 per cent in both instances. The most 
pessimistic prognosticators in a_ recent 
survey of Washington economists’ opin- 
indicated that they would expect 
little worse this year than the very mod 
erate 1924 carried in 
dustrial production down approximately 
20 per cent from its immediately pre 
ceding peak. 

“Fortunately, a number of 


state- 
upward 


ions 


recession which 


significant 
readjustments in production have occur 
red at different times in different indus- 
tries throughout the year or tw 
with the happy result that no precipitat: 


past 


decline has appeared in national produc 
tion.” 

Output per man hour: “For manufac 
whole there been mm 
great change in the output per man hour 
of work for the past 10 years. Broadly 
speaking, the output hour in 
manufacturing today is 
per cent higher than it was a decade ago 


turing as a has 


per man 


only around 10 


There was a good deal of reason to hop 
that by the present 20 
cent to 30 
1939. 
“It would be a great thing if all peopl 
could be brought to realize the 


would be 
than it 


time it 


per per cent higher 


was in 


profound 


implications of this basic factor, whic! 
bears directly upon questions of wages 
prices and the standard of living. Ameri 


can industry has seen hourly 
up to more than 118 per cent above the 


1939 level and at the same time has seet 


Wages go 
1 


no important rise in output per men hour 
to soften the heavy impact of this wag 
rise upon industrial costs and prices. The 
result has been that industrial wage costs 
per unit of virtually 
doubled along with hourly wages 


production have 

“Under the circumstances, it is not sur 
prising to find that factory prices 
of manufactured goods today 


whole 
sale prices 
average about 85 per cent above the 1939 
level.” 

changes: “The over-all 
(of both farm 
made no 


Recent price 
and 


sub 


wholesale price level 
industrial commodities ) 
stantial upward progress during 1948. It 


reached the top in August 1948, and 
slipped off gradually to August 1949, 
when it was back around the August 


1947 level. 
“This rounding over of the price trend 
loes not necessarily mean that the Ameri- 
heading i crash 
there is 


can economy is into a 
On the 


evidence that price stabilization can oc 


contrary, considerabl 


cur, within reasonable limits of normal 
fluctuation. It may be noted that the 
wholesale price index for all commodi 


ties other than farm and food products 
moved only very moderately in either 
direction throughout the entire 20 months 
that ended August 1949. It did not swing 
4 per cent in either direction from its 
own average between the beginning of 


(Please turn to page 192) 
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New, Flame Hardening Equipment with a 
capacity of from 4” to 18” in diameter and up to 
20 feet in length makes it possible for you to 
realize the same advantages and economies of 
flame hardening your heavy forgings as was 
formerly possible only with smaller pieces. 


Flame Hardening produces a uniform surface 
hardness to a depth of 1¢ to *@inch as required, 
leaving the core of your forgings unaffected. 
This means that previous to flame hardening 
the forging may be treated to give the best 
physical core characteristics for its intended 
use. The flame hardening process is adaptable 
to all or a part of the surface, permitting the 
economy of hardening only the necessary areas. 











® 


YOU CAN HAVE YOUR 

HEAVY FORGINGS FLAME 

HARDENED AT NATIONAL 
FORGE 


In some cases carbon steel may be substituted 
for more costly alloy steels with better end re- 
sults. The finest steel, electric steel, made at 
National Forge is forged and rough machined 
by experts, heat treated and flame hardened 
under strict laboratory control and finish ma- 
chined to your exact specifications. The entire 
procedure of making the forging and flame 
hardening is under one responsibility. 


We would like to talk over your forging needs 
with you and explain the benefits and econo- 
mies of the Flame Hardening process and its 
possible applications to your needs. Why not 
get in touch with us now on this new Flame 
Hardening application? 


Vlalenal Forge 











AND ORDNANCE COMPANY 


STEEL MAKERS Irvine. Warren County, Pennsylvania 


FORGESMITHS 


HEAT TREATERS «+ MACHINISTS 


DeceMBER, 1949 Want Additional Product Information? See Page 19. 191 





Only °2.98 helps put new “sell” 
in television advertising 






Sponsor of television show had to refilm his commercials to meet a new selling 
problem. New films picked up at studio 4 p.M., delivered to TV station 800 
miles away 8:47 P.M. same evening. Air Express cost for 11-lb. carton, $2.98. 
(In undramatic fashion Air Express keeps radio, television or any business rolling.) 





Remember, $2.98 bought a complete 
service in Air Express. Rates include 
door-to-door service and receipt for 
shipment — plus the speed of the world’s 
fastest shipping service. 


Every Scheduled Airline carries Air 
Express. Frequent service—air speeds 
up to 5 miles a minute! Direct by air 
to 1300 cities; fastest air-rail to 22,000 
off-airline offices. Use it regularly! 





Only Air Express gives you all these advantages 


Nationwide pick-up and delivery at no extra cost in principal towns, cities. 


One-carrier responsibility all the way; valuation coverage up to $50 without 
extra charge. And shipments always keep moving. 


Most experience. More than 25 million shipments handled by Air Express. 
Direct by air to 1300 cities, air-rail to 22,000 off-airline offices. 


These advantages make Air Express your best air shipping buy. Soniy and use it 
a 


regularly. For fastest shipping action phone Air Express Division, 


ilway Express 


Agency. (Many low commodity rates in effect. Investigate.) 












Rates include special pick-up and delivery 
door to door in principal towns and cities 





i 





AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


scHEDULED AIRLINES oF THE U.S. 
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(Continued from page 190) 
1948 and August 1949. This is the in- 
dex which includes many manufactured 
and semi-manufactured products.” 
Profits: “The proportion of profits to 
sales or to national income has net been 
great or excessive. Manufacturers have 
not average as high as six per cent final 
net profit margin on sales in any year 
since 1939. For 1948, preliminary re- 
sults indicate the figure was approxi- 
mately 5.4 per cent in manufacturing.” 


Sy ee 


ACCORDION TYPE HANDTRUCK 
COLLAPSIBLE FOR STORAGE 
The Fold-A-Way hand truck illustrated 
pulls open like an accordion to its full 
height of 42 inches with an easy lifting 
motion. The truck weighs 25 pounds and 
will carry up to 700 pounds. When not 
in use it is easily collapsed and put out 
of sight under counters, seats of trucks, 
luggage compartments, shelves, etc. Two 
features of the truck are the glider bar 
which makes “taking a load up or down 
Stairs as easy as rolling along level 
ground”, and the rubber wheels which 
are placed inside the frame to eliminate 
danger of catching passing objects. 





Folded, the truck is easily stored un- 
der seats, shelves, and so on. 


The truck is available in two models, 
straight back, and round back for barrels 
and kegs. Truck is all steel construction 
with heavy duty oil-less 
of rubber. 


bearing wheels 
It folds down to a height of 
nine inches. Truck is distributed by" Busi- 
ness Equipment Specialists, 19 W. 44th 
St.. New York, N. Y. 
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TO HOLD FIRST STAINLESS STEEL 
VALVE CLINIC IN PITTSBURGH 


The Cooper Alloy Foundry Co., Hill- 
side, N. J., announces the scheduling of 
what is believed to be the country’s first 
stainless steel valve clinic. Planned for 
Thursday evening, January 12, 1950, the 
clinic will be in the form of a dinner- 
meeting at the William Penn Hotel in 
Pittsburgh. 

The program for the evening includes 
a thorough discussion of stainless steel 
valve types . . . their application, design 
features and maintenance factors; a 
unique comparative study of competitive 
stainless valves; and a detailed discus- 

(Please turn te page 194) 
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Get it... with your aluminum... 


from your ALCOA DISTRIBUTOR 


Whether vou fabricate your product by welding, 


brazing, fastening 


or form or machine it—you'll 


get fast delivery from your Alcoa distributor. 


And you get sound advice, 


Atlanta, Georgia 
+ J. M. Tall Metal & Supply Co., inc. 
Phone: WAlnut 3525 


Baltimore, Maryland 

« Whitehead Metal Products Co., Inc. 
Phone: LAtayette 2300 

Beston (Cambridge ), Massachusetts 

* Whitehead Metal Products Co., Inc. 
Phone: TRowbridge 6-4680 

Buffalo, New York 

+ Brace-Mueller-Huntley, Inc. 
Phone: Riverside 2620 

* Whitehead Metal Products Co., Inc. 
Phone. CLeveland 1475 


based on the solid 


foundation of Alcoa’s 61 years of aluminum 


experience, from your 
below. 


Gulf Building, 


ALCOA DISTRIBUTORS NATIONWIDE: 


Cleveland, Ohio 
+ Williams & Company, Inc. 
Phone: UTah 1- 


Columbus, Ohio 
+ Williams & Company, Inc. 
Phone: KLondike 1623 


Dallas, Texas 
+ Metal Goods Corporation 
Phone: Dixon 4-3925 


Detroit, Michigan 
+ Steel Sales Corporation 
Phone: TYler 6-3000 


Houston, Texas 

+ Metal Goods Corporation 

Phone: CEntral 8881 

Kansas City, North, Missouri 

+ Metal Goods Corporation 

Phone: NOrclay 3516 

Los Angeles, California 

+ Ducommun Metals and Supply Co, 
Phone: Kimball 0161 


+ Pacific Metals Company, Ltd. 
Phone: PRospect 0171 


Newark, New Jersey 
- Whitehead Metal Products ¢o., Inc. 
Phone: Bigelow 8-8500 


New Orleans, Louisiana 
+ Metal Goods Corporation 
Phone: CAnal 7373 


New York, New York 
* Whitehead Metal Products Co., Inc. 
Phone: WAtkins 4-1500 


Philadelphia, Pennsylvania 

+ Edgcomb Steel Company 
Phone: GArfield 3-6300 

+ Whitehead Metal Products Co., Inc. 
Phone: BAldwin $-2323 


Pittsburgh, Pennsylvania 
+ Williams & Company, Inc. 
Phone: CEdar 1-8600 


Portiand, Oregon 
+ Pacific Metal Company 
Phone: BRoadway 0695 


Aleoa distributor listed 
Atuminum Company or America, 1931M 
Pittsburgh 19, Pennsylvania. 


Rochester, New York 
- Brace-Mueller- a Inc. 
Phone: GLenwood 0962 


San Francisco, California 
+ Pacific Metals Company, Ltd. 
Phones: Mission 7- 1104 

ENterprise 1-0806 


+ Brace-Mueller-Huntley, Inc. 
Phones: SYracuse 73-3341 9-6621 
+ Whitehead Metal Products Co., Inc. 
Phone: S¥racuse 3-0158 

Toledo, Ohio 

+ Williams & Company, Inc. 
Phone: ADams 8101 





INGOT - SHEET & PLATE - SHAPES, ROLLED & EXTRUDED - WIRE - ROD - BAR - TUBING ~ PIPE - SAND, DIE & PERMANENT MOLD CASTINGS » FORGINGS - IMPACT EXTRUSIONS 
ELECTRICAL CONDUCTORS + SCREW MACHINE PRODUCTS + FABRICATED PRODUCTS ~ FASTENERS + FOIL + ALUMINUM PIGMENTS + MAGNESIUM PRODUCTS 
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The Caster That Had a Complex Cena uet.ege Wer 


sion of various corrosion resistant ma- 
terials utilized in stainless valve manu- 





“ll turn left,” it sassed when a right turn was 























facture. A round table discussion, in 

(. Ww wanted, In fact, this caster always seemed to go the wrong which buyers and users will take an 
a ‘yy ‘ . . : . . . 6 : . 4 

of. \y direction, do the wrong thing. Insubordination ? active part, will follow the presentation. 

os \ 4 No! It just wasn’t built for the job. ; Admittance to the linic : will be by 

{i 4} invitation only, and invitation will be 


limited to those in the Pittsburgh area 
who are directly concerned with the pur- 
chasing, specifying or maintenance of 
stainless steel, nickel or monel valves. 
To further emphasize that this is an 
educational rather than a sales meeting, 
it has been decided that no sales represen- 
tatives, not even members of the Cooper 
\lloy Nationwide distributor chain, will 
be invited. 


Nu 

















Tickets will be made available absolute- 
ly free on a first come-first served basis. 
Requests should be addressed to: The 
Cooper Alloy Foundry Co., Hillside, New 
Jersey, Attention: Public Relations Di- 
vision 
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DESIGN MEASURES TO STABILIZE 
BURLAP TRADE 


An unprecedented: series of measures 
designed to hold ceiling prices, speed 
shipments and prevent black market op- 
Easy swivelling of Bond 36-A series casters permits erations in the world’s burlap trade was 
disclosed at meeting in New York by 
a mission representing the Indian Jute 


3 

















your workmen to turn trucks in a minimum amount 










of space. Time and labor are saved, and handling Mills Association. 

costs are cut to the bone. The arrangement of its Difficulties in the trade as a result of 
. - . ° the iere "eS ‘ “mrrenc VE ation 

double ball races, its fork design, and its heavy metal e differences in currency devaluatio 


policies of the Indian and Pakistan Govy- 
ernments were explained by Alexander 
easy, free-flowing performance. Every caster in the Low and William D. Bryden, who just 
complete Bond line is the result of careful study of arrived in New York to make a survey 
of the burlap trade and market condi- 
tions and to establish a permanent liaison 


construction are your guarantee of long service and 


actual working conditions. You'll find the right 







caster for your handling requirements in the Bond office as a means of improving service to 
Catalog K-38. Send for your free copy today. the U.S. market which absorbs about 60 

‘ per cent of India’s total burlap produc- 
BOND FOUNDRY & MACHINE COMPANY tion. India’s burlap exports provides that 





MANHEIM. PENNSYLVANIA country with 61 per cent of her dollar 
’ 


exchange. 






With India having devalued her cur- 
rency and Pakistan holding firm against 
evaluation, the supply of raw jute from 
Pakistan to the Indian mills has tempo- 
rarily ceased. As a result of this and 
for other reasons, the shipment of bur- 
lap to the United States has virtually 
halted. Most of the world’s jute is grown 
in Pakistan and the bulk of mill facilities 
is located in India. 




















































| 


No. 1536-A (shown). Double 
ball race swivel truck caster 
with roller bearing, vulcan- 
ized-on rubber tread wheel. 
36-A series wheel sizes 
range from 4° to 12”; 
capacities from 160 to 1700 
Ibs. per caster. 


*IT’S A 


To meet the emergency, the Indian 
Jute Mills Association, which represents 
95 per cent of India’s production capaci- 
ty, has adopted a four-point program, 
Low said. 












“This program calls for stabilization 
of prices as set by the Government, mo- 
bilization of transport facilities in India 
to speed shipments of India-grown jute 
to our mills, elimination of harmful 
speculation in goods and maintenance of 
exports to give India the added foreign 
exchange she needs to build her inter- 
nal economy and to enable her to buy 
more from the United States. Our mills 
are not only determined to hold the 
Government-set ceiling prices but as 


(Please turn to page 196) 
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Let’s help you find 
the tube you need 


Here, in full-size cross section, are a few of the thousands of 
seamless Special Shape Tubes we’ve made. Some were pro- 
duced to the usual commercial tolerances and finishes for 
such applications as electrical fixtures, furniture ferrules, 
heat exchangers, radiator tubes, refrigerator controls, hard- 
ware, jewelry, automatic pencils, etc., etc. Others were pre- 
cision-made tubes for industrial and scientific purposes, 
unusually accurate in I.D., O.D. and surface finish, inside 
and out. 

We have a large variety of stock tools which could save 
you tooling-up charges. Send us a sample, drawing or de- 
scription of the tube you need, together with quantity and 
other pertinent information, and we'll be glad to quote on 
your requirements and to your specifications. 

Anaconda Special Shape Tubes are available in Copper, 
Brass, Bronze, Nickel Silver, Special Copper Alloys and 
Aluminum, furnished in straight lengths or accurately cut 
to specified size. Write to The American Brass Company— 
French Small Tube Branch, Waterbury 20, Conn. 


49397 





ANAconDA 
SPECIAL SHAPE TUBES 


by the makers of Anaconda Bourdon Tubes, Thermal Expansion 
Bulbs and Copper Dehydrated and Cup-Sealed Refrigeration Tubes 











VAPORIZING LIQUID 


The all-purpose extinguisher 
effective on almost every kind 
of fire. Safe on electrical fires, 
too. 1 qt. and 1% qt. pump 
types; 2 qt. and 1 gal. 
pressure-operated types. 





MANUAL AND 
AUTOMATIC SYSTEMS 
Complete fire-fighting sys- 
tems, — oam or 
air foam. For storage tanks, 
dip tanks, loading racks, etc. 








PYRENE MANUFACTURING COMPANY 
Newark 8, N.J. 


578 Belmont Ave. 








Te Uk eel Oa 


} (| 





AIR FOAM 


Couple Playpipe to hose line. 
Every 19 gals. of water and 1 
gal. of PYRENE Foam Com- 
nd yield 350 gals. of foam! 
Fer flammable liquids and 
ordinary combustibles. 





CARTRIDGE- 
OPERATED 
Eliminates annual recharging. 
For fires in wood, paper, tex- 
tiles. Shoots water or anti- 
freeze solution. 2% gal. size. 








Also Soda Acid, Pump Tank, 
Chemical Foam, and other 
extinguishers. 















Tuere’s a Pyrene* for 
every fire hazard... and 
there are PyreNne job- 
bers in all principal 
cities. You can order all 
your extinguisher needs 
—the reliable, prompt, 
economical, easy way— 
from one local establish- 
ment. You can do it on 
one purchage order. You 
get immediate delivery 
by the jobber, and you 
don’t have to pay freight 
charges from the factory. 


The name PYRENE 
stands for precision- 
made, time-tested prod- 
ucts. Your fire extin- 
guishers can mean the 
difference between a 
moment’s excitement 
and a burned-out plant. 
Don’t settle for less than 
PyYRENE quality! Write 
for name of your local 
Pyrene jobber. 


#T.M. Reg. U.S. Pat. Of. 
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(Continued from page 194) 
soon as it is feasible, we hope to reduce 
prices.” 

Drastic steps, Low added, have been 
taken to meet the supply problem and 
to prevent hoarding by speculative inter- 
ests. Burlap now being held on specu- 
lative account must be shipped within 
two months of contract due date or be 
penalized by high warehouse charges. On 
all new contracts, mills will sell to ship- 
pers only and on condition they move 
the goods within due date. Failing this, 
the goods will be resold with any result- 
ant losses to be charged to the original 
buyer’s account. 

“From a trade point of view,” he add- 
ed, “this represents a major step forward 
in the mills’ marketing methods. It will 
eliminate speculators and provide for the 
orderly export of burlap to the United 
States and other markets.” 

Before separation of India and Pakis- 
tan, jute agriculture was unified with the 
raw product being largely grown in East 
Bengal and then shipped to West Bengal 
where it was processed and exported. Di- 
vision of the single province into two 
separate countries has accounted for the 
present diffculties between Pakistan and 
Indian interests. Growing of jute in In- 
dia is now being greatly extended but 
the yield is still far from sufficient to 
keep the mills in full production. The 
mills, according to Low, are hopeful that 
an agreement can be worked out even- 
tually to resolve the problem but in the 
meantime the flow of burlap offers to 
the United States has virtually ceased. 

“In full realization of the seriousness 
of the situation,” he said, “vigorous steps 
are being taken by the Indian Jute Mills 
Association with the full support of the 
Indian Government and in consultation 
with the trade interests in the United 
States to insure an adequate supply and 
regularity of delivery.” 

Normally the United States each year 
imports 450,000 tons of burlap and other 
jute products from India amounting to 
approximately $100,000,000 for the manu- 
facture of bags, cotton bale coverings, 
packing materials and for other industrial 
uses. 
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144-PAGE BOOK ON KAOLIN 
CLAYS AND THEIR USES 


Important advances in the technology 
of kaoline or China clays are described 
in a 144-page book entitled “Kaolin Clays 
and their Individual Uses”, recently pub- 
lished by the J. M. Huber Corporation, 
342 Madison Ave., New York. Illustrated 
with over 75 photographs and charts and 
containing 49 tables, the book is a com- 
prehensive review of the technology of 
producing, refining, testing and using 
kaolin clays. It is intended as a standard 
reference and authoritative text on the 
subject. Chapters cover the application 
of Kaolin clay in the rubber, paper, in- 
secticide, adhesive and ceramic industries. 
The first section is devoted to a basic dis- 
cussion of the various types of clays. 

(Please turn to paga 198) 
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Artist — Ben Cunningham, native of Nevada 


NEVADA — annual purchases: $170 million— mostly packaged. 


CONTAINER CORPORATION OF AMERICA 
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ITC 


Here’s your source for steel or 
non-ferrous parts of tough 
structure and close dimen- 
sional accuracy. RITCO Bright 
Finish drop forgings in weights 
from “|b. to 15 Ibs. are smooth, 
flash-free — require minimum 
machining. Come to RITCO for 
precisely machined, ground or 
threaded parts and assemblies. 
Let us know your requirements: 
estimates gladly submitted. 

























-—— REMEMBER RITCO FoR 1 
DROP AND UPSET FORGINGS 
COMPLETE MACHINING FACILITIES 
SPECIAL BOLTS, NUTS AND STUDS 
MILLED. BODY BOLTS 


RHODE ISLAND TOOL COMPANY 


148 West River Street 
P. O. Box 1516, Providence 1, R. I. 














Serving American Industry Since 1834 





MACHINED FORGINGS 
and SPECIAL FASTENERS 











THE 
RIGHT FASTENER 
FOR EACH TYPE BELT 


WIREGRIP Belt Hooks 
with extra (patented) blue 
aligning cards—that assure 
better alignment with less 
hook loss—6 sizes. 


STEELGRIP Flexible Lac- 
ing, applied with a ham- 
mer, ciinches over and 
protects ends of belt. Boxed 
in long lengths 


PLATEGRIP Fasteners for 
. »« « Conveyor Belts. Make 
strong dust-tight joints !n 
belts of any width. Spread 
tension uniformly. Allow 
natural troughing of belt 
Operate smoothly over flat, 
crowned or take-up pul- 
leys. Sizes for belts from 
4” to 149” thick Easily 
applied. 





yyyyeyeeyet Lis 
ects 
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TTS 
STEELGRIP 


pense 
Cae nice 
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PLATEGRIP 
ook 


FLEXGRIP 


SUREGRIP 
Write for catalog 
ARMSTRONG-BRAY & CO. 
The Belt Lacing People 
5368 Northwest Hwy. Chicago, Illinois 
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WHICH CHEMICAL 
PUBLICATION 
HITS BUYERS’ DESKS 
WITH MARKET NEWS 
AHEAD OF THE PACK? 


It Is 


O P D 


NEWS FORMS CLOSE 4 P.M. FRIDAY 
PAPER DELIVERED 9 A.M. MONDAY 


@ The whole week's 
Chemical News 


@ 5000-6000 Quotations 


@ 2957 Pages of Chemicals Advertis- 
ing last year 


round-up of 


May we send you a sample 
? 








Want Additional Product Information? 


copy of O.P.D.? 





Oil, Pant and 





Drug Reporter 


For Chemical Buyers 
The Market Authority since 1871 


SCHNELL PUBLISHING CO., INC. 
59 John Street, New York 7 


e Cleveland 22 — H. G. Seed, 17717 Lomond Blvd., 
Long. 0544 e Los Angeles 14 — The Robt. W. 
Walker Co., 684 S. Lafayette Park Pl. Drexel 4338 
e San Francisco 4 — The Robt. W. Walker Oo., 
68 Post Street, SUtter 1-3568. 





See Page 19. 





AIRCOMATIC STAINLESS STEEL AND 
ALUMINUM BRONZE WELDING 


The Aircomatic or inert gas-shielded 
metallic arc welding process for weld- 
ing, announced by Air Reduction, 60 E. 
42nd St., New York, a year ago, has 
been successfully applied to the welding 
of chrome nickel or stainless steels and 
aluminum bronze. The revolves 
around the continuous feeding of a coiled 
wire electrode in a gaseous shield through 
the barrel of a welding gun. High speed 
continuous deposition of filler metal is 
possible in all positions with a completely 
visible arc. 


process 


When applied to welding of stainless, 
the process is said to have certain specific 
advantages over the older and better 
known methods. To illustrate, the Airco- 
matic transfers across the arc virtually 
60% of the titanium that may be present. 
Existing metal arc welding methods lose 
almost all of it, according to Airco. This 
makes feasible the use of titanium sta- 
bilized filler metal rather than columbium 
stabilized. The process also deposits more 
stainless steel at a given value of welding 
effects 
in the base metal. The welds are sound, 
without porosity or 


current and hence minimizes heat 


inclusion, nor 
is there any slag to remove afterwards. 
Exceedingly high welding speeds are ob 
tainable. When using 1/16” wire, deposi 
tion rates in the downhand position of 
15 lbs. per arc hour are possible. 


slag 


\t present, the most popular method o/ 
applying aluminum bronze filler metal is 
to use coated stick 
difficult to deposit welds 
when using the softer grades of this ma 
terial. The Aircomatic provides a process 


electrodes, and it is 
porosity-free 


that has deposited soundly aluminum 
bronze, according to Airco. 
y 7 7 


ELABORATE BOOK ON 
HEAT EXCHANGERS PUBLISHED 


Standards of Tubular Exchanger 
\ssociation, 1949 Edition, 
wire-o-bound just 


association, a 


Manufacturers 
a 94-page. 
published by the 
group of 
of shell 


book. has 
been 
manufacturers 


eleven leading 


and tube sheet exchangers. 
Of value to anyone concerned with the 
design, manufacture, specification, pur- 
chase, operation or maintenance of tu 
bular exchangers, this comprehensive, 
profusely illustrated volume covers such 
subject as: 
mechanical 


fabrication and performance ; 
standards for petroleum re- 
fineries, commercial and general 
applications ; material specifications. foul- 
ing factors, temperature and temperature 
differences; heat transfer and pressure 
drop data; thermal properties of fluids; 
installation, operation and maintenance ; 
characteristics of tubing. 


process 


Copies of the book are obtainable at 
the Assciation’s actual cost of $3.00 for 
paper cover editions and $4.00 for fabri- 
koid cover editions by writing George 
P. Byrne, Jr., secretary Tubular Ex- 
changer Manufacturers Association, Inc., 
53 Park Place, New York 7, N. Y. Dis- 
tribution is not restricted to members. 

(Please turn to page 200) 
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EASIER... 


WHEEL DRESSINGS 


A FEATURE 


OF THE 


DECEMBER, 1949 





FASTER... 
MORE... 


at lower cost! 





HANSON-WHITNEY THREAD GRINDER 


This page has been arranged for but one pur- 
pose ...to induce you to see the new Hanson- 
Whitney semi-automatic Thread Grinder at 
work. It is impossible, in restricted space, to 
explain the importance of this engineering 
achievement to provide the close-up 
photographs that bring out the many design 
innovations . . . nor can we show you the 
accuracy, the speed, the quality of production. 


But we can arrange an appointment that we 
believe will interest anyone who needs a 
better, faster, method for grinding external 


HANSON-WHITNEY MACHINE CO., HARTFORD 2, CONN. 
Division of Whitney-Hanson Industries, Inc. 


Whitne 





7HwW46 


Want Additional Product Information? See Page 19. 


threads from the solid on a production basis. 


You will see a Master Roll (A) that re-trues 
the Grinding Wheel for re-grinding the 
Crusher Roll (B) in position, whenever its 
pattern has been worn by repeated crushing 
of the wheel. This means uninterrupted pro- 
duction for a long time... until the original 


CATALOG 
Master Roll thread pattern itself becomes worn. 


AND PRICES ON 
This is but one valuable feature of this ma- ®EQUEST. 
chine. If the 2” (long) threading capacity... 
produced in 1-1/6 revolutions of the work... 


meets your needs, we ask you to write us, 









PIONEERS OF FINISHED TAPS 











OUT OUR WAY 





















ONE THING ABOUT 
JOE, HE LISTENS 

WELL TO HIS MiIS- 

TAKES--SO WELL HE'LL 
NEVER TRY TO DO WITHOUT 
SOL- SPEEDI-DRI 
AGAIN 








JOE IS LISTENING TO THE BIGGEST 
MISTAKE HE EVER MADE IN HIS 
LIFE/* JUST TO SAVE A FEW 

CENTS, HE TRIED TO GET ALONG 
WITHOUT SOL SPEEDI-ORI ON 
THE SHOP FLOOR. SO LOOK 
WHAT HAPPENED / 


an 








































angele WILLIAMS 
orf 
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Don’t take chances! Get the New 
Improved Sol-Speedi-Dri! 


The new, Improved Sol-Speedi-Dri saves you money because you get more 
bulk, more coverage, more absorption, per pound. Sol-Speedi-Dri makes 
shop floors safe for working, safe for walking—cuts down on fire hazards— 
by soaking up all liquids—oil and grease included. Always be safe, de eco- 


nomical, with the new improved Sol-Speedi-Dri. 
* 
SPEEDI-DRI CORP., 1 Wall Street, New York 5, N.Y. 


Warehouse stocks maintained in principal cities of the United States and Canada. 


yas’ 






WHEN YOU BUY, BE SURE IT’S 


SOL-SPEEDI-DRI 


T 
OIL & GREASE ABSORBEN 





















4 
y Inquirers in New York, New England and New Jersey should N % 
\ DS write to Speedi-Dri Corp. Elsewhere in U.S. to Waverly \\ , 
y, Petroleum Products Co., 1724 Chestnut St., Philo. 3, Pa. \ 
NY 
ee ee 
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TRUMBULL, NOW IN 501H YEAR, 
CONDUCTING TWO SALES SCHOOLS 


Now in its fiftieth year of business, 
the Trumbull Electric Company, Plain- 
ville, Conn., is turning to education as a 
means to stimulate sales, render greater 
user service, and maintain a high level 
of employment. 

Two sales schools for wholesalers and 
distributors, one at Hartford, Conn., and 
the other at Cincinnati, O., have been 
established where courses of instruction 
on the company products are given by the 
same methods used in colleges and uni 
versities—lectures, question periods, and 
examinations. Among the subjects cov- 
ered are sales features of the products; 
how to price them and how to apply 
them; marketing problems; sales promo 
tion methods; and warehousing. 

Because Trumbull Electric sells through 
distributors exclusively, it is felt that 
the knowledge imparted to the distribu- 
tors through the sales school method will 
go far toward creating a closer manu 
facturer-distributor relationship, and will 
inevitably contribute to greater sales 
volume. It was also emphasized that this 





training would help the distributor give 
greater and more expert service to the 
users of Trumbull products. Better 
knowledge of the product, it was pointed 
out, would permit the distributor to make 
recommendations or suggestions for uses 
in instances where he might otherwise 
have waited for engineering advice from 
the factory. 

\bout 300 representatives signed up for 
each school. 

Among the events marking the 50th 
anniversary of the company was an “open 
house” held for employees and residents 
of the surrounding communities in Octo- 
ber. Also, a banquet was held by the com- 
pany’s present management in honor of 
the original founders, John Trumbull and 
Henry Trumbull, who started the busi 
ness in 1899, and Frank Wheeler and 
Stanley Gwillim, both of whom joined 
the brothers shortly after. 


e.F 9% 
NYLON TEXTILE MILL ROPE 


Development of Nylon textile mill rope 
is announced by the Columbian Rope Co., 
Auburn, N. Y. It is claimed to be a ton 
performer wherever rope is used on tex- 
tile machinery. Whether it’s wooden 
mules or French worsted mules for rim 
band, draft and draw, tension or squaring 


(Please turn to page 202) 
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CUTTING TOOLS MACHINE PARTS 


4 Steed cp ” 





THEY DO THEIR WORK BETTER WITH THE HELP OF 


® 
WNORTONF oilstone files 








Here are the right tools to touch up a milling cutter, 
smooth off the burrs on a gear or fit a die—and 


what a difference it makes in their performance! 


INDIA® and HARD ARKANSAS Oililstone Files, 
shaped to conform to work contours, and all file 
instead of rows of individual teeth, are the choice 
for this work among tool makers, die makers and 
master machinists. INDIA files of hard, sharp, elec- 
tric-furnace aluminum oxide, are standard for gen- 
eral use. HARD ARKANSAS — a natural abrasive 
— is right for the finest jobs or the "finishing 
touches." 


There are over two hundred different standard sizes 
and shapes of INDIA and HARD 
ARKANSAS Oilstone Files. Se- 
lect the ones you need from the 
OILSTONE FILE BULLETIN. 
Write for it today. 


VAN BEHR-MANNING 


ALSO MANUFACTURERS OF COATED ABRASIVES 
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Good-to-look-a 








can also say, 
“Good to eat!” 


Mounds and Almond Joy — the famous 10¢ candy bars made 
by Peter Paul, Inc. — are quality products. Made to exacting 
standards, they are then packaged with equal care. The appear- 
ance of the well-designed wrappers contributes to appetite 
appeal. It is then important that the wrapped candies reach 
the dealer and the consumer in perfect condition. The shipping 
cases in which Mounds and Almond Joy are packed are sealed 
and fully protected by Arabol Adhesives. 


“‘We have found Arabol Adhesives eminently satisfactory for 
this purpose, for more than 15 years”, say Peter Paul, Inc., 
Naugatuck, Connecticut. 


Arabol is proud to serve Peter Paul, Inc. — proud to serve the 
leaders in a hundred other industries. Born of 64 years of 
pioneering, it is our aim to supply each user with the one 
specific Arabol Adhesive best suited to each of his particular 
requirements. On this basis, Arabol Adhesives are now used 
for more than a thousand different applications. See the Arabol 
Representative when he calls; he knows adhesives. 


tHE ARABOL MANUFACTURING CoO. 


Executive Offices: 110 East 42nd St., New York 17, N. Y. 
CHICAGO 50 — 1835 S. 54th Ave. * SAN FRANCISCO 3 — 1950 16th St. 
LOS ANGELES 11—2262 E. 37th St. ¢e ATLANTA 3—375-377 Whitehall St., $.W. 
BOSTON 9—12 Commercial Wharf « PHILADELPHIA 47—600 S. Delaware Ave. 
ST. LOUIS 4—2500 Texas Ave. * PORTLAND 9, ORE.—1233 N.W. 12th Ave. 
LONDON E. C. 1 — 8 Sans Walk, Clerkenwell 


CIWS rhs ARABOL! 















(Continued from page 200) 
in ropes, the nylon textile rope is said 
to keep shut-downs caused by rope fail- 
ure to a minimum. For loom rope such 
as axminster needle rope or wilton loom 
knife rope, the nylon rope is said to out- 
last cotton ropes by four to six times. 
Two types are available, “Stabilized” 
filament nylon rope, and “Stabilized” 
spun nylon. The latter is designed 
for greater ease of handling, splic- 
ing, knotting and performance, and is 
recommended in most cases where per- 
formance is of paramount importance. 
The stabilized filament nylon rope is the 
original sleek, silky nylon that is tops in 
appearance and breaking strength. Folders 
describe the two ropes in detail. 


2s 


SEALS LEAKS IN 30 SECONDS 
WHERE THERE IS HIGH PRESSURE 


Dasquik is the name of a liquid (not 
a paint material) which, when mixed 
with fresh standard Portland cement, 
effectively and permanently seals water 
leaks through concrete, in the short time 
of 30 seconds, even where. there is great 
pressure. Mixed with Portland cement 
it produces an extremely fast setting 
mortar that shops leaks against hydro- 
static pressure without removing the 
pressure. It is a new product made by 
The Dasco Co., Inc., 1602-4 Thames 
Street, Baltimore, Md., who claim that 
it provides an inexpensive, dependable 
method of .savings thousands of dollars 
annually in repair and maintenance work. 
Stopping leaks in a concrete wall or tank 
is merely a matter of chipping V-shaped 
holes 2 to 4 inches deep following course 
of water, inserting plug of the Dasquik- 
cement mix, and holding it for but 15 
seconds. One gallon of Dasquik is suf- 
ficient for plugging 20 to 30 water jets. 
Further information and_ specification 
sheet available from manufacturer. 


' FF # 


SYNTHETIC RESIN BINDER FOR 
SAND CORES AND DRY MOLDS 


The Plastics Department of American 
Cyanamid Company announces the intro- 
duction of Cycor Resin 191, which is a 
liquid, synthetic resin binder for sand 
cores and dry molds. 

Cycor 191 can be pumped and/or me- 
tered and is otherwise adaptable to ex- 
isting equipment and methods common to 
many foundries. This new product is 
similar to the dry powder Cycor 151 in 
that it contains none of the additives, 
such as cereal, fly ash, silica, flour, etc. 
However, these lower priced items may 
be added as necessary in the Muller to 
produce cores of whatever properties the 
user desires. Also, it is similar to Cycor 
151 in that it produces water-resistant 
cores which withstand high humidity and 
long lay-overs in the mold and it can 
be cured in either conventional or elec- 
tronically heated ovens. ° 

A technical bulletin on this new, prod- 
uct is available from the Plastics Depart- 
ment, American Cyanamid Company, 30 
Rockefeller Plaza, New York 20, N. Y 


(Please turn to page 204) 
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Babbitt Costs... 


they can be lowered by using 


N-B-M No. 397 SILVER BABBITT 


Yes, if you are interested in lowering costs 
of your plant operation or product, inves- 
tigate N-B-M No. 397 Silver Babbitt. 

You will find, first, that N-B-M Silver 
Babbitt costs from 30% to 40% less per 
pound than tin-base babbitt, and second, 
that it has all of tin-base babbitt’s good 
performance characteristics: 

® Retains hardness at higher temperatures 

® Easy to bond 

® Has high corrosion resistance 

® Embeds dirt and grit, even at room 

temperature 
More and more Plant Engineers and Prod- 
uct Designers are specifying N-B-M Silver 
Babbitt. Acceptance has been enthusiastic 





COMPANY 


because of its durability and economy. 
Write today for quotations on this money- 
saving, long-lasting Silver Babbitt. 


Ask for your free copy 
of this folder which de- 
scribes N-B-M Silver 
Babbitt. Contains full 
information, physical 
properties and Engi- 


neering Briefs. 





NATIONAL BEARING DIVISION 


4930 Manchester Avenue « St. Louis 10, Mo. 





PLANTS IN: ST. LOUIS, MO. + MEADVILLE, PA, « NILES, OHIO « PORTSMOUTH, VA. « ST. PAUL, MINN. ¢ CHICAGO, ILL. 
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TOWMOTOR Electric Pallet Truck 


selected by WRIGLEY 
for speed ... maneuverability ... ruggedness 





Constantly alert to new 
developments in the ma- 
terials handling field, the 
Wm. Wrigley Jr. Com- 
pany selected Towmotor 
Electric Pallet Trucks to 
augment handling equip- 
ment in its giant Chicago 
plant. Towmotor-engi- 
neered for gruelling tasks 
of every kind, these ver- 
satile trucks lift loads up 
to 4000 Ibs., travel faster, 
weigh less, climb grades 
more readily. Check such 
outstanding features as 
Dual Finger-tip Control 
. . . Positive Brake, verti- 
cal or horizontal .. . Aue 
tomatic power cut-off ... 
Rapid lifting of all loads, 
Save time, save monev, 
Write for descriptive fold- 
er. Towmotor Corpora- 
tion, Division 11, 1226 =, 
152nd Street, Cleveland, 
10, Ohio. 








TOWMOTOR 


THE ONE -MAN-GANG 


FORK LIFT TRUCKS and TRACTORS 


R 


RECEIVING © PROCESSING © STORAGE © DISTRIBUTION 





Oakite Service 


more than Slashes Cleaning Costs 
; ERHAPS you have an industrial 
- : cleaning problem that seems to 
: defy solution. It might involve de- 
rusting, degreasing, paint-stripping 
= or any of a thousand other pro- ’ 
3 ‘ duction-maintenance jobs. Natural- “Z 
2 ly you want to iron out that 


. difficulty quickly and economically. 
Qakite And that’s where proved Oakite 

' know-how and materials can step 

into your picture. For over 40 years 


. 

: Materials Oakite technicians have been solv- 
j ing difficult industrial cleaning 
: problems—with a resulting time and 
to solv : money economy that keeps effi- 
e ciency experts and budget directors 

‘ happy. 
lea So let your nearby Oakite Technica! 
your C ning Service Representative help you 


cut your cleaning costs. His services 


, : are FREE! Write: Oakite Producits 
pro ms Inc.. 54 Thames St., New York 6 
‘ N. 


re 








Technical Service Representatives Located in 
Principal Cities of United States and Canada 


OAKI 


66. U.S. PAT. OFF 


eesti 





MATERIALS +» METHODS - SERVICE 





SPECIALIZED INDUSTRIAL CLEANING rs 


- 





STEEL PLANTS USE COLOR 
FOR SAFETY 


Safety supervisors of steel companies 
are using paint more widely to help 
reduce accident rates, according to 
American Iron and Steel Institute. 

In some plants, the handrails and 
edges of stairs are vividly painted. Safe 
aisles are marked on floors where feas- 
ible. Electrical fixtures are brightly 
daubed to make them readily discernible. 

So successful has the “color-for-safe- 
ty” idea proven, that in some steel plants 
efforts have been made to standardize 
the meanings of certain colors. Red com 
monly indicates fire protection equip- 
ment. Orange may mark moving parts 
of machinery and yellow an obstruction 
hazard, such as stairs. 

7 vy y 


WALL CHART SIMPLIFIES 
CHAIN SELECTION AND USE 


\ wall chart that simplifies the selec 
tion of sling chain for every requirement 


and provides a permanent record of per 


formance for specific chains used in 
shops and factories, together with Sling 
Chain Data Sheet. is available trom the 
McKay Co.. 316 McKay Building, Pitts 
burgh 22, Pa 

Complete data on alloy and iron chains 
and the working load limits { sling 
chains in 9/32” to 1” sizes are s vn, as 
are the weights of the loads that can be 
lifted when a given sling is used at angles 


of lift from 10° to 90°. Standard single 
leg, two-leg, three-leg and four-leg chains 
are illustrated with various attachments. 
The back of the chart lists the Chain In- 
situte Inc. definitions, instructions and 
cautions governing the use of sling chains, 
and a table for recording sling iin per- 


lormance 
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PLAN NATURAL GAS LINE 
FOR NEW ENGLAND 


The Texas Eastern Transmission Cor 
poration has asked the Federal Power 
Commission for authority to construct 
additional pipe line facilities to serve 
utilities in the New England area with 
as much as 200,000,000 cubic teet of nat 
ural gas per day by 1951. The request 
is in the form of an amendment to 
previous application of March 10, 1948, 
and the amendment proposes to serve the 
New England area by transporting up 
to 45 billion cubic feet per year from its 
compressor station near Lebanon, Ohio, 
as far as Concord, N. H., through a new 
pipe line. A new 26-inch line would be 
bujlt from Connellsville, Pa., to utility 
systems in Greenwich, Bridgeport, Nor- 


walk, Derby, New Haven, Hartford, Wa- 


terbury and Naugatuck, Conn.; Spring 
held, Holyoke, Worcester, Boston, New 
Bedford, Plymouth, Brockton, Lowell 


and Lawrence, Mass.; Providence, R. L.: 
Manchester, Concord and Nashua, N. H.. 
and possibly other communities in the 
area. It is felt that the service and rates 
will be attractive to utilities and cus- 
tomers in the New England states 


(Please turn to page 206 
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From a letter of 

Oak Mfg. Co. on cabinets 
MOLDED by RICHARDSON, 
for their new 45 R.P.M. 
automatic record changer 





RICHARDSON MOLDING SERVICES 


This sturdy record changer cabinet, 
molded by Richardson for Oak Mfg. 
Co., is only one of thousands of parts 
Richardson has molded efficiently, eco- 
nomically and on time for scores of 
manufacturers. 

These cabinets come from the molds 
with a smooth, attractive finish that 
makes further finishing operations un- 
necessary. 

Richardson experience in molding 


éy RICHARDSON 





plastics produced this cabinet with 
tapped machine screw holes accurately 
spaced for quick, easy assembly. Also, 
Richardson experience pointed the way 
to produce the job at minimum cost. 

Hundreds of manufacturers have 
found that Richardson’s extra experi- 
ence, extra facilities and extra know- 
how have paid important dividends. 
May we discuss with you your next 
plastic molding job? 


The RICHARDSON COMPANY 


GENERAL OFFICES: LOCKLAND. OHIO 


Sales Headquarters: MELROSE PARK, ILLINOIS 


FOUNDED IN 1858 





CLEVELAND - DETROIT + INDIANAPOLIS + MILWAUKEE + NEW BRUNSWICK. (N. J.) = NEW YORK PHILADELPHIA ROCHESTER + $T. LOUIS 
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THE BRUSH WITH 
THE STEEL BACK 





Speed Sweep brushes have a steel back which is the basis of 
unique design for faster, easier, better sweeping. Block is 
usual size for easier handling. Tufts are longer and more compact, 
providing “spring and snap” action. Handle is instantly adjustable 
to height of sweeper—reduces fatigue and strain. Speed Sweep 
brushes are sturdy—they contain highest grade materials and are 
constructed for long life. Speed Sweep brushes have been proved 
by so many firms and under such varying conditions that they 
are unconditionally guaranteed to meet your needs. Mail coupon 
today for complete information about sizes, styles and prices. 








_ poeeerenypeernigpneypnannp angen pment 
MILWAUKEE DUSTLESS BRUSH CO. 
' 530 North 22nd St., Milwaukee 3, Wisconsin 


Please send complete information about Speed Sweep Brushes 


& 


Name 








{ Street Address 


City, State 
, a A A A A a a 


206 Want Additional Product Information? 











See Page 19. 





NEW NON-FERROUS ALLOYS 
HANDBOOK MAKES IT EASY TO 
SPECIFY ALLOYS 


Warranted to take the guesswork and 
grief out of selecting and ordering non- 
ferrous alloys, a convenient new 44-page 
pocket-size handbook has just been pub- 
lished by The Riverside Metal Company 
of Riverside, N. J. 

Included in the handbook, one of the 
most complete ever published, are the 
advantages, applications, composition, 
forms, properties and manufacturing lim- 
its of Riverside Alloys—Phosphor Bronze, 
Nickel Silver, Cupro Nickel and Beryl- 
lium Copper, as well as special River- 
side Alloys. These are in handy digest 
form with commonsense guides to selec- 
tion and ordering. 

\ special section deals with heat treat- 
ment of berryllium copper. In addition, 
the compilers have managed to include 
without cramming much useful informa- 
tion on temper, and data on gauges, tol- 
erances, weights of sheet, rods and wire. 

Featured in a separate pocket is a 
check list and order form designed to 
make it easy for anyone, even though 
not accustomed to ordering non-ferrous 
alloys, to get the correct Riverside alloy 
for any specific application. Copies of 
the new Riverside Handbook may be 
obtained without obligation 


+ 7 sf 


PRIZE WINNING PACKAGE 





Package which serves as a spool on 
which the wire is wound, as well as a 
shipping container is being used by the 
Acme Steel Company, Chicago, IIL, for 
packaging its Silverstitch stitching wire. 
The container is a new combination, 
solid fibre box. When the wire is used, 
the package reverts to its initial use as 
a spool. The package was awarded first 
prize in the general classification in the 
protective packaging competition spon- 
sored by the Society of Industrial Pack- 
aging and Materials Handling Engineers 
in Detroit. The box is manufactured by 
the Gaylord Container Corp., St. Louis. 
At the Acme plant, the stitching wire is 
machine wound on the spool which is 
also the inside of the shipping box. The 
addition of a cover, fitted around the 
outside circumference of the spool, com- 
pletes the package for use as a totally 
enclosed shipping container. The spool 
itself is made from five pieces of solid 
fibre. The spool holds 50 pounds of wire. 


(Please turn to page 208) 
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Why top 


purchasing 


agents are 


good salesmen, too | 


URCHASING agents for leading companies are 

often as much concerned with selling as with buy- 
ing! Wherever possible, they buy materials which not 
only do the job best, but also add valuable sa/es features 
to the finished product. This awareness of the sales 
side of purchasing has made the P.A.’s role a doubly 
important one in the automotive industry. And it’s 
a big reason why so many outstanding purchasing 
agents throughout industry specify Timken bearings. 


Timken bearings are not only the dest tapered roller 
bearings made: they are the best known! Years of supe- 
rior performance have made the trade-mark “Timken” 
mean “top quality” to millions of customers. So the 
salesman who can point out that his product is equipped 
with Timken bearings has a head-start on competition 
that’s hard to beat. 


NEW TIMKEN BEARING CUTS RUN-OUT IN HALF! 
Until now, the Timken “Zero” bearing has been the 
last word in bearing accuracy. Now Timken offers in- 
dustry the ““Double-Zero” bearing — twice as accurate 
as the ‘Zero’! Maximum run-out of the new “Double- 
Zero” bearing is only 75 millionths of an inch — half 
the 150 millionths run-out of the ‘“‘Zero’’ bearing. 


What an opportunity for manufacturers of machines 
where extreme accuracy is essential! Available in 
standard single row types, up to 10” O.D. Write for 
further information. 


| : * 
WOT JUST A BALL CD NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER C— BEARING TAKES RADIAL i) AND THRUST —-@)~LOADS OR ANY COMBINATION » 
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TIMKEN 


ROLLER BEARINGS 
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Give your product this extra sales advantage by stand- 
ardizing on Timken bearings. Timken bearings not 
only help seli your product; they help keep it sold by 
assuring trouble-free operation, low maintenance cost, 
and long life. Remember, no other bearing can give 
you a// the advantages you get with Timken bearings 
because Timken leads in: 1. advanced design; 2. 
precision manufacturing; 3. rigid quality control; 4. 
special analysis steels; and 5. consumer preference. 


Because every step of the manufacture of Timken 
bearings is controlled within our company... 
because our vast manufacturing facilities are widely 
dispersed . . . you will find the Timken Company a 
supply source of outstanding reliability. The Timken 
Roller Bearing Company, Canton 6, Ohio. Cable 
address: “TIMROSCO”, 


TAPERED 
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" amaey 
CESCO’s 


LIGHTWEIGHT 


COVERLITE 








. WEIGHS LESS THAN I OUNCE 


re a 


Low in cost but 
high in eye protection 


Even this negligible weight (only 97/100 
of an ounce) is distributed evenly over 
the nose, brow and cheeks. No wonder 
workers wear the new COVERLITE 

with enthusiasm. 


The sturdy injection-moulded, non- 
flammable frame provides full protection 
from impact, dust, flying sparks and 
chips. Good ventilation and ample air 
space prevent fogging. Large frontal 
area gives good range of vision in all 
directions. Easy-to-adjust elastic 
headband. 


COVERLITE goggles can occupy an 
important place in your safety program. 
They are ideal for buffing, polishing, 
light assembly work and spot welding. 
Choice of clear, light green and dark 
transparent frames 





the | goggle 


can be worn over most standard 
types of personal glasses without 
interference. 





For complete information about CESCO’S newest 
safety goggles ask your CESCO distributor or write... 


CHICAGO EYE SHIELD COMPANY 
2320 Warren Boulevard + Chicago 172, illinois 


OFFICES IN: Boston, Buffalo, Cincinnati, Cleveland. 
Columbus, Detroit, East Orange, Houston, 
Los Angeles, Montreal, Philadelphia, 
Pittsburgh, Seattle, St. Louis, St. Paul, 
Toledo, Tulsa 
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EXPORT PACKAGE WINS TWO 
AWARDS AT PACKAGING 
EXPOSITION 


Harry Hunt, (right) superintendent 
of shipping, packing, and receiving for 
the Burroughs Adding Machine Co., De- 
troit, and L. Pastor, foreman of small 
parts packing, are shown with the ex- 
port package that won the two highest 
awards in the contest conducted by the 
Society of Industrial Packaging and Ma- 
terials Handling Engineers at its 
exposition in Convention Hall, Detroit, 





Effective method of preventing pilfer- 
age. 


October 4-6 
box over-wrapping a 
adding 


plastic bag 


wirebound 
which con 
machine packed in a 
Mr. Hunt both the 
first prize in the export packaging divi 
sion of the contest and the ornate Harold 
Jackson Award trophy offered by 
William H. McGee & Co., Inc., marine 
underwriters, for 
effective 


The package—a 
carton 
tains an 
won for 


the most ingenious and 
method of preventing pilferage. 


+ + y 


PLANT MAINTENANCE SHOW 
CLEVELAND, JANUARY 16-19. 


Running concurrently with Plant 
Maintenance Show at the Auditorium, 
Cleveland, Ohio, January 16-19, four- 


day conference will include such subjects 


Man 
Much does Maintenance 
Much should Maintenance 
“Budgeting the Maintenance Op 
eration”, “Selection and Upkeep of light- 
“Upkeep of 
Electrical 
- “Relationship of Light 
Color to Production”, “Sanita 
tion and Housekeeping”, “Upkeep ot 
Floors, Walls and Roofs”; panel session 
on lubricants: “Protecting the Plant and 
the Worker”; “Importance of Mainte 

Safety”, and “Application of 
Equipment.” 


as “Maintenance Organization and 


agement’, “How 
Cost.”, 


Cost 2” 


“How 


ing equipment” ; Electrical 
Motors”; “Using 


in Maintenance” 


Equipment 


ing and 


nance to 
Service 


Admission to both the conference and 
the exposition will be without charge. 
The conference is sponsored by the 
American Society of Mechanical Engi 


\dvance- 
informa- 


neers and the Society for the 


ment of Management. Detailed 


tion about the Maintenance Show and 
the Conference may be obtained from 
Clapp & Poliak, Inc., 341 Madison Ave., 


New York, N. Y. 


(Please turn to page 210) 
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SOUTH BEND 
LATHES 


Help You Meet 
Competition 


The surest way of meeting competition is 
through efficient production. South Bend 
Lathes will help you to keep machining effi- 
cient — reduce costs—and produce better 
products. Their ability to do this, plus their 
high quality, has made them the most popu- 
lar lathes in the United States. 


Write for catalog— specify machine tool 
in which you are interested: lathe (give 
size), 14” drill press or 7” bench shaper. 


BENCH LATHE PRICES 
aida 5) eee $192.45 


gifs fh) eee 245.45 
gta  /* eee .. 335.45 
10” « 3’ Quick ChangeLathe...... oeeee-« 994.35 
FLOOR LATHE PRICES 
6a 0.4.4 sc eee eee én $1231.35 
13” x 4 Quick Change Lathe .......... 1294.25 
Te BE Me 6 ccm eo ccc oases 1694.25 
14-1/2” x 5’ Quick Change Lathe... ...... 1581.25 
@i2 | SA 2145.25 
16/24” x 12° Quick Change Lathe, 16 speed .. . 2448.80 


Prices in this advertisement, f.0.b. factory, in- 
clude 3 ph., 60 cy., 220 v. motors and controls. 
9 Bench Lathe prices are quoted less bench, 


NEW 7” BENCH SHAPER 
The new South Bend 7” Bench Shaper is an accu- 
rate machine tool, ruggedly designed for industrial 
use. It is equipped with work light, vise, drive unit, 
motor and switches. Price without stand . . . $505.50 
Stand, 3-drawer style . 





NEW 14 INCH 
DRILL PRESS 


A superior machine 
that is unsurpassed for 
accuracy, ease of oper- 
ation, versatility and 
dependable perform- 
ance. Built to the same 
high standards as South 
Bend Lathes. Features 
built-in light, belt ten- 
sion release, etc. Prices 
include motor, switches 
and chuck. 


Bench Model . . $130.50 
Floor Model... 145.50 














Building Better Tools Since 1906 
434 E. Madison Street, South Bend 22, Indiana 





PURCHASING 








IS YOUR BEST BUY 


ALL THESE . . . AND MORE 


Croloy 18-8 Hi (Type 302) 
Carbon 
Croloy 18-8 Si (Type 302B Mod.) 
Croloy 17-8 FM (Type 303 Mod.) 
Croloy 18-8 S (Type 304) 
Croloy 20-10 (Type 308) 
Croloy 25-12 (Type 3098S) 
Croloy 25-12 Cb (Type 3098 Cb) 
Croloy 25-20 (Type 310) 
Croloy 16-13-3 (Type 316) 
Croloy 16-13-3 Cb (Type 316 Cb) 
Croloy 18-13-3 (Type 317) 
Croloy 18-8 Ti (Type 321) 
Croloy 12 Al (Type 405) 
Croloy 12 (Type 410) 
Croloy 12-2 (Type 414) 
Croloy 13 (Type 420) 
Croloy 18 (Type 430) 
Croloy 22 (Type 443) 
Crotoy 27 (Type 446) 


DeEcEMBER, 1949 Want Additional Product Information? See Page 19. 





with GENERAL 


Industrial 
Pneumatics ifs 





TIME 
LABOR 
FLOORS 





BREAKAGE 
MAINTENANCE 





- 5.03" SEC. DIA.— 
4.02" SEC DIA 


Available in assemblies of Tire, 
Conventional Tire Tubes and Wheels. Size O. D. 
16” O. D. on Nar- 8” to 23”—200 to 2000 lbs, 
row-Base Rim, cap. for low or high speeds, 


General! Industrial 
Tire 16” O.D. on 
Wide-Base Rim. 


You ADD WYtore AIR VOLUME 


THESE EXTRAS || ° 

because Wide- || © “ore STABILITY 

Base General e exe LOAD CAPACITY 
Industrials « Wore MILEAGE 
Give You 










SEND FOR NEW CATALOG... 


Dept.7 , THE GENERAL TIRE & RUBBER COMPANY 
Akron, Ohio 


THE GENERAL TIRE & RUBBER CO. 


Akron, Ohio 
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AUTO-LITE COMPANY DEDICATES 
NEW HAZELTON, PA. PLANT 


New wire and cable plant operated 
by the Electric Auto-Lite Co. of Toledo, 
Ohio, was recently officially dedicated at 
Hazelton, Pa. The plant was erected and 
equipped at a cost of approximately $3,- 
500,000. Composed of three buildings, the 
plant has approximately 180,000 square 
feet of floor space. The 26th plant in the 
Auto-Lite chain in the U. S. and Cana- 
da, Hazelton is the second plant opened 
by Auto-Lite within a month. Its new 
battery plant in Los Angeles was opened 
in September. The Auto-Lite expansion 
program in the post-war period has re- 
quired an investment totalling more than 
$43,000,000. 

Paul Becker of Stratford, Conn., has 
been named manager of the new Hazel- 
ton plant. 


4 4 4 


LUGGAGE-TYPE PACKAGING FOR 
BETTER MERCHANDISING 


Illustration shows luggage-type pack- 
aging produced by the Hinde & Dauch 
Paper Co., Sandusky, Ohio, in one-piece 
assembly for merchandising miniature 


MASSEY: HARRIS 





The luggage type merchandising pack- 
age lends itself to many products. 
farm implements. Boxes are printed in 
eye-catching color, in black red and yel- 


low. They have excellent re-use value 
as lunch or picnic boxes, utility luggage 
box, and so on. 


7 - sf 


A COLD 458 BELOW REACHED AT 
WESTINGHOUSE CRYOGENICS LAB 


Armed with a completely new labora- 
tory Westinghouse scientists are probing 
mystery matter 
behaves at temperatures a fraction above 
the world’s coldest zero 


deeper into the of how 
absolute zero. 

Dr. Aaron Wexler, head of low-tem- 
perature studies at the Westinghouse 
Laboratories, Pittsburgh, Pa., 
disclosed that a new cryogenics labora- 
tory is producing custom-made tempera- 
tures all the way down to 458 degrees 
below zero Fahrenheit. Using special 
techniques, the scientist can come within 
one-tenth of a degree of absolute zero— 
459.7 degrees below zero on the Fahren- 
heit scale. 


Research 


PURCHASING 




















“At such temperatures,’ Dr. Wexler 
explained, “the nature of matter under- 
goes radical changes and behaves in a 
most mysterious manner. For example, 
liquid helium flows uphill and the flow 
of electricity in a wire encounters no 
resistance at all. Although these facts 
have been known for years, scientists 
are striving to find out why this should 
happen.” 

One major mystery now under attack, 
the scientist said, was the resistance-free 
course that extremely low temperatures 
provide for electricity. 

“Normally, electricity flowing through 

a wire will meet resistance and lose 
some of its power in the form of heat. 
But if you immerse the circuit in liquid 
helium—with a temperature of about 452 
degrees below zero Fahrenheit—it will 
continue to carry current even though the 
source of electricity is shut off. 
“This strange behavior, which scien- 
tists call ‘super-conductivity,’’’ Dr. Wex- 
ler added, “may be of great significance 
to future power transmission. If it could 
be properly harnessed, it might mean 
much more efficient and cheaper distribu- 
tion of electricity. A thorough under- 
standing of the nature of resistance-free 
conductivity may be the key to unlock 
this door.” 

Only certain metals—thirteen of them 
hus far—are super-conducting at sub- 
zero temperatures, he said. Among the 
most important of these are columbium, 
tantalum, vanadium, and their alloys, be- 


cause they become resistance-free at tem- 


peratures that are relatively “high.” 
“Pure columbium will conduct electric- 
without resistance at a temperature 
of 16 degrees above absolute zero, while 
its nitride will perform the same feat at 
29 degrees above. A major aim of our 
research is to find metals or alloys that 
are super-conducting at higher and higher 
temperatures—thus reducing the problem 
of refrigeration.” 


P. Fag 
SHELL OPENS NEW TECHNICAL 
SERVICE LAB IN NEW JERSEY 


he opening of a new technical Service 
Laboratory at Union, N. J., is announced 


by the Shell Chemical Corporation. It is 
under the direction of Dr. Donald S. 
Herr, who previously directed the com- 
pany’s technical service laboratory at 


Martinez, Calif. 

Though equipped with extensive facil- 
ities for the evaluation of petroleum de- 
rived chemicals in their many uses, the 
laboratory will place special emphasis on 
the surface coating uses of these chem- 
icals, particularly as they apply to use 
in lacquers and synthetic enamels. In- 
vestigations will also be conducted on 
customer problems involving the use of 
the company’s products. The findings of 
all investigations, except those under- 
taken on a confidential basis for a par- 
ticular customer will be made available 


+ 


to industry. 





SEE CLASSIFIED SECTION 
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ovr of 10 companies 


can save on shipping with 


ACGME STEELSTRAP 


45,000 users have proved it... 





ACME STEEL CO. 


: 
Zz 
FS 





Timken Roller Bearings are boxed neatly, securely, 
and economically — with Acme Steelstrap! 


How Timken cut packaging time! 


Yes, this company cut packaging time when they set 
up a packaging production line using Acme Steelstrap 
and Acme equipment. 


But that’s not all. The appearance of the package was 
improved and it was made stronger and easier to handle 
in pallet lots. The expense of dunnage was reduced! 


If you box, bundle, crate or bale your product, you, 
too, should be able to make important savings with 
Acme Steelstrap and Unit-Load Band. Ask an Acme 
Shipping Specialist to make a free analysis of your 
packaging and shipping operations. Or ask for free 
booklet, ‘Savings in Shipping.”’ Mail the coupon today! 


STRAPPING DIVISION 


ACME STEEL COMPANY 


NEW YORK 17 ATLANTA CHICAGO 8 LOS ANGELES 11 





ACME STEEL COMPANY, Dept. P-129 
2838 Archer Avenue, Chicago 8, Illinois 

0 Send free booklet, “‘Savings in Shipping.” 
O Have representative call. 


Name 





. 
Company 





Address 





City ri Zone __State 








| 
| 
| 
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RT _CODRY CHEMICAL TYPE 
oF FIRE EXTINGUISHER 


NEW! ep 





EXCLUSIVE DESIGN 


assures you of fast, positive 
fire protection 


SLED Aiticlies 06 PPT ee 


SELF-CONTAINED UNIT... rugged construction . . . no extra gadgets protruding 
or complicated operating parts . . . one of the most efficient, foolproof, easy-to- 
use fire extinguishers known . . . two convenient sizes, 20 pound capacity and 
30 pound capacity. 


C-O-TWO DRY CHEMICAL STAYS FREE FLOWING .. . no syphon tubes or valves 
within the cylinder to become clogged or inoperative . . . discharge hose and 
squeeze type discharge nozzle remain empty until the fire extinguisher is actuated. 
Inverting the fire extinguisher before using provides mechanical breakage by 
changing the position of the dry chemical in the cylinder. Bumping to actuate 
the fire extinguisher provides additional mechanical breakage as well as continu- 
ous carbon dioxide gas pressured agitation or fluffing of the dry chemical. These 
combined features plus a skillfully blended free flowing extinguishing agent 
assure you of a faster, more effective and complete discharge. 


APPROVED . . . Underwriters’ Laboratories, Inc. rating is B-1, C-1. C-O-TWO 
Dry Chemical is non-conducting, non-corrosive, non-abrasive, non-freezing and 
non-toxic . . . highly effective on flammable liquid and electrical fires. 


RECHARGEABLE ON-THE-SCENE . . . no special tools needed . . . one piece remov- 
able top assembly leaves large unobstructed opening in the. top of cylinder for 
refilling. C-O-TWO Dry Chemical for recharging is available in handy pre- 
measured moisture proof containers. 


Write today for complete free information on this 
new, quick-acting fire extinguisher ... no obligation. 


C-O-TWO FIRE EQUIPMENT COMPANY 
NEWARK 1 e¢ NEW JERSEY 


Sales and Service in the Principal Cities of United States and Canada 


AFFILIATED WITH PYRENE MANUFACTURING COMPANY 














ALUMINUM-ON-STEEL BONDING 
FOR PROTECTION AGAINST 
CORROSION 


A new aluminum-on-steel combination 
that gives promise of wide usage has 
been reported by Science Service of 
Washington, D. C. in its coverage of 
new patents. The light metal serves as 
a coating to protect the steel against 
corrosion. The government has issued 
patent 2,484,118 to Richard S. Reynolds, 
president of Reynolds Metals Company, 
Richmond, Va., to cover the process. 

In the new method, two strips of alu- 
minum foil are applied to top and _ bot- 
tom of the steel sheet. A fine iron coat- 
ing is applied to the steel first by elec- 
trolytic process to provide a permanent 
bond between the steel and aluminum 
surfaces. Older methods of applying alu- 
minum to steel by dipping the steel in 
molten aluminum obtained an unsatisfac- 
tory bond. 

The mill setup for handling the appli- 
cation of this coating involves in a 
single continuous process passing steel 
strip from a coil through a cleansing 
bath, an electrolytic bath where it re- 
ceives the iron coating, a furnace to heat 
it to about 850°F, then between two 
strips of aluminum foil which are bond- 
ed to the steel by high pressure rolling. 
The aluminum-covered steel can then be 
further rolled to reduce its thickness as 
desired. 


7 y y 


BLIND FASTENER FOR ATTACHING 
SMALL PARTS TO METAL PANELS 





an 


Blind fastener known as the bolt 
retaining Speed Clip for attaching small 
parts and accessories to metal panels, 
was recently announced by Tinnerman 
Products, Inc., Cleveland, Ohio. The new 
Speed Clip is applicable for many blind 
assembly operations where tapped acces- 
sories such as handles, knobs, plates, me- 
dallions, brackets and ornaments are at- 
tached to metal parts. 

It is a single unit consisting of a spe- 
cial square-head bolt held in position by 
a steel clip which permits the entire 
assembly to be made from one side only 
and provides a resilient attachment that 
will not chip or craze enamel! surfaces. 
The new clip is produced for a 10-24 
screw size and requires a panel hole 
325/.335 square with a panel thickness 
of .050./060. A line of the bolt-retaining 
Speed Clips of different lengths and 
thread sizes and for varying panel thick- 
nesses, will be available soon 


12 Want Additional Product Information? See Page 19. PURCHASING 



























7] Deegrem ares are snuffed instantaneously 
by BullDog’s exclusive Vacu-Break Arcing 
Chamber. 


Dru failures and damaging high temper- 
atures are reduced by self-aligning “Clamp- 
matic Contacts.” 


grove moving parts means less chance for 
trouble—fewer calls for maintenance men. 


= more broken switch handles. BullDog’s 
husky rocker-type handle operates with maxi- 
mum ease. and is built to withstand abuse. 


5 Mhinned knuckles and distortion of cables 
are eliminated . . . ample wiring space for 
easy installation. 


BullDog Vacu-Breck Safety Switches come in various 
capacities * BullDog manufactures Vacu-Break Safety 
Switches * SafToFuse Panelboards * Superba and Rocker 
Type Lighting Panels * Switchboards * Circuit Master 
Breakers * “‘Lo-X"’ Feeder BUStribution Duct * “Plug-in” 
BUStribution Duct * Universal Trol-E-Duct for flexible 
lighting * Industrial Trol-E-Duct for portable tools, 
cranes, hoists. 
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BullDog Field Engineers welcome the 
opportunity to sit in with you in the early 
planning stages of a building project. 
Their knowledge of electrical distribution 
layout can mean savings in installation 
costs, as well as efficiency and reliability 
in actual operation. Why not take advan- 
tage of this service? 


Switch head bracket 


ee 99 attached to the oper- > 
ating lever pushes the head 
ow °o a € °o ee (enclosing moving contact) 


in and out on the station- 


















ary contacts. 


dangerous arcing sd pone ns aha 


Moving contact (copper 


slug). 
AMAGE caused by uncontrolled arcing in a power switch is Close-fitting partitioned ae 
D costly and dangerous—perhaps more than you think. rast ot eee 
At the least, you stand the expense of excessive maintenance and arcing. 
frequent replacement of the unit. But there’s often an unexpected 
price in ruined electrical equipment . . . or, even worse, injury 


to your employees. 
In BullDog Vacu-Break Switches, electrical contact is made and 
broken in a special arc-resistant chamber. Arcs are “blacked out” 


. smothered by lack of oxygen before they have a chance to ween ee gy bo 
burn or pit contacts ... or to build up dangerous temperatures. Clampmatic spring | accel- 
Vacu-Break Switches make and break contact quickly and ‘tates disconnect action. 

C a ut : ‘6 nbind? ¥ When operated to ON, the 
cleanly for added safety. BullDog’s special “Clampmatic” contacts moving contact first’ en- 
assure positive electrical connections for cool operation and long life. gages the stationary con- 

: ‘ ‘ 4 pad tact prongs before the 
Arc-resistant BullDog Safety Switches pay off in lowered main- spring moves down. 


tenance due to the small number of moving parts, plus the Vacu- 
Break principle. Your nearby BullDog Field Engineer will be glad 
to show you an installation in your own neighborhood. 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN « FIELD OFFICES IN ALL PRINCIPAL CITIES 


IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO In full ON position, 

the moving contact fits 
tightly between “Line” and 
“Load” contacts under full 


pressure by the Clampmatic 
ULLDOG = 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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Christmas 1949 


his Christmas, let us give thanks to 
} God, who guides our destiny, for the 
manu blessings bestowed on Amer- 
ica—free worship, free speech, free 
press, free ballot, free schools and free enterprise. 
88 As we pav homage to the birch of Christ in our 
churches and in our homes, around the festive board 
and Christmas tree, let us sovalue these privileges 
that we mau ever be on the alert to defend our free- 


dom against tyranny. © Let us by our actions 


and deeds give succor and courage to those Iess 


fortunate people who suffer from aggression and 
oppression. “* Let us pray that America forever 
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i a Christian bulwark before all the world. ** 


INTERNATIONAL PAPER COMPANY 
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Purchasing and Stores Forms 





Furnished by E. Dickinson, Purchasing Agent, Tampa Electric 
Company, Tampa, Florida. In addition to Purchase Requisi- 














tion Order, and Record, these iriclude Monthly Count, 
a ge Physical Inventory, and Stock Record 
we PURCHASE REQUISITION ie os 
asoumes ev _T5C0_ ee ee N° 73800 
Stliver To _ 4-3 A x By" = neg RES when wanTED — 
The Purchase Requisition is on onoen om |.oroen,| emce | ouanrrry | arena quarry | runcuasma —— Jemnaure 
| 














10%” x 8%” sheet. It shows quantity 
on hand, provides space for Pur- 
chasing Department “information”, 
who ordered material, and ap- 
provals. 









































TAMPA ELECTRIC COMPANY 


TAMPA 1. FLORIDA 


PURCHASE ORDER ; 
ears Ne 26026 B 
: - : INSTRUCTIONS S 
- een PLACE OUR ORDER NUMBER ON ALL INVOICES, MEMORAN. 
DOA ANO PACKAGES 
FORWARD INVOICE AND BILi OF LADING PROMPTLY 
ee sb. CURED ON GOODS PURCHASED F. oO. SB P= nf 
NO CHARGES ALLOWED FOR BOXING AND PACKING The Purchase Order Is made in 
RENDER INVOICES IN TRIPLICATE. quadruplicate, distribution of copies 
einai being indicated by symbols A, B, C, 
BILL TO and D. It is printed on 8,” x ) eae 
SHIP VIA sheet. The instructions among other 


things include, “Prepay all charges 
on goods purchased F.O.B. destina- 
tion.” 


SHIPMENT DUE 


PRICE F OB 












WE RESERVE THE RIGHT FO CANCEL ORDER IF SHIPMENT IS NOT MADE AS PROMISED 


OUR REQ. NO..____ - BY 


PURCHASING AGEN 


ORDERNO. WO 26026 8B 
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PURCHASED FROM 








__ARTICLE 











Purchasing record on loose-leaf binder form is 10%” x 42” including binding edge. 























PAGE 
Record of Invoices 
— - —— . OO 
INV NVOIC OFFIC 
NA Qi] SENTTO PASSED 

















The invoice Record form is 12” x 914”. 








MONTHLY COUNT 


eo romw A sa7-a1 © 




















oF 21 2 SHEET NO.___________ COMPANY 
‘PHYSICAL COUNT MADE BY TECo SIGNED POSTED TO STOCK RECORD By ——____— APPROVED FOR ACCT. DEPT 
STOREKEEPER . . 
COUNT QUANT. OVER 'NIT M NT MOUNT 
— ARTICLE LOT NO. unit] UN csgiate a 
NUMBER STOCK RECORD | QUANT. SHORT cosT OVER SHORT 
T 



































TOTAL OF THIS PAGE 





Monthly Count. This form is 94%” x 1134”. Information is posted to Stock Record Below. 
























































3° 2 2008.2 DESCRIPTION. AMT. OF INV MINIMUM 

uel! 
'e ADDITIONAL CHGsS____ MAXIMUM 

¢ 
1 . . 

PROM. 10." x LA" incl. bind Deo e TOTAL cost “ORDER NO 

‘@ ] DATE RECEIVED QUANTITY RECEIVED. UNIT Cost a 
QUANTITIES 

‘@ DATE | REFERENCE | issuto ON HAND 1 DATE REFERENCE 8UEO OM MANO pare REFERENCE iesuno ON HAND 









































i  WiRoweees coma woe : ——— an — ond 





















































Stock Record. Form is 10%” x 42”. See Physical Inventory form on next page. 
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“Do papers get 


lost in YOUR 


files, too? 





“They don't in OURS 
anymore... 


and here's why: 


“WE LOST A BIG ORDER! The Revere Com- 
pany was one of our best customers — 
until the day I couldn’t put my hands on 
our copy of that cost estimate I gave them. 
By the time we found it, and I called 
back, they'd placed the order elsewhere. 





“THEY INSTALLED IT FOR US. We didn’t 
even notice the changeover of systems 
being made! Remington Rand experts 
did the work for us — and even ¢rained 
our personnel. We haverf’t “lost” a paper 
since our new system was installed.” 


DeEcEMBER, 1949 


“TIME TO IMPROVE OUR FILING! At first I 
blamed the file girls. Then my office 
manager showed me that we had no 
system — everyone filed according to his 
own ideas! I decided to visit the filing 
experts — Remington Rand. 












\a se ALS: 
WEEE YF: 


“| HAD A REAL CHOICE. After studying 
our routines, the Remington Rand man 
made recommendations — based on 8 
different filing systems. I chose one 
tailored exactly for our needs — fast, 
simple, with foolproof filing controls. 





g Free Movie Showing for Your Staff . . . 
“IT MUST BE SOMEWHERE” 
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Send today for free folder describing the instruc- 
tive new full-color movie on filing problems— 
“IT MUST BE SOMEWHERE”—acclaimed by 
business men and schools. Free showing may be 
arranged through your nearest Remington Rand 
office. Call today. Or write on your letterhead to 
Room 1188, 315 Fourth Ave., New York 10, N. Y. 


Systems — Photo Records 
MANAGEMENT CONTROLS DIVISION 


Reminglon Rend 


See Page 19. 
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Remington Rand Ine, 











(Forms Forum—Cont. from page 216) 


PHYSICAL INVENTORY 
ae co rons 42071 


or___Sise Syl x lind /i," 


courant alo 


Physical inventory form is 914” 


PHYSICAL COUNT mabe SY 









—_—_ LEDGER ACCOUNT NO. 


———— DATS CHECKED. 





— —_ POSTED To STOCK RECORD By. 
TOMEREEPER 





sToc 


x 11%”, and format corresponds woween ann 








to monthly count form. Physical 
inventory is taken annually. 












































"TAMPA ELECTRIC COMPANY 


sHiPrPER 
CARRIER 


PURCHASED FOR 


ONDITION 
WHEN RECEIVED 











The Receiving Report. It provides 
for positive identification and 
record of shipments as received. 
There is space for indicating 
condition of shipment. 





























ANNOUNCING 





















































a 
Codar-King 


Be 3 CONTAIN THE STRONGEST AND 


FUSE-TEX SMOOTHEST LEADS YOU CAN 
LEADS BUY FOR COMMERCIAL USE. 














NATIONAL PENCIL CO. 


SHELBYVILLE, TENN 














220 FIFTH AVE. 
<r 


NEW YORK A@, 
N. Y. If your 


ee local supplier 


cannect serve you 
GQ Sar 






























... write to 
us for free 
sample 



































An Expanded, Helpful Service to Purchasing Agents 
and Buyers and Other Department Heads. 


The Reader Service Department 
of Purchasing Magazine 
will procure for you printed matter on any of the 
products mentioned in the “New Products and Ideas” 
Section, pages 150 to 182, incl., as well as the cata- 
logs and bulletins listed in the “Ask Purch” pages 
12, 14, 16 & 20. 


You merely circle or check your wants on the Post- 
age-paid Reader Service Post Cards on Pages 19 
and 20. 


Thus you can keep your Catalog and Information 
files up-to-date, with minimum effort on your part. 
Your Postal request will be given immediate atten- 


tion. 


Check Your Wants on the Cards as you 
Go through the Pages — That's All. 
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Se 


> me 


Your way of doing business . . . your business success . . . is instantly 
conveyed by the appointments of your office. Afford those who call upon 


you the distinctively gracious reception of a CRESTLINE Office by 


Security Steel Equipment Corporation of Avenel, New Jersey. a 
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The P.A. was in a stew again! .. . trying 
to make minimum costs even more minimal. 
Said he, ‘There must be a way to standardize 
these umpteen different plant and office forms 
on umpteen kinds of paper.” 





That was my cue. “Time we tried Sea 
Foam Bond, Boss. Ideal for all kinds of factory 
and office forms. It's thin and lightweight . . . 
really costs far less because you get so many 
extra sheets per pound." 





Sea Foam makes 14 carbons with pen, 
pencil or typewriter. Takes half the file space. 
Comes in colors for accurate routing. It’s nation- 


ally advertised . . . 
35 years... 


Wr 


(. \.NOW !'™ soip oN 
~2)}4 SEA FOAM 
BOND 
EFFICIENCY IS UP ano 
COSTS ARE DOWN! 


and famous for quality for 








© Purchase Orders @ Job Orders @ Report Sheets 
@ Inventory Forms @ All Factory and Office Forms 
C»% , 

ae @ Refreshes Direct Mail 
@ in 7 Gay Colors 


-—_-_- Se Ee —~ 


BROWNVILLE PAPER COMPANY \ 
15 Bridge St., Brownville, N. Y. 
My Boss isn't in a stew but we'd 


certainly like to cut costs on paper 
and standardize office forms. 


Please send a FREE SEA FOAM TEST KIT and 
color samples for multiple forms. 


) We heve a printing plant and would like to | 
test Sea Foam Bond with no obligation to us. 


| 
| 
| 
| 
| 
| Pie Ma sdnebéndhee osnecadesdaevewnsiee | 
| 
| 
\ 











SALES APPOINTMENTS BY 
NATIONAL BLANKBOOK COMPANY 


George Florence of Athens, 
has been named assistant to the National 
Blank Book’s Company Southern repre- 
Sam Orr, and will cover the 
South Carolina, Florida, and 
part of Georgia. 

Ken Dickensheet of Vancouver, Wash., 
has been appointed sales representative 
for the states of Oregon, Washington, 
Idaho, Montana and Wyoming. He joined 
National in July of this year, previously 
having associated with the 
Rubber Company of Vancouver. 


Georgia, 


sentative 
states of 


been Gates 
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REMINGTON RAND INTRODUCED 
ALL-NYLON INKED-RIBBON 


An all-nylon inked 
writing quantities and extreme durability 
y Remington Rand, 

Inc., 315 Fourth Ave., New York, N. Y. 
It is the first All Nylon ribbon on the 
market. Die to the thinness and flexibility 
[ sharp, clear 


ribbon with fine 


has been announced by 


of the fabric, exceptionally 
impressions are produced, these writing 


qualities being made possible by the 
strength and resilience of nylon threads 


which are continuous with no. stray 


fibres to affect the type impression 
The new depend pri- 
upon the quantity of ink applied. 


ribbon does not 
marily 
Instead, a specially developed ink is ap- 
plied controlled quantities, 
according to the individual requirements 
[ ability of the 
special woven fabric to replenish its ink 


in carefully 
of specific machines. The 
supply rapidly after a key strikes, means 


printwork. The 
typed impressions erase easily 


increased uniformity of 


Because of its fine wearing qualities 


the new ribbon is ideal for use on elec- 
recommended 
billing, 


and accounting machines. It 


tric typewriters. It is also 


for standard typewriters, electric 
bookkeeping 


is supplied in 16 yard lengths which pro- 


vide a third more writing surface than 
standard 12-yard ribbon which is also 
available 

7 A y 


HONOR DITTO PRESIDENT ON 
30TH ANNIVERSARY 
Kenneth M. Henderson, president of 
Ditto, Incorporated, Chicago, IIL., 
honored by more than 200 employees at 


was 
a testimonial banquet the evening of 
November 4th on the 
30th anniversary of his service with the 
company. A 


occasion of the 


feature of the banquet was 
a dramatic presentation of Mr. Hender- 
career from the day he 
hired up to the present time, the 
script being punctuated by humorous but 
authentic incidents in his rise to leader- 
ship of the company acted by volunteer 
thespians from the ranks of the em- 
ployees. Mr. Henderson was presented 
with a 30-year emblem, an il- 
luminated plaque testimonial of apprecia- 
tion and the latest in photographic equip- 
ment. 


business 


sé yn’s 


Was 


ser vice 


(Please turn to page 222) 
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not wpeereey PENDAFLEX® 


St hanging folders 


if Your file clerk spends 

{ many unproductive 

( hours struggling 

through tightly 

crammed folders that 

slump and sag to the 

bottom of the drawer. But time-saving 
Pendaflex folders always hang straight. Keeps 
papers accessible, always easy to find. Set 
Pendaflex frame in cabinet drawers, and hang 
Pendaflex folders on the frame. Result: hours 
of work-time saved with Oxford Pendaflex! 


TODAY! Drop us @ cord fer coteleg and name of nearby deoler! 


Oxford rume suppry co., ime. 


Garden City, New York 














Fidelity Onion Skin 
OIF ¥ cole} oh ae Oh able) cts) ata 
Superior Manifold 


Esleeck Manufacturing Co 
Turners Falls, Ma 
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How the Remington Electric Deluxe 


Speeds Work 


Saves Money 


Solves Typing Problems 





.— Here’s what satisfied customers say: 
ret ad y 


ra) be “We cut more than 4500 stencils and we are especially gratified 
ee e at the speed and the quality of the work produced by these 
: Distine DENCE machines. We estimate that with the use of Remington Electric 


Typewriters our production has increased 50%.” 


NR of. “—| like the appearance of our letters with your new Remington 

: Rand “100” Type; and find it much easier to read . . .” 

a ae eo 
noanen  nn “—Recent tests in this department have shown a considerable 
ie) nee increase in production . . . we have been able with this machine 


to obtain as high as 17 crystal clear copies.” 


“—We find that with this new equipment our billing is done 
much faster, the output has increased about 30%, and the 
invoices are neater and cleaner looking.” 


@ The superb Remington Electric Deluxe can accom- 
plish these advantages and at the same time increase 
typing production for your business. The fast, easy, electric 
action allows fingers to fly over the keyboard turning out 
more work, better work in less time and with less effort. 
So why not start saving today, the electric way. For full 
information on how the Remington Electric Deluxe speeds 
work, saves money and solves typing problems, send for 
a FREE copy of “New Office Profits Through Electricity”. 
Address requests to Remington Rand, Department T-25, 
315 Fourth Avenue, New York 10, N. Y. 


Copyright 1949 by Remington Rand Inc. 
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WRONG Whiting Zpuioment 
UNDERMINES PROFIT! 





THERE’s A MORRISE! 
FOR EVERY REQUIREMENT 


It is no fun to suddenly discover that im- 

proper writing equipment has been, and 

is, wasting money. We can show you 

where important savings are made by 

using certain pen equipment for certain 

jobs. Make us prove it. Write or wire. 
Famous Morris Desk Pen 


sets, in all types, are 
sold everywhere. 





ue Bert MM Moriieaa\n 


CALIE 


8651 WEST THIRD ST.- LOS ANGELE 7 
S31) 











NEW SACRAMENTO MANAGER 
FOR ROYAL TYPEWRITER 


R. L. Eddingfield, former salesman, 
Royal Typewriter Company, Inc., at San 
Francisco, has been promoted to the posi- 
tion of district manager at Sacramento. 
His headquarters are at 1115 Eighth 
street. 

Louis W. Siemering, formerly New 
York group manager, Royal Typewriter 
Co., has been promoted to the District 
Managership of the Brooklyn office. 
Henry J. Feaster succeeds him as group 
manager. 

y y y 


DEDICATE NEW A. B. DICK PLANT 
AT NILES, ILLINOIS 


New plant and facilities of the A. B 
Dick Company at Niles, Illinois, which 
represent an investment of approximately 
$8,000,000, were formally dedicated by 
Albert B. Dick, Jr., chairman of the 


3oard, on October 22nd before some 


3,000 persons including employees, and 
civic, business and community leaders. 





Aerial view of the new l3-acre A. B. 


Dick Company plant and general of- 
fices at Niles, Ill. 


The first A. B. Dick Company factory 
was opened in 1887 in the city of Chi- 
cago. The new plant contains 454,000 
square feet of manufacturing area, this 
section connecting with a T-shaped two 
story office building, the stem of the 1 
connecting the building to the 
plant. 

One of the features of the new 


office 


plant 
is a completely automatic ventilating sys- 
tem which changes the air in the plant 
once every ten minutes; in addition, the 
office structure and several processing 
areas are completely air conditioned. A 
450-car parking area has been provided 
for the 1000 employees. 
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OFFICE EQUIPMENT MANUFAC- 
TURERS INSTITUTE ELECTS H. C. 
ANDERSON AS PRESIDENT 


Harry C. Anderson, vice-president of 
A. B. Dick Company, Chicago, was elect- 
ed president of the Office Equipment 
Manufacturers Institute at its annual 
meeting in New York City. He succeeds 
Edward M. Douglas, vice-president of 
International Business Machines Corp.., 
who will continue to serve as a member 
of the board of directors. Mr. Anderson 
is a former president of the National 
Sales Executives. 

The O.E.M.L, a trade association for 
the office machinery and metal business 
equipment industries, named the follow- 
ing additional officers: 


(Please turn to page 224) 
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.. For Busy Executives 


8 standard colors are the 
key to the Cel-U-Dex 
Index System. For quick 





reference in card and 
ledger trays, phone books, 
letter files and cata- 
logues, the Cel-U-Dex 


Way is the simple rem- 


— 


edy for complicated 


index systems. 


B Cross-Indexing with 8 
constrasting colors is a 
real time-saver because 
in tedious 


seconds lost searching 


means minutes lost with the customer. 


CEL-U-DEX 






Brooklyn, N. Y. 


PURCHASING 











Vice-presidents—R. S. 
president, National Cash 
Dayton, O.; Fortune P. 
president, Royal 
New York. 

Administrative vice-president, E. D. 
Taylor, O.E.M.I., Washington, D. C. 

Treasurer—W. F. Arnold, vice-presi- 
dent, Underwood Corp., N. Y. C. 

Secretary—Miss G. L. Meyer, O.E.M.I.. 
Washington, D. C. 

Board of Directors—Mr. Anderson, 
Mr. Douglas, New York; P. M. Zinner, 
chairman of the board, The McBee Co., 
New York; Fortune P. Ryan, vice presi- 
dent, Royal Typewriter Co., Inc., N. Y.; 
H. V. Widdoes, vice president and gen- 
eral sales manager, business machines 
and supplies division, Remington Rand, 
Inc., N. Y. C.; E. A. Purnell, vice presi- 
dent, General Fireproofing Co., Youngs- 
town, O.; John S. Coleman, president, 
3urroughs Adding Machine Co., Detroit; 
R. S. Oelman, vice president, National 


Oelman, vice- 
Register Co., 
Ryan, vice- 
Typewriter Co., Inc.. 


Cash Register Co., Dayton, O.; L. C. 
Stowell, president, Underwood Corp., 
N. Y. C.; A. P. Hornor, vice president, 


Thomas A. Edison, Inc., West Orange, 
N. J.; Walter H. Wheeler, Jr., president, 
Pitney-Bowes, Inc., Stamford, Conn.; 
George H. Alter, vice president, Invinci- 
ble Metal Furniture Co., Manitowoc, 
Wis.; and A. W. Vanderhoof, president 
and chairman of the board, Standard 
Duplicating Machines Corp., Everett. 
Mass. 
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NAMED SALES MANAGER OF IBM 
ELECTRIC ACCOUNTING MACHINE 
DIVN. 


International Business Machines Cor- 
poration, New York, announced recent- 
ly the appointment of T. Vincent Lear- 
son as sales manager of the Electric Ac- 
counting Machines Division. He prev 
iously was district manager at Detroit, 
and succeeds Gordon P. Lovell who has 
been appointed dean of the IBM School 
at Endicott, N. Y. 
Oliver Walker has 
Electric 


been named as- 
Accounting Machine 
manager in the New York sales office. 
Paul F. Steinkuller has been appointed 
assistant IBM manager of customer en- 
gineering with headquarters in New 
York. He previously was manager of 
customer engineering in Chicago. 


sistant 
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NEW SOURCE OF DIAZOTYPE 
MATERIALS AND SUPPLIES 


The Tecnifax Corporation has been 
founded at Holyoke, Mass., for the pro- 
duction of diazotype materials and sup- 
plies, for use on Ozalid and similar white 
printing machines. President and _ treas- 
urer of the new company is J. W. Coff- 
man, formerly vice president of General 
Analine and Film Corp. in charge of the 
Ozalid Division, and vice president and 
director of research is S. C. Slifkin, for- 
merly research director of Ozalid. Catalog 
of Tecnifax products is available. 


(Please turn to page 225) 
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‘Savings on 
FIRST ORDER 


of 


UARCO forms 
paid for our 


modernization! 


For this dress manufacturer-whole- 
saler, modernizing meant a complete 
change in his billing system—and buy- 
ing a new electric typewriter. 

His new forms, Uarco Manifold, saved 
$385 onthe very first order! More than 
enough to pay for the typewriter— 


enough for the whole program—and 


now savings multiply with every order! 
The thing to remember is that this 
manufacturer already had a good sys- 


CONTINUOUS-STR 
FOR TYPEWRITTEN AND BUSINESS MACHINE 


Business 


See Page 19. 











tem ... had already saved 3c per in- 
voice. Yet he was able to save still 
more by having a Uarco forms sys- 
tem designed for him alone. 


Any business can do the same. Any 
type of business... any size. And you 
don’t have to know how to set up a 
forms system. Your Uarco Repre- 
sentative does that free of charge. 
Just phone him for a complete survey 
—and see where you can save! 















All in one! Customer’s bill, 
packing slip, accounting copy, 
commission copy, salesman’s 
copy, factor’s copy, and file 
copy—all in one writing! 


TAY Tee 


conwmroaar 





Forms 


UARCO INCORPORATED 
Deep River, Conn., Chicago, IIL; Cleveland, Ohio; 
Oakland, Calif. Offices in All Principal Cities 





Prominent Users of Strathmore Letterhead Papers: No. 85 of a Series 


‘ 


AE ANP eR Luter 
a M4 ; 


» 






( hi lh & Smeuca OC ompanes 


00 Arch Shreet 


a ee me ee ne ee 


Philadelphia SS See _ 


“Signing the Declaration of 
Independence.” In this same room 
the Insurance Company of North 
America was founded in 1792. 
Benjamin Rush, great-grandson of a 
signer of the Declaration, was 
president of the North America 
for many years. 





Tradition expressed 


through STRATHMORE 








The Insurance Company of North America, first capital stock 
fire and marine insurance company founded in this country, 
started in December, 1792, by underwriting vessels and car- 
goes leaving Philadelphia. Today North America writes prac- 
tically all types of insurance except life . . . has operated during 
the administration of every president of the United States. 
Obviously a company so rich in tradition requires a quality 
letterhead. Accordingly, North America Companies, which 
consists of the Insurance Company of North America and its 
affiliates, uses a Strathmore letterhead paper. 


If your present letterhead does not fully express the prestige 
of your firm, ask your supplier to submit new designs on 
Strathmore papers. 


Strathmore Letterhead Papers: Strathmore Parchment, Strathmore Script, Thistlemark 
Bond, Alexandra Brilliant, Bay Path Bond, Strathmore Writing, Strathmore Bond. 


STRATA MORE e2 


Strathmore Paper Company, West Springfield, Massachusetts 








MECHANIZED RECORD FILING 
MOVIE RELEASED BY GF CO. 


Release of 27 minute 16mm sound mo- 
tion picture “Mechanized Record Filing”, 
which shows how office costs can be 
reduced through the use of mechanized 
filing cabinets, is announced by the Gen- 
eral Fireproofing Company of Youngs- 
town, Ohio, manufacturers of metal busi- 
ness furniture. The story has to do with 
the problems of a typical company that 
didn’t have enough room to house all 
of its filing records. This is the second 
movie produced by GF. The first, “Setting 
Pretty”, was released last year. This film 
dramatizes the importance of proper seat- 
ing and its effect on employee efficiency 
and morale. Free showings are available 
for business groups. 
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THERMOPLASTICS CARRYING CASE 
FOR PORTABLE TYPEWRITER 





Illustrated is thermoplastic carrying 
case made of the United States Rubber 
Company’s “Royalite’ for the 1950 
Smith-Corona portable typewriter. The 
case is molded in two sections with 
rounded corners and finished with non- 
corrosive aluminum molding. It is seal 
brown in color with attractive grain 
finish. The material is featured by great 
strength and light weight, and is highly 
resistant. to abrasion, and is waterproof, 
stainproof, greaseproof and mildewproof. 
Typewriter fitting which locks into the 
bottom of the case can be removed and 
case used for other purposes. 


, I+ 


BRUNING REDESIGNS DRAFTERS 


Improved and redesigned models of 
drafters are announced by the Charles 
Bruning Co., Inc., 4754 Montrose Ave., 
Chicago 41, Ill. The drafters combine all 
the functions of T-square, straightedge, 
triangles, protractors, and scales into a 
single precision machine. The new models 
introduce the “Equipoise’ mechanism 
which counteracts the effect of gravity 
when the draftsman is working on a 
tilted drawing board. The drafter can- 
not drift down the board, neither is 
there any tendency to kick back. It glides 
into any desired position and holds that 
position. Bulletin A-1055, 20 pages, de- 
scribes all models of the Bruning drafter. 
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ELECTRIC TYPEWRITER FEATURES 
10 KEY DECIMAL TABULATOR 


Recently announced by Remington 
Rand, Inc., 315 Fourth Ave., New York, 
N. Y., is the new Remington Electric 
Typewriter with a ten-key decimal tabu- 
lator designed to speed up typing of 
statistical, billing, accounting and other 
columnar material. It is said to be the 
only electric typewriter on the market 
today with this attachment. 





The tabulator mechanism has _ been 
built into the speed slope keyboard for 
maximum convenience and accessibility. 
Available in all carriage widths up to 27” 
this typewriter is delivered equipped with 
one of three different ten-key tabulator 
scales. All machines are furnished with 
ill-nylon ribbon developed especially for 
electric typewriters. 


FRED H. FICK NAMED 
COMPANY SECRETARY 1.B.M. 





International Business Machines Cor- 
poration, New York, N. Y., announces 
the election of Fred H. Fick as company 
secretary. He has been serving as assis- 
tant secretary since April 1947. Mr. Fick 
joined IBM in October 1925, and was 
identified with various departments of 
the business before being named an officer 
of the orgauization. 


ROYAL PORTABLE ADDS THREE 
NEW REPRESENTATIVES 


\ppointment of three new district rep- 
resentatives is announced by Royal Port- 
able Sales Manager, W. H. Beckwith, as 
follows: Indianapolis, Frank T. Camp- 
bell; Denver, Rocky Mountain territory, 
Jesse Vanlandingham; and Boston, Brew- 
ster Stetson. 


P.A.’s 
Save Four Ways 
WITH WEBSTER’S 


| DUPLICATING 
SUPPLIES 


1, GUARANTEED LONG WEAR 
You get longer life in every Webster Tabulating 
Ribbon. Made with highest grade, woven edge 
cloth, properly inked for each type of machine. 


2. SPECIAL FEATURES 


For example, Webster's Micrometric Carbon 
Paper with its exclusive numbered edge elim- 
inates retyping for spacing errors. Steps up 


office efficiency and cuts costs. 


3. SHARP IMPRESSIONS 


Your orders and receipts stay crystal clear when 
made with Webster's Pencil Carbon. Easy-to- 
read copies save time in reference work and 


reduce filing errors. 


4. WIDE VARIETY 


You can always buy just the right Webster 
MultiKopy Typewriting Ribbon for your par- 
ticular machine and job. Made in extra lengths 
with special ink formulas, they have to be 


changed only half as often as standard ribbons. 





To get full value for every dollar you spend on duplicating sup- 
plies, order Webster’s. They last longer — so cost less. Simply 
consult your nearest dealer or write to F. S. Webster Company, 
7 Amherst Street, Cambridge, Massachusetts. . 


F.S.WEBSTER COMPANY 


Webster’s warehouses in key cities from coast to coast: 
New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 





DeEcEMBER, 1949 Want Additional Product Information? See Page 19. 225 





M1729 WE NSSOCIALIONS 





District 3 Conference Scheduled for January 


23 and 24 At Hotel Jefferson, St. Louis 


Meeting 


to Open 


With Traditional 


Get-Together Party on Sunday, January 
22; A. W. Soell Is General Chairman 


The Purchasing Agents Association 
of St. Louis is well along with its plans 
for a District 3 Conference to be held 
January 23 and 24 at the Hotel Jeffer- 
son in St. Louis, according to announce- 
ment by Vice President Arthur G. 
Pearson of District No. 3. Preston M. 
5319 Shreve Avenue, St. Louis, 
Mo., is conference secretary, and A. W. 
Soell, Gaylor Container Corporation, St. 
Louis, is 


Green, 


general chairman. Other com- 
mittee chairmen are as follows: 
Program, Paul O’Brien, Frank Adam 
Electric Co.; Advisory Committee, L._J. 
Bussmann, Sussmann Manufacturing 
Co.; Publicity, D. M. Crimmins, Mce- 
Quay-Norris Manufacturing Co.; Hotel 
Reservations and Registration, George 


S. Forbes, Century Electric Co.; En- 
tertainment, John L. Pratt, Anheuser- 
Busch, Inc.; Transportation, K. W. 


Guillermin, Majestic Manufacturing Co.; 
Luncheon, Charles D. Hoffmann, A. 
Leschen & Sons Rope Co.; Treasurer, 
John W. Reynolds, St. Louis Public Ser- 
vice Company. D. M. Baker, Day-Brite 


Lighting, Inc., is president of the St. 
Louis Association. 
January 22 
The meeting will commence with a 


Get-Together Party Sunday evening, 
January 22, in the Steamboat Room of 
the Mark Hotel. The principal 


speakers at the meeting are as follows: 


Twain 


January 23 

T. A. Corcoran, president of N.A.P.A., 
“Purchasing 

George A. 
treasurer ol 
Purchasing ; 

Stuart Heinritz, editor, PurcHAsING 
Magazine, “On the Spot Study of Pur- 
chasing Under the Socialist State Con- 
trolled Regime in Britain”; 

Harold K. 
Capital ; 

T. D. Jolly, vice president Aluminum 
Company of America, address. 


Jecomes of Age”; 
Renard, executive-secretary 


N.A.P.A., “Profits from 


Howe, Report from the 


January 24 
Robert C. Swanton, N.A.P. Business 
Survey Committee, Business, Markets, 
Prices ; 
226 


Commodity Forum, presiding, Lee J. 
Bussmann, purchasing agent, Bussmann 
Mfg. Co.; 

George W. Aljian, chairman N.A.P.A. 
Committee on education, address ; 

Executive Night Banquet, address by 
prominent industrial executive. 
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WASHINGTON ASSOCIATION HAS 
20th ANNUAL MANUFACTURERS’ 
AND DISTRIBUTORS’ MEETING 


The twentieth annual Manufacturers’ 
and Distributors’ Night meeting of the 
Purchasing Agents Association of Wash- 
ington was held at the Seattle Chamber of 
Commerce, Seattle, Wash., on Thursday, 
November 10. More than 600 purchasing 
manufacturers, managers, 
engineers and other business executives 
attended the affair. 

The principal speaker at the affair was 
W. Walter Williams, President, Conti- 
nental, Inc., and Chairman of the Com- 
mittee for Economic Development. Mr. 
Williams’ subject was “Freedom Must 
Be Actuarially Sound”. Frank C. Berg- 
mann, Agent, Pacific. Coast 
Company, and President of the Purchas- 
ing Agents Association, presided, and 
I. S. Fetterman, Purchasing Agent for 
the City of Spokane, was toastmaster. 

Among the honored guests at the 
speakers’ table were: William F. Devin, 
Mayor of Seattle; H. Arends, Mayor of 


agents, sales 


Purchasing 


Everett; Thomas Pelly, President, Seat- 
tle Chamber of Commerce; M. S. Er- 
dahl, President, Tacoma Chamber of 


Commerce; Walter N. McPhee of Van- 
couver, B. C., Western Vice President of 
the National Association of Purchasing 
Agents; Ralph Stowell, President, Seat- 
tle Association of Credit Men; Harry 
Pearson, President, Seattle Sales and Ad- 
vertising Club; M. L. Applegate, Presi- 
dent, Sales Executive Club of Seattle: 
Frank Wicklund, President, Industrial 
Traffic Association; Quentin 
Herwig, President, Transportation Club 
of Seattle; B. A. Travis, President, The 
Electric Club of Washington; G. L. Has- 
zard of Vancouver, B. C., President, Pur- 


Managers 


chasing Agents Association of British 
Columbia; Jarrett C. Jones of Portland, 
President, Purchasing Agents Association 
of Oregon; Grace B. Jeffery, President, 
Women’s Division, Purchasing Agents 
Association of Washington and Thomas 
Murphy of Spokane, President, Inland 
Empire Branch, Purchasing Agents As- 
sociation of Washington. 

Stage entertainment was presented by 
Stanley J. Meehan, entertainment chair- 
man, with Bryce Santry as master of 
ceremonies. Many merchandise prizes 
were awarded lucky winners. 
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LAW CLASSES SPONSORED BY 
CHICAGO ASSOCIATION 


The Purchasing Agents Association of 
Chicago has announced a series of four 
business law classes on “The Legal As- 
pects of Purchasing”. The classes meet 
on Tuesday nights at the Hotel Sherman. 
G. Gale Robertson, professional lecturer 
on business law at Northwestern Uni- 
versity for the past ten years, is the 
teacher. 

The annual Autumn Ladies’ Party of 
the association was held at the Hotel 
Sherman on Saturday night, October 22. 
On the committee in charge were Wm. 
D. Jackson, Roy O. Carlson, and Norman 
C. Myers. 


Tr € 


HOPCRAFT GUEST AT BUFFALO 
EXECUTIVE NIGHT MEETING 


The annual Executive Night meeting 
of the Purchasing Agents Association of 
Buffalo was held on Wednesday, No- 
vember 9, at the Hotel Statler. Guest 
speaker was A. G. Hopcraft, Purchasing 
Agent for Cleveland Worm and Gear 
Company, Cleveland, O. Mr. Hopcraft’s 
subject was “Purchasing for Production”. 

The association’s second meeting of 
the new year was held on October 14. 
Among the guests were R. Loder, Chief 
Inspector; B. H. Scott, General Sales 
Manager; and R. Gamble, local repre- 
sentative, all of the Erie Malleable Iron 
Company of Erie, Pa., which sponsored 
the showing of a film entitled “This Mov- 
ing World’. 

The film, in technicolor, presents an 
interesting and educational coverage of 
one of the less glamorous of metals, mal- 
leable iron. Various methods of anneal- 
ing are presented, together with an ex- 
planation of the change in structure of 
the malleable casting through its an- 
nealing stages. 

A new member, C. D. Lymburner, The 
Republic Light, Heat & Power Company 
of Buffalo, was welcomed. 


(Please turn to page 228) 
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At the speakers’ table (left to right): Rob 





ert Fisher, W. B. Wight, Dr. Braumbaugh, Percy Coomber, Clarence S. Buss, Representative Wads- 


worth, James A. Cooney, Joseph L. Ernst, Rochester City Manager Cartwright. 


Rochester Association Fetes Industrial Executives 


Annual Gathering Hears Representative 
James Wadsworth Warn of Dangers 
In Excessive Government Spending 


On October 26, the Purchasing Agents ve continue, we will find ourselves ment buying. He said that this would 
Association of Rochester played host to traveling along t same road traveled eliminate the conditions that now exist 
the top management of Rochester indus by the British, in whose country 40% of where one bureau sells articles as sur 
try, at the group’s annual Executive the income is taken for taxes.” plus, while another bureau buys the same 
Night meeting. Approximately 160 pur- The veteran legislator, a minorjty item. 
chasing agents and guests gathered for member of the Rules Committee, asserted 
cocktails and dinner at the Rochester that “three out of four bills sent to the Braumbaugh Discusses Charts 
Club, prior to the meeting House Rules Committee would increas« Dr. Martin Braumbaugh, economist ot 

the commitments from the Federal treas Bristol Laboratories, Syracuse, N. Y 
Warns of Economic Ruin iry.” He added, “Congress must adopt a discussed the charts of business condi 

Representative James W. Wadsworth, ‘Stop, Look and Listen’ attitude toward tions displayed behind the speakers’ table 
the featured speaker, discussed the bus further spending.” He warned againt the dangers of creep 
iness outlook, and the influence of legis ing paralysis in American industry 
lation now pending in Congress. He em- Federal Supply Bureau Held Need through the continuation of the steel and 
phasized the dangers of deficit spending, Prior to Representative Wadsworth’s coal strikes. The full effects of the 
and warned that the nation is headed talk, Joseph L. Ernst, a member of the strikes, Dr. Braumbaugh said, will not be 
toward economic ruin if government local association who served with the felt for some time, but will spread 
spending is not halted Hoover Commission, gave a resume of through all industry. He said the par- 

“At the present rate”, Mr. Wadsworth that group’s work. Mr. Ernst pointed out alysis of business due to strikes would 
said, “28% of every dollar of national in- how the commission discovered the great tend to neutralize the upward trend that 
come is absorbed by taxes. This is en- need for a Federal bureau of supplies to was started a few months ago 
tirely too high for good economics. If tend the constant overlapping in govern- (Please turn to page 230) 








Part of the large crowd of purchasing and managément executives Representative James Wadsworth emphasizes a point to Jim Cooney, 
enjoying the pre-dinner cocktail hours Rochester association’s national director. 
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This versatile high-strength, low-alloy 
steel is helping to improve the designs of 
a great variety of products including rail- 
road cars, motor vehicles, industrial equip- 
ment, fabricated structures and household 
items. For full information on the properties 
and applications of Mayari R write for a 


copy of Catalog 259. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


BETHLEHE)y 


STEEL 













i The 50,000 psi minimum yield 
point of Mayari R is approximately 
double that of plain carbon steel, 
permitting higher working stresses. 


_Corrosion-resistance 


The atmospheric corro- 
sion-resistanceof Mayari 
R is 5 to 6 times that of 
plain carbon steel and 2 
" to 4 times that of copper- 
bearing steel. 


Used as-rolled 


It has advantages of alloy 
steel without the expense of 
heat-treatment. Mayari R 
” can be worked hot or cold 
in the as-rolled condition. 


Workability 


Mayari R can be formed, 
sheared, punched, drilled, 
and welded by the methods 
used for carbon steel. 


Mayari R is produced in 
;. sheets, strip, plates, bars, 
2 structural shapes, and 
+ cold-formed shapes. 


Comparatively low cost 
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The initial cost of Mayari R is 
little more than that of carbon 
s steel. This difference is fre- 
7 3 quently offset by savings in 
deadweight and‘ maintenance. 


MayariR nels 2Gpi..siga. eit. 


DECEMBER, 1949 
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tor lower-cost finishin 
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THE STAINLESS STEEL IN THESE STREAMLINED TRAINS 
WAS PROBABLY POLISHED WITH ESPECIALLY DEVEL— 
OPED JEWEL SILICON CARBIDE PAPER BELTS ... BELTS 
THAT CUT FASTER, LAST LONGER, BECAUSE THE AB-— 
RASIVE IS CEMENTED TO A STRONG PAPER BACKING 
WITH BONDITE ... A POWERFUL, HEAT-RESISTING 


4SDHESIVE. 


FOR TRICKY COMBINATIONS 
OF WOOD AND METAL, A 
PROMINENT GOLF CLUB MAN— 
UFACTURER HAS FOUND THAT 
NOTHING EQUALS HEAT— 
RESISTING BONDITE NEW PRO— 
CESS BELTS. LIKE ALL JEWEL 
BELTS, THEY HAVE AP’S EX— 
CLUSIVE, SMOOTH—RUNNING 
VELVET JOINT, THAT WILL NOT 
JUMP OR SCRATCH THE FINISH. 


SO REMEMBER JEWEL WHEN YOU ORDER COATED 
ABRASIVES. THERE’S A JEWEL PRODUCT FOR EVERY 
POLISHING AND GRINDING NEED. PROPERLY USED 
JEWEL ABRASIVES WILL SPEED YOUR WORK, CUT 


YOUR COSTS! 
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AP ENGINEERS RECOMMENDED 
SILVER STREAK BELTS FOR PHE- 
NOL PLASTIC SWITCH PLATES. 
SILVER STREAKS COST NO 
MORE THAN PREVIOUSLY USED 
BELTS, DID 25% MORE WORK, 
AND ELIMINATED SPOILAGE. 





brasive Products Int 








B. D. HENDERSON GUEST AT 
LOUISVILLE ASSN. MEETING 


A regular dinner meeting of the Pur- 
chasing Agents Association of Louisville 
was held at the Seelbach Hotel on Octo- 
ber 18. 

The guest speaker was B. D. Hender- 
son, Manager of Purchasing, Stores and 
Shipping of the Westinghouse Electric 
Corp., Sharon, Pa. Mr. Henderson’s sub- 
ject was “Scientific Inventory Control— 
The Key to Better Purchasing”. 

Dr. John Craf, professor of economics, 
University of Louisville, spoke on the 
business outlook. Dr. Craf’s talks will be 
a regular feature of the association meet- 
ings hereafter. 

K. P. Vinsel, executive director of 
the Louisville Chamber of Commerce and 
the Louisville Area Development Asso- 
ciation, gave a short address on the plans 
of both organizations. The program 
chairman, Hoyt B. Pritchett, was in 
charge of the meeting and introduced 
the speakers. 
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PUBLISHING SUBJECT AT 
B. C. ASSOCIATION MEETING 


Howard T. Mitchell, past president of 
the Vancouver Board of Trade was the 
guest speaker at the October 11 meeting 
of the Purchasing Agents Association 
of British Columbia, held in Vancouver. 
Mr. Mitchell’s address, “Facts About 
Industrial Publishing”, proved of great 
interest to association members inas- 
much as the group’s magazine was re- 
cently launched. 

Among the new members of the asso- 
ciation are: R. F. Gernaey, B. C. Marine 
Engineers & Ship Builders Ltd.; W. G. 
Chalmers, Leek & Co. Ltd.; E. W. Dar- 
by, Cemco Electrical Manufacturing 
Company Ltd. 

“Printing from the Purchasing Agents 
Point of View” was the subject of an 
address presented to the Vancouver 
Island Branch of the British Columbia 
Association on October 5 by B. Sutton, 
Production manager of the King’s Print- 
ers. 
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TOM HUDSON SPEAKS AT 
SPRINGFIELD MEETING 


T. D. Hudson, vice president of Dis- 
trict No. 6, American Steel & Wire Co., 
Cleveland, gave a brief summary of na- 
tional affairs in relation to purchasing 
problems at the November 9th meeting of 
the Springfield Association of Purchas- 
ing Agents, Springfield, Ohio. Bennett 
Chapple, former vice president (retired) 
of the Armco Steel Corp., Middletown, 
Ohio, also spoke at the November 9 meet- 
ing, his subject being “What’s Next on 
the Program.” 

November 30 was dedicated to “Sports 
Night”, program guests being Hal 
Shields, head football coach of Witten- 
berg College, Bob Kavanaugh of Catholic 
Central High, and Jim McDonald of 
Springfield High, in entertaining talks 
on “wot hoppened” this past year and the 
prospects for next year. 


(Please turn to page 232) 
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Precision through Care in Tube-Turn welding fittings 





“Mike” checks ‘em all! 


HE wall thickness of Tube-Turn 

welding fittings simply has to be 
right. Every single Tube-Turn weld- 
ing fitting is micrometer-checked be- 
fore being put on the market. 

Instruments of exclusive design do 
the trick. They measure wall thick- 
ness at the center of an elbow or 180° 
return as easily, accurately as at any 
other point. Whether it’s ten, a hun- 
dred, or a thousand, the Tube-Turn 
welding fittings you buy are properly 
matched to pipe of corresponding size 
—at the face and throughout the fit- 
ting. Cut a Tube-Turn welding elbow 
to any odd angle required. It still 
lines up. 

This micrometer check for dimen- 
sional accuracy is a small part of the 
thorough scrutiny to which the fin- 
ished Tube-Turn product is subjected. 


More than thirty skilled inspectors 
check for true circularity, accurate 
center-to-face dimensions, uniformity 
of curvatures, soundness of outside 
and inside surfaces, wall thickness of 
butt ends, bevels, lands, and quality 
of machining. 

And that’s just a fraction of the 
total care involved in the manufac- 
ture of Tube-Turn welding fittings. 


Perfection begins with the raw 
material which is checked for conform- 
ity to required chemical composition 
and physical properties. It must pass 
all pre-determined requirements before 
acceptance for production of Tube- 
Turn welding fittings. Special mate- 
rials, of course, undergo special tests. 

When you buy “Tube-Turn” you 
want good connections. That’s what 
you get, every time. 


TUBE TURNS, INC. 


246 East Broadway, Dept. L, Louisville 1, Kentucky 


District Offices at New York, Philadelphia, Pittsburgh, Chicago, Houston, Tulsa, San Francisco, Los Angeles 


DECEMBER, 1949 
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TUBE-TURN 


WELDING FITTINGS 
AND FLANGES 





Five different-size gauges of exclusive design 
are used to check the wall thickness of every 
Tube-Turn welding fitting. 





While one inspector checks the diameter of a 
90° elbow, the other checks on perfection of 
inner wall. 





Inspectors check the center-to-face dimension 
of a 20”-90° Tube-Turn welding elbow. 





A part of the final inspection department. 
Here, Tube-Turn welding fittings undergo in- 
tensive instrumental and visual inspection. 
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« MATERIALS 
- MAN-HOURS 
- MONEY 


with the... 










Select exactly the right semi- 
tubvlor, split rivet, or cold- 
headed fostener from Milford’s 
complete line. You'll find it sal 


pays in every way! 


Then use the right rivet 
setting machine for your 
application. One of Mil- 
ford’s 15 basic machines is sure 
to solve your particular prob- 
lem . . . and slash your produc- 
tion costs! 


Write to Dept. 8 


MILFORD 
RIVET & MACHINE 


Cc oO M P A N Y 
MILFORD, CONN. 
ELYRIA, OHIO 
HATBORO, PENN. 
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“THE WELFARE STATE” SUBJECT 
AT NEW ENGLAND MEETING 


The opening meeting of the forty-fifth 
association year of the New England 
Purchasing Agents Association was held 
in the Hotel Vendome, Boston, on Mon- 
day, November 14. 

Guest speaker was William G. Sut- 
cliffe, Dean of the College of Business 
Administration and the Evening College 
of Commerce of Boston University. Mr. 
Sutcliffe, contributor to numerous finan- 
cial publications, and author of several 
books in the fields of statistics, finance 
and consumer credit, had as his topic, 
“The Welfare State”. 

The pre-meeting afternoon conference 
featured a visual education program on 
aluminum, provided by N.A.P.A. The 
program was based on the Aluminum 
Company of America motion picture 
“This Is Aluminum”. The film shows 
how bauxite is mined, milled and refined 
to produce alumina, and how alumina is 
reduced to aluminum. 
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EASTERN N. Y. ASSOCIATION 
GENERAL ELECTRIC PLANT 


Members of the Purchasing Agents 
\ssociation of Eastern New York visited 
the General Electric turbine plant and 
television studios in Schenectady, N. Y., 
on Thursday, November 17, in conjunc- 
tion with the regular monthly meeting. 

Following an inspection tour of the 
turbine plant, the group watched the 
presentation of a television program over 
station WRGB. Dinner was served at 
the Van Curler Hotel, after which a short 
business meeting and discussion were 
held. R. M. Bleak gave a brief picture 
of the economic situation. 

\ tour through the television studio 
was taken after the meeting, during 
which the purchasing agents got an op- 
portunity to inspect operations more 
closely than when programs were being 
presented. 
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KALAMAZOO ASSOCIATION MEETS 


A regular noon meeting of the Pur- 
chasing Agents Association of Kalamazoo 
was held on Thursday, November 3, at 
the Columbia Hotel. The meeting fea- 
tured a commodity discussion. R. H. 
Butcher was. chairman. 


ce 


GEORGIA ASSOCIATION HEARS 
RESEARCH MAN ON PAINT 


A regular meeting of the Purchasing 
\gents Association of Georgia was held 
at the Henry Grady Hotel, Atlanta, on 
November 17. 

The guest speaker was J. K. Long, 
Director of Research, Devoe & Raynolds 


Company. Mr. Long’s subject was 
“Paint”. 
Stuart F. Heinritz, Editor of Pur- 


CHASING, also spoke briefly, giving high- 
lights of the study he has made of Brit- 
ish industry under the Socialist govern- 
ment. 

(Please turw to page 234) 
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DARNELL 
CASTERS 


A 
VALS 
AT EVERY 
TURN 


Choose just the right 
caster or wheel for your 
needs from the Darnell 
line of nearly 4000 types. 
These precision made 
casters and wheels will 
el Le 
duction... 


DARNELL CORP. LTD 


LONG BEACH 4. CALIFORNIA 


60 WALKER ST. NEW YORK 13. WY 


36 WN CLINTON CHICAGO 6 ILL 
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= GIVING BELTS THE HOTFOOT 


-+» FOR A LONGER LIFE 


QUAKER CONVEYOR BELTS PRE-TESTED 18 TIMES 
TO ASSURE LONG LIFE UNDER MOST SEVERE CONDITIONS 


Coal... cinders . . . hot ashes . . . packages . . . products on 
the line—Quaker Belts are made for every purpose and case 
histories prove they stand up under the most severe usage. 
They’re pre-tested and torture-tested when they are made to 
withstand every operating condition. 

One of the many tests Quaker Conveyor Belts must go 
through is shown above. A blowtorch, at high heat, held six 
inches from the surface of the belt for six minutes. Quaker Belts 
take it and are ready for more. They’re tough, rugged and built 
for long wear. They're made for every industrial application to 
assure less maintenance ...to help your plant reduce the 
“break-even point” in its operations. 

Whatever your need for industrial rubber products there’s a 
Quaker Pre-tested Product for your plant. Power transmission 
belting for every type of installation ... rod and sheet packings 

..moulded and braided hose...and all kinds of custom- 
made moulded rubber products. To economize on production 
costs...it pays to Quakerize your plant. 


HOSE THAT STANDS ABRASION PACKINGS FOR TIGHTER SEALS 


Hose for air, steam, Quaker Packings are 
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RUBBER 
PRODUCTS 
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water, oil, gas, chemi- 
cal,fire,or paint, Quaker 
makes it and makes it 
to fit the particular 
needs of industry .. . 
each length pre-tested 


for peak performance. 


QUAKER RUBBER 


PH 


An 
LADELF 


HIA 24 PA «+ New York 
Wecter 


scientifically engi- 
neered for every use— 
for pumps, refrigera- 
tion, compressors, 
water lines, valves and 
many other places in 
Industry. Each  pre- 
tested for positive per- 
formance. 
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new aircomatic process 
does three hours work 
in fifteen minutes 





VM ARTIN-QUAID COMPANY, a prominent 
metal fabricator of Philadelphia, Penna., re- 
ceived the job of constructing a number of 
special aluminum vessels from the IN-TAG 
Division of Interchemical Corporation. The 
established method of production seemed too 


costly of both time and money. 


Dana V. Wilcox, Airco Technical Sales 
Representative, recommended the new 
Aircomatic Process with Airco Helium. 


Aluminum alloy 2” and 34” thick- 
nesses was used. The suggestion was 
adopted, and the process was applied to 
the job on a production basis. 

Prior to the introduction of the new 
Aircomatic Process, Martin-Quaid used 
another arc welding method, but found 
welding time to be a disproportionate 














amount of its manufacturing costs. For 
example, the total welding time for a 
4’ x 3’ x VY” side section of the vessel 
took three hours. With the Aircomatic 
Process, the three-hour period was re- 
duced to fifteen minutes — a tremendous 
saving in time and consequently cost. 

Due to the speed of the Aircomatic 
Process as a production tool, Martin-Quaid 
is planning to expand its aluminum fab- 
rication facilities 


TECHNICAL SALES SERVICE — ANOTHER AIRCO PLUS-VALUE FOR CUSTOMERS 
To assure its customers of high efficiency in all applications of the oxy- 


acetylene flame or electric arc, Air 


Reduction has available the broad, 


practical experience of its nationwide Technical Sales Division personnel. 
The collective experience and knowledge of these specialists has helped thou- 
sands to a more effective use of Airco processes and products. Profit by this 


Airco “Plus-Value” 
today. Write 


a=) 
AIRCO 
— 


service. Ask to have a Technical Sales Division man call 
Your nearest Airco office. In Texas: Magnolia Airco Gas 
Products Company. On West Coast 


Air Reduction Pacific Company. 


Air REDUCTION 


Offices in Principal Cities 


Yeadquarters for Oxygen, Acetylene and Other Gases... Calcium Carbide... Gas Cutting Machines... Gas Welding 
Apparatus and Supplies ... Arc Welders, Electrodes and Accessories 
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GEORGE HENRY SPEAKER AT 
METROPOLITAN CLUB MEETING 


The regular monthly meeting of the 
Metropolitan Purchasers Assistants Club 
was held at the Midston House, New 
York, N. Y., on Thursday evening, No- 
vember 10. 

Principal speaker was George E. Hen- 
ry, Associate Editor of PurcHAsINe. 
Mr. Henry’s subject was “Ethics of Pur- 
chasing”. 

A sound technicolor film, “Desert Ven- 
ture’, was shown through the courtesy 
of The Texas Company. 
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INVENTORY CONTROL SUBJECT 
AT ST. LOUIS ASSOCIATION 


The October 25 meeting of the Pur- 
chasing Agents Association of St. Louis 
featured a talk by B. D. Henderson, 
Manager of Purchasing, Stores, and Ship- 
ping for Westinghouse Electric Corp., 
Sharon, Pa. Mr. Henderson’s subject 
was “Inventory Control—The Manage- 
ment Function of the Purchasing Depart- 
ment”. 

Prior to the dinner meeting, an edu- 
cational film entitled “The Building of 
a Tire” was shown. 

A forum session on “Buying Policies, 
Suying in a Sellers’ Market, and Buy- 
ing in a Buyers’ Market” was conducted 
by Arthur H. L. Hunnius, Robert F. 
Toma, and Edward P. Doboman. 
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TRANSPORTATION EXPERT AT 
ALABAMA ASSN. MEETING 


\ regular luncheon meeting of the 
Purchasing Agents Association of Ala- 
bama was held on Thursday, November 
10, at the Thomas Jefferson Hotel, Bir- 
mingham. The guest speaker was C. W. 
Thompson of the Farmer & Thompson 
Traffic Bureau. Mr. Thompson’s sub- 
ject was “Transportation”. 
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SYRACUSE & CENTRAL NEW YORK 
ASSN. HAS EXECUTIVES NIGHT 


The annual “Executives Night” meet- 
ing of the Purchasing Agents Associa- 
tion of Syracuse and Central New York 
was held on Wednesday, October 26, at 
the Hotel Onondaga, Syracuse, N. Y. 
Top management executives of associa- 
tion member companies were invited to 
the affair. 

Principal speaker was Robert C. Swan- 
ton, Director of Purchasing, Winchester 
Repeating Arms Corporation, New Ha- 
ven, Conn. Mr. Swanton is Chairman 
of the Business Survey Committee, Na- 
tional Association of Purchasing Agents. 

The guest speaker at the November 16 
meeting of the association, which was 
also held in the Onondaga Hotel, Syra- 
cuse, was Hon. Orlo M. Brees, member 
of the New York State legislature. Mr. 
Brees recently returned from a trip to 
England and Europe, where he studied 
conditions. The title of his talk was 
“America Beyond the Crossroads”. 
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BLANKING 












make either operation easier with 


WEIRTOR 


HIGH- -CARBON STRIP i 
“ROLLED SPRING STEEL 









Whether you use cold-rolled spring steel for blanking 
or for forming, there is a Weirton high carbon strip 
that simplifies production and holds down costs. 


COLD 


Weirton's close control over every phase of manufac- 
ture is your assurance of a consistent balance of 
desirable qualities and properties. You can depend on 
Weirton High-Carbon Strip for accurate response to 
heat treatment—uniformity of gage and width—uni- 
form chemical and physical properties—exact con- 
stancy of grain structure—controlled decarburization 
limits. In other words—Weirton High-Carbon Strip 
makes good products better, helps you make them 














SPHEROIDIZED 


Annealed, soft and a 
ductile—ideal for cold §{ 
forming operations. 


i PEARLITIC 
more economically. Temper-rolled ‘in a 
Weirton High-Carbon Strip is obtainable with the trolled hardness 
desired chemical analysis and for specific heat treat- strength for blank 


ing and hardness ranges, in widths up to seven inches, 


WEIRTON STEEL CO. 


aig mmm W. VA,, Sales Offwes in Principal Cities 
Division of NATIONAL STEEL CORPORATION, Executive Offices, Pittsburgh, Pennsylvania 














HOW TO SAVE MONEY ON 





Qualliy Name Hares 


Etched or lithographed, Ecoa quality name plates are them- 
selves economical because they are permanent marks of dis- 
tinction which add sales appeal to your product. They look 
better—longer. Ask us to quote on your designs — or if you 
wish, our Art Department is available to assist 


you in the design of your name plates. You can 
save money, too, by using one of nearly 5000 
shapes and sizes for which we have dies in stock. 
FREE BOOK If you or your engineering department can use 
this book, which shows the shapes and sizes of nearly 5000 dies 


we have on hand, write for it on your letterhead. Name plates 
made in these shapes and sizes save the cost of special tools. 


ETCHING COMPANY OF AMERICA 


1520 MONTANA ST., CHICAGO 14, ILL., DEPT. C-12 


Metal Nome Plotes, etched or lithographed © Plastic 
Nome Plates, Dials and Panels, lithographed or 
Screened * Etched Metal Scales, Clock Dials, Instrument 
Panels, Art Novelties, Advertising Specialties * Etched 
Metal Panels for elevators and architectural uses. 
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PAPER MAKING TOPIC AT 
CENTRAL ONTARIO MEETING 


A meeting of the Purchasing Agents 
Association of Central Ontario was held 
in the Walper Hotel, Kitchener, on Tues- 
day, November 15. 

A film on paper making was shown, 
followed by a commentary by Roy Bean, 
of the Chronicle Printing Company of 
Waterloo. Mr. Bean also answered ques- 
tions from the floor concerning the pur- 
chase of printing and stationery. 

The annual Central Ontario Christmas 
Party has been scheduled for December 


14. 
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MAYOR GUEST SPEAKER AT 
NEW ORLEANS ASSN. MEETING 


\ regular monthly meeting of the Pur- 
chasing Agents Association of New Or- 
leans was held at the Jung Hotel on 
Monday, November 14 

The guest speaker was Hon. Chep. 
Morrison, Mayor of New Orleans. Mayor 
Morrison had as his subject, “What New 
Orleans Is Doing and Can Do in the 
Way of Greater Advantages to the Pur- 
chasing Agent’. The association’s econo- 
mist, Robert Elsasser, presented his re- 
view of the current situation and the 
outlook for the future. 


yr 7 
DALLAS ASSOCIATION MEETS 


The only October meeting of the Pur- 
chasing Agents Association of Dallas 
was held on October 20 in the Melrose 
Hotel. The other scheduled meeting was 
cancelled because of the Southwest Pur- 
chasing Conference in Houston 

5 R. Brown presented highlights of 
the conference at the meeting. Boone T. 
Buyton, chief test pilot for Chance- 
Vought Aircraft spoke on “Why It 
Takes Four Years to Build an Ai\ir- 
plane”. 
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STEEL MAN GUEST SPEAKER 
AT DAYTON MEETING 


\ regular meeting of the Purchasing 
Agents Association of Dayton was held 
on Thursday, November 10. Guest 
speaker was Harold K. Howe of the 
Washington, D. C., office of the LaSalle 
Steel Corporation, who spoke on trends 
in the nation’s capital. 

Thomas D. Hudson, Assistant Pur- 
chasing Agent, Cleveland and Pittsburgh 
Districts, American Steel & Wire Com- 
pany, and Vice President for District 6, 
was also a guest at the meeting and 
spoke briefly. 

Among the new members of the Day- 
ton Association are: W. J. Burley, Pur- 
chasing Agent for United Aircraft Pro- 
ducts, Inc., Dayton; Louis L. Mast, Pur- 
chasing Agent for the Roth Office Equip- 
ment Company, Dayton; Ronald R. 
Wheeler, Assistant Purchasing Agent of 
the Dayton Power and Light Company. 
Dayton; Theodore E. Wooten, Assistant 
Manager of Purchasing for Reynolds & 
Reynolds Company, Dayton. 


(Please turn to page 238) 
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BENDIX-SGINTILLA 


ELECTRICAL 


CONNECTORS 


SHELL CONTACTS SCINFLEX* ONE- 
High strength alumi- High current capacity PIECE INSERT 
num alloy . . . High ... Low voltage drop High dielectric strength 


resistance to corrosion 


- No additional . . . High insulation 


.. with surface finish. solder required. resistance. 


Wy 


yy 


PLUS ALL THESE OTHER FEATURES 


Moisture-proof 

Radio Quiet 

Single-piece Inserts 

Vibration-proof 

Light Weight 

High Insulation Resistance 

Easy Assembly and Disassembly 
Fewer Parts than any other Connector 
No additional solder required 


. . « PRESSURE TIGHT SOCKET 
CONTACT ARRANGEMENTS! 


Outstanding design and fine workmanship, 
combined with materials that meet the re- 
quirements, assure the splendid performance 
of Bendix-Scintilla “pressurized” electrical 
connectors. These units include both pin and 
socket arrangements for a// sizes of contacts. 


*& SCINFLEX dielectric material is a 


new development that assures unequalled 
insert performance. It is available only in 
Bendix-Scintilla Electrical Connectors. 


Write our Sales Department for detailed information. 


BENDIX 


SCINTILLA 


DECEMBER, 
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“CLARK materials-handling 


methods and machines constitute 


a team tat CURBS 


wastes common to most handling 
operations. When and where this 
team goes to work, savings start 


CLIMBING 3s of “right 


now, and break-even points fall quickly 
to “breathe-easy” points. You can’t beat 
this team, but you can join it to bring 


down production CcOosTSs 


to a comfortable level. 














How several blue-chip industries are curbing costs to the benefit of their profits is 
told and illustrated in “Material Handling News,” the interesting “tell how” magazine 
and in Clark’s “show how’ motion pictures. You can use both to advantage simply 
by requesting them on your business letterhead. 


CLARK 


AND INDUSTRIAL ||, 


apt See se 


ELECTRIC ann GAS POWERED 


FORK TRUCKS 


TOWING TRACTORS 


He 3 








RK ; Y BATTLE CREEK 23, MICH. 
REPRESENTATIVES IN PRINCIPAL CITIES THROUGHOUT THE WORLD 


AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCATION 
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“EDUCATION FOR BUSINESS” 
CENTRAL ONTARIO ASSN. TOPIC 


A regular meeting of the Purchasing 
Agents Association of Central Ontario 
was held in the Iroquois Hotel, Galt, on 
Tuesday, October 18. 

E. G. Jarmain, association professor, 
School of Business Administration, Uni- 
versity of Western Ontario, was the 
principal speaker, on the subject “Educa- 
tion for Business”. Professor Jarmain 
led discussion following his talk 
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CHATTANOOGA ASSOCIATION 
HEARS MANAGEMENT PROFESSOR 


\ regular monthly meeting of the 
Purchasing Agents Association of Chat- 
tanooga was held Tuesday, October 18 
at the Hotel Patten. 

The principal speaker was Daniel A. 
Preston, Assistant Professor of Indus- 
trial Management and Economics at the 
University of Chattanooga. Profe-sor 
Preston’s subject was “What Has Pur 
chasing to Offer to Management, and 
What Place Should It Have in the In 
dustrial 

An educational course for the associa- 


Management Curriculum?” 


tion was discussed, and plans are now 
being formulated to get the course under 
way in the next few weeks. Discussions 
are also being held relative to establish 
ing a course in purchasing at the Uni 
versity of Chattanooga. 
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SALES DIRECTOR GUEST AT 
RHODE ISLAND MEETING 


A regular meeting of the Rhode Island 
Purchasing Agents Association was held 
on October 24 at the Narragansett Hotel, 
Providence, R. I. 

Harry L. Whitney, Director of Sales 
of the Nicholson File Company, was the 
guest speaker, on the subject, “Relation 
ships Between Buyer and Seller”. 
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PLASTICS SUBJECT AT 
PITTSBURGH MEETING 


\ closed meeting of the Purchasing 
Agents Association of Pittsburgh was 
held in the Hotel William Penn on Oc 
tober 18. 

Feature of the meeting was a visual 
education program on “Plastics”. Fol- 
lowing the showing of the film, “The 
Shape of Things to Come,” a discussion 
on plastics was held, led by H. R. Michel, 
Purchasing Agent of the Westinghouse 
Electric Corporation. 
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STEEL EXECUTIVE GUEST AT 
TRI-STATE ASSN. MEETING 


A regular meeting of the Tri-State 
Purchasing Agents Association was held 
at the Henry Clay Hotel, Ashland, Ky., 
on Tuesday evening, October 18. 

Featured speaker was Bennett Chapple, 
Sr., Assistant to the President, Armco 
Steel Corporation. Mr. Chapple’s subject 
was “What Is Next on the Program”. 

(Please turn to page 240) 
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Every problem of vibration and loosening of parts of requirements. The booklet illustrated here 
calls for careful study to find just the right answer. contains much useful data and should be helpful 
“National” engineers have encountered just in determining type, size and cost of lock nuts 
about every type of problem, and our line of Lock for a given application. A copy will be sent 
Nuts is designed to meet an unusually wide range on request. 


For heavy duty — National’s ““Drake’’ Lock Nut withstands 
severe stress, shock or vibration. A two-piece, positive lock 
for use on rugged, heavy equipment, where size and weight 
are not a factor. 


To withstand shear only — National’s “Dynamic”? Lock Nut 
is a thin, lightweight nut with diaphragm lock, for use 
where clearance is a factor and where strains are in 
shear only. 


For shock-loading or vibration, even under heat, oil or 
moisture, National’s ““Huglock’’ Lock Nut is a one-piece, 
all-metal lock nut. Easily installed, it grips the bolt threads 
and maintains locking effect whether seated or not. 


iia ™ For effective, low-cost locking. National’s “Marsden” Lock 

Other “National” products: Nut is a one-piece, cantilever action type, easily applied, free 
HODELL CHAINS, running until seated. For the most complete line of standard 
CHESTER HOISTS. and special fasteners, come to “‘National’’, 


THE NATIONAL SCREW & MFG. CO. 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 So. Garfield Ave., Los Angeles 22, Cal. 
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as never before. 


finishing needs. 


Ask for a copy of our No-lap catalog. It 
gives complete details on our many time, 
and money-saving products for all abra 
sive purposes. Samples also available on 
request 


6201 BARBERTON AVE. 








CANADIAN PLANT The Cleveland Container Canada, Lid 








Something New In Packaging 


Ask for a copy of our new Folder 


identifying and illustrating Package types and sizes. It de- 
serves your preferred attention and investigation . . 


—*k k k— 
Another Cleveland Container Product — — 


No-Lap 


(Trade Mark Reg.) 


ABRASIVE SLEEVES, DRUMS and BELTS OF APPROVED 
CARBORUNDUM QUALITY . 


- »- to meet 


UeCLEVELAND CONTAINER 


CLEVELAND 2, OHIO 
e All-Fibre Cans © Combination Metal and Paper Cans 
® Spirally Wound Tubes and Cores for all Purposes 
@ Plastic ane Combination Paper and Plastic Items 
PRODUCTION PLANTS ply at Plymouth, Wisc seen A. 1, Chicago, i! oan Wich, lamesberg, 8.1 

PLASTICS DIVISION at Plymouth, Wisc. © ABRASIVE DIVISION at Cleveland, Ohis 


SALES OFFICES: Reem 5632, Grand Central lerminal Building, New York 17, 8.1, alse 647 Main St. Martiord, Cone 
Prescott, Oatarie Sales Offices is lerente and Montreal 


. today 


today’s finer 


Cleveland Container representatives have 
the background .. . the knowledge of 
today’s needs to make it worth your while 
to ask questions. 

May we serve you? 
















ta 
Aja Vi FLEXIBLE 
a COUPLINGS 
/ — 
Standard Equipment on America’s 
finest Direct-Connected Machines 





Write for 





AJAX FLEXIBLE COUPLING CO. INC. 
13 English St. 











Westfield, New York 
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FORGINGS 
AND 
STAMPINGS 





DIXISTEEL forgings and stampings are 
made of carefully analyzed steel produced 
in our own open hearth furnaces. They 
are of highest quality and strentgh. 

Send us your prints or specifications for 
forged or stamped parts, and we will be 
pleased to submit our estimate for pro- 
duction. 


ATLANTIC STEEL COMPANY 
waren DiXISTEEL Meenr eer 











C. B. C. COMMENTATOR SPEAKS 
AT MONTREAL MEETING 


John Fisher, official commentator, Ca- 


nadian Broadcasting Corporation, was 
guest speaker at the November 15 meet- 
ing of the Purchasing Agents Associa- 
tion of Montreal at the Mount Royal 
Hotel, Montreal, his subject being “John 
Fisher Reports”. The afternoon of No- 
vember 15, members of the association 
visited the huge plant of Turner & New- 
all (Canada) Ltd., manufacturers of as- 
bestos and other products. Here they 
saw the raw minerals converted into 
asbestos and magnesium products of every 


description. Three new members were 
voted on at the November meeting. 
“Tools of Purchasing” was the subject 


of a panel discussion immediately preced- 
ing the regular dinner meeting, with the 
following panel members: Harold I. Nel- 
son, Quebec North Shore Paper Co.; 


E. P. Horsnell, Canadian Marconi Com- 
pany; E. L. Clarke, Canadian Industries 
Ltd., and J. Hillwood, Aluminum Co. of 
Canada. 


The association will hold its annual 
Salesmen’s Night on December 20, at the 
Mount Royal Hotel. Guest speaker for 
this affair will be Lance Rumble, General 
Motors Corporation. 
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SOUTH BEND ASSOCIATION 
APPOINTS COMMITTEE CHAIRMEN 


The Purchasing Agents Association of 
South Bend held a regular meeting at the 
Four Flags Hotel, Niles, Michigan, on 
Wednesday evening, November 9. 

The following newly appointed com- 


mittee chairmen were introduced to the 
membership : 


Education—C. M. Hayes, American 
Coating Co., Elkhart, Ind.; attendance— 
R. Rhodes, Federal Press Co., Elkhart, 


Ind.; membership—F. Motis, U. S. Rub- 


ber Co., Mishawaka, Ind.; program— 
C. N. Everingham, Goshen Rubber and 
Manufacturing Co., Goshen Ind.; pub- 
licity—H. J. DeFreeuw, M. B. Skinner 


Co., South Bend, Ind. 


Mr. Mogle, National Director of Dis- 
trict 4, gave a report on the recent di- 
rectors meeting and asked that names of 
qualified men interested in. serving on 
commodity report committees be submit- 
ted to him. 

J. J. Sechowski and John J. Redding- 
ton of the University of Notre Dame and 
C. S. Kegerreis of the Kegerreis Supply 
Co. of Elkhart, Indiana, were voted in 
as new members. 
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BUSINESS OFFICERS MEETING 
PROGRAM FEATURES P.A.’S 


A number of purchasing men partici- 
pated in the First Annual Institute of 
the Southern Association of College and 
University Business Officers, held in 
Atlanta, Ga..on November 16, 17 and 18. 
The program for November 18 was de- 
voted entirely to “Purchasing Problems”. 

Dean-for-the-Day was Charles W. 
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SANDVIK SPECIALIZED SPRING STEELS... 





Do your requirements often call for consistent, 
repeated precision in spring steel? 


In SANDVIK spring steels,accurate gauge is 
uniformly maintained both along and across 
the strip. This gauge uniformity assures con- 
tinuous production precision from coil to coil. 


SANDVIK high carbon and alloyed strip steels 
are supplied: 
@ In special analyses for specific applications 


@ Annealed, unannealed or hardened and 
tempered 








@ Precision-rolled in thicknesses from .001” 
® With bright finish or polished bright, yellow 


or blue give you 


@ With round edges or square edges 


@ In a wide range of widths Continuous Precision 


Phone or write for further information. 


SANDVIK STEEL, INC, 


111 EIGHTH AVE., NEW YORK 11, N. Y. 
WaAtkins 9-7180 


180 N. Michigan Ave., Chicago 1, IIl., FRanklin 2-1745 
1736 Columbus Rd., Cleveland 13, Ohio, CHerry 2303 
WAREHOUSES: New York and Cleveland f 
Sandvik Canadian Ltd., 426 McGill St., 
Montreal, Canada 
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SOME SANDVIK SPECIALTY SPRING STEELS 
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Quality Steels 
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For Precision 
Performance 








(Continued from page 240) 
Hayes, Director of Purchases, Emory 
University. George S. Frank, Manager of 
Purchases, Cornell University, acted as 
special consultant. Stuart F. Heéinritz, 
editor of PurcHasinc, spoke on “Your 
Purchasing Department”. 

Participants in a panel on procure- 
ment problems were: George W. Schwab, 
Purchasing Agent, Louisiana State Uni- 
versity, on “Selecting and Developing 
Sources for University Procurement” ; 
Harold T. Porter, Purchasing Agent, 
Tulane University, on “Public Relations 
Aspects of Purchasing”; and J. H. Dew- 
berry, Comptroller, Georgia State College 
for Women, on “Techniques of Food 
Buying”. 

Burton C. Smith, Director of Sales, 
Will Corporation, addressed the meeting 
on “Problems in Procurement of Scien- 
tific Supplies, Equipment and Apparatus”’. 
Mr. Frank gave the concluding address 
of the day’s session on “The Purchasing 
Function in Higher Education”. 


7 7 ad 


N. Y. ASSOCIATION HEARS 
McGILL ON ECONOMIC FACTORS 


A regular meeting of the Purchasing 
Agents Association of New York was 
held in the Builders’ Exchange Club on 
Tuesday evening, November 15. 

Principal speaker at the meeting was 
Herbert N. McGill, President, McGill 
Commodity Service, Inc., who discussed 
“Commodity and Economic Problems in 
1950”. G. W. Howard Ahl presided at 
the meeting. 

The afternoon forum session featured 
an address by Lloyd S. Knight, Vice 
President, James Flett Organization, Inc. 
Mr. Knight spoke on “Waste Disposal 
and Salvage—Or How to Convert Junk 
Into Dollars”. 
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TWIN CITY ASSOCIATION HAS 
MOTION PICTURE ON STEEL 


A regular meeting of the Twin City 
Association of Purchasing Agents was 
held at the Minneapolis Athletic Club, 
Minneapolis, Minn., on Wednesday, No- 
vember 9. 

A 45-minute sound movie in technicolor, 
entitled “Steel—Man’s Servant”, was 
shown. Following the film, which was 
produced by the United States Steel Cor- 
poration, Wilbur Somes, district manager 
of the Carnegie-Illinois Steel Company, 
commented on the film and the steel in- 
dustry generally. 
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ERNST SPEAKER AT ROCHESTER 
BUYERS NOVEMBER MEETING 


A meeting of the Rochester Associa- 
tion of Industrial Buyers was held on 
Wednesday, November 16 at the Daltin 
Restaurant. 

Joseph L. Ernst, Purchasing Agent for 
the Board of Education of Rochester, 
who served as a member of the Hoover 
Commission, spoke on “The Federal Gov- 
ernment’s Supply Problem as Studied by 
the Hoover Commission”. 


(Please turn to page 244) 
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ARE YOU HARBORING THIS PROFIT THIEF? 








He’s as sly and treacherous as a 

trained saboteur—robbing and 

stealing valuable production 

from thousands of machines in thousands of plants. His 
total “take” is tremendous—but he can be stopped! 

Even though you may think he’s not at work in your 


plant, it will pay you to be suspicious enough to make 
sure—for he’s often well disguised. 


HERE ARE SOME QUICK CLUES 


Are you still using out-dated “paddle” methods to fill 
grease guns in your plant? There’s a masked bandit! 

You can save 334 man hours for every 100 Ibs. of grease 
and eliminate contamination risks, too. 


Are you depending on “hand and muscle” for machine 
lubrication— with manpower costs ’way out of line and 
hit-or-miss maintenance? That’s sabotage, too! 

There is a way you can save up to 23.9 man hours in 
the application of every 100 Ibs. of grease! 


Have you ever measured your losses from “downtime” 
on machines due to bearing failure caused by faulty lubri- 
cation? Or have you ever figured the cost of “time-out” 
for lubrication? More thievery! 


Want Additional Product Information? 


You can lubricate hundreds of bearings from one central 
point, with the right grease in the correct amount — while 
the machine continues to produce. 


Have you got a clue that there may be a production 
thief in your plant— masked as faulty, old-time, hit-or- 
miss lubrication methods? 


THERE IS A WAY TO STOP THESE LOSSES 

An Alemite representative can tell you in 10 minutes 
how Alemite Methods will simplify and better organize 
your lubrication procedures. He can show you how mech- 
anized lubrication from “barrel-to-bearing” will increase 
your production and profits. 

Call your Alemite Distributor on the phone. Or write 
to Alemite, 1894 Diversey Parkway, Chicago 14, Illinois. 


ALEMITE 


MODERN LUBRICATION METHODS 
THAT CUT PRODUCTION COSTS 


See Page 19. 
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side horse 


It’s revolutionary . . . a glove with 
seams that will last as long as the 
leather itself because they're sewn 
with acid resistant thread. Banish 
forever that costly habit of discard- 
ing gloves before they're worn out. 
Get all the wear from every pair. 


ILLINOIS GLOVE CO 


CHAMPAIGN, ILL WRITE 








HER Groves WITH 


THAT DEFY 


ACID ~ 


BETTER. BECAUSE 
they're sewn with 
acid resistant 
thread. 


BETTER BECAUSE 
they're made of 
smooth, all leath- 
er side horsehide. 


BETTER BECAUSE 
no fiberous leath- 
er lint to contam- 
inate chemicals. 


BETTER BECAUSE 
seams won't give 
away to acid, as- 
suring full life to 
the glove as in 
the leather itself. 


PROVEN BETTER 
by 20% to 30% by 
one of America's 
foremost chemical 
manufacturers. 


Other gloves available besides 
hide. If you've a 
particular glove problem 
write, illinois’ ** 
Department” 
your needs. We are equipped 
to make gloves to fill the 
most exacting specifications 


Stating full 


FOR SAMPLES 


Special Glove 


y 
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Your guarantee of satisfaction with Western brass e 

products is compounded of our many years of e 

experience plus our complete and modern e 

production facilities. ° 

6 

WESTERN BRASS MILLS S 

Division of OLIN INDUSTRIES, INC. sd 

Executive Offices, East Alton, Illinois 2 

Mills... East Alton, Ill... .New Haven, Conn. oy 

MILL PRODUCTS + FABRICATED PARTS ° 

e 

Wi ser il & 

BRASS 
- - @e®eseeeoeeoeeoeeeeeeess 
* 
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HAWAII ASSOCIATION HEARS 
REPORTS FROM MAINLAND 


At a regular meeting held on October 


13, the Purchasing Agents Association 
of Hawaii heard a report by J. V. Kiehl- 
bauch on the district council meeting and 
the Pacific Inter-Mountain Conference, 
both held in San Francisco. 

Mr.. Kiehlbauch, the association’s na- 
tional director, and Purchasing Agent for 
Castle & Cooke Ltd., had recently re- 
turned from the mainland where he had 
attended both events. He predicted that 
transportation expenses of Hawaii's na- 
tional director to attend future semi-an- 
nual district council meetings on the west 
coast will be borne either by the national 
association or District 1. Unlike other 
locals, Hawaii now pays its own trans- 
portation. 


5 3 y 


ROCHESTER ASSOCIATION 
HAS FORUM ON PLASTICS 


At a meeting of the Purchasing Agents 
Association of Rochester on November 
16, Walt Mylacraine led a forum on 
plastics. A feature of the forum was a 
sound color film shown through the 
courtesy of the Boonton Molding Com- 
pany. 

A thumbnail sketch of his company, 
Atlantic Stamping. was given by Dave 
O’Connell. Merritt Barker explained the 
production and commodity charts. 
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AKRON ASSOCIATION HEARS 
HENDERSON ON INVENTORY 


A regular meeting of the Purchasing 
Agents Association of Akron was held 
at the Woman’s City Club on Novem- 
ber 15. 

Bruce D. Henderson, Manager of Pur- 
chasing, Stores and Shipping at the 
Westinghouse Electric Corporation, 
Transformer Division, Sharon, Pa., was 
the guest speaker. Mr. Henderson’s topic 
was, “New Technique in Inventory Con- 
trol and Its Effect on the Purchasing 
Department”. The meeting was open, 
and invitations were extended to other 
company officials connected with or in- 
terested in stores and inventory control. 
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LANCASTER CLUB HEARS 
SKF FACTORY MANAGER 


A regular meeting of the Purchasing 
Agents Club of the Manufacturers As- 
sociation of Lancaster, Pa., was held on 
Tuesday, November 15 at Wiggin’s Res- 
taurant. 

The guest speaker was John Lawrence, 
factory manager, SKF Industries. Mr. 
Lawrence’s topic was “What Manage- 
ment Expects of Purchasing”’. 

Among the new members recently wel- 
comed to the club are: L. O. Workman, 


United Sound & Signal Co.; J. R. Wag- 
ner, Wagner Mfg. Co.; H. B. Johnston, 
Armstrong Cork Company; and J. L. 


Ryan, John D. Bogar Lumber Company. 
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Cookie Cutters, Molded for the Chickadees, Tulsa, Oklahoma 


Sill Molierig CUTS A CUTE COOKIE 


molded for the Chickadees. Tulsa, 
First they re attractive cookie 
y re colorful ornaments. 


These cookie cutters which we 
Oklahoma, are a real double feature. 
cutters. Hang them on a Christmas tree and the 
le of a plastic material. 


To gain this double appeal, the product had to be mat 
as well as Christmas 


We chose a material that would be kitchen practical 
tree glamorous. Sound engineering plus exacting molding craftsmanship did the rest. 
We will handle your plastic problems 
requirements. So whenever 
Pp to a better plastic product. 


with the same careful consideration of 


make our new, 


plastics are called for 


il 


your product's 


modern plant your first ste 


NEW PLANT ™ =< er 


NEW ADDRESS 


he i L L g oO - P | RR A T 4 o wm u riteon yourletterhead for the'new In- 

jection Molded and Extruded Plastics 
d EXTRUDERS of: Tenite, Lumarith, Plastacele, Lucite, Nylon, Catalog. Or, for detailed informa- 
Styron, Loalin, Vinylite, Geon, Plexene, tion about SHAS PAST .. piping, 


* Soran, and other Thermoplastic Materials. tubing and fittings, write for circulars 
1 illustrations. 


AVENUE » CHICAGO 13, ILLINOIS containing data anc 
*Trademark Registered 


ELMER E. 


INJECTION MOLDERS on 
Ethy! Cellulose, Plexiglas, Polystyrene, 
Polyethylene, Cerex, Forticel a, 


2930 NORTH ASHLAND 











BEALL 


SPRING WASHERS 





KEEP BOLTED ASSEMBLIES T1 (LAT 


permanently 


BEALL helical SPRING WASHERS have “live action” and constantly 
exert tightening pressure over a long range. They compensate for ALL 
causes of looseness including vibration, bolt stretch, wear and break- 
down of finish under the nut and bolt head. 

IN STOCK in all Standard Sizes; made of Carbon Steel, Stainless Steel, 
Everdur, Duronze, and other metals. 


BEALL TOOL DIVISION 
HUBBARD & CO. 
160 Shamrock St., East Alton, Ill. 


Please write or wire for TIGHT 
p. S. 


latest Catalog and Price List. alien amauta’ 


TIGHT 


in service 


TIGHT 


after long service 










Cooperation With Other 
Departments 


(Continued from page 121) 


volved if we speak disparagingly to 
the superintendent about a foreman 
because he happens to have irritated 
us, as it is in peddling competitive 
prices to gain a fractional ad- 
vantage. 

Cooperation implies going that 
“extra mile” or, as the citation for 
valor often reads, “beyond the call 
of duty”. If the president of your 
company asks you to obtain a per- 
sonal item that was very hard to 
find, you would leave no stone un- 
turned to meet his request. If one 
of the helpers in the casting shop 
were building a modest home and 
asked you to help him locate a cer- 
tain gadget, are you disposed to 
make the same effort? What a 
wealth of good will a buyer can 
create if he is willing to go out of 
his way to do so! 

Imagine, if you will, how little 
profit there is in antagonism of any 
sort between the mill and the office, 
between departments, and between 
individuals. Yet all of us know that 
such conditions exist. Cooperation is 
the difference between mediocrity 
and achievement, failure and suc- 
cess. Its effect is like the ever widen- 
ing circles when you cast a stone in- 
to a quiet pool. 

: y y 
Governmental Buyers 


Conference 


(Continued from page 103) 


the committee offered a proposed 
model statute or charter ordinance 
which, with minor changes, could 
be easily adapted to satisfy local 
conditions. 

The conference closed on Wed- 
nesday afternoon with a round table 
discussion on the organization and 
administration of public purchasing 
departments, led by Mary E. 
©’Connor, Director of Purchase, 
New York State Division of Stan- 
dards and Purchase. Miss O’Con- 
nor said, in part: 

“The increased cost of every com- 
modity on the market makes it nec- 
essary to find new avenues of eco- 
nomy, if available budgets are to 
provide even approximately pre- 
war standards of living. The one 
approach to this problem is to buy 
more efficiently, closer to the source 
of supply, in larger quantities and 
containers, with less red tape and 
fewer demands for service. Term 
contracts, based on volume of com- 
modities, standard trade specifica- 

(Please turn to page 248) 
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(mprovements and economies in welded piping — iis cacao 
4 - WELDING FITTINGS 


result from this bir /f Improve Piping Designs 


and Reduce Costs 


“LONG :° Taseaeeer” 
ASA TYPE 


Ca 


90° ELBOWS 


LONG RADIUS LONG RADIUS 
ne LONG TANGENT 
MIDWEST 


LS 1”aD | C/E ea 
~. '13%D 
’ > 4 “LONG TANGENT” 


size 
a ASA TYPE fe 
| ry 
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SIZES: ¥%° TO 24”, INCLUSIVE SIZES: 2 To 20°, INCLUSIVE 


Dimensions conform to applicable size range Same radius as ASA Elbows but with long in- 


LAP-JOINT | REDUCERS 
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of American Standard for Buit-Welding Fit- tegral tangent on each end—an exclusive 


tings, ASA B16.9. Radius and center-to-end Midwest feature that saves time and pipe. 





dimension equal 1'/2 times nominal pipe size. No price increase over ASA Elbows. 
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Where space limitations prevent use of ASA Midwest Reducing Elbow takes the place of 
Elbows or Midwest “Long Tangent” Elbows a straight elbow and a reducer. It saves more 


shown above at right, these short turn elbows than one-third of the welding and improves 
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The variety of Midwest Welding Elbows is particularly im- ete 
portant because of the exceptional latitude in design and Only MIDWEST 
economy in erection that it provides. For example, the 

Midwest Long Tangent Elbow permits faster, easier, more ers this 
accurate lining up with pipe . . . removes weld from point VARIETY 
of maximum bending stress . . . often eliminates a short eae 
nipple and its extra weld. Slip-on flanges are easily 


used with minimum change in flange and fitting. MIDWEST PIPING & SUPPLY CO., Inc. 
This “Variety” is only one of several reasons why Main Offices: 1450 South Second Street, St. Louis (4), Mo. 
many users prefer Midwest Welding Elbows. Sales Offices: New York (7), 30 Church St. 


Chicago (3), 79 West Monroe St. @ Los Angeles (33), 520 Anderson 
St. @ Houston (2), 229 Shell Bldg. @ Tulsa (3), 533 Mayo Bldg 
South Boston (27), 426 First St. @ Distributors in Principal Cities 
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WISCONSIN 


Heavy-Duty ~¢2-7Z00¢ed Engines 


Offer Reputability 
poo. Viel me de)') Me) i, & 


If your company manufactures power-operated equip- 
ment of any kind that can utilize engine power within 
a 2 to 30 Horsepower range... your good name is 
safe when the performance of your equipment is en- 
trusted to Wisconsin Air-Cooled Engines. 


Here is reputability to match your own, no matter how 
high or exacting your standards may be. Every Wis- 
consin Engine from the smallest to the largest is of 
heavy-duty design and construction. The perfectly bal- 
anced drop-forged crankshaft of every Wisconsin 
Engine runs on tapered roller bearings at both ends 
to take up end- and radial thrusts...a typical detail 
of Wisconsin heavy-duty design that assures the user 
“Most H.P. Hours” of on-the-job service. 


Wisconsin Heavy-Duty Air-Cooled Engines are avail- 
able in 4 cycle single cylinder, 2- and 4- cylinder types 
in a complete power range up to 30 H.P. 


Gaus?" WISCONSIN mo 


World's Largest Bu 


Single cylinder sizes 


3 to 6 H.P. 


Ide “ 


4 Wid 








Two cylinder sizes, 
7 to 13 H.P. 





V-type 4-cylinder 
sizes, 15 to 30 H.P. 
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TAGS AND 
LABELS 


SEND FOR YOUR FREE COPY OF 
“REYBURN’S BUSINESS HELPS” 


INFORMATIVE 






- KEEP YOUR 


% PRODUCT MOVING 


AT THE POINT-OF-SALE 





F ) 
Constantly selling your product... 
telling shoppers of its high quality, 
what it is made of, what it will do, 
how to use it, and how to care for 
it—that's Reyburn's Informative Tags 
and Labels. They provide immediate 
point-of-sale information for sales personnel 

. . Stimulate consumer interest ... speed up 
sales. Put this powerful selling force 
behind your product. Our expert tag 
and label designers are at your service, 
without obligation to you. Write today 
for information. 








= Z 





THE REYBURN MANUFACTURING CO., INC. 


PHILADELPHIA 32, PA. 


BRANCH FACTORY: ROYERSFORD, PA. 


WAREHOUSE: CHICAGO, ILL. 
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Governmental Buyers 
Conference 
(Continued from page 246) 


tions and purchase terms, inspection 
of delivery, and taking advantage of 
slack production periods and mar- 
kets are the best defensive mechan- 
ism against these soaring costs. 

“Some purchasing agents seem 
to feel that in order to keep control 
of all purchasing, every requisition 
must necessarily clear through the 
central office. While this may be 
true in a single town or village, in 
larger communities it is perfectly 
feasible to delegate authority to the 
using agencies for making certain 
local or specialized purchases, un- 
der appropriate rules and regula- 
tions. This decentralization of the 
actual mechanics of making indivi- 
dual purchases and the extension of 
the term contract system seem to 
be the major objectives for increas- 
ing efficiency within centralized pur- 
chase departments.” 

New officers of N.I.G.P. intro- 
duced at the closing session are: 
President, John F. Ward, Deputy 
City Purchasing Agent, Chicago; 
Vice Presidents, John Splain, Com- 
missioner of Purchase, New York 
City, and Michael M. Donohue, 
Purchasing Agent, Alleghany Coun- 


ty, Pittsburgh, Pa.; Treasurer, 
John W. Huffman, Purchasing 
Agent, Richmond, Va. Newly 


elected directors are William J. Mc- 
Kinney, State Purchasing Agent, 
Springfield, Ill., and Harold De- 
Wyk, City of Dearborn, Mich. 

The fifth annual conference of 
the group has been scheduled for 
October 8-11, 1950, at the Hotel 
Schroeder, Milwaukee, Wis. 
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Purchase of Lubricating Oils 
(Continued from page 104) 


Individual samples from each piece 
of equipment are sent periodically 
to the laboratory. 

The reports on the samples show 
the general condition of the engine 
and tell when to adjust the carbure- 
tor or gasoline mixture, when to 
change oil filters, when gaskets are 
leaking and when oil should be 
changed. The summary or cumula- 
tive report shows the general condi- 
tion of the fleet. From this report 
one can determine the efficiency of 
the oil filters used and the lubricat- 
ing oil used. The cost of this serv- 
ice is very nominal considering the 
value of the information furnished. 

If an arbitrary drain period meth- 
od is used, the standard certainly 


(Please turn to page 250) 
See Page 19. 
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Over the mountains—through the weather—at 60 or better 
They like this new kind of refrigerator car 

















Because ALUMINUM LASTS 


**Reefers on the high iron” is railroad lingo for 
refrigerator cars speeding your fresh fruits and 
vegetables over the main line. Because they 
highball, Alcoa Aluminum is ideal for these 
light weight cars. Means more payload. Less 
maintenance. And it is coming to mean some- 
thing else—long service. 

Alcoa built that into the metal. 

In developing Alcoa Alloys, we learned to 
build strength into aluminum. We tested those 


. ALCOA 
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alloys for fatigue and tensile strength. We 
proved them lasting, in corrosive industrial 
atmospheres, salt spray booths, and weather 
exposure. Then we were ready to say “Alcoa 
Aluminum lasts!”— and back it up. 

That is why, today, so many things are better 
buys in Alcoa Aluminum. 

ALUMINUM COMPANY OF AMERICA, 1908M 
Gulf Building, Pittsburgh 19, Pennsylvania. 


Sales offices in principal cities. 


FIRST IN ALUMINUM 
THE METAL THAT LASTS 


See Page 19. 











For many years, processing engineers who 
demand the best in Metallic Filter Cloth 
have specified NEWARK. This cloth offers 
a combination of accuracy and durability — 
a superior cloth with a long service life. 


Newark Metallic Filter Cloth is available in 
a wide variety of metals and in plain, twill, 
plain dutch, double twill dutch, and other 
weaves. Our wide experience in the process- 
ing field is your assurance of the right cloth 
for your filtration problem. 


Samples are available. 


/ 
NEWARK 
fe accuracy 


ire Gloth 


COMPANY 


346 VERONA AVENUE . NEWARK 4, NEW JERSEY 














Purchase of Lubricating Oils 
(Continued from page 248) 


should reflect the recommendations 
of many motor vehicle manufac- 
turers and the experience of fleet 
operators with well supervised main- 
tenance. Some of the latter operate 
on standards ranging from 5,000 
miles to semi-annual or “seasonal” 
oil changes which result in the ac- 
cumulation of oil mileage up to 
20,000 miles. Within the last vear, 
a large California oil company ad- 
vertised on bill boards that it was 
necessary to change oil only twice a 
year when their popular brand oil 
was in the engine. 

It is conceded that to operate for 
such long mileages, there must be 
good maintenance service with en- 
gines kept in good operating condi- 
tion and with oil filters and air 
cleaners regularly inspected. These 
two accessories are very important 
to efficient engine operation. In the 
absence of such maintenance service 
a nominal mileage period such as 
the 4,000 mile schedule used by the 
Federal Government is probably the 
safest course to follow. This Fed- 
eral standard is subject to decrease 
under very difficult operating con- 
ditions such as “Stop and Go”’ serv- 
ice, especially in cold weather, or 
when sand and dust are regularly 
encountered. 

For heavy construction equip- 
ment, diesel powered automotive, 
mobile, and portable units and other 
high speed diesel engines, the Fed- 
eral Government instructions are to 
follow the manufacturer’s recom- 
mendation for the particular equip- 
ment being used. 
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Southwest Buyers 
At Houston 


(Continued from page 117) 


to handle matters which are a direct 
function of engineering.” 

Selection of manufacturer and 
supplier on standard equipment 
items such as tubular goods, sucker 
rods, wire lines, valves and fittings, 
cement, mud and chemicals, etc., is 
strictly a purchasing department 
function, and standard manufac- 
turers can generally be relied upon 
to produce products of equal qual- 
ity. For mechanical equipment, 
drilling rigs, derricks, engines, etc., 
it is general practice for the engi- 
neering department to specify the 
brand desired, governed by applica- 
tion to the job in hand. The pur- 
chasing department should adhere 

(Please turn to page-254) 
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DO YOU HAVE 
this 
HANDBOOK ? 


We are referring to the 
176-page book labeled 
“The Tool Steels of Alle- 
gheny Ludlum.” It covers 
LXX, DBL-2, Super 
Panther, Deward, Sara- 
toga, Huron, Ontario, 
Sagamore, Potomac, 
Pompton, Seminole, 
Utica, and other famous 
A-L grades. Get your copy. 


ADDRESS Dept. P-82 
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That block or bar or rod of quality 
tool steel you received from Allegheny 


Ludlum . . . had to run the gamut of 
our vigilance committee right up to 
shipment time. You probably weren’t 
here to watch the technically planned 
mill procedure, the laboratory con- 
trols, and the inspections—but you 
can quickly appreciate the value of our 
dozen or more quality safeguards, 
once the steel goes into service. 
Consider, for example, the super- 
sonic reflectoscope. It’s uncanny how 
that ferrets out any internal flaw. 
This daily ritual of checking, test- 
ing, and inspecting at the various 
stages of production means that, in 
effect, we are operating our own 
“Bureau of Standards.” By thus in- 
suring quality, we protect you—the 
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customer. You get better results. 


For sound, clean, tool and die steels 
—uniformly accurate in analysis, struc- 
ture, hardness, and size—call A-L. 


/,\LLEGHENY 
UDLUM — 


STEEL CORPORATION 
Pittsburgh, Pa. 


TOOL STEEL DIVISION: DUNKIRK, N. Y. 


fut T00€ Siteeld 
Ounce (864 





weo 2492 


See Page 19. 251 
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in woven tapes 


PHOENIX WYTEFACE Non-metallic Woven Tapes 


Trade Mark 


OVER 3 TIMES LONGER WEAR. An enormous 
stride. A radical development. The new non-metallic 
PHOENIX WYTEFACE, as one highway engineer 
puts it, “has at least three times the life of ordinary 
metallic tapes”. Drastic field tests —in extremes of 
climate, in water and mud, over stones and rocks, 
under truck wheels, through brush and barbed wire 
—have established that fact. 


Here is the reason. PHOENIX WYTEFACE is a 
weave of amazingly strong synthetic yarns—a scien- 
tific wartime development—completely covered and 
protected by a special tough plastic coating that is 
not affected by water, is not brittle and will not flake. 


MORE ACCURATE, PHOENIX WYTEFACE will 
stand up to repeated soaking and drying and still 
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U. S. Pat. 2,321,920 


maintain a dimensional stability substantially higher 
than that of ordinary so-called “metallic” tapes. 


HIGHER DIELECTRIC CONSTANT. PHOENIX 
WYTEFACE Woven Tapes are entirely non-metallic 
—a feature that is important to Power and Utility 


Companies and to anyone working near high tension 
circuits. 

EASY TO READ AND CLEAN. The clear black and 
red markings on the white background are easy to 
read. The surface is easily wiped clean. 

Ask your K&E Distributor or any K&E Branch to 
show you the new PHOENIX WYTEFACE non- 


metallic Woven Tape, or write on your letterhead 


for a sample length to Keuffel & Esser Co., 
Hoboken, N. J. 


See Page 19. 
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NEW K&E WIDE FRAMED TRIPODS 
GIVE MAXIMUM STABILITY 


The wide framed leg construction of these new K&E 
tripods and the wide, all-metal hinges joining the 
legs and head result in great torsional stability. This 
makes the instrument much steadier—less vibration 
—in windy weather. Legs are straight grained maple. 
They are easy to plant firmly, because of their long 
steel ““Stoodite” tipped shoes and large spurs—the 
kind a man can get his foot on, even with boots or 
galoshes. The head fits all instruments with the 
standard 312 inch by 8 threads. K&E Wide Framed 
Tripods are made in stiff leg and extension styles. 


Ask your K&E Dealer or Branch to show you these 
tripods, or write to Keuffel & Esser Co., Hoboken, N. J. 
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ALBANENE* TRACING PAPER 
WILL NOT DETERIORATE WITH TIME 


ALBANENE Tracing Paper is made from a 100% 
pure rag base. Its fine printing transparency is due, 
not to oils that leak and “bleed,” but to a synthetic 
transparentizer that K&E developed specially for 
this purpose. Prints made today from drawings made 
on ALBANENE years ago, prove conclusively that 
ALBANENE does not turn 

brittle nor lose its trans- 

parency with time. 

Ask your K&E Distrib- 

utor or any K&E 

Branch for a sample 

or write to Keuffel 

& Esser Co., 

Hoboken, N. J. 


*Trade Mark ® 


See Page 19. 











Greatly increases the 
life of screw-head dies 


and plugs 


KEYSTONE 


“SPECIAL PROCESSED” 


COLD HEADING WIRE 





For recessed heads, Keystone’s new special-process 
wire delivers the desired upsetting and die forming 
qualities with such a high degree of uniformity 
that finished product rejections are practically 
eliminated . . . individual inspection of screws is 
no longer necessary . . . die and plug life are often 
more than doubled. This new wire effects consider- 
able savings in the production of Phillips head, 
clutch head and cross recessed head screws. 


Keystone is prepared to help solve any of your 
industrial wire problems. If special treatment is 
called for, Keystone’s metallurgical research and 
testing facilities are available to supply the 
answers. We welcome your inquiry. 





KEYSTONE 


Special Analysis Wire, Setting 


STEEL & WIRE CO. 
PEORIA ... ILLINOIS 


New Standards of Performance 
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Southwest Buyers 
At Houston 
(Continued from page 250) 

strictly to the requisition in such 
cases, but may procure the article 
from any one of several suppliers 
without referring the matter to en- 
gineering. If items are specified 
that are not generally accepted in 
the industry, the purchasing depart- 
ment should determine to its own 
satisfaction why standard manufac- 
turers have not been recommended. 
The engineering department pre- 
sumably has its own logical rea- 
sons, but these reasons must be 
clarified to the satisfaction of the 
purchasing department. 

“Sales people of necessity contact 
both the purchasing and engineer- 
ing departments,” he continued, 
“and this practice should not be dis- 
couraged nor resented by either, as 
it enables both to become acquainted 
with new and meritorious items 
which are constantly being offered 
to the industry. It must be recog- 
nized that others besides purchasing 
have a responsibility in the selection 
of the proper material for a job, and 
the act of placing an order must not 
be considered so paramount as to 
endanger the overall program. The 
important consideration is placing 
the order properly, and an efficient 
purchasing department must control 
the purchasing to the best interests 
of the company, regardless of which 
department actually obligates the 
company for the material. 

“The personnel of the purchas- 
ing and engineering departments 
should be sufficiently qualified so 
that each has full respect for the 
other’s opinion, and these depart- 
ments should be relatively on the 
same organizational level so that 
problems requiring joint considera- 
tion can be mutually discussed on 
the same level.” 

F. P. Nopper of Gulf Oil Corp., 
Tulsa, presided at the Thursday 
morning session. The first address 
was given by R. R. Robertson, 
President, Champion Paper & Fibre 
Co., Hamilton, Ohio. Speaking on 
“Trends of the Day’, Mr. Robert- 
son said: 

“Somehow, we must bring each 
and every one to a realization that 
he has a part to play in the function- 
ing of our national team if he 
wishes to retain the privileges and 
the liberties we all cherish so deep- 
ly. We need, not a Sabbath Day en- 
thusiasm, but rather a continuing 
week-long sense of individual re- 
sponsibility with action based on 
that sense. 

(Please turn to page 256) 
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for Thousands of Additional Applications 
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FROM A-C. | POWER LINE 








The new V*S Drives are 
now available in “%, 1, 1% 
and 2 hp. sizes. Compact 
control unit is approxi- 
mately 11" square, 30" 
high— weighs under 75 
pounds. 


ADJUSTABLE-SPEED DRIVE MOTOR 


CONTROL 
UNIT 





The Original Packaged All-Electric, 
Adjustable-Speed Drive for A-c. Circuits 
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(34-2 hp. 


Whi price 
eperybodl can afford / 


Adjustable Speeds from A-c. Power 
for GREATER PRODUCTION at LOWER COST! 


Here is a simple, space-saving, low-cost All-electric Adjust- 
able-speed Drive. This V*S Drive utilizes the same funda- 


mental principles employed in the design of a// Reliance 
V«*S Drives for over 11 years. 


UNLIMITED SPEED CHANGES. Provides an unlimited selection of 
speeds over a wide range—electrically. 
JOGGING AND CREEPING SPEEDS. Selector switch provides for 


slow, jogging speed. Creeping speeds available through speed 
adjustor. 


REMOTE CONTROL. Push a button and twist a knob—at the 
machine or at any remote location—for instant action. 


QUICK, SMOOTH STARTING AND STOPPING. Offers fully controlled 
starting and stopping. Dynamic braking is available. 


SPACE-SAVING. Compact, adjustable-speed drive motor con- 
nected to the driven machine saves valuable production space. 


SIMPLIFIED DESIGN.simplest design ever achieved in a packaged, 


all-electric adjustable-speed drive operating from A-c. circuits. 


ADAPTABLE-The new V*S Drive can be easily applied to existing 
machines or built into machines as original equipment. 


Machine builder or machine user, it will pay you to have all the 
facts on this important extension of the V*S line. Write today 
for Bulletin D-2101. 


Sales Representatives in Principal Cities 


ELECTRIC AND & 
ENGINEERING CO. 











Want Additional Product Information? See Page 19. 255 











, and Money by Buying Your 
SCREW MACHINE PARTS from KEMPSMITH 


Now — You can get high-quality screw machine parts from a reliable manufacturer 
at a substantial saving. In the modern, well-equipped Kempsmith plant, you will 
find a battery of six spindle automatics from 9/16” to 342” diameter and single 
spindle machines from 9/16” to 6%” diameter. Also plenty of hobbing, splining. 
broaching and other second operation equipment. These high-speed, precision ma- 
chines are available to YOU for producing your screw machine parts. They enable 
you to get costs down to meet competitive bids. All metals can be processed. Send 
us your blueprints. Our quotation will follow immediately. 


KEMPSMITH MACHINE CO., 1863 S. 71st ST., MILWAUKEE 14, WIS., U.S. A. 


_ KEMPSMITH 


_ Supplying the Needs of Industry Since 1888 








WAP << Every Koll 


* SAVES TIME - SAVES TAPE 


CENTRAL PAPER COMPANY, 
Menasha, Wis. 
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Southwest Buyers 
At Houston 


(Continued from page 254) 


“No purchasing agent can afford 
to ignore the effect of what he does 
on the national economy. The com- 
pany that gives him employment 
must maintain its sales volume, and 
that is linked to the sales volume 
of the nation. For a successful buy, 
he needs a favorable atmosphere, 
but he can readily go too far in 
creating an atmosphere favorable to 
to his individual objective.” 

mF. Jones, N.A.P.A. Vice 
President for District 8, spoke on 
“New Tricks for Old Dogs”, out- 
lining facilities of the educational 
program, and Executive Secretary 
George Renard gave a vigorous and 
stimulating “From One P. A. to 
Another” talk. Walter Bell’s sum- 
mation brought the business ses- 
sions of the conference to a close. 

The plant visitation trip included 
an inspection of the Champion 
Paper & Fibre Co. and Emsco Der- 
rick & Equipment Co. Banquet 
speaker was Dr. W. H. Alexander 
of Oklahoma City, on “Open Win 
dow . 
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Economic Seminars 


(Continued from page 101) 


1949, but our buyer, induced by his 
market analysis, believed it wise to 
refrain from purchasing 35,000 
tons of soft coal. This became a 
matter of high-level conference, as 
a result of which we concluded that 
money would probably be as tight 
and as much in demand in the mid- 
dle of the summer as it was in May, 
and therefore we could not lose in 
deferring the bid proposal of this 
bituminous coal. In early August 
we received bids on 35,000 tons 
of bituminous coal, and the net re- 
sult was that by deferring as against 
buying in May we saved $95,000 
or nearly $3. per ton. 

Our savings were not always in 
the huge brackets. This is one: The 
man who buys wooden ladders was 
ready to make an award at $1.75 
per foot when, during an Economic 
Seminar, he became convinced that 
the lumber market was getting 
heavy. As a result, he held off and 
forty-five days later let the con- 
tract at .999 per foot—a clear sav- 
ing of $.75 a foot. This transaction 
was approximately $2,500., but it 
may be accepted as proof that every 
single purchase that is made is ex- 
amined with the same idea in mind 

(Please turn to page 258) 
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Looking to extend his market by adding a lower priced 
line, the ingenious designer of “the only fruit spoon 
with citrus squirt insurance” writes to ask: “In dieing 
out these spoons, does Brass adapt itself favorably?” 


A thousand times, yes. Brass is the most adaptable 
of all metals. In fact, it often achieves forms, in a single 
operation, that would require several 
operations on other metals. And it’s the 
most receptive of all base metals, for any 
plating process from silver to chrome. 









We replied that “‘we would be pleased 


— 
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to determine the correct temper of Brass to be used for 
this purpose, and to send a sample for trial.”” And what- 
ever your product, a spoon or a supercharger, we say the 
same to you. It’s well worth your while to see for your- 
self how Bristol Brass gives you top-speed delivery of 
top-quality sheet, rod, and wire. 

The BRISTOL BRASS CORPORATION, Bristol, Conn. 
15 Park Row, New York City; 912 Morris Bldg., 1421 
Chestnut Street, Philadelphia, Pa.; 418 Frick Bldg., 
Pittsburgh, Pa.; 1607 South Broadway, Dayton, Ohio; 
703 Temple Bldg., Rochester, N. Y.; 538 Hospital Trust 
Bidg., Providence, R. I. 


(ALL PROMPT AND SHIPSHAPE) 
FROM THE BRISTOL BRASS CORPORATION 


SiC Gace Chag "BRISTOL FASHION” 
——< 


Organized in 1850 


See Page 19. 257 








READY , 
afWt 

Vt TO THREAD 

I to 2" PIPE 








RIGEID No. 65R gives real 


precision threads —quickly and easily 


@ In just 10 seconds you’re ready to cut fast, accurate threads 
on 1," 1%," 1%" and 2” pipe. Workholder sets instantly — 
only one screw to tighten, no bushings. The 65R has no 
extra dies for you to bother with; one set of high-speed steel 
chaser dies does the trick on iron, steel,brass or copper pipe 
or conduit. Buy work-saver 65Rs from your Supply House. 





THE RIDGE TOOL CO. ¢ ELYRIA, OHIO 








Economic Seminars 
(Continued from page 256) 


—have we reached the depth of 
price in the market. 

We refer to lumber again, and 
this incident is distinctly claimed by 
the buyer as a specific result of the 
Economic Seminar. One of the City 
agencies called for a large quantity 
of long leaf North Carolina pine, 
which was selling for $175 per 
thousand board feet. The buyer de- 
cided to examine into the uses, and 
through his knowledge of lumber 
and of markets, he prevailed upon 
the agency which has given us the 
requisition for this lumber to ac- 
cept fir instead, which was pur- 
chased for $89. per thousand board 
feet—a clear saving of nearly 50%. 

In the field of drugs and chemi 
cals more than $% million was 
saved in the last year. 


Far-Reaching Results 


We could go on almost intermin- 
ably with such incidents. Our expert 
buyers know their commodities, and 
they are firm in the belief that the 
savings which accured after these 
Economic Seminar sessions, was due 
largely to their being alerted to the 
wider business field—far beyond 
their own specialties. The results 
have been carried over into their 
daily work and their every purchase. 
They have discovered in themselves 
additional ingenuities which former- 
ly were dormant, but which have 
become alive, active and fruitful. 
They have been imbued with a spirit 
of competition, which has mani- 
fested itself in an attempt to con- 
tribute to the common pool of 
knowledge of all markets. They 
have not only attempted and suc- 
ceeded in analyzing related markets. 
but have taken pride in examining 
each transaction to determine whe 
ther the best deal possible has been 
made for the city. 

It is the intention to develop this 
Seminar to include all economic 
phases of City buying and City use 
in the City of New York. The idea 
will take a long time to expand ful- 
ly. What we have done to date is 
to open only the first section of the 
Economic Seminar syllabus. It has 
attracted interested attention on the 
part of the various other depart- 
ments of the City, and it is our hope 
that it will progress in such a way 
that ultimately all departments will 
operate along lines similar to those 
we are using, in the hope that even 
greater savings will be made in the 
scientific and satisfactory procure- 
ment of commodities required. 
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_ Cyeswoe OF WIRE FORMS 7 


GUESSING the number of forming opera- ing forming operations by setting up special 
tions needed to make a wire form can be fun _—jigs or developing an item to a four-slide 
.. . but paying for them is a different matter. “feed and form” proposition. 


Particularly if the item must be produced in ; ; 
) Gi 4 a P a To get the money-saving short cuts which 
arge volume and sell at dime-store prices. Gr ; 

5 ankés Wickwire customers enjoy, tell us what you 
- need ... then learn first hand about Wick- 
The answers to the problems above are ed Pegg Neate bo 
wire service and satisfaction. There is no obli- 


gation and it may result in a worthwhile 


(a) 1; (b) 4; (c) 3; amd (d) 1. The answer to 
your problem in wire forms is something that pray pees 

gx , - : 0 ‘tion cost. 
Wickwire’s engineers will be happy to figure RONCHOR if Or oe 


out. There won't be any guesswork and the 
job may be easier than you think. For our 
formed wire specialists have a knack of reduc- 


Send for our free book, “‘Springs and Formed 
Wires.” It's full of valuable data about spring 


selection and performance. 












A PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION + THE COLORADO FUEL AND IRON CORPORATION 


SPRING SALES OFFICE & PLANT—2 New Bond St., Worcester 6, Mass. * EXECUTIVE OFFICE—500 Fifth Ave., N. Y. 18,N. Y. 
SALES OFFICES—Boston + Buffalo * Chicago * Denver +» Detroit » New York + Philadelphia 
PACIFIC COAST—The California Wire Cloth Corp., Oakland 6, Cal. 


Other Quality Wickwire Spencer Products include: Wire, Wire Rope, Metal Conveyor Belts, Chain Link Fence, Industrial 
Wire Cloth, Poultry Netting, Hardware Cloth, Insect Wire Screening, Welded Wire Fabric for concrete reinforcement. 
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PERSONALITIES 


Owen W. Gavudern has been named 
Manager of Purchases for the Fluor Cor- 
poration, Ltd., Los Calif. 

Mr. Gaudern entered the purchasing 
held with the Neilan ( 
Angeles. In 1931 he 


year 


Angeles, 
ompany of Los 
joined Fluor and a 
transierred to the 


later was pur- 





W. Gaudern 


Owen 


chasing department. Among the success- 
ful assignments that marked his rise to 
the. top post in the department was the 
Shell Oil Company project in Vancou 
ver, B. C., in 1946. Prior to the present 
promotion he was assistant 
Purchases. 


manager of 


David M. Rush has been named Materials 
Engineer of the manufacturing division 
of the General Electric Company’s Air 
Conditioning Department, Bloomfield, 


N. J. His responsibilities include direc 
tion of purchasing, production and in- 
ventory control, and traffic and ware- 
housing functions. 

Prior to his appointment, Mr. Rush 


was engaged in special assignment work, 
serving as a member of the staff of the 
manager of manufacturing. Before join- 
ing General Electric, he was central 
planning manager of the General Aniline 
and Film Corp., Binghamton, N. Y. 


Norman O. Aeby, Director of Purchase 
of Johns-Manville Corp., New York, 
N. Y., was tendered a testimonial dinner 
on November 9 by a large group of his 
associates in the Purchasing Agents As- 
sociation of New York, marking his 
retirement from the company. The affair 
was held in the Engineers Club, New 
York. Mr. Aeby has completed more 
than 40 years in the purchasing profes- 
sion and 34 years as an active member 
of the New York Association. 
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tthe NEWS 





W. P. Metcalf has been appointed Pur- 
Agent of National Carbide Cor- 
poration, New York, N. Y. 

Mr. Metcalf was at one time purchas 
ing department the Union 
Bag & Paper Company, and served four 
and a half years with Stone, Webster & 
Blodgett, Inc. He came to National 
Carbide in 1942 where he was a priority 
coordinator of supplies, and 
purchasing agent 


chasing 


assistant in 


specialist, 


D. V. O'Leary, a 14-year veteran in air 
transportation, has appointed Di- 
rector of Purchasing and Stores for 
United Air Lines, Chicago, IIL. 
ing the resignation, as 
rector. of R. K. Moore. Mr. Moore, who 
had been with United for 21 
tends to engage in a new 


been 


follow 
Purchasing Di- 


years, in 
venture. 

Mr. O’Leary, for the past three and 
a half years manager of stores and in 
ventory control, will take over 
sibility for all purchasing, 


respo! 
inventory 





D. V. O'Leary 


control and stockroom operations. He is 
a graduate in electrical engineering of 
Catholic University. He worked for 
seven years in the diesel engine division 
of the Baldwin Locomotive Works be- 
fore joining United in 1935. He was dis- 
trict traffic manager in Detroit for five 
years, and in the engineering depart- 
ment for four before managing 
stores and inventory control. 


years 


John P. Sherron has been appointed As- 
sistant Purchasing Agent for the Penn- 
sylvania Railroad in Chicago, Ill. He 
succeeds Glenn L. Hoffman, who has 
elevated to the post of Assistant 
Purchasing Agent in Philadelphia, Pa. 


been 


John K. Conant has been elected a vice- 
president of the Regent Pulp and Chemi- 
cal Company, Inc., New York, N. Y. For 
the past nine years, Mr. Conant has been 
Assistant Director of Purchases of the 
American Viscose Corporation, in Phil 
adelphia. 





John K. Conant 


Prior to his service with America 
Viscose, Mr. Conant was Purchasing 
Agent of the General Printing Ink Cor- 
poration of New York, now the Sun 
Chemical Corporation. For five years fol- 
lowing World War I, he was associated 
with the Curtis Publishing Company, 
Philadelphia. 

During Mr. Conant’s 25 years of pur- 
chasing experience, he took an active 
interest in the National Association of 
Purchasing Agents, having been a mem- 
ber of the New England Purchasing 
Agents Association, the Purchasing 
Agents Associations of New York, Wil- 
mington and Philadelphia, and a former 
president of both the New York and 
Wilmington associations. He was for 
three years a director of N.A.P.A., and 
maintained active membership in the edu- 
cational committee for ten years. 

Mr. Conant was graduated as a me- 
chanical engineer from Cornell Univer- 
sity. He was in the French Army, and 
then the American Army, in World War 
1, completing his service as a captain. 


A. J. Campau has been named Director 
of the Purchasing and Salvage Section 
of the General Motors Corp., Detroit, 
Mich. Mr. Campau has been with Gen- 
eral Motors since 1916, when it acquired 
the Scripps-Booth Motor Co.. 
he was associated. 


with which 


(Please turn to page 262) 
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PRODUCTION UP, OIL COST DOWN 


Circo Heat-Transfer Oil Forms No Hard Carbon, 
Gives 6 Times the Service of Competitive Oil 


A manufacturer of coated fixture 
wire and cord was having big pro- 
duction losses. Well-designed heat- 
transfer systems were used to keep 
coating material at a specified tem- 
perature—and for best results this 
temperature had to remain con- 
stant. However, the oil heat- 
transfer medium broke down into 
sludge and formed hard carbon. 
Oil-flow and heat transfer were 
impeded. Tanks and systems had 
to be drained and cleaned once a 
month. Losses from retarded pro- 
duction, oil replacement, and ex- 
cessive maintenance ran high. 


At the suggestion of a Sun En- 
gineer, the mill switched to Circo 
Heat-Transfer Oil a year ago. No 
hard carbon has formed. All insol- 
uble matter is soft enough to be 
flushed out easily. Now an oil 
charge lasts six months, with cor- 
responding savings in oil costs. 
There is nothing to retard the heat- 
transfer, and production is steady 
at a new, high level. 

Records like this in raising pro- 
duction and lowering costs are 
common experience wherever “Job 
Proved” Sun Products are used. 
For example, a Sun lubricant has 


cut oil consumption in a diesel- 
generator set 30 percent, and 
sharply reduced the need for re- 
placements and repair. Sunoco 
Way Lubricant, by stopping chat- 
ter and jump, is saving a machine 
shop some $800 a year in rejects. 
A paper-mill turbine, run intermit- 
tently, has operated over 12,000 
hours so far on Sunvis 916 without 
an oil change and with no corrosion 
in journals or bearings. 

For information about “Job 
Proved’”’ Petroleum Products to 
serve your needs, call or write the 
Sun Office nearest to you. 


SUN OIL COMPANY - Philadelphia 3, Pa. 


In Canada: Sun Oil Company, Ltd. 
Toronto and Montreal 


SUN PETROLEUM PRODUCTS 


“JOB PROVED” IN EVERY INDUSTRY 





Stephen F. Curtis has been appointed 
Director of Purchasing for Johns-Man- 
ville Corporation, New York, N. Y. 

Mr. Curtis succeeds Norman O. Aeby, 
who retired as Director of Purchasing 
on November 30. Mr. Aeby, who has 
been associated with Johns-Manville for 
23 years, was one of the original organ- 
izers of the National Association of Pur- 
chasing Agents. In 1916 he was elected 
a vice president of the N.A.P.A. and in 
1943 served as President of the Purchas- 
ing Agents Association of New York. 

Mr. Curtis joined Johns-Manville in 
October, 1917. He later served as Pur- 
chasing Agent for the Kansas Ordnance 
Plant, a World War II shell loading 
plant operated by Johns-Manville for the 
U. S. Government. In October, 1946, he 
was appointed Purchasing Agent at the 
company’s office in New York City and 
upon the announcement of his promotion 
will have been with the company’s Pur- 
chasing Department for 32 years. 

Prior to joining Johns-Manville in 1926, 
Mr. Aeby was associated with the Ire- 
land & Matthews Manufacturing Co., 
Detroit, as Purchasing Agent. His first 
position with Johns-Manville was Pur- 
chasing Agent for the company’s plant 
at Waukegan, Ill. In 1937 he came to 
the company’s offices in New York City 
and in 1941 was appointed to his present 
post. 


E. R. Masback has been named Vice 
President in Charge of Purchasing of 
Masback, Inc., New York, N. Y. He 
succeeds Emil W. Cook, who has re- 
signed after 45 years’ service with the 
company. 


H. L. Schnell has been appointed a Pur- 
chasing Agent for General Electric Com- 
pany, Schenectady, N. Y., according to 
an announcement by Harry Erlicher, 
Vice President in Charge of Purchasing 
and Traffic. Mr. Schnell will be respon- 
sible for purchases of non ferrous me- 
tals, except copper and brass mill pro- 
ducts. 

Mr. Schnell, who joined General Elec- 
tric in 1947 as a manufacturing consul- 
tant, was formerly associated with Al- 
lis-Chalmers, the U. S. naval gun fac- 
tory at Washington, various divisions of 
General Motors, and the Republic Air- 
craft Products Company. 


C. W. Bryant has been appointed Pur- 
chasing Agent of the General Electric 
Purchasing Department’s Ferrous Prod- 
ucts Division, Schenectady, N. Y., ac- 
cording to an announcement by Harry L. 
Erlicher, Vice President in Charge of 
Purchasing and Traffic. 

Mr. Bryant, formerly Assistant Pro- 
duction Manager in the Apparatus De- 
partment, will succeed Arelin L. Wag- 
oner, who will continue work of an 
advisory and consulting capacity in the 
division. 

A graduate of Carnegie Institute of 
Technology, with a B.S. in mechanical 
engineering, Mr. Bryant joined the Gen- 
eral Electric Company as a_ student 
engineer on the Test Course in 1931. 
Subsequent assignments in the Schenec- 
tady Works included cost reduction work, 
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inventory control supervisor, assistant to 
production manager, and purchasing 
agent. In 1948 he was appointed assistant 
production manager, Apparatus Depart- 
ment. 

Mr. Wagoner began his G.E. career 
in 1906 as a clerk. As purchasing agent, 
he purchased most of the many diverse 
lines of materials used by the company. 


Edward V. Prescott and Edward Nemeth 
have been appointed Assistant Purchas- 
ing Agents, television receiver division, 
Allen B. DuMont Laboratories, Pater- 
son, N. J. Mr. Prescott was formerly 
with Westinghouse at Newark, N. J., 
and Mr. Nemeth was previously Pur- 
chasing Agent for Ketay Manufacturing 
Co., New York, N. Y. 


William T. Larduskey, General Purchas- 
ing Agent of the Crown Cork and Seal 
Company, Baltimore, Md., has retired 
after 39 years’ service with the company. 
Mr. Larduskey has been identified with 
the purchasing department since he 
joined the firm in 1910. 





William T. Larduskey 


Mr. Larduskey was honored with two 
farewell dinners on retiring. His asso- 
ciates in the purchasing departments 
presented him with gifts at an affair in 
the Ten Mile House on October 10. On 
October 26, a group of old time vendor 
friends tendered him a dinner at the Park 
Plaza Hotel. A scroll of commendation 
signed by the group, and a purse, were 
given to him. 


C. L. Warrick has been appointed City 
Purchasing Agent of San Angelo, Tex. 


Earl H. Otto has been named Purchas- 
ing Agent of the Baltimore and Ohio 
Railroad, with headquarters at Balti- 
more, Md. He succeeds Fred E. John- 
son, who has retired after 49 years’ 
service with the railroad. 

Mr. Otto, who has been chief clerk 
in the purchasing department, entered 
the B & O service in 1917 as a clerk in 
the stationery office. 





EDWARD A. SHUMAKER 


Edward E. Shumaker, who joined the 
Victor Talking Machine Co. in 1911 as a 
purchasing agent and worked himself up 
to the presidency, died recently at the age 
of 67. Mr. Shumaker became first presi- 
dent of the RCA-Victor Company, when 
the companies merged in 1930, and served 
until 1932. 





AMONG THE COMPANIES 
YOU BUY FROM 





Detroit, Mich—Standard Pressed Steel 
Company. George A. Gade, former dis- 
trict manager of the company’s office 
and warehouse here has been appointed 
regional sales manager of mid-west ter- 
ritories. He will continue to make his 
headquarters in Detroit. Francis J. Kin- 
sella succeeds Mr. Gade as district mana- 
ger. 


Kalamazoo, Mich.—Ingersoll Steel Di- 
vision, Borg-Warner Corporation. Frank 
J. Nugent has been appointed sales 
manager of heating equipment. 


Minneapolis, Minn.— St. Regis Paper 
Company. John A. Larigan has been 
appointed sales representative of the 
company’s multiwall bag division here. 
Howard C. Bryan has been named field 
engineer in the Minnesota area. 


Midland, Mich—The Dow Chemical 
Company. Floyd J. Gunn has been ap- 
pointed head of coatings sales in the 
company’s plastics division. 


Chicago, Ill—Tennessee Eastman Cor- 
poration. E. Murray Williams has been 
added to the staff of the company’s 
chemical sales office here. 


Madison Conn.—Clinton Machine Com- 
pany. Glen E. Hildebrand has been named 
regional sales director of the New Eng- 
land and Central Atlantic areas. 


Rochester N. Y.—Tinnerman Products, 
Inc. A western New York sales division 
has been established with headquarters 
here in the Cutler Building. Chris Ring- 
haver has been named sales manager of 
the new district. 


Richmond, Va.—National Bearing Di- 
vision, American Brake Shoe Company. 
William J. Grant has been appointed 
manager of southern sales. 


Boston, Mass.—Simonds Abrasive Com- 
pany. The company has established a 
branch office and warehouse stocks of 
grinding wheels and abrasive grain at 
1350 Columbia Road. 


Detroit, Mich—Bay State Abrasive 
Products Company. Elden Auker has 
been appointed assistant district manager 
for the Michigan area. 


Houston, Tex.—Republic Rubber Di- 
vision, Lee Rubber & Tire Corporation. 
W. Thomas Willey has been transferred 
here as special representative to work 
with East Texas and Louisiana oilmen. 


Portland, Ore. —E. C. Atkins and Com- 
pany. Elias C. Atkins III has been pro- 
moted to assistant to the vice-president, 
and will travel extensively in the Port- 
land area. 


Bridgeport, Conn.—The Allison Com- 
pany. Curtis D. Cummings has been ap- 
pointed sales manager. 

(Please turn to page 264) 
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Stainless Steel Pipe Lines 





Whether you use it to handle chemicals . . . food wae. 
or dairy products .. . you'll find everything you need for 
that stainless pipe line right in Frasse warehouse stock. 


Stainless pipe? Frasse stocks it in seamless or welded, 
standard or extra heavy—and in a complete range of sizes. 
You can choose the analysis, too—type 304, type 316 for 
severe corrosive conditions, or type 347 for high temper- 
ature use. All are on hand for immediate delivery. 





Valves and fittings are equally handy. Frasse stocks 
stainless gate and globe valves, nipples, elbows, couplings, 
tees, unions—everything you need to hook up a new line, 
or replace a section. 


It’s convenient to work with the range and variety in 
Frasse stocks—and the quick delivery helps you get the 
job done. Whenever the layout calls for stainless—call 
Frasse. Peter A. Frasse and Co., Inc., 17 Grand Street, 
New York 13, N. Y. (Walker 5-2200) + 3911 Wissahickon 
Avenue, Philadelphia 29, Pa. (Baldwin 9-9900) + 50 
Exchange Street, Buffalo 3, N. Y. (Washington 2000) - 
Jersey City + Syracuse + Hartford - Rochester + Baltimore 


NEW / For Stainless Pipe and Tube Users! 


This new 24-page manual is brimful of useful data on stainless 
steel tubular products. Includes type characteristics, physical 
properties, fabricating data, tolerances, standard finishes, cor- 
rosion resistance, and similar essential information. Invalu- 
able for reference if you’re working with stainless tube or 
pipe. Send for your free copy today. 


18AA i 
Peter A. Frasse and Co., Inc. 
17 Grand Street, New York 13, N. Y. 


Please send me a complimentary copy of your new 
stainless tube and pipe manual. 


FRASSE ie 


Stainless Tubing, Pipe, 
Valves and Fittings 


DECEMBER, 1949 Want Additional Product Information? See Page 19. 263 





. 
? 
Pi 
; 
: 








These Coolers mee 
every demand © 


Ir doesn’t matter what you seek in an electric cooler, 
you'll find it in a Halsey Taylor! They are not only 
modern in mechanical improvements but they bring a 
welcome freedom from servicing annoyances. Coolers 
for remote installations, combinations for drinking 


use, or Halsey Taylor fountains for plant or office 


use. Get our catalog. 


THE HALSEY W. TAYLOR CO. 


Warren, Ohio 















COOLER FOUNTAINS 





for a better fit, 

more comfort, 

longer wear 
NEW, IMPROVED 


NEOPRENE 









INDUSTRIAL 


CURVED-FINGER GLOVES! 


New Hood gauntlets 
and knit wrists provide 
new comfort, better fit, 
longer wear for vital 
hands. In addition, 
knuckle 


allowance, curved fingers and thumbs, 





there’s ample 


reinforced thumb crotch, no seams on 
working surface, color fast knit wrists. 
Be sure of new protection, new efficiency. 
Order from your jobber today! 


Watertown, Mass. 
DIVISION OF THE B. F. GOODRICH CO. 
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SHELDON 





BIG 


Shaper Performance 
Small Shaper Price 


The SHELDON 12” Back-Geared Shaper is 
neither too big, nor too small. It is just right 
for most shaper work in most tool rooms and 
shops. 


In weight, design features, capacity and perform- 
ance, it is a “big shaper”. In price, operating 
cost and floor space, it resembles a “‘small shaper’. 
It is the logical 1st shaper for the small shop and 
installations in large plants. 


Write for catalog that shows, describes, and 


gives specifications of this shaper and its avail- 
able accessories. 


SHELDON MACHINE CO. Ine. 


Menulacturces of Sheldon Preciawn Lathes * Milling Machines * Shapers 
4220 MW. KNOX AVENUE + CHICAGO 41, ILLINOIS, US & 








See Page 19. 





Chicago, Ill.—Kleen-Stik Products, Inc. 
Sales offices have been moved to 225 
No. Michigan Avenue. 


San Francisco, Calif—Independent Pneu- 
matic Tool Company. Eugene C. O’Con 
nell has been appointed manager of the 
company’s sales and service branch here. 


Kansas City, Mo.—C. A. Norgren Com- 
pany. Ellis W. Akin has been appointed 
representative for western Missouri and 
eastern Kansas from Springfield to 


Wichita. 


Chicago, IIl.—Townsend Company. J. R. 
Rose has been appointed sales manager 
for the western district. 


Trenton, N. J.—John A. _ Roebling’s 
Sons Company. J. F. Berger has been 
appointed manager of sales for industrial 
wire products, and Samuel K. Hornor 





S. K. Hornor J. F. Berger 


manager of sales for hardware products 
Mr. Berger has spent 35 years with the 
company in the woven wire field. Mr. 
Hornor has served in various sales ca 
pacities for 12 years 

Chicago, Il.—Unistrut Products Com 
pany. Spencer R. Griffiths has been ap 


pointed assistant sales manager. 
Seattle, Wosh.—Butterfield Division 
Union Twist Drill Company. F. P 


Rogers, 520 First Avenue, has been ap 
pointed representative in 
Washington. 


Oregon and 


New York, N. Y.— National Carbide Cor 
poration. Robert A. Speck has been ap 
pointed vice president in charge of sales 
and distribution. 


Cleveland, O.—The Midway Tool Com 
pany, Inc. C. J. Gerker has been named 
sales manager, with headquarters in the 


Arcade Building here. 
Pittsburgh, Pa—The Clyde E. Speer 
Coal Company. W. C. Devitt has been 


named assistant to E. F. Smith, district 
sales manager in the Cleveland territory 


Chicago, Ill—E. W. Bliss Company. 
Bernard E. Meyer has been named Chi- 
cago district manager to 
Frank Wilmott, who has retired. 


sales succeed 


Cleveland, O.—Goodyear Tire & Rub- 
ber Company. John L. Sinclair has been 
appointed distric manager here for the 
company’s mechanical goods division. 

(Please turn to page 266) 
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OUT OF YOUR PRODUCT WITH 


DOLER-MAG 


MAGNESIUM 


YOUR PRODUCT 


could be a design success story like these! 


SCINTILLA DISTRIBUTOR HOUSING 
FOR AIRCRAFT ENGINES 


Lightness plus our ability to cast the many holes 
determined the use of “DOLER-MAG” die casting in this 
operation. 


8" Diameter x 34%” High. Weighs—1.85 Ibs. 
e 


UNDERWOOD ELECTRIC TYPEWRITER 
(Assembled) 


The number of magnesium die castings used in this unit 
reduce weight and provide necessary stiffness and 
rigidity. Damping capacity effectively reduces vibration 
and operational noise. 

Six parts —Total Weight 4.573 Ibs. 
Equivalent steel parts weigh 4 times as much. 





























*Reg. U.S. Pat. Off. 








Doehler-Jarvis Corporation 
‘DOLER-MAG’ magnesium die castings 386 Fourth Avenue, Dept. S-2 


New York 16, N. Y. 
Please send me your special pamphlet on 


“Doler-Mag,” plus other technical pamphlets 
on various die casting applications. 


give you these advantages: 





ent paint or 


COMPO .2nscvenessssnsorsorcseosncoseniarenscwibissenmonhecneosonten 
h + Non sparking - Non toxic » Non magnetic 


IED ccc nnsinsenressenenantnssintaahaiapacinissmniniamiinaaian€ 
SEND FOR MORE INFORMATION TODAY EE Ne 


RVIS CORPORATION 
The Werldi Largest Producer and Finisher of Die Castings 


386 FOURTH AVENUE 
NEW YORK 16, N. Y. 
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CLEVELAND 


7p Lually 
SOCKET HEAD SCREWS 


made by the Kaufman Process 


assure you Extra Values 
without Extra Cost 
















@ Add to the usual engineering advan- 
tages of this type of cap screw the extra 
values of greater strength and uniformly 
; \ accurate cold forged forming—that's the 
result of applying the Kaufman Double 
Extrusion Process, without extra cost to 
you. Cleveland Socket Head Screws have 
perfectly concentric sockets, formed 
completely in the forging operation. It 
pays you to specify and buy Cleveland 
Socket Head Screws. 

THE CLEVELAND CAP SCREW COMPANY 
2917 East 79th Street ° Cleveland 4, Ohio 
Warehouses: Chicago, Philadelphia and New York 









Specialists for more than 30 years in 
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Brooklyn, N. Y—American Manufactur- 
ing Company. Charles D. McAllister has 
been promoted to sales manager. 


Chicago, tll.—Fairbanks, Morse & Co. 
A. C. Traub has been appointed manager 
of the stoker division. 


Boston, Mass.—Fairbanks, Morse & Co. 
Russell A. Stevens has been appointed 
manager of the company’s branch here, 
succeeding V. O. Harkness who has as- 
sumed the duties of diesel sales depart- 
ment manager for the Boston area. 


New York, N. Y.—Le John Manufactur- 
ing Company. J. J. Connolly, Inc., 460 
Tenth Avenue, has been appointed manu- 
facturer’s representative for New York 
City and the greater metropolitan area. 


Lansing, Mich.—Kold-Hold Manufactur- 
ing Company. Clayton P. Yoder has been 
appointed sales manager of the Platecoil 
Division. 


Hillside, N. J.—The Cooper Alloy 
Foundry Company. J. L. Lessman has 
been appointed manager of valve and 
fitting sales. 


Philadelphia, Pa. — Powdered Metal 
Products Corporation of America. Rus- 
sell T. Brosius,. with headquarters at 
1617 Pennsylvania Blvd., will represent 
the company in eastern Pennsylvania, 
southern New Jersey, Delaware and 
Maryland. 


Seattle, Wash.—Lyon Metal Products, 
Inc. A new warehouse has been opened 
at 1755 Utah Avenue. 


New York, N. Y¥.—Gould Paper Com 
pany. Joseph Fowler has been appointed 
sales representative. 


Chicago, ill—Synthane Corporation. 
Sales offices here have been moved to 
larger quarters and more convenient lo- 
cation at Morton Grove, just beyond the 
city limits. 


St. Lovis, Mo.—Titan Metal Manufac- 
turing Company. J. H. Goodspeed, for- 
merly in the Chicago sales office, has 
been placed in charge of the company’s 
sales office here in the Arcade Building. 


Lakewood, O.—Chicago Nipple Manu- 
facturing Company. Charles W. Mangan 
of 1259 Granger Avenue, has been ap- 
pointed representative for the state of 
Ohio, except Toledo, and the southwest- 
ern quarter, as well as West Virginia 
and the extreme western portion of 
Pennsylvania. 


East Alton, ill—-Western Brass Mills 
Division of Olin Industries, Inc. David 
T. Marvel has been appointed to the 
newly created position of general sales 
manager. Mr. Marvel was for the past 
nine years manager of sales with the 
Tubing Specialties Division of the Na- 
tional Tube Company. 


Buffalo, N. Y.—The Rapids- Handling 
Equipment Company, Inc. Harry J. 
Riether has been appointed sales engi- 
neer. 

(Please turn to page 268) 
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ARCOS 
LOW HYDROGEN 


ELECTRODES 






ARCOS pioneered the low hydrogen type 
of electrodes during the war years to produce sound welds 
when welding low alloy steels such as chrome-molybdenum, 
vanadium and nickel alloy steels. 


ARCOS quality-controlled low hydrogen electrodes 


* Require no preheat on many jobs. 

* Have high impact values. 

* Give a complete range of tensile 
properties with high ductility. 


] 


























l l 

: Yield Strength, psi . Tensile Strength, psi Elongation in 2’ ; Reduction in Area 
Manganend =] 70- 85,000 | 90-100,000 Pe 20-30% “ 40-70% 
Manganend 2m | 65-105,000 1 100195,000 | wocae 15-20 
Nickend1] $2. 69,000 1 70- 80,000 | 25-30 | 50-60 
Nickend2 65- 75,000 | 80- 90,000 190-30 45-60 

| i | I 


ARCOS Low Hydrogen Electrodes 
are recommended for welding: 


Low alloy cast steels. 


Low alloy high tensile strength 
rolled steels. 


High carbon steels. 
High carbon to mild steels. 
Free machining steels. 


+ +e + FH 


Send for ARCOS Bulletin 1249 containing more specific infor- 
mation on the use of ARCOS LOW HYDROGEN ELECTRODES. 








ELECTRODES * COILED WIRE e BARE ROD woe & Boe hae om, 


1500 S. 50th ST., PHILADELPHIA 43 
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Heme by ride... 
OKONITE and 
MANSON tapes 





Increase sales, dress-up your packages, 
speed up deliveries with FENT-ONAMEL 
labels. They're different -the only 
labels of their kind made 

Write TODAY for samples & prices 
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r’FENTON LABEL CO." 
DEPT. Fi, SOG RACE ST., PHILA. 6, PA 1 
i Please send prices and samples of shipping labels § 
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i Firm i 
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San Francisco, Cal—The G, A. Gray 
Company. C. F. Bulotti Machinery Com- 
pany, 475 Fourth Street, has been ap- 
pointed exclusive distributor for the en- 
tire line of Gray machine tools. 


Cleveland, O.—The Cleveland Twist 
Drill Company. J. C. Stites has been 
appointed assistant manager of sales and 
export sales manager. 


Schenectady, N. Y.—General Electric 
Company, Apparatus Department. Rich- 
ard Cutts, Jr., has been named manager 
of sales for the Central Stations Di- 
visions. 


Oakland, Calif. 
Steel Division, American Brake Shoe 
Company. William C. 


American Manganese 
Bruton has been 
appointed district sales manager. His 
territory covers the Pacific Northwest. 
including the Yukon territory and 
Alaska. 

United States Rubber 
Joseph A. Conlon has_ been 
named district sales manager for the 


Chicago, Ill. 
Company. 


mechanical goods division branch here. 
He succeeds William T. 
has retired. 


Keenan, who 


Cincinnati, O.—John A. Roebling’s Sons 
Company. A new office and warehouse 
has been Fredonia 
Avenue. W. K. Hanna, former head of 
the Pittsburgh branch, will 
manager. 


opened at 3253 


serve as 


Commercial Filters Cor- 
poration. A mid-western sales office, in 
charge of Walter H. Magee, has been 
opened here at 603 West Washington 
Boulevard 


Chicago, Ill. 





INDUSTRIAL 
DEVELOPMENTS 





Lou Mervis, head of the Pittsburgh Gear 
Company, Pittsburgh, Pa., has acquired 
the controlling interest of the Ottumwa 
Iron Works, Ottumwa, Iowa. 


United Engineering Company, San Fran- 
cisco, Calif., has completed a new de 
partment devoted entirely to high pre- 
cision machine shop work 


The Pickering Governor Company, Port 
land, Conn., manufacturers of governors, 
has been acquired by the Henry & Wright 
Division of Hartford-Empire Company. 
Manufacturing and sales will be handled 
from Henry & Wright 
Hartford, Conn. 


headquarters, 


Reynolds Metals Company has launched 
an $8,000,000 expansion program in its 
Listerhill, Ala. operations which, when 
completed, will give it what is called 
“the most complete, diversified alumi 
num manufacturing unit in the world”. 


The corporate name of Kaiser Engineers, 
Inc., Oakland, Calif., has been changed 
to Kaiser Industries, Inc. The engineer- 
ing and construction division will con- 
tinue to do business as Kaiser Engineers, 
a division of Kaiser Industries, Inc. 

(Please turn to page 270) 


ARMSTRONG 


Drop Forged EYE BOLTS 





Specify ARMSTRONG Drop 
Forged Eye Bolts for extra strength 
— correctly engineered proportions, 
forged-in quality, uniformity of de- 
sign in all sizes and the best mild 
steel, heat treated to increase tensile 
strength. Built to tool standards, not 
hammered out as “tonnage” forg- 
ings, “they always carry their load 
safely.” 


Stocked by Armstrong distributors, 
with or without shoulders, threaded 
or as blanks in 16 sizes (openings 
from %” to 4” i.d.). 


Write for New S-48 Catalog, just released. 


ARMSTRONG BROS. TOOL CO. 


5203 W. Armstrong Ave. 
Chicago 30, U. S. A. 
New York 


San Francisco 





IMPERIAL 
Self-Closing FAUCET 


for steel drums or barrels 





No. 261-G 
Self-Closing Barrel Faucet 


Holds oil, gasoline, kerosene, alcohol, 
light varnishes, clear lacquers, thin- 
ners, solvents and most other liquids. 
Fast-flowing. Easy to operate .. . closes 
automatically. Can be locked closed. 
Cannot be left open by accident—an 
important safety factor. Operating 
efficiency not affected by heat or cold. 
Extra sturdy. Millions in use. Has 
standard 34” pipe thread. 


See Your Industrial Supply House 


THE IMPERIAL BRASS MFG. COMPANY 
512 S. Racine Ave., Chicago 7, Ill. 





See Page 19. 
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Ys, the American public spends nearly $2 each 
on greeting cards every year. It’s a 300 million dollar business 
which with stationery and allied products adds up to 3,000 
plants producing 8 billion dollars in sales. 
The greeting card and stationery manufacturers report a unanimous 
preference for set-up boxes —using 100 million annually. 
Versatile characteristics ranging from product protection to 
greater sales appeal are the reason for the preference. 
Why not ask your nearest set-up box manufacturer 


what set-ups can do for your product. 


xe NATIONAL PAPER, BOX MANUFACTURERS 


AND COOPERATING SUPPLIERS 
Liberty Trust Building @ Philadelphia, Penn. 
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COTO-COIL WINDINGS 
KEEP COSTS DOWN 


For over 30 years COTO-COIL windings have 
been developed to meet specific requirements 
to function perfectly . . . to give you the 
best for the least . . . the winning point. Send 
us your specifications and let us quote. We can 
prove our point. 
BOBBINS 
ACETATE INTERLEAVE (Coalesced) 
PAPER INTERLEAVE 
COTTON INTERWEAVE 
TAPED FORM WOUND 


UNIVERSAL SINGLE CR 
MULTI-PIE CROSS WOUND 











The L. S. Starrett Company, Athol, Mass., 
has completed a new plant expansion 
housing the company’s hacksaw, band 
saw, band knife and precision ground 
flat stock division. Production flow trav- 
el has been reduced 80% over previous 
methods, it is said, with substantial re- 
duction in production costs. Straight-line 
production and continuous flow of ma- 
terial from the raw steel to finished 
goods highlights the plant operation. 


Threadwell Tap & Die Company, Green- 
field, Mass., has announced the. elimina- 
tion of multiple chain discounts in its 
pricing, and has substituted a new sys- 
tem of net pricing in industrial sales. 
The company is making available its 
net price lists to all purchasers of taps 
who write requesting them on their com- 
pany letterhead. 


Pittsburgh Plate Glass Company expects 
shortly to sign contracts for the con- 
struction of a paint plant at Torrance, 
Calif. An ultra-modern plant, it will cost 





Pittsburgh’s Projected California Plant 


approximately $1,250,000. Original equip 
ment will permit production of 1,500,000 
gallons annually. Sufficient floor area for 
additional equipment is available to boost 
production to 2,600,000 gallons in the 
future. 


Baver & Black has announced that its 
industrial adhesive tapes will hereafter 
be known as Polyken Industrial Tape. 
It was stated that growth of the indus- 
trial tape business made the new desig- 
nation necessary to avoid confusion with 
the company’s other products. An ex- 
panded production, distribution and sales 
program became effective in October, 
when the Polyken designation went into 
eftect. 


Monsanto Chemical Company’s Western 
Division has purchased a small plant 
site at Santa Clara, Calif. to improve 
services to the expanding Western Divi- 
sion market. The plant will produce syn- 
thetic resins and specialty coatings. 


Fidelity Chemical Products Corporation, 
manufacturers of industrial metal treat- 
ing and cleaning compounds, has moved 
to larger quarters at 470 Frelinghuysen 
Avenue, Newark, N. J., where it has 
many new facilities for research, testing 
and production. 


Robbins & Myers, Inc., Springfield, O., 
and Hunter Fan & Ventilating Company, 
Inc., Memphis, Tenn. have become affilia- 
ted. Both companies will continue to 
operate as separate organizations. 


(Please turn to page 272) 
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Cite Saad Zats 


$968 


BRICATED 






“de tek . .. THAT LANDS THE BIG ONES 





BIG ORDERS, we mean...and why not! 
Here’s the last word in efficiency for pickling wire. It’s 
rugged. Fabricated from Stainless Steel. Handles a 
1500 Ib. load of brass wire...or you can have it in 
Monel for pickling steel in sulphuric acid. 


Fabricated and welded hooks are much lighter than 
cast hooks; are safer to use. This one (of an order for 
10) is 76” long; hook 3’8%”; throat 16”, but they are 


obtainable in any size to suit your load and existing 
tank. Rolock Pickle Hooks will cut hourly costs... give 
you long service life...they handle easily and fast. 
Our re-orders indicate high satisfaction. May we give 
you details? 


For job-engineered equipment to suit your specific 
Finishing Processes, send us drawings or sample parts. 
Catalog on request. 


Offices in: PHILADELPHIA * CLEVELAND * DETROIT * HOUSTON * INDIANAPOLIS *® CHICAGO * ST, LOUIS * LOS ANGELES ®* MINNEAPOLIS 





ROLOCK INC. + 1270 KINGS HIGHWAY, FAIRFIELD, CONN. 


for better work 


Easier Operation, Lower Cost 


14RL49 


DeEcEMBER, 1949 
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tHe ricGHt BALL 





Not only in precision ball bearings, but 
in countless other places, Strom has 
found that the right ball will do the 
job better. Maybe your problem can 
be solved with the use of the proper 
ball. Why not take it up with Strom. 


Strom has been making precision 


Let Strom Help You 


metal balls for over 25 years for all 
industry and can be a big help to you 
in selecting the right ball for any of 
your requirements. In size and spher- 


ical accuracy, perfection of surface, 
uniformity and dependable physical 
quality, there’s not a better ball made. 











stock in trade! 


Service is a word that’s used —and abused — 


too often. At American it’s an honest fact! 


We make top quality tubular and split rivets. 





foremost manufacturers 


AMERICAN RIVET 


But it’s the service we have been able to render 


that explains why so many of the country’s 


“buy American.” We 


started with many of our good customers 


when unforeseen production loads called 


for more rivets, quick. We'd 


like to serve you. 


Tubular and Split Rivets 
.. » of all metals . .. for 
all industrial applications. 


(An Illinois Corporation) 


1313 W. Congress St., Chicago 7, Illinois 
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Jas. P. Marsh Corporation, Skokie, LIL, 
has changed its sales and manufacturing 
structure. Sales of the newly acquired 
Electrimatic line of refrigeration con- 
trol valves and regulators are to be han- 
dled by The Electrimatic Company. Sales 
of all Marsh pressure gauges, dial ther- 
mometers and related products will be 
handled by Marsh Instrument Company. 
Sales of Marsh traps, valves and other 
heating specialties will be handled by 
Marsh Heating Equipment Company. 
Each organization will be designated as 
a sales affiliate of Jas. P. Marsh Cor- 
poration. 


Hercules Powder Company, Wilmington, 
Del., has announced plans to construct 
a pilot plant in Klamath Falls, Oregon, 
for the study of the chemistry of west- 
ern woods. The announcement stated 
that Hercules may require at some time 
in the future, depending on the results 
of the pilot plant, “substantial manufac- 
turing facilities’ in the western states. 


Gulf Refining Company has completed 
and put into full operation two Ohio re- 
fineries at Toledo and at Cincinnati. 
This represents the completion of an 





Gulf’s New 


“Cat-Cracker”’ 


18-month program of expansion and mod- 
ernization which cost in excess of $35,- 
000,000. Sixteen new refining structures, 
buildings and plant extensions have been 
erected at each refinery, as well as ad- 


ditional tankage which increases petro 
leum storage capacity by 50,000,000 gal 
lons. 

McGuire Bros., Inc., Long Island City, 


N. Y., has acquired two Kex industrial 
wiping towel service companies, North- 
east Service, Inc., Worcester, Mass., and 
Alpha Industrial Service, Woodbridge, 
N. J. The move associates the company 
on ‘a franchise basis with Kex National 
Service and affords it complete coverage 
of industrial northeastern United States. 


Detroit Steel Corporation, Detroit, Mich., 
and Portsmouth Steel Corporation, 
Portsmouth, O., have concluded an agree- 
ment by which the Detroit company will 
acquire the physical assets ahd the steel 
business of the Portsmouth company on 
January 1, 1950. The agreement calls 
for large-scale expansion of Portsmouth 
Steel’s present finishing facilities. 
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AIR SEPARATOR 


For separation of fines to 325 mesh 
and finer. Increases output from 
25% to 300% ... lowers power 
costs by 50°. For years, this separa- 
tor has been the standard in the 
cement industry. 





RING-ROLL MILLS SWING-SLEDGE MILLS 


For medium and fine reduction (10 For coarse and medium reduction 
to 200 mesh), hard or soft ma- 
terials. Very durable, small power. 
Operate in closed circuit with sibility. Soft, moderately hard, tough 
Screen or Air Separator. Open- 
door accessibility. Many sizes. No 
scrapers, plows, pushers, or shields. eral types and many sizes. 


(1 to 20 mesh). Open-door acces- 


or fibrous substances. Built in sev- 


Sturtevant equipment, such as illustrated, helps you 
overcome high labor and production costs by increasing output. 
In addition, their rugged construction assures long life 
with minimum maintenance. It will pay you to investigate 
these machines. Write for information. 


STURTEVANT MILL COMPANY 


107-A CLAYTON STREET, BOSTON 24, MASSACHUSETTS 


Designers and Manufacturers of: CRUSHERS @® GRINDERS ® SEPARATORS 
CONVEYORS e MECHANICAL DENS and EXCAVATORS ® ELEVATORS ® MIXERS 
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DUSTLESS BLENDER 


Four-way mixing action assures a 
thoroughly blended product. Open- 
door accessibility permits easy 
cleaning. Available in many mixing 
capacities for 4% ton per hour 
and up. 





JAW CRUSHERS 


For coarse, intermediate and fine 


reduction of hard or soft substances. 
Heavy or light duty. Cam and Roller 
action. Special crushers for Ferro- 


alloys. Several types, many sizes. 


MAIL COUPON TODAY! 


| STURTEVANT MILL COMPANY 
| 107-A Clayton Street, Boston 24, Mass. 


| Gentlemen: : 
Please send me your catalog. I am es- 
pecially interested in 





| Name 





: Street 








| City & State 
' 
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Lick Your Castings Problems with 


Two complete foundries 


—equipped for fast pro- 
duction — economically! 





Valve Plate for Large An 18-pound 2-cylinder Water Pump Housing, 
Meter, weight 36 Ibs. Compressor Body. weight 11 lbs. 











How the mechanization of equipment has improved and expedit- 
ed the production of castings, and how Forest City Foundries 
facilities may affect the efficient production of your products in 
which gray iron castings are used—are subjects that you can 
clearly visualize in this new booklet. 


Forest City’s foundries have been highly mechanized—but that is 
only half the story. An exceptionally large percentage of our 
employees have been with us for 20 years or longer—they know 
how to make Quality Castings, and they take pride in doing it. 


With exceptional facilities—two complete foundries with highly 
experienced manpower—we can supply you with quality castings 
priced in line with today’s market. 


Write for the booklet, “Quality Castings—Better Service.” 


Forest City is geared to the making of a wide range 
of gray iron castings—S.A.E. or A.S.T.M. Specifica- 
tions—Plain or Alloyed. 

” . . 
Our representative will gladly call to discuss your 
castings requirements and our ability to meet them. 


FOREST CITY FOUNDRIES 











A Purchasing Policy Manual 
(Continued from page 112) 


ternally and internally—acted as if 
they had never heard of the manual. 
In some cases, I believe it was genu- 
ine ignorance. In others, well, they 
just didn’t believe the Company 
would stick by its announced policy, 
or stick by its manual. In some 
cases, perhaps, they didn’t think it 
would stick to Al Hayes. But for a 
variety of reasons, in some areas the 
cash register rang ‘No Sale’.” 

We had a suggestion for a follow- 
up, which the President adopted. It 
consisted of the following steps: 

1. I drafted a memorandum. 

2. It was submitted for comment 
to all division heads, plant managers, 
and the purchasing staff. 

3. The revised memorandum was 
then sent out with a letter of trans- 
mittal from the President to all 
Bigelow personnel who originated 
or effected the origination of ‘‘Re- 
quests to Purchase”. It was a forth- 
right. document and letter which 
noted that certain things had appar- 
ently been read into the manual 
which actually were not there, and 
that some things which were in the 
manual were not observed properly. 
It explained policies which apparent- 
ly had been misunderstood, but it 
left no doubt that the President was 
in earnest when he said: 

“The Board of Directors has not 
authorized anyone except the Presi- 
dent and the Director of Purchasing 
(or his representative) to make any 
purchases except as stated in the 
manual. People outside the Pur- 
chasing Division have no more 
authority to make purchases (or to 
infer that a certain vendor or prod- 
uct will be selected) than have 
people outside the Sales Division 
authority to make sales. No one in 
Manufacturing, Products, or other 
Divisions would think of making 
sales of our product. They are 
equally without authority to make 
purchases (or inferences tantamount 
to commitments ).” 

The effect was good, and it would 
seem difficult to again advance ig- 
norance of the policies as an excuse. 


Present Status 


Where are we now? Further im- 
provement is possible and desirable. 
So we are now in the process of a 
reprint and further distribution to 
our vendors, again with a letter of 
transmittal from the President, be- 
cause there are areas in these con- 
tacts which can be improved. 

3efore making the reprint, divi- 
sion heads, plant managers, and the 
purchasing staff were requested to 
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compare the actual procedures 
against policies, and, if not found 
compatible, to advise what changes 
should be made. That is, procedures 
are expected to conform to policy, 
if policy is right. Policy is not to 
be regarded as a sacred cow, not 
subject to criticism or comment. 
However, if policy proves up in ex- 
perience, then we expect conform- 
ance. If it is not forthcoming, then 
further action is indicated and will 
be taken. We do have communica- 
tion other than letters, but a good 
cop uses a gun only as a last resort. 

That is where we stand now in 
our experience with the manual. 
Obviously, we have had the staunch- 
est sort of executive support in this 
experience. I take particular pride 
in the fact that Mr. Wise ascribes 
the source of his principles on pur- 
chasing to those advocated by the 
N.A.P.A. for so many years. He 
said in his memorandum : 

“The manual concludes with a 
statement of the ten principles of 
purchasing advocated by the N.A. 
P.A. They have stood the test of 
time in many companies. I believe 
that they represent progressive pur 
chasing policies, and that the com- 
pany which adopts and implements 
them finds it profitable.” 

This illustrates a trend in Ameri- 
can business which has tremendous 
significance to us as_ purchasing 
igents. 


Lessons of Experience 


I conclude with a bit of advice. 

Let us be sure that we recognize 
the manual of purchasing policies 
only for what it is, i.e., a useful tool 
in aiding us to better performance of 
our job. It can’t deliver the goods 
for us. All it can do is help us de- 
liver the soods. 

It sets forth the rules and the 
policies as to the “why” of our job, 
and gives us the opportunity to live 
within the policies and encourage 
others to do the same thing. If we 

through inability, laziness, or fear 

do not insist that we be allowed 
to do our job under the stated poli- 
cies, then are we purchasing agents 
or are we order clerks? If we use 
the valuable tool at our disposal, 
then we can more nearly qualify in 
a category of men trying to do our 
jobs. This adds up to the need that 
we, as purchasing agents, must be 
sure that when given the oppor- 
tunity we can deliver the goods. 
That takes education, training, ex- 
perience, and persistence. 

The manual should be our book- 
of-the-month, every month. If we 

(Please turn to page 276) 








7500 HOURS 


CHAMPION 





FLUORESCENT 980 
Of Course! 3% 

















Ever since May, CHAMPION Fluorescent Lamps in all 


regular pre-heat types have been sold with a guaranteed 
rated life of 7500 hours!* 


WHAT DOES THIS MEAN TO YOU? 


Without costing you a single extra penny, Champion Lamps have 
been giving you up to triple operating value. The cost of maintenance, 
because of fewer lamp replacements, is much lower. 





Better look into this big bargain in better light — the Champion 
7500 Hour Lamp. Get in touch with your local distributor or write 
us for full details on this amazing Lamp value. 


*On 3 hour or longer burning cycles 
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BUSINESS IN MOTION 





To our CoLleagued ‘ite ihelinetinint Bodies... 


The brewing industry has been in an 
expansion and modernization stage since 
the end of the war made copper freely 
available to it once more. New breweries 
are being built, and older ones enlarged, 
in order to meet the increasing demands 
of the public. As a result, the copper- 
smiths who fabricate brewing equipment 
have given Revere large orders for cop- 
per sheet and copper tube, which they 
turn into such items as brew kettles, 
mash tubs, lauter tubs, wort tanks, 
cookers, water heat- 
ers, and piping. Be- 
cause the brewing of 
beer is necessarily 
done on a large-vol- 
ume basis, the equip- 
ment is correspond- 
ingly huge. Orders for 
several hundred thou- 
sand pounds of cop- 
per are not unusual 

Though the brew- 
ing people thus are 
large users of Revere copper, they are not 
direct customers; the Revere customer 
is the coppersmith who fabricates to 
brewers’ specifications. Neverthe- 
less, Revere keeps a friendly hand out- 
stretched to the brewer. Lately we have 
talked with quite a few brewmasters, 
and have found the same outstanding 
loyalty to copper that existed before 
the war and which has, in fact, been a 
feature of the brewing industry from 
its beginnings centuries ago. One master 
brewer, for example, said: “In planning 
the mammoth new installations for our 
$12,500,000 expansion program, copper 
was chosen because it is the most ductile 





metal for the fabrication of specially- 
designed brew kettles and related equip- 
ment; in keeping with time-honored 
traditions.” 

Brewing is, in fact, a remarkable mix- 
ture of tradition and science. Beer and 
ale are among the oldest of man’s bev- 
erages, and all the evidence indicates that 
copper, probably man’s first metal, has 
been used since the beginning. This an- 
cient art relied upon the rule of thumb, 
experience, for centuries. It is now under 
a large measure of sci- 
entific control as well, 
the brewmasters’ high 
talents being sup- 
ported and confirmed 
by laboratory checks 
of materials. It is 
therefore especially 
gratifying to Revere 
that copper continues 
to be the metal pre- 





ferred by brewers. 
There is an old say- 
ing: “Be not the first by whom the new is 
tried, nor yet the last to cast the old 
aside.” What is important, however, is 
not newness and not oldness, but suit- 
ability. A material may be new as to- 
morrow’s sunrise, yet suitable for only 
a few applications. It is part of every 
manufacturer’s task to study the old as 
well as the new, and be certain he is 
neither unreasonably wedded to tradi- 
tion, nor unwisely eager to change for 
the sake of change. In making such 
studies he can and should call upon his 
suppliers, who, like Revere, are always 
glad to provide the latest and fullest in- 
formation about their materials. 


REVERE COPPER anv BRASS INCORPORATED 
Founded by Paul Revere in 1801 
zk & 


Executive Offices: 
230 Park Avenue, New York 17, N. ¥. 
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(Continued from page 275) 


do not have a streamlined statement 
of what we do, how we propose to 
do it, and why, then we are missing 
something, for our companies and 
for ourselves. 

Don’t be discouraged. Don’t hope 
for too much too soon. 

The mere fact that you are doiny 
it shows progress. I was two years 
on the job at Bigelow, after 20 years 
as a purchasing agent, before I 
launched the manual. It didn’t be- 
come a best seller overnight, either 
internally’ or with our suppliers. 
Some thought it was just another 
publication that would fade. Others 
thought it was good but wouldn’t 
be backed up with what it takes to 
make a new idea work. The manual 
was published a year and a half ago, 
and people are beginning to get the 
idea — thanks to the fact that the 
idea is right and workable, and has 
been persistently sold to the organi- 
zation and suppliers, and has been 
effectively supported by our Presi- 
dent. 

Remember that you are dealing 
with people. Remember the art of 
getting along. 

Have faith in your profession — 
faith that as we work hard and as 
we use the various tools so abun- 
dantly placed at our disposal, we 
will achieve the goals toward which 
we strive: Better service to society ; 
better profits through better per- 
formance of our jobs; perpetuation 
of sound purchasing principles; and 
recognition by and in the business 
world. 


y 7 7 


Steel Outlook 


(Continued from page 122) 


a royalty of 5 cents per ton would 
pay for it, now is estimated to re- 
quire a royalty of 49 cents a ton for 
its maintenance. If we get into a 
rat race on pensions in steel as we 
did in coal, there will be no end to 
the series of price increases that will 
be necessary to finance the welfare 
package. 

A factor which may affect steel 
prices is the recent agreement 
among steel companies and the Fed- 
eral Trade Commission that each 
mill shipping point may be regarded 
as a basing point and that mills can 
absorb freight to meet competition. 
This may have the effect of encour- 
aging some mills to go farther afield 
for choice business and to some ex- 
tent will neutralize the decided trend 
of recent months when mills were 
withdrawing from distant markets. 
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Know 
Your 
Plastics 
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When you investigate plastics for your new or 
redesigned product, think first of BAKELITE 
Plastics. The BAKELITE family of plastics in- 
cludes those in greatest demand. This gives 
you a wide selection, all from one supplier. 


lowest possible cost! 


This message deals with “BAKELITE” STYRENE PLASTICS 


BMS4 — CLEAREST STYRENE AVAILABLE 


This unmodified BAKELITE Styrene Plastic is lending its exceptional 
qualities to a host of uses demanding utmost purity and clarity. In 
water-white crystal form, its purity and clarity are unsurpassed by any 
polystyrene now on the market. In transparent colors, it displays a 
jewel-like depth of light and luster. Color dispersion in both transpar- 
ent and opaque materials is absolutely uniform. 

Typical uses: Colored jewels and spangles, clear sheets for mock-ups 
and models, transparent boxes, clock lenses, toys and games. 





BMS7— HEAT-RESISTANT STYRENE 


This material is distinguished by greater stability at elevated tempera- 
tures than is obtainable with general-purpose polystyrene molding ma- 
terials. Molded pieces will withstand short-time immersion in boiling 
water without distortion. Moreover, BAKELITE BMS7 material has the 
same outstanding clarity in crystal form as BAKELITE BMS4. 

Typical uses: Dishware, food bowls, kitchen utensils, place mats. 





BAKELITE Styrene Plastics are supplied in several 
grades to satisfy the varied requirements of literally 
thousands of end uses. These grades, designated 
BMS4, BMS6, BMS7, and BMS8, are described 
above. Other grades, developed for highly specific 
end uses, are available at present in limited quanti- 
ties for experimental product development. To help 
you choose the correct BAKELITE Styrene Plastic 
call upon BAKELJTE technical representatives who 
are located in major industrial centers throughout 
the country. Write Dept. P-25. 





BMS6—EASY-FLOW STYRENE 


This is a lubricated grade of BMS4. The physical properties of items 
molded from BMS6 are identical with those of BMS4, except for 
slightly less clarity. Easy flow in the mold and excellent mold release 
are outstanding characteristics. Pouring of granules from hopper to 
cylinder may be accurately controlled, for utmost uniformity of feed. 
Typical uses: Brush backs, wall tiles, refrigerator breaker strips. 








BMSS8—LUBRICATED HEAT-RESISTANT STYRENE 


This material possesses all of the essential qualities of BAKELITE 
BMS7 material, but is relatively easier to mold because it is lubri- 
cated. Clarity is reduced slightly. Its bulk factor is highly favorable to 
economical production. Its molding properties are excellent, leading 
to worthwhile production economies. 

Typical uses: Tumblers, beer and cocktail glasses, radio cabinets. 
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IT MAY MEAN BETTER AND FASTER PRODUCTION...AT LOWER COST! 


The chances are that you will find the one 
plastic that is best suited to your production 
facilities, and also the plastic that gives the 
best qualities to your finished products at the 


BAKELITE CORPORATION, Unit of Union Carbide and Carbon Corporation [—™§ 30 East 42nd Street, New York 17, N. Y. 
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Handle Your Materials 


with 
load-floating 
cost-cutting 


More stuff handled with less effort 
and cost when your plant is 
equipped with Colson trucks. Hand 
trucks, barrel and drum trucks, plat- 
form trucks, dish trucks, Lift-Jack Sys- 
tems, dollies, wheels and casters— 
all designed tor ease of movement. 
floor saving. extra durability. Less 
“push” means popularity with 
workers, profits for you. Write us or 
consult your phone book for the 
local Colson office. 





Trucks 

















WRITE TODAY 
FOR FREE 
96 PAGE 
CATALOG 








Colson Drum Truck 
model #6055-65, has 
ballbearing 10” 
double steel disc type 
wheels, demount- 
able cushion rubber 
tires, rugged light- 
weight tubular steel 
frame. Chimb hook 
locks serni-automa- 
tically. 


ELYRIA, OHIO 
CASTERS + = LIFT JACK SYSTEMS +© © INDUSTRIAL TRUCKS 








GLark Bros Bot 


MILLDALE CONN 


Quality Industrial Fasteners Since 1854 

















\ 
PRECISION 


DROP FORGINGS 


... any size or shape 
up to 200 Ibs. 


Whatever your requirement: 
in forgings, Herbrand is your 
most faithful source of supply 

as it has been for hun 
dreds of industries since !88! 


Your inquiries are solicited 


Hitb ttt owision 


THE BINGHAM-HERBRAND CORP 
FREMONT, OHIO 
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What Does A P. A. Do? 
(Continued from page 109) 


an item, and this tends to create 
artificial differences in buying policy 
with respect to those items. Con- 
sistency of policy for all items we 
buy is a real necessity. Half of the 
administrative battle is won if your 
policies are consistent and your 
people know what your policies are. 
With a consistent policy some prob- 
lems are accentuated, particularly 
those of exceptions to policy. Of 
course, a good executive does not 
prohibit exceptions, in fact, one 
mark of a good executive is his 
proper handling of exceptions. 

Let’s now look at the other phase 
of a purchasing agent’s executive 
type of work—administering non- 
functional problems. One problem 
is that of keeping management sold 
on the importance of the purchasing 
function. The war and postwar con- 
ditions certainly helped, but we need 
to hold the ground we have gained 
and gain more. One effective tool is 
suggested in Stuart Heinritz’ fine 
book “Purchasing’’, on Page six, 
and that tool is nothing more or less 
than a way to demonstrate to top 
management the affect of savings 
that an efficient purchasing depart- 
ment accomplishes. He states, “a 
saving of 10 or 15% in Purchasing 
is a profit equivalent to double sales 
volume.” He goes on to say further 
that the actual profits or savings in 
purchasing are written off before 
the balance sheet is compiled. 

A judicious use of those two ideas 
can go a long way towards main- 
taining the proper status of purchas- 
ing and also to get management to 
make a clear statement of purchas 
ing responsibilities and authority. 

Another question I asked was 
“Does top management consider 
your opinion in its planning?” Three 
of the 20 answered “‘no” and 17 an- 
swered “yes”, or, indeterminate 
statements such as “Sometimes | 
wonder.”” Generally the impression 
left by those who answered other 
than “no” was that on the average 
top management did not take much 
cognizance of the opinions of the 
purchasing agent. Perhaps because 
the purchasing agent does not use 
his time to show management the 
value of his opinion. 

Another question asked was, 
“Does your administrative work 
suffer because you have too much 
detail work?” 13 answered “no” 
and 7 answered “yes”. I think we 
can safely conclude here that a num- 
ber of the purclfasing agents would 

(Please turn to page 280) 
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TRANSPORTATION 


MANUFACTURING 


A — Brofman 





LOGGING 


PETROLEUM 


CONSTRUCTION 


UFsI 


MINING 


MARINE 








Ask for this trade name: 





...when you buy SHOP EQUIPMENT 


IT'S READY-MADE OF TOUGH, LONG-WEARING STEEL IN A 
WIDE RANGE OF POPULAR MODELS AND SIZES 











Pat‘'d & Pats. Pend. 
Drawer is Extra 





“HALLOWELL” STEEL WORK BENCH 





- 





ALSO 
Cabinet Work Benches, Tool Stands, Wall Cabinets, Floor Trucks, 
Foreman’s Desks of Steel, Stools of Steel, and other equipment. 


STANDARD PRESSED STEEL CO. 
“BOX 590 JENKINTOWN, PENNSYLVANIA 


‘Serving Industry continuously since 1903 through Industrial Distributors” 





What makes H-VW-M 
low voltage GENERATORS 
so efficient...? 





Trouble-free commutation is achieved in H-VW-M 
low-voltage generators by such outstanding features 
as fully-insulated brush holders and rigging... use of 
copper pig-tail bars eliminates current passage through 
springs and fingers which in turn considerably increases 
brush life ...one piece brass casting for correct brush 
box alignment... radial adjusted brush holders and 
rigging to provide firm and permanently correct posi- 
tioning of the brushes. 

H-VW-M generator brushes are made of special cop- 
per graphite, constructed to insure highest conductivity 
along the path of the current. Moulded-in “equaload” 
shunts distribute brush load equally. 

To these construction features are added such refine- 
ments as fan action of commutator risers to increase 
ventilation of field and rotor coils... rolled steel ring 
set within frame to lower center of gravity ... liberal 
—_ sleeve-type bearing to insure quiet, trouble-free 
life. 

P. R. LYONS For increased efficiency and low cost power produc- 
Manager of Electrical Sales tion investigate H-VW-M motor generator sets. You'll 

H-VW-M COMPANY find the complete story in Bulletin G-102—yours for 

the asking. 


Hanson-Van Winkle-Munning has supplied the plating industry for 
over 70 years, Our sales-engineers are thoroughly familiar with every 
step in the process of electroplating and polishing. It is this overall 
knowledge that has made H-VW-M “Headquarters” for electro- 
plating and polishing equipment, supplies and technical assistance. 


HANSON-VYAN WINKLE-MUNNING COMPANY 


MATAWAN, NEW JERSEY 











Manufacturers of a plete line of el plating and polishing i and supplies 
Plants: Matawan, New Jersey - Anderson, indiena 
Sales Offices: Anderson - Chicago - Cleveland . Dayton - Detroit 
@® 7351 Grand Rapids . Matawan . Milwaukee - New Haven . New York - Philadelphia 


Pittsburgh - Rochester - Springfield (Mass.) - Stratford (Conn.) . Utica 





What Does A P. A. Do? 
(Continued from page 278) 


spend more time on departmental 
planning and general company work 
if they could unburden themselves 
of some of the detail. That problem 
is one that is typical of newly pro- 
moted supervisors who tend to take 
along with them much of the detail 
that they performed before they 
were promoted. 

A purchasing department is 
flooded with detail and a purchasing 
agent has no alternative but to take 
the bull by the horns and get rid of 
some of the detail. Perhaps there is 
a little tip here that will help to solve 
another problem, that of building 
personnel so that they will be ready 
for promotion. The details that the 
purchasing agent tends to hold onto 
are those that he feels are impor- 
tant. If the departmental personnel 
are given those important details to 
handle, it will first of all develop the 
personnel and, secondly, give the 
purchasing agent a chance to ap- 
praise his personnel. Also, if you 
have the time to plan and insure 
that someone else is carrying out 
your plans, you can accomplis ha 
lot, including raising your own 
status. 

A training program for buyers is 
an excellent first tool. However, you 
will need new supervisors as well as 
buyers in your department and you 
will need a successor to yourself. 
There are marked ditferences be- 
tween a top-rate buyer and a good 
supervisor of buyers. All too often 
the man i can do his job best is 
promoted although he is a_ poor 
supervisor, One of our principal ad- 
ministrative problems is to. select 
and train our top people, particu- 
larly our own successor. 

\Vhat conclusions can we come to 
as a result of the survey’? Two of 
the conclusions that I have reached 
| would like to emphasize ; first, that 
the average purchasing agent spends 
about 50% of his time on adminis- 
trative work and, to that extent, we 
can call a purchasing agent an ex- 
ecutive, 

At every turn we find someone 
referring to the Purchasing Agent 
as an “executive”, particularly 
speakers before our groups who are 
from outside our occupation, who 
are hastening to get in our good 
graces in their talks. This leaves a 
faint suspicion that perhaps they do 
not consider us as executives. Others 
generally tend to accept us at our 
own evaluation of ourselves and this 
applies to top management of our 
own companies as well as the ven- 
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dors with whom we deal. This study 
indicates that on the average they 
are only half executives, and it 
would appear that we should, as a 
group, devote more of our time on 
the executive phases of our work 
and that our purchasing associations 
could devote a good deal more time 
to developing educational assistance 
for all of us in the administrative 
phases of our work. 

My second conclusion is that how 
you spend your time can be a meas- 
ure of how efficiently your depart- 
ment performs its functions. I mean 
this in tue sense that if a preponder- 
ance of your time is spent perform- 
ing the functional work of your de- 
partment, the department generally 
must operate without the direction 
of its purchasing executive. If the 
department is deprived of its admin- 
istrator the chances are good that 
it will not be as efficient as a de- 
partment with an active executive 
directing it. 

ee 


Copper Problem 


. 
Continued from page 113) 


production, which they did. The re- 
sults of this action are now being 
felt. For the past three months the 
production of crude copper has aver- 
aged only 65,000 tons a month, 
which with the added net imports of 
34,000 tons, has created a monthly 
supply of about 100,000 tons. This 
is about 27,000 tons a month less 
than it was in March of this year. 

This curtailment in production, 
coupled with the fact that the busi- 
ness setback we had earlier this year 
was more in the nature of a healthy 
recession rather than the beginning 
of a serious depression, and the fact 
that fabricators had gotten over 
their attack of inventory indigestion, 
and the re-entry of the Government 
as a buyer for the stockpile—all 
these developments helped to pull 
the copper market out of the slough 
of despond into which it had fallen. 

The revival of activity enabled 
the market to stage a comeback. The 
price moved up 1¢ a pound early in 
July and shortly thereafter another 
¥g¢ a pound, which brought the 
price to 17.6246. 

That brings us up to date. Now, 
what about the outlook ? 

Were it not for the coal and the 
steel strikes, the answer would not 
have to be circumscribed with so 
many “ifs”. In spite of the strikes 
and the creeping industrial paralysis 
resulting from them, the copper 
market has been giving an excellent 
account of itself. 

(Please turn to page 282) 
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Like Any Good 


Precision Tool 


CE INDUSTRIAL 
WIPING TOWELS 


and that job is Wiping! 


This is why KeEx INDUSTRIAL TOWELS are uni- 
formly: 


oe: Soft... woven from thirsty cotton with no harsh 
> surfaces to mar delicate machinery or finished 
products. 





2 Bound at the edges, so that there are no loose or ragged ends to 
" get caught in moving machinery. 


@) Made a convenient, uniform size so that every square inch is 
usable. 

@) Super-absorbent and scientifically cleansed to reduce possible 

™ infection. 


5 Actually precision items, produced precisely for one purpose 
* Only—your important wiping jobs. 


Rent KEX wiping towels and figure your profits! 


There’s nothing to buy, no expensive inventory—just a low monthly rental. 
KEX TOWELS are delivered in neat, easily stored bundles, regularly in quan- 
tities as desired. This helps you control distribution. 

For complete information see your classified telephone directory for nearest 


KEx Distributor, or write KEX NATIONAL SERVICE, 295 Fifth Avenue, New 
York 16, N. Y. 
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MOXSAN FINGER PROTECTORS 


Moxsan protects not only the front of 
fingers, but both sides with durable 
leather that’s seamless on all wearing 
surfaces. Elastic web back provides 
cool, comfortable fit. Tapered cut gives 
freedom of movement. Essential for 
handling rough or sharp articles, for 
buffing, grinding, sanding, polishing, 
punch press work and hundreds of 
other jobs. Fits all fingers. Available 
in 3 types of leather for men and 
women: heavy duty (7394), medium 
duty (8384), fine work (9346). 
Send 10c for sample or $6.48 for a 
box of 72... today! 


, Special circular illustrating full line 
FREE: finger protectors and illustrated 
catalog of safety work gloves and 


safety apparel sent to business organizations 
on request. 


OLYMPIC GLOVE COMPANY inc. 


75 Mad n Ave Dept. 9. New York 16. N 








THE SAFE 
OPEN STEEL FLOORING 


s TRI-LOK 





No object over % square inch can pass 
through super-safe U-Type Tri-Lok Floor- 
ing. Fabricated without bolts, rivets or 
welds, it is unsurpassed for plant installa- 
Effi- 
cient distribution of concentrated loads... 
maximum free opening for light and air. 
Write for Bulletin JV-1140. 


DRAVO CORPORATION 


tion, walkways, loading platforms. 





National Distributor for the r 
Tri-Lok Company | 





Dravo Bidg., Pittsburgh 22, Pa. 
Sales Representatives in 


Principal Cities 
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Copper Problem 
(Continued from page 281) 

If industrial peace should be re- 
stored quickly, there is a possibility 
of another tight squeeze developing 
in copper. In September, for ex- 
ample, the fabricators consumed 
114,000 tons of copper—the largest 
for any month in about a year—and 
the Government took approximately 
11,000 tons for the stockpile, a total 
of 125,000 tons. The production of 
crude copper, together with the net 
imports, did not exceed 100,000 
tons. So we again revert to the sit- 
uation of demand exceeding the sup- 
ply by about 25,000 tons. 

Then, too, all is not quiet and 
peaceful on the labor front in the 
copper industry. The Carteret Re- 
finery of the American Metal Com- 
pany has been idle since July 1 be 
cause of a strike. The union work- 
ers at the plants of the American 
Smelting & Refining Company and 
the Phelps Dodge Corporation have 
authorized a strike whenever their 
leaders deem such action necessary. 
The Kennecott properties in Utah 
are in operation but the wage dis- 
pute which kept the mines there idle 
from October 1948 to February of 
this year has never been definitely 
settled. There is no telling when 
trouble there may flare up again. 
If any of these properties should be 
struck, the squeeze in copper would 
be changed to a.serious shortage. 
Even without strikes, the supply is 
going to be tight for the balance of 
this year. 

In spite of the fact that demand 
for copper exceeds the monthly sup- 
ply, copper producers are not likely 
to increase their output this year. 
They too will probably want to re- 
duce their stocks still further, and 
wait to see whether the im- 
proved demand will be sustained. 
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Ethics of Purchasing 
(Continued from page 143) 
time. In subsequent competition, 
the original supplier enjoys a dis- 
tinct advantage in that he has had 
experience in producing the part, 
and also has the patterns, dies, etc., 
which have already been depre- 
ciated as a cost factor. 
8. To avoid sharp practice. 
Modern buyers and sellers alike 
frown upon tricky stunts, and seek 
to develop mutual confidence and 
integrity for a lasting business rela- 
tionship. It is sharp practice for a 
buyer to talk volume business with 
the idea of using the quotations in 
buying a small lot that does not 
honestly earn the quantity price. It 
(Please turn to page 284) 
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USE IT REGULARLY 





Every year 25,000 copies of CONOVER- 
Mast PURCHASING DIRECTORY are 
delivered to industrial buyers. And 
they use it regularly because it’s a 
specialized buying directory designed 
and built for production, purchasing, 
and engineering executives. It’s easy 
for them to secure sources of supply 
for all equipment and products used 
by industry. 


Compact, complete, yet easy tc 


handle—that’s the CoNover-Mast 
PURCHASING D1REcToRY. Use it, and 
you'll find it’s the quickest way to all 
the information you need. 


wv 


If your office does not have a copy of 
the CONOVER-MAST PURCHASING DIREC- 
TORY fill out andreturn the coupon below. 


Comover Mas? 
PURCHASING 


Formerly Plant Purchasing Directory 
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See Page 19. 


Conover-Mast Purchasing Directory 
737 N. Michigan Ave. 
Chicago 11, Ill. 


Gentlemen: Provided our Company receives 
a copy of the Conover-Mast Purchasing Di- 
rectory, we will definitely use it in our indus- 
trial buying. That, we understand, is our only 
obligation. 











Name — —- 
Company. 

Street___ 

City Zone_____State 
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Johns-Manville oe Conventional 
Moulded Packing Cups type piston packing 





i ve THE PACKINGS shown on these two pistons will do 
a job. But the piston on the left will operate more efficiently 
and more economically because it is designed for Johns-Manville 
Moulded Packing Cups. 


Users are expressing a growing preference for these custom- 
made cups for two reasons: (1) They practically eliminate slip- 


page past the piston. (2) They require less frequent replacement 
in service. 


Johns-Manville Moulded Packing Cups operate like this: 
Each cup is designed with a flexible lip, which, under discharge 
pressure, forms a tight seal. On the reverse stroke, the lip relaxes. 


RECOMMENDED FOR PISTONS IN This action, plus their precise fit, lowers friction and wear on 
liners and reduces the amount of power required for the stroke. 





Reciprocating Pumps Compressors 3 ; 
Hydraulic Lifts Qateieene Wherever Johns-Manville Packing Cups have been used— 


; against water, oil, air, and other liquids and gases—they have 
Byes Sots Fumes eves proved to be a good investment by increasing efficiency and 


Hydraulic Presses Grease Gens lowering operating costs. If you are using any of the equipment 
Drilling & Boring Machinery Air Chucks listed at left, write for further information about these —y-s4y 
Air Brake Cylinders Grinders custom-made cups. Address Johns-Manville, Box 290, 

Valves (hydraulic or air operated) New York 16, N. Y. 





Johns-Manville 


Fidkistge aud Gash ela- 
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Mac-it Hollow Pipe Plug 


for accuracy, safety 


uniformity and strength 





Better, Faster Service 
with this 
Complete Mac-it Line! 


Because many standard types 
of Mac-its are available 
throughout the country for 
quick delivery, and because 
specials can be engineered to 
your own specifications, you'll 
find it pays to investigate 
Mac-its first. 

Mac-it’s 35 years’ experi- 
ence in the manufacture of 
heat-treated, alloy steel screws 
is your assurance of precision, 
uniformity and strength. Sold 
through leading industrial 
distributors from coast to 
coast and in Canada. Write 
for new Mac-it catalog today! 























Other Mac-it products include: 
* Socket Head Cap Screws 
* Hollow Set Screws 

* Stripper Bolts 

* Hollow Lock Screws 

* Socket Screw Keys 

* Square Head Set Screws 
* Hexagon Head Cap Screws 


++. and many others 
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Ethics of Purchasing 

(Continued from page 282) 
is sharp practice to procure bids 
from firms that would not be 
awarded the business in any case, 
for the sake of playing their quota- 
tions against those of acceptable 
sources. Then there is the matter 
of insisting that prices of distress 
merchandise, seconds, or job lots, 
represent the market, and that of 
leaving correspondence lying on the 
desk where a competing salesman 
cannot help but see it. 

The use of purchasing power to 
literally force price concessions to 
the detriment of the seller can also 
be characterized as sharp practice. 
Many businesses have been ruined 
by such tactics. Purchasing power 
should be used for the mutual bene- 
fit of buyer and seller, strengthen- 
ing the buyer’s position and at the 
same time giving the seller assur- 
ance of continuing volume and 
satisfactory profits that will make 
him a stronger source of supply. 

9. To counsel and assist fellow 
purchasing agents in the per- 


formance of their duties, when- 
ever occasion permits. 
This reflects one of the great 


values of membership in an associa- 
tion. “When occasion permits” is a 
tactful qualifving clause, for it im- 
plies that the purchasing agent shall 
not be officious, nor should he be 
called upon to give out confidential 
information or other matter that 
might in any way be detrimental to 
his own activities or to the interests 
of his company. It does emphasize 
the fraternal spirit of cooperation 
that is a part of group effort, of 
value to both giver and receiver. 
10. To cooperate with all or- 
ganizations and individuals en 
gaged in activities designed to 
enhance the development and 
standing of purchasing. 

There is a strong moral obliga- 
tion expressed in this final para- 
graph. Surely it is a duty of every 
member of a profession to support 
its association and to take an active 
part in the progress and promotion 
of their calling. There are men who 
just do not seem able to inject 
themselves into the details of com- 
mittee work, research, holding of- 
fice, and other activities of their as- 
sociation. They attest their support 
by membership and attendance. 

For many years, some people 
have been given to blurting out that 
“You get out of an association only 
what you put into it.” It is an 
absurd ‘statement. If that were all 
that men got out of group activity, 
progress would be slow, and many 
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would gain but little. Group effort 
multiplies individual etfort and ac- 
celerates progress; it shares the 
fruits of leadership and raises the 
general level. It is obvious that the 
accomplishments of N.A.P.A. have 
been to the substantial benefit of 
everyone in purchasing work, re- 
gardless of membership, and to the 
benefit of those entering the pur- 
chasing field for the first time. It 
should be equally obvious that those 
who take the active part benefit 
more directly and more quickly, for 
they are “in” at the beginning of all 
action and their thinking is at the 
forward frontier of progressive de- 
velopments. 

Purchasing is a very young pro- 
fession, yet it has made remarkable 
strides within the period of N.A. 
P.A. history. Purchasing today has 
more than “standing”. It has pres- 
tige as an important executive func- 
tion in the management team. Everv 
man in purchasing has an obligation 
to work for the enhancement of that 
prestige and for continued progress. 


g's 9 
6th District Conference 


(Continued from page 107) 


“The only thing consistent about 
long range economic forecasts is 
their inaccuracy. The _ politicans 


and their kept economists are not 
attempting to develop a sound pur- 
chasing policy; they are out to win 
elections. I believe they may be 
fairly successful in reflating some 
of the disinflation. They are cer- 
tainly manning the pumps, and it 
will influence markets and prices to 
some extent. 

“There is a terrific production 
capacity to be used at lower price 
levels, and its use will prevent any 
return to scarcity prices, except 
where a real scarcity develops, and 
that is something to watch, for we 
can have a very considerable expan- 
sion of production with no corre- 
sponding increase of prices. 

“Therefore, excess inventory, 
with a few exceptions, is more like- 
ly to become a liability than an asset. 
Price fluctuations over the next 
year will be magnified by political 
action at home and abroad.” 

R. J. S. Pigott, Director of En- 
gineering, Gulf Research and De- 
velopment Co., spoke on “Develop- 
ments in Petroleum Products” ; and 
E. F. Tomlinson, Division General 
Manager, B. F. Goodrich Co., gave 
a short talk on “Developments in 
Rubber Products—Cold Rubber— 
Synthetics”, in the course of which 
he said that “the stabilizing influ- 
ence of American-made rubber on 

(Please turn to page 286) 
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This is WHY by 


(| YOU GET LONGER EQUIPMENT LIFE 
0 (anpenter Staimless Tubing y 






ge 


Less DOWN-TIME on process jobs because there 
are no “off gauge” areas that might cause premature 
tube failure due to corrosion or heat scale. 


SIMPLIFIED FABRICATION results in a good job 
that is built to last when you work with the excep- 
tionally uniform walls of Carpenter Stainless Tubing. 


To satisfy yourself that there really is a difference in 
the Stainless Tubing you can buy today, send your next 
order to your Carpenter Stainless Tubing Distributor. 


THE CARPENTER STEEL COMPANY 
Alloy Tube Division - 122 Springfield Road, Union, N.J. 


NEW FILE OF DATA ON STAINLESS TUBING 


This file will give you data on Carpenter 
Stainless Tubing physical properties, cor- 
rosion resistance, sizes available, etc. For 
your copy, just write us a note on your 
company letterhead. 





Manifold for a 2-pass circulating heater. Rolling-in of Type 304 
Carpenter Stainless Tubes reported to be easy, due to the con- 
sistent wall uniformity of material supplied from distributor stocks. 


24-Hour Service —You get definite delivery infor- 
mation within 24 hours when you call your Carpenter 
Stainless Tubing Distributor. 
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éth District Conference 


(Continued from page 284) 


the raw material content of rubber 
products has had far-reaching im- 
plications. In effect, the develop- 
ment of American-made rubber has 
placed a ceiling on the price of 
crude rubber. The rubber industry 
can now concentrate more of its 
energy into the production of better 
products to sell for lower prices 
and spend less time guessing the fu- 
ture of raw material He 
said that butyl inner tubes are far 
superior to any tube ever made 
from crude rubber, as butyl rubber 
lacks the porosity of crude rubber 


99 
costs. 


with the result that tire inflations 
are better maintained. This has 
contributed substantially to the 
ereater mileages being obtained 
from the current automobile tire 
which is a mixture of man-made 
and natural rubbers. 

Mr. Tomlinson said that a tube- 
automobile tire had _ recently 
been introduced, stating that it is a 
creat improvement over the conven- 
tional type of casing and tube, as it 
is lighter in weight, rides easier, 
and is constructed with a puncture- 
sealing tread section. This tire, he 
said, would not have been possible 
without the development of man- 
made rubber. 


less 





With the assistance of synthetic 
rubbers, he said, we have been able 
to develop far superior covers for 
conveyor belts, much improved 
tubes for oil hose and substantially 
better stocks for the handling of 
hot materials. However, we have 
never been able to manufacture as 
good a golf ball from synthetic rub- 
ber as can be made from crude rub- 
ber. 

“From the knowledge we have 
accumulated to date, the facts prove 
there is a very definite place in the 
industry for both crude and syn- 
thetic rubber. There is no one type 
of rubber that is outstanding for all 
products”, he declared. 





BUYER'S & SELLER'S MART 


Contract Work . 


Equipment For 


Sale . 


Employment and Business Opportunities 














BUY YOUR BINDERS DIRECT 
FROM US AND SAVE 50% 
FROM CONSUMER PRICES 


We make a complete line of 
binders for EVERY PUR. 
POSE and serve a large 
Y segment of INDUSTRIAL 
USERS. 
Whether you buy only a few binders or a 
large number of them you will save money 
and obtain custom built binders at mass pro- 
duction prices. 


Write today for Cat. No. P-1249 


INTERNATIONAL LOOSE LEAF CO. 


80 Wall St., New York 5, N. Y. 

















ATTENTION PURCHASING AGENTS 


Are you getting the most for your Print- 
ing Dollar? 

Let our Competitive Contract Purchas- 
ing and 20-year Graphic Arts experience 
Save money in your Printing Budget. 
We can also help in: 


Layout & Design ~ 
Proofreading + 


( ) 


Copy Preparation 
Technical Liaison 


Mor fC Benes 


—_s Chl 
GRAPHIC ARTS COUNSELLORS 
GRamercy 7-2167 
441 E. 20th St., New York 10, N. Y. 





NePSco 


NEW ENGLAND 
PRESSED STEEL COMPANY 


. Contract Manufacturers since 1914 
of “Trouble Free” 


METAL STAMPINGS 
SPECIALTIES — APPLIANCES 
For Industrial end Domestic Users 











HELP WANTED 


ABRASIVE WHEEL ENGINEER, must be thor- 
oughly experienced in Billet and Foundry Ap- 
plications. Territory will include Pittsburgh, part 
of Ohio and W. Va. State age, experience and 
salary expected. Replies will be treated con- 
1249, PURCHASING, 205 E. 


fidentially. Box 
42 &., 4. ¥. V7. 


AN IMPORTANT 
MESSAGE 


TO MANUFACTURERS 
(WITH OR WITHOUT THEIR OWN FOUNDRY) 





CIRCULAR IRON CASTINGS 





can, in most cases, be made by us 
without patterns, thus saving time, 
trouble and money. 


Yes, fine quality, accurate iron 
castings for Pulleys, Flywheels, Gear 
Blanks, etc., can be made by us in 
most any size and quantity. (We’ve 


been doing such work for 92 years.) 


Send us sketch or blueprints for prices. 


T. B. WOOD'S SONS CO. 
CHAMBERSBURG, PA. 
COLD FINISHED BARS 


ROUNDS— SQUARES—HEXAGON 


In Warehouse Stock 
For Immediate Shipment 


BARON STEEL COMPANY 
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POSITIONS WANTED 


URCHASING ENGINEER, 8 years varied tech- 
ical purchasing plus 5 years material control 
nd estimating. Seeks opportunity in procure- 


ment. Box 1250, PURCHASING, 205 E. 42 St., 
ae fe A 


PURCHASING AGENT 


Engineering back- 
round with 15 years experience in industrial 


purchasing. Six years in complete charge of 


d 


viation engine parts manufacturer's purchasing 
epartment. Heavy in industrial equipment, 


ferrous and non-ferrous metals. Knowledge of 
machine shop practice and sub-contracting. Box 


1 


E 


Industr’| bk’gd. Cap. Supr 
Aggressive 
Acc’ty. 


248, PURCHASING, 205 E. 42 St., N. Y. 17. 


XEC. ASS’T. Female-Attractive. Excellent buyer, 
entire Purch. Dept. 
with responsibility. 
Will accept heavy 


seeking pos. 


Bus Adm. Coll. 


sec'ty job. Vic. NYC. Box 1241, PURCHASING, 


2 


05 E. 42 St, N.Y. 17. 





P 


URCHASING AGENT or Assistant: Member 


NAPA. Young; experienced; purchased all items 


for maintenance, 


office and plant operations 


including raw moterials. Assistant to V. P. and 
Manager. Will relocate. Immediately available. 
Box 1251, PURCHASING, 205 E. 42 St., N. Y. 


1 


os 





WANTED 


SURPLUS ABRASIVES 
Sheets — Rolls — Belts 


in 
Aluminum Oxide — 
Silicon Carbide — Garnet 


Submit Your Offering 
ROYALE ABRASIVE CO. 








P. O. BOX 29 2272 Logan Blvd., Chicago 47, Ill. 
NATICK, MASSACHUSETTS 4075 Detroit Avenue Toledo 12, Ohio 
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Today, especially, a high cost product is a sick 


product — which may lead to an equally sick 
sales record. Careful analysis of our customers’ 
spring requirements — development of new tech- 


niques in an effort to produce springs for less, 
without sacrifice of quality or performance, is 
now a prime challenge at U. S. Steel Wire Spring. 
Our success with spring cost cutting problems has 
been outstanding. Ask us about YOURS — 
today! 


No order too large or too small 


7 U.S. STEEL WIRE SPRING2 


7800 FINNEY AVE. * Micuican 6318 
CLEVELAND 5, 0. 
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ORANGE CORE 


oreld CONTROLLED 


5 eens 


ae FROM TREE 





Orange Core gummed sealing tape is so uni- 
formly good, so utterly dependable! From raw 
pulp to the finished roll, every step in the 
manufacture of Orange Core is controlled by 
experts—all in one plant. Made of extra-sturdy 
kraft and specially processed hi-test animal 
glue, here’s a tape that you can always rely on 
to moisten fast, stick fast, and hold fast. 
Quality-controlled Orange Core guarantees top 
performance from start to finish in your ship- 
ping room. Be sure to ask your supplier for this 
world-renowned sealing tape—it’s ““America’s 
Most Popular Brand.” 


GUMMED SEALING 
HUDSON PULP & PAPER CORP. * 505 PARK AVE., NEW YORK 22, N. Y. 
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FOR FASTER 
ASSEMBLY + . 


Wirebound Boxes and Crates come 

to you as flat mat units, 2/44 assembled. 
Most sizes are ready to pack in less 
than a minute. Wrap-around crate 
illustrated is typical of Wirebound time 
and labor saving designs. See below* 



























Time-tested, resilient Wire- 
bounds combine the strength 
of steel with thinner wood 
Thickness of boards, arrange 
ment of reinforcing battens, 
style of cleats, and number and 
gauge of wires vary with 

the type and weight of 

product carried. See below* 


FOR LOWER 
costs 











a user reports 


Wirebounds reduce tare weight 
33%, provide over-all shipping 
room savings of 25%, slash 
storage requirements 80%, cut 
assembly and packing time 50%. 
Wirebounds will deliver your 
goods safely and at lower cost.* 
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BOXES & CRATES 
FOR LOWER TOTAL SHIPPING COSTS 










60 Wirebound Plants 
throughout the United Stotes 


*Send for free book 


contains complete details of Wirebound advan- 
tages, technical features and describes how Wirebounds are designed spe- 
cifically to meet your requirements. Mail coupon today! 


Wirebound Box Manufacturers Assn., Room 1821, Borland Bidg., Chicago 3, Ill. 


() Send Booklet of Product Information (1 Send a Sales Engineer 
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“Touran” — a Si 
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LONGER LIFE for 


ball and roller bearings 


Your investment in anti- 
friction bearings is cer- 
tainly great enough to 
warrant your investiga- 
ting the possible savings 
to be made through the 
use of LUBRIPLATE lubri- 
cants. They actually pre- 
serve bearing surfaces, arrest pro- 
gressive wear and protect against 
rust and corrosion. There are 
LUBRIPLATE lubricants for all 
speeds, all operating tempera- 
tures and conditions. 

Write for a copy of “The LUBRIPLATE FILM” 
written especially for your industry. 


LUBRIPLATE 


si 
PEALERS From coast 10 CO” 
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*F Your crassiried TELEPHO™ 














IF YOU ARE NOT NOW RECEIVING A 
PERSONAL COPY OF PURCHASING 
EACH MONTH 


You are missing in every issue of PURCHASING 
seven services that would cost hundreds of dollars 
if bought separately— 


1. Washington Report for Purchasing Agents 

2. Poll of Purchasing Opinion on Current Purchas- 
ing Problems 

3. Price, Production, Inventory Statistical Analysis 
that helps you foretell price changes 

- Inventory (illustrated) of new products 

- Forms that lubricate purchasing department oper- 
ation 

6. Free catalog service 

7. Purchasing Legal Service—interpretation of latest 
legal decisions affecting purchasing 


Fortune favors the man well-informed in his own 
profession. You can get the full benefit from the 
wealth of valuable information in PURCHASING 
by receiving it personally each month. Just fill in, 
clip, and mail this coupon: 
PURCHASING, 205 E. 42nd St., New York 17 

So that I will receive PURCHASING without delay in 
month, and in order that I may keep and clip it, send it 
to me personally as noted below—$4 for one year, $6 for 
two years. 
Mr. 
Title 
Company 
Address 


(Fill in here if you want PURCHASING sent to your home, 
but also fill in company name and address) 


Home address 











. 
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SIER-BATH GEAR COUPLINGS 


Light—Safe—Compact 


Simple—Inexpensive 









By comparison with bolted type couplings, of equal ANSWER: 
capacity, Sier-Bath Gear Couplings average less than 


half the weight and have less than half the number 
of parts. They are as safe as a smooth shaft, compact 
and so simple in design, that they can be assembled 
and disassembled in a few seconds. Sizes range from 
44” to 6”. We will be glad to send a coupling for 


30 days free trial in any size up to 214”. *Reg. U.S. Pat. Off. 


Also manufacturers of precision gears, GEAREX PUMPS and SCREW PUMPS 


Si B Gar.Lock CHEVRON Packing is truly an automatic pack- 

1é@r- ath ing. The distinctive and exclusive hinge-like shape of 

CHEVRON packing makes it extremely sensitive to 

Founded 1905 ge 

pressure changes. On the power stroke or with increas- 

GEAR and PUMP Cco., Inc. ing pressures CHEVRON rings automatically tighten and 

raccahcrnsicicsndhor tgs oe = 4 prevent leakage; on the return stroke or with diminish- 

ing pressures the packing eases off, permitting free 

operation of the rod and reducing friction toa minimum. 

For long life and dependable service, specify 

CHEVRON packing. GARLock 430 CHevron for hy- 

draulic service; 431 for oils at low temperatures; 530 
for steam, air or gas; 531 for hot oils. 














THE GARLOCK PACKING CO., PALMYRA, N. Y. 
In Canada: The Garlock Packing Co. of Canada Ltd., Montreal, Que. 


Totally Enclosed 
Fan Cooled 








ar 





Type TEFC 
Polyphase 


Here is the newest and most successful development in 
air cooled motors. Totally enclosed, constant speed, con- 
tinuous duty; it is designed for cooler and more eco- 
nomical operation under the hardships of extreme heat 
and dust. Fully ball bearing and quiet running, too. You 








will want to know more about this mew VALLEY Motor. / f \ NOTE EXCLU SIVE 
WRITE FOR DESCRIPTIVE LITERATURE _ : HINGE-LIKE 


VALLEY 


CONSTRUCTION 


ELECTRIC CORPORATION 


4221 Forest Park Bivd. + St. Louis 8, Mo. 
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PURCHASING MANUAL FOR A 
DISTRIBUTOR 


From time to time we have noticed ar- 
ticles in your magazine PURCHASING deal- 
ing with purchasing department manuals, 
as used by various manufacturers. Our own 
company is attempting to set up and com- 
pile a purchasing department manual. 

We are, of course, primarily a wholesaler, 
buying from various manufacturers and in 
turn selling these products to hardware 
stores, industrial plants and manufacturers, 
and contractors. We are especially anxious 
to define the specific responsibilities of the 
purchasing department as opposed to the 
sales department. We realize that there is 
a very close relationship in an organization 
of our type between purchasing and selling, 
and yet we feel that the responsibilities of 
each department must be clearly defined. 

Can your organization make any sugges- 
tions as to sources where articles and in- 
formation on this subject might be secured? 
Or perhaps in some issues of your publica- 
tion you have run some information of this 
type which has not come to our attention. 
There has been a great deal of work done 
on this line which applies to manufacturing 
companies, but we have seen very little 
information published regarding the duties 
and specific responsibilities of purchasing 
departments for wholesale concerns or job- 
bers such as ourselves. 


John F. Day 
John Day Rubber and Supply Co., 
Omaha 8, Nebr. 


The function of a manual, of course, is 
not to make policies but to record existing 
company policies in a comprehensive and 
orderly form for use as a working reference. 
It is effective only to the extent to which 
it represents authorized policies and pro- 
cedures and has the approval and backing 
of top management. Since policies vary be- 
tween industries and different companies, 
it would be difficult to set down any specific 
code as being the “right” one to follow with- 
out having an intimate knowledge of the 
particular company’s way of doing business. 

In the case of a wholesaling business, it 
would seem that the final decision of what 
should be carried in the regular line, and 
the determination of proper minimum and 
maximum stock limits, should rest with the 
sales department. There should be provision 
for keeping the purchasing department in- 
formed on current sales and on sales esti- 
mates for a month and three months in ad- 
vance. There should also be provision for 
recommendations made by the purchasing 
department as to advantageous changes 
regarding both the items themselves and 
the stock quantities and regular reporting 
of any price changes. It would probably be 
advisable to place some limitation on com- 
mitments made by the sales department 
without specific authorization or without 
consultation with purchasing as to avail- 
ability and cost of the items concerned. 
Other points will doubtless suggest them- 
selves to you on which the respective func- 
tions and authority of the two departments 
should be clearly defined. 

The greater part of our editorial program 
deals with purchases made for use in a 
manufacturing program, rather than pur- 
chases for resale. However, there may be 
some information of interest in the article 
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in our May issue, concerning the Shepherd 
Tractor & Equipment Company, which is es- 


sentially a distributor business like your 
own.—Ed. 
PUN DE LUXE 


Every one here at the office is highly in- 
trigued with the extremely clever heading 
on the article by Mr. W. G. Robbins, Presi- 
dent, Carboloy Co., which appeared in your 
September issue. 

Whoever thought up that one certainly 
deserves a pat on the back, at the least. 


Athel F. Denham 
Denham & Co. 
Detroit 26, Mich. 


“Good Buy, Mr. Chips” seemed so pat a 
headline for an article on low cost produc- 
tion of chips that it practically wrote itself. 


HE WANTS 500 


Please advise if it would be possible to 
obtain reprints of the pages 99 and 100 of 
the September issue of PURCHASING. This 
is an article entitled “Cooperation Works 
Both Ways” by Stuart F. Heinritz. We 
would like to have about 500 copies. 


L. F. Bartels, P. A. 
The Mosler Safe Co. 
Hamilton, Ohio 


Demand for copies of this article was so 
heavy that we had to reprint it. Copies 
available. 


PURCHASING MANUAL 


May we have permission to print a digest 
of “A Purchasing Policy Manual’ in an 
early issue of “Management Guide?” 

This article appeared in the September, 
1949, issue of PURCHASING. 

Thanks for your cooperation. 


R. W. Hutcheson, 
“Management Guide’ 


Washington 17, D. C. 


Granted.—Ed. 
ORCHIDS 


A subscription to the magazine PUR- 
CHASING was recently placed and we 
have had the pleasure of receiving our 
first copy. It is truly the magazine for men 
in purchasing. 


Maynard A. Petersen, APA 
Adhesives & Coatings Div. 


Minnesota Mining & Manufacturing Co. 


Los Angeles 22, Calif. 


As a newcomer to the field of purchasing 
| have found your magazine particularly in- 
teresting and helpful. 


Arthur Whitehill, P. A. 
Montag Brothers, Inc. 


Atlanta 3, Ga. 


BACKPAT FOR “SPEND TO SAVE” 
ISSUE 


Having been a PURCHASING subscriber 
for the past ten years, | have read each 
month's issue of your publication from cover 
to cover and | should like to take this op- 
portunity of congratulating you and all mem- 


bers of your staff responsible for the fine 
June 1949 “Spend to Save” issue. This is 
the most informative issue of PURCHASING 
| have read to date and shall always be kept 
in my personal catalogue file as a ready 
reference book. 

Again congratulations and keep up the 
good work. 


Alfred A. Northacker, Asst. Purchasing Agent 
The M. W. Kellogg Co., 
New York 7, N Y. 


DOLLAR VOLUME NO MEASURE 
OF PURCHASING EFFICIENCY 


You have probably heard of the brickbats 
being thrown at most Government depart- 
ments in regard to purchasing activities. 
Some are warranted, but most are not. How- 
ever, to my way of thinking, there isn’t 
any outfit in existence which cannot be 
improved. It’s just a matter of finding ways 
and means. 

Much has been said and written about 
purchasing costs, especially in Government, 
but to date no one in authority has pro- 
posed any standard which can be applied 
in determining whether purchasing activities 
are being conducted within the boundaries 
of good economic practice. 

In this connection, would appreciate very 
much the information as to what the per- 
centage of cost of procurement operations 
should be, including placing, expediting, etc., 
in relation to the total dollar value of all 
purchases. | know what the percentage is 
in this department, but would like an ex- 
pert opinion for comparison. 


William H. Parker 
U. S. Engineer Office 
Nashville, Tenn. 


We have never considered that a per- 
centage of dollar volume furnishes any sig- 
nificant measure of purchasing efficiency. 
The fallacy of such a calculation can readily 
be shown by simple arithmetic. Merely by 
paying twice as much for all purchases, the 
percentage can be cut in half, wheree- 
actual purchasing performance is only half 
as efficient: or twice as costly. Conversely, 
good price performance automatically makes 
the department look less efficient. Obvious- 
ly, any major change in the general price 
level will have a similar effect, without 
regard to purchasing performance. 

Conditions vary so widely as to size and 
type of companies, volume and type of pur- 
chase requirements, and scope of purchasing 
responsibility as to inventory control, mate- 
rials accounting, expediting, invoice check- 
ing, traffic management, and other related 
functions, that any comparison of this sort 
must presuppose a comparable line of busi-: 
ness, of comparable size and comparable 
purchasing organization. The most signifi- 
cant comparison is that between succeeding 
calendar periods within the same purchasing 
operation. 

With these qualifications, and for what 
it is worth, a rule-of;thumb answer to your 
question is that among the larger manufac- 
turing organizations, administrative costs of 
purchasing are generally held under 2% of 
dollar purchases. This figure is heavily 
weighted by bulk or contract purchases of 
major items. Any large proportion of .small 
purchases raises the figure appreciably.—Ed. 
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Want an open door to faster production, lower costs, 
higher quality, or better design in your tubular 
applications? 

Latch on to Bundyweld* Tubing! 

Bundyweld, made of steel, Monel, or nickel, is 
double-walled from a single strip, and copper-bonded 
throughout . . . for extra-strong tubing that’s light- 
weight, ductile and leakproof, too. It can be bent 
without fear of its weakening or collapsing structur- 
aily, and is easily fabricated. 

Manufacturers in such diverse fields as television, 
radiant heating, refrigeration, ranges, tubular toys and 
automobiles—to mention only a few—have found 


WHY BUNDYWELD 


Bundywek 


keyed to your 
tubular needs 


1S BETTER TUBING 











& 





Bundyweld to be the answer to their tubular needs, 
Chances are that this miracle tubing of industrv 
can help solve your manufacturing problem .. . 
whether design, structural, or functional ... even 
though you may not seem to need a tubing at all. Why 
not give it a try? Contact your near-by Bundy repre- 
sentative among those listed below, or write direct to: 
Bundy Tubing Company, Detroit 14, Michigan. 


BUNDY, TUBING 


ENGINEERED TO YOUR EXPECTATIONS 








* REG. U.S. PAT. OFF. ® 
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] Bundyweld Tub- 

ing, made by a 

patented process, is 

entirely different from any other 

tubing. It starts as a single strip 

of basic metal, coated with 
a bonding metal. 


Cambridge 42, Mass.: Austin-Hastings Co., Inc., 226 Binney St. ¢ 
Chicago 32, Ill.: Lapham-Hickey Co., 3333 W. 47th Place © 
Penn.: Rutan & Co., 404 Architects Bldg. © 

3628 E. Marginal Way ° 


? This strip is con- 

tinuously rolled 

twice laterally into 

tubular form. Walls of uniform 

thickness and concentricity are 

assured by close-tolerance, 
cold-rolled strip. 


3 Next, a heating 

process fuses 

bonding metal to 

basic metal. Cooled, the double 

walls have become a strong 

ductile tube, free from scale, 
held to close dimensions. 


BUNDY TUBING DISTRIBUTORS AND REPRESENTATIVES 


S 4 Bundyweld 
—_ comes in stand- 

ard sizes, up to 5¢” 
O.D., in steel (copper or tin 
coated), Monel or nickel. For 
tubing of other sizes or metals, 
call or write Bundy. 


Chattanooga 2, Tenn.: Peirson-Deakins Co., 823-824 Chattanooga Bank Bldg. 
Elizabeth, New Jersey: A. B. Murray Co., Inc., Post Office Box 476 ® 
San Francisco 10, Calif.: Pacific Metals Co., Ltd., 3100 19th St. 


Philadelphia 3, 
Seattle 4, Wash.: Eagle Metals Co., 


Toronto 5, Ontario, Canada: Alloy Metal Sales, Ltd., 881 Bay St. 


BUNDYWELD NICKEL AND MONEL TUBING IS SOLD BY DISTRIBUTORS OF NICKEL AND NICKEL ALLOYS IN PRINCIPAL CITIES. 
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Abrasive Products, Ine 
Acme Steel Co 
Acushnet Process Co 
Adam Electric Co., Frank 
Air Express Div., Railway 
Agency, Inc. ' : 
Air Reduction Sales Co & Subsidiaries 
Ajax Flexible Coupling Co., Ine 


Express 


Alemite Div., Stewart-Warne! Corp. 
Allegheny Ludlum Steel Corp 
Allen Mfg. Co. 


Allison Co. 
Aluminum 
Customer 
Distributors 
American Brake 
Bearing Div. i 
American Brass Co., 
American Chain Div 
American 
American Optical Co. 


Company of America 


telations 


Shoe Co National 


American Rivet C ompany 
American Screw Co 
American Steel & Wire Co 24, 25, 


Amegears, Inc. 
Ampco Metal, Ine 
Anaconda Copper 
Subsidiary 
Arabol Mfg. Co., The 
Arcos Corporation 
Armour Sandpaper Works 
Armstrong-Bray & Co 
Armstrong Bros. Tool Co 
Associated Spring Corp 
Athenia Steel Co. . 
Atlantic Steel Company 


Mining Co. & 


B 


gabcock & Wilcox Tube Co 
Bakelite Corporation 

Barnes Co., Wallace 

Barnes Co., Ltd., Wallace, The 
Barnes-Gibson-Raymond 
Bassick Co., 
Bay State Tap & Die Co 
Beall Tool Div., Hubbard & Co 
Behr-Manning Corp. 

Bemis Bro. Bag Co. 


Bendix Aviation Corp. Scintilla Mag- 
neto Div. . 

Bethlehem Steel ‘Co. ; 

Blake & Johnson Co., The 

Peas 

Bond Foundry & Machine Co 

Brighton Screw & Mfg. Co 

Bristol Brass Corp. 

Brown & Sharpe Mfe Co 

Brownville Paper Co 

BullDog Electric Preducts Co 

Bundy Tubing Co 

Cc 

Carpenter Alloy Tube Div 

Cel-U-Dex Corporation 

Central Paper Company 

Central Paper Company, Ine 

Century Electric Co. 

Champion Lamp Works 

Chase Bag Co pane 

Chase Brass & Copper Co., Inc. 

Chicago Eye Shield Co 

Chicago Rawhide Mfg. Co 

Cities Service Cos. .... 

Clark Bros. Bolt Co. , soil 

Clark Industrial Truck Div Clark 
Equip. Co. 

Classified Advertising Section 

Cleveland Cap Screw Co. 

Cleveland Container Co., The 

Cleveland Twist Drill Co 

Cold Metal Products Co sis 
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NEW C-D 


There are three new grades of C-D Dilecto* that can 
withstand temperatures as high as 250°C. They are 
chemically inert, silicone-glass laminated plastics that 
offer exceptionally high heat resistance and good arc 
resistance, extra strength, and positive moisture re- 
sistance! At Continental-Diamond we’ ve literally lived 
and worked with Silicone Dilecto—perfecting it to a 
point where we believe it can be highly useful in 
helping to solve your pro- 
duction problems — and im- 
prove product performance. 





G jucing bette; a 
& Your partner 1 = “ey, 


SUC withstands an inferno of 


to improve product performance for you! 


And this remarkable plastic is but one of many in 
the C-D family. They provide practical combinations 
of mechanical, electrical, and chemical properties— 
structural strength, light weight, positive moisture, 
heat and corrosion resistance. In hundreds of plants, 
C-D Plastics— Fibre, Vulcoid, Dilecto, Celoron, and 
Micabond — offer proof that it pays to see C-D first in 
your search for the right plastic for the job. For inter- 
esting, useful information on Silicone Dilecto, and 
other C-D high strength plastics, call or write your 
nearest C-D office, soon. 


*Dilecto GB—112—S 
Dilecto GB—128—S 
Dilecto GB—261—S 
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STANLEY | crvsuese. 


Reg. U.S. Pat. Off. 


STANLEY STEEL STRAPPING 
SOLVES TOUGH 
PACKAGING PROBLEM 


The Hettrick Mfg. Co.’s Goshen, 
Indiana plant had a problem 
packing their porch and lawn 
furniture. Stanley recommended 
the speedy Ace Strapping Tool 
—with this overhead installa- 
tion to make the tool readily 
available at strapping point. 
Now Hettrick saves time and 
labor—gets a stronger, better, 
safer package. Find out how 
Stanley can cut your shipping 
costs. The Stanley Works, Steel 
Strapping Division, 144 Lake 
St., New Britain, Connecticut. 


HARDWARE + HAND TOOLS « ELECTRIC TOOLS + STEEL STRAPP!N Gluueuces 
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HYSTER HYSTAWAY 


—the Red Elastic Collar helps 


WITH ONE HAND 





SAVES TIME...MONEY 


JUMP PRODUCTION...CUT COST! 


The nut and jam nut combination for- 
merly used on the clutch adjustment 
rod of the Hystaway —tractor-mounted 
excavator manufactured by the Hyster 
Company at Portland, Oregon, had two 
disadvantages: (1) two wrenches were 
required to adjust the clutch (one to 
hold the first nut, and one to loosen and 
reset the jam nut); and, (2) it was 
dificult to get two hands through the 
limited frame opening. 

After exhaustive experimentation, the 
Company adopted Elastic Stop Nuts. 
Now clutch adjustment can be made 
quickly, easily and exactly— 
with one hand. 

Further, since Elastic Stop 
Nuts lock in position anywhere 
on a bolt or stud, only one ad- 





justment is usually necessary—the first. 
Once this adjustment is made, the Red 
Elastic Collar maintains that precise 
setting permanently. Neither vibration 
nor impact will shake the nuts loose. 
Also, Elastic Stop Nuts keep bolt and 
nut threads rust-free . . . seal against 
liquid seepage along bolt threads. . . 
do not damage the threads. And, of 
course, Elastic Stop Nuts are re-usable. 

HERE’S A CHALLENGE: Send us complete 
details of your toughest bolted trouble 
spot. We'll supply test nuts—FREE, in ex- 
perimental quantities. Or, if you want 
further information, write 
Elastic Stop Nut Corporation 
of America, Union, N. J. Rep- 
resentatives and Agents are lo- 
cated in many principal cities. 









THE FAMOUS RED ELASTIC COLLAR 
1S VISIBLE EVIDENCE OF 
LOCKING SECURITY 


Threadless and permanently elastic, 
it provides these 4 outstanding 
features: 


1. Protects against nuts loosening 
due to VIBRATION 

2. Keeps locking threads CORRO- 
SION FREE 

3. Provides for accurate BOLT 
LOADING 

4. Seals against LIQUID LEAKAGE 
along the bolt threads 





ELASTIC STOP NUTS 


HIGH 
TENSILE 


DECEMBER, 1949 


SIZES 


ANCHOR WING 9 SPLINE ¥ CLINCH ey ae GANG 
A> Nw Fee CHANNEL 


OVER 450 TYPES AND IMMEDIATELY AVAILABLE FROM STOCK 
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The SPRING 


Takes the Bump 


The LOAD 


Takes It Easy 
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Handling toilet bowls and tanks on Bassick ‘’Floating-Hub” Casters at 
American Radiator and Standard Sanitary Corporation’s Torrance 
Works in California. 


jr 
Le 
Ke 


You remove the bounce and jounce 





And move things smoother, faster 





When you have your trucks equipped 








With this amazing “spring-wheel” 





caster. 


296 Want Additional Product Information? See Page 19. 


Bassick 








Loads ride safely over rough territory when 
they ride on Bassick “Floating-Hub” Casters 
— fragile loads, spillable loads, loads in care- 
ful adjustment. 


The weight is carried off-center of the axle 
and is controlled by a coil spring. This allows 
the wheel to “float” over bumps without 
bouncing the load. 


It's the spring that absorbs the shock . . . not 
the load, mot the truck, mot the floor. 


So you speed up materials handling . . . 
protect the load .. . and reduce maintenance 
costs on both trucks and floors. 


Investigate Bassick “Floating-Hub” Cast- 
ers for your plant. Write to THE BASSICK 
COMPANY, Bridgeport 2, Connecticut. Divi- 


SION OF STEWART-WARNER CORPORATION. 
In Canada: BASSICK DIVISION, Stewart-War- 
ner-Alemite Corporation, Ltd., Belleville, 


Ontario. 


Making more kinds 
of Casters... 
Making Casters 
do more 
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Westinghouse 













PUSH CONTACT 
TWIN LAMP HOLDER 

















s Strength 


FIXTURES 


Key 10 Aalded Sutey 4 


IN WESTINGHOUSE IND 4 


P| 


ing pressure at both ends of the 
a “floating ride” for the lamps. 
out—regardless of shock or vibra- 
f action of spring contacts assures a 
e electrical contact. Starters, housed 
p Holder, may be changed without 
lamps. An arrow indicates the lamp 
r operates. Smooth, one-piece construc- 
Dws easy, fast cleaning. 
complete information about the new 
aghouse line of Industrial Luminaires, 
the Push-Contact Twin Lamp Holder, 
ae for Booklet B-4194. Westinghouse Electric 
oy n, P. O. Box 868, Pittsburgh 30, Pa. 


New Push-Contact Twin Lamp Holders increase 
fixture quality—without increasing the price. 
Available now—as a standard Westinghouse 
Industrial Luminaire feature—they offer indus- 
iries 6 maintenance-cutting advantages. 
Anall-steel housing eliminates socket breakage 
and chipping. Spring-tvpe sockets, with beveled 
ring guides, are used at both ends of the fixtur 
to make positioning and insertion quick, safi 
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N THIS PAPER MILL, as in every 
I plant where fluid control is nec- 
essary to operation, there’s a valve 
that is only revealed, as here, by 
photo-magie. It’s the giant you'd see 
if all the valves were one valve, and 
often it represents an investment 
greater than for large equipment 
units always chosen with a sharp 
eye on operating economy. 

ir PAYS to keep this collective 
valve in mind, instead of thinking 
of valves individually as items of 
minor expense—for, with 
and material 


wages 


costs higher than 
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"ALVE FAILURB”’ is a 28-page 


eee ee eee eeeeeeeeeeeeeeeeneanane ae o- - 


NAINS BROS., 80 White St., 


Before you say 
**PIPE DREAM”’ 


count your valves 


onomy is essential. 
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is insignificant, but 
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operating budgets. 
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LOOK FOR THIS 


SINCE D ‘ 
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JENKINS 
WALVES 


For all new installations, for all 
replacements, rely on Jenkins qual- 
ity and engineering service for low- 
est valve costs in the long run. Sold 
through leading Industrial Distrib- 
utors everywhere. 


Jenkins Bros., 80 White St., New York 13; 
Bridgeport, Conn.; Atlanta; Boston; 
Philadelphia; Chicago; San Francisco. 


Jenkins Bros., Ltd.. Montreal. 


DIAMOND MARK 


Sizes. Pressures, Metals for Every Need 








